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Profitable names that ring the bell. 


It is no accident that the Webster line is such 
a profitable one to carry. For 48 years the 
names of our carbon papers and typewriter rib- 
bons have stood highest in the quality field. 
We have created acceptance for these names 


through national advertising. We have jealously 


guarded this acceptance and brought satisfied 
customers back for more by maintaining the 
quality of our products through good times 
and bad. These policies have created names 
which sell goods. To Webster dealers these 


names are a valuable asset. They spell profits 


F. S. WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE, MASSACHUSETTS 





OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


"No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develope 
ment of the office appliance 
industry. It will answer any 


questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 





OFFICE APPLIANCES 


(TO THE WORLD’S PRINCIPAL MARKET PLACES) 





Published on the first of every month by The Office Appliance 
Co., 417 South Dearborn St., Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Harrison 3697 





ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade Journal 

& Office Systems, New York, 1904; The Office, Franklinville, N. Y., 

1904; The Office Appliance Journal, Chicago, 1905; Business Equip- 

ment Journal, Chicago, 1908; Office Outfitter, Chicago, 1908; the 
original National Stationer, New York, 1909. 





EVAN JOHNSON, President a A. GILBERT, Business Mgr. 
C. F. MALATESTA, Treasurer . C. MILLER, Western Adv. Mgr. 
D. C. MILLER, Vice-President B. C. WALLSTEN, C Dept. Mgr. 
JOHN A. GILBERT, Secretary OTTO KNEY, Service Bureau Mgr. 
W. S. LENNARTSON, Associate Editor 
H. E. MEASON, Assistant Editor 
H. W. MARTIN, Special Representative for So. California at Redondo Beach 
NEW YORK OFFICE: 1601 Pershing Square Bidg., 100 East 42d St. 
Telephone Ashland 4-8319 


Cc. H. EVERLY, Eastern Mgr G. C. WHEELER, Asst. Eastern Mer. 





Vol. 64 December, 1936 No. 6 





FEATURES OF THE MONTH 


Conducting a Sales Campaign..........+++++. Il 
Notes on Selection of Card Index Equipment... 20 
Qualities That Help to Cultivate a Good Sales 
POTHOMRES « « ccwcciccecetvvréveceuessveneee. ae 
Ase You Watted Gal oiveccccccsatesseassteeccess an 
Conrtral af Pees » o.000ecctcncpibennbeseess és! OEE 
Persistence Wins for Salesman..........+++++ 29 
“Buy Ways” and “Displays” ........++eeeee+++ 29 
“‘Mac”’ Fits a Pen as Carefully as a Clothier 
Pite | Devesdccte 6000s. 6nue sébedeedesene ae 
Don’t Talk Filing Cabinets—Talk System...... 31 
Air Conditioning and the Office Appliance 
Danklar ..ccecresvecevetes saccade pietenseeeduc sae 
Preservation and Insurance of Records....... 33 
The Informed Furniture Man Makes the Sale. 36 
The Mahodany BOOK. .cccccccssaseeresesscsss OF 


NEWS OF THE MONTH 


T. T.. Miaibecom im DRGs «60.00.0060. 84cdsen eoen stbebeans 53 
McCloy’s Fifty-seven Years in Business............eeeeeeees 59 
Ivan Allen-Marshall Company to Have New Location........ 61 
Seen and Heard in Southern California. .............0e0000% 63 
Greist’s “Lite Master” Becomes “White Knight’”’............. 63 
Moore’s Parachute Jumping Thrills Crowd..............005. 72 
Kitchler Closes Eastern Shop to Open in Florida............. 81 
Winter Furniture Show Sets Attendance Record............. 82 
Weis Issues Handsome Hand Book.......ccccsccccccccccess 100 
Neely Celebrates Thirty Years in Business..............+++- 111 
Watson Bisnis Care Bisson sn cn ccccciccvoscccccesens 123 
Suecial Battion of UE... Pee Cie noe cenceectsecnensaae 143 
Textey Guens Gam EIR BOG. « «6 ncicncacsscedeecueansauat 144 
Wabash Designs Remarkable Folder Sample Set............-. 152 
Jasper Seeman Pee COG 5 v0 0s cect tincbadensindosensann 152 
DEPARTMENTS CLASSIFIED NEWS 

Maitetlal.ccacccvccevcccccesecs 16 Adding Machines.............. 156 
Here and Theres... ....c.cs... 17 Business Opportunities......... 155 
Guest —_ ovseece Weer * eee 7 
Leena a A ep iiotiene on " 46 Furnmiture............0.eeeeees 155 
News and Miscellany.......... 60 Other Machines............... 156 
National Stationers Association 

I ee PURO. 6 oe secccaversnsosnecs 9 
ees See a — 1og Pens and Pencils.............. 152 
Office Furniture, Wood and Steel 36 Ribbons and Carbons.......... 159 
on 7 peat “a7 ARE OE SER 152 
Old Doc Starke. 2... cccccccces 119 i 156 





3 
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ayable in advance, in the 
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sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year. ay 
two years, $4.00. ‘oreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. 
mittances may be made by 
— checks, drafts on 

York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 
cents. 


FCHANGE OF ADDRESS. 
Subscribers may have - 
mailing addresses chan 

often as desired. In o pane 
such changes it is n 

that both old and new ad- 
dresses be given. 
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terest to this e. All 
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Y COPYRIGHT. Contente 
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OFFICE APPLIANCES 


THE ADVERTISEMENTS 





These advertisements present the products of the leadmg manu 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can 
not undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their service in resolving 
any disagreements which result from relations established 
t rough the journa 


A Jasper Seating Co 151 
Acco Products, In 112 Josephson Mfg. Corp 147 
Ace Fastener Corp : 100 
Acme Staple Co 160 Kahn, David, In 127 
Adams, Henry T., Mfg. Co.164 Kilian Mfg. Corp 154 
Aigner, G. J., Co 151 
. ¥ ‘ ors tho 
— ~. oe 9 Lackawanna Leather (o. .154 
Allen-Wales Add. Mch. Cp.162 oose Leaf Metals Co 158 
All-Steel-Equip. Co ee ESS Boel Peak, tne 158 
Alma Desk Co. . 150 US aon Tany SOM - 
American Can Co 136 M 
Amer. Number. Mach. Co..165 Majestic Lounge Co , 138 
Amer. Writing Mach. Co 78 Manifold Supplies Co 77 
Ames Supply Company 109 Marber Company 161 
Artility Met. Products, Inc. 92 Markilo Co. . - 163 
Art Metal Constr. Co 89 Markwell Mfg. om « 153 
Art Steel Co., In 149 Mashek, Frank, Co 145 
Autmt. Mastergr. Dupl.Co.165 Meilicke Systems, Inc 162 
Autopoint Company .121 Meilink Steel Safe Co 124 
B Metal Office Furn. Co 126 
Bankers Box Co 97 Meyer & Wenthe. eee 162 
Barkley, C. L.. & Co 148 Mimeograph, The. Oi 
Bassick Company 163 Mitchell Binder Co. + 
Beach Publ. Co 165 Mittag & Voiger, Inc 4. 
Blaisdell Pencil Co 5 eS See Le... - « 38 
Jentson Mfg. Co 137 Munson Supply Co 157 
Bickett, L. M.. Co 151 Murphy Chair Co. . 145 
Borg, George, Corp 165 N 
Bright Chair Co 154 Nat'l Brief Case Mfg. Co..149 
Bristow, Stanley R 164 Nat'l Business Show Co 129 
Browne-Morse Co 110 Nat'l Engraving Co 164 
Buckeye Ribb. & Carb. Co.128 Neva-Clog Products, Inc..142 
c New Indiana Chair Co .141 
Calvert Lamp Co 152 Niagara Duplicator Co 118 
(Cameron, Cal 164 
Cel-U-Dex Corp 162 Oakville Co 163 
Clarotype Co., The 162 Oxford Filing ‘Supp ily Co..125 
Clip-On Corp 14! p 
Cloyes Gear Works 162 Pacific Cb. & Rib. Mfg. Co.123 
Codo Mfg. Corp 164 Parrot Speed Fastener Cp.145 
Collier-Keyworth Co 146 Peerless Key Co., In 151 
Columbia Rib. & Carb. Co. 73 Peerless Steel Equip. Co..134 
Columbia Steel Eq. Co 79 Phillips Process Co.. 157 
Colytt Laboratories 161 Pronto File Corp 114 
Corona_ Typewriter 69 Pruitt Co. 144 
Corry-Jamestown Mfg. (p. 99 Q 
Crown Ribbon & Carb. Co.164 Quality Park Env. Co 94 
Darnell Corp 143 a R 
Dawn Mfg Boon Phe ‘al Reliable Tw. & A. M. Cp..163 
Dick, A. B.. Co.. 67 Rishe l, J. K., Furn. Co 48 
Dictaphone Sales Corp 132 Rivet-O Mfg Co.. . 144 
Doppelt, Chas., & Co 153 tock well- Barnes Co 9 
Dorson Time Instrum Co. 82 Roose n, H. D., Co . 161 
Downey, C. L., Co 139 Royal Typewriter Co 166 
Dunham-Watson Co 162 S . , 159 
E ane Pand ‘ ~d _ o! 
Hagle Ottawa Leather Co.150 Schwab Gate Ge..........100 
an SO aper orp .- 49 Security Steel Equip. C NG 
ees F isher. ‘1, Ba K Oe tr} Sengbusch sc Tokens Bs 130 
usterbrook Steel Pen Co..157 Shaw-Walker Company. 93 
Evansville Desk Co 155 Sheaffer, W. A.. Pen Co.. 101 
—_ _w Fr Sheppard, C. E., Co.. ; 135 
Faber, J , Ine 81 Sherman-Manson Mfg. Co. 88 
Faultless Caster Corp 111 Shipman-Ward Mfg. Co... 98 
F. B. Mfg. Co : 160 Smith, Bradner & Co.. 161 
Fibroin Stencil Corp 161 Smith, L. C., & Cor.Tw. Ine 69 
Finch & McCullouch 53 Speedex Co., The eA 160 
Fox, George E., & Co 108 Speed Key Mfg. Co.. , 163 
Fritz-Cross Co 157 Speed-O-Print Corp. . 37 
Fulton Specialty Co 104 Spencerian Pen Co 119 
Stein Brothers Mfg. Co 107 
Gaylo Mfg. Co 152 St. Johns Table Co 143 
General Duplicator Corp.. 96 Storms, H. M., Co 133 
General Fireproof Co..74, 75 Sturgis Posture Chair Co 87 
Globe-Wernicke Co 102 Sundstrand.. 71, Back Cover 
Graff, Geo. B., Co 160 Superior Type Co : 163 
Graphic Duplicator Co 150 
Greater Amer. Stencil Co..162 Technygraph, The 134 
Greist Mfg. Co 113 Toledo Metal Furn. Co 115 
Guide System & Supp. Co. 80 Triner Scale & Mfze. Co 156 
Gunn Furniture Co 142 Trussell Mfg. Co. 139 
H U 
H. A. Ink Eradicator Co 165 Underwood-Elliott-Fisher 
Hall-Welter Co .141 Co. ........71, Back Cover 
Hanson Scale Co 161 U. S. Envelope Co....... 163 
Harriman- Welts Prod. Co.160 U. S. Tw. Rib. Mfg. Co... .160 
Harter Corp., The... 90 Vv 
Heyer Corporation 167 Vail Manufacturing Co 103 
Higgins, Chas. M., & Co 147 Victor Safe & Eq. Co 165 
High Point Bd. & Chr. Co.158 ri w 
Hotchkiss Sales Co 140 Wabash Cabinet Co 


131 

Wagemaker Co. . 153 

imperial Desk Co 1 Warshaw Mfg. Co 156 
Imperial Methods C 12 Weber-Costello Co 144 
Indiana Desk Co 141 Webster, F. S.. Co 2 
Invincible Met. Furn. Co..117 Weeks, Frank A . Mfg. Co.163 


z Weis Mfg. Co 83, 84, 85, 86 

Jasper Chair Co 76 Wiggins, John B., Co 161 
Jasper Desk Co 146 » 4 

99 


Jasper Office Furn. Co 138 Yawman & Erbe Mfe. Co..122 


For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

wited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
tter, without obligation 








Adding Machine Parts Weis Mfg Co 83, 4. 5, 6 
Ames Supply Co Lon Yawman and Erbe Mfg. ‘ 122 
Cloyes Gear Works 162 Cash Boxes 
Shipman-Ward Mfg. C« 98 Art Steel Co .149 

Adding Machine Rolls and Paper General Fireproofing (« 7 5 
Lynn Paper Products Mfg. ¢ 149 Casters, Caster Bearings, Slides 
Rockwell-Barnes Co 95 Bassick Company 163 
Smith, Bradner, & Co 161 Darnell Corp. . 143 

Adding Machines Faultless Caster Cor 111 
Allen Calculators Inc 105 Kilian Mfg. Cor; 154 
Allen-Wales Add. Mach. Cor 162 Celluloid Envelopes 
Sundstrand 71 tack Cover Marklilo Co 163 

Adding Machines (eyes) Chair trons 
Reliable Typewr. & M orp 163 Bassick Co 163 

Adding Machines, Rebuilt and Used Collier- Key worth Co 146 
Pruitt Co. .. 144 Chair Mats 
Reliable Typewr & A. M. Cory 163 Bickett, L. M., Co 151 

Adding Typewriters Fox, Geo. E., & Co . 108 
Underwood E. F. Co...71, Back Cover Globe-Wernicke Co 102 

Adhesives Shipman-Ward Mfg. (« 98 
(See Inks, Adhesives, etc.) Chairs 

Arch and Clipboards Artility Metal Products, In 92 
Globe-Wernicke Co 102 Cameron, Cal. .. : .164 
Rockwell-Barnes Co 95 Fritz-Cross Co 157 
Shaw-Walker Co 93 Gaylo Mfg. Co 152 

Ash Trays, Office General Fireproofing (« 74, 
Oakville Co 163 High Point Bending & Chair Co. .15 

Banker’s Note Cases. Jasper Chair Co 7 
Art Steel Co 149 Jasper Seating Co 151 
General Fireproofing ( 74, 5 Lyon Metal Products, Inc 158 
Globe-Wernicke Co 102 Majestic Lounge Co 138 
Victor Safe & Equip. 165 Murphy Chair Co 145 

Billing Machines New Indiana Chair (« 141 
Underwood E. F. Co...71, Back Cover Sturgis Posture Chair (* 87 

Binders, Catalog and Periodical Toledo Metal Furn. ( 115 
Acco Products, Inc ° 112 Chairs, Folding 
Aigner, G. J., Co 151 Gaylo Mfg. Co 152 
Mitchell Binder Co 155 Lyon Metal Products, Ine 158 

Binders, Permanent Storage Chairs (Posture) 

Bankers Box Co 7 Artility Metal Products, In« 92 

Binders, String Fritz-Cross Co 157 
Bankers Box Co 7 Gaylo Mfg. Co 152 

Blackboards, Framed General Fireproofing «« 74, 5 
Weber Costello ¢ 144 Harter Corp 90 

Blank Books High Point Bending & Chair Co...158 
Rockwell-Barnes ( 95 Jasper Chair Co 76 

Blotting Paper Jasper Seating Co 151 
Smith, Bradner, & Co 161 Sturgis Posture Chair (Co 87 

Blue Print and Pian File Cabinets Toledo Metal Furniture ¢ 115 
All-Steel-Equip. Co 154 Check Protectors and Writers 
Art Metal Construction Co x9 Hall-Welter Co 141 
Art Steel Co... 149 Check Protectors and Writers, Used 
trowne-Morse Co 110 Pruitt, Inc. ..... l 
Columbia Steel Equip. ¢ 79 Reliable Tw. & A. M. Cor 163 
Corry-Jamestown Mfg. Cor 99 Checks, Stamped Metal 
General Fireproofing ( 74. 5 Meyer and Wenthe 162 
Globe-Wernicke Co 102 Coin Bags, Trays and Wrappers 
Shaw-Walker Co.. The 93 Art Steel Co . 149 
Yawman and Erbe Mfx«. ¢ 122 Downey, C. L., Co 139 

Bond Boxes Copyholders 
Art Steel Co 149 Acco Products, Inc 112 
General Fireproofing ( 74. 5 Dawn Mfg. Corp.. The 141 
Globe-Wernicke Co 102 Crayon 

Book Cases Markwell Mfg. (« 153 
All-Steel-Equip. Co 154 Weber Costello Co 144 
Alma Desk Co 150 Cushions and Pads, Chair 
Art Metal Construction (¢ 89 tickett, L. M Co 151 
Browne-Morse Co 118 Fox, Geo E., & ¢ Ho 
Corry-Jamestown Mfg. Cor 99 Shipman-W ard Mie ( 8 
General Fireproofing Co 74. 5 Cuspider Mats 
Globe-Wernicke (« 102 Bickett, L. M ( 151 
Gunn Furniture Co 142 Shipman-Ward "Mie ‘ u8 
Shaw-Walker Co 93 Cuspidors 
Wabash Cabinet Co 3 Art Steel Co . 149 
Weis Mfg. Co 8 i Dating Stamps 
Yawman and Erbe Mfg. (¢ Amer. Number. Mach. ¢ 165 

Book Rings Fulton Specialty ¢ 104 
Adams, Henry T.. Mf cm Meyer & Wenthe 162 
Oakville Co ; Rivet-O-Mfg. Co 144 

Bookkeeping Machines Superior Type (« 163 
Underwood E. F. Co...71, Back Cover Desk Bumpers 

om Letter Files Fox, Geo. E., & Co 108 

Art Steel Co 149 Marber Co 161 
Globe-Wernicke Co 102 Desk Calendar Pads 
Rockwell-Barnes (« On Finch & McCulloug? 153 
Weis Mfg. Co 83, 4, 5, 6 Fox, Geo. E., & Co 108 

Brief and Zipper Cases Weeks, Frank A., Mfg. ( 163 
Doppelt, Charles, & Co 153 Desk Lamps, Electric 
Mashek, Frank, Co 145 Calvert Lamp Co 162 
National Brief Case Mfg. Ce 149 Greist Mfg. Co 113 
Stein Bros. Mfg. Co 107 Desk Pads 

Bulletin Boards Aigner, G. J., Co 151 
Weber Costello Co 144 Bickett, L. M.. Co 151 

Business Shows Fox, Geo. E., & Co 198 
Nat’l Business Show (x 129 Desk Pen & Ink Sets 

Calculating Devices Sengbusch Self-Clos. Inkstd. Co.. .130 
Metlicke Systems, In 162 Desk Pending-Letters Holders 
Reliable Tw. & A. M. Cor; 163 Acco Products, Inc 112 

Calculating Machines Desk Trays 
Allen Calculators, Inc 105 Aigner, G. J., Co 151 
Allen-Wales Add. & Mach. Cor 162 Art Metal Construction Co a9 
Sundstrand 71, Back Cover Art Steel Co., Inc 149 

Calculating Machines, Used Corry-Jamestown Mfg. Cor 99 
Pruitt, Inc ‘ , 144 Fox, Geo. E., & Co 108 
Reliable Tw. & A. M. Cort 163 General Fireproofing Co 74, 5 

Carbon Papers Globe-Wernicke Co 102 
(See Ribbons and Carbons) Imperial Methods Co 120 

Card Index Boxes and Trays Shaw-Walker Co. . _ oS 
All-Steel-Equip. Co 154 Weis Mfg. Co 83, 4, 5, 6 
Art Metal Construction ¢ gy Yawman & Erbe Mfg. Co 122 
Art Steel Co 149 Desk Work Distributors 
Bentson Mfg. Co... 137 Art Steel Co 149 
Cameron, Cal 164 tristow, Stanley KR 164 
Columbia Steel Equip. C« 79 Globe-Wernicke Co 102 
Corry-Jamestown Mfg. Cor 99 Lyon Metal Products, In 158 
Globe-Wernicke Co 102 Victor Safe & Equip. Co 165 
Guide System & Supply — Weis Mfg. Co 8 1, 5. 6 
Imperial Methods Co 120 Desks 
Invincible Metal Furn. ¢ 117 Alma Desk Co 150 
Metal Office Furn. Co .126 Art Metal Construction RY 
Security Steel Equipment Cor .106 Browne-Morse Co 110 
Shaw-Walker Co., The 93 Cameron, Cal .164 
Warshaw Mfc. Co .156 Columbia Steel Equip. Co 79 
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Vester Base & Byuip. Co 165 Raina gh SS wot “Shor a, a ‘lear Me recrel, coerkiett 149 
x Ss . . Cameron, Cc 4 ee » 6 . eee ee eeee ceijepeeie’a si) 9 10 
eWiesins, The Jolin B,C “Sickel Ce nn... 08g mae Sale © 140 Goeryrdamestown ‘Mt Gorp....-1. 90 
: : = ' a teens revel arkwe gs. Co. ‘ - bee 
= tes Sgsper, Chait Co “128 Neva-Clog Mreduets, Wne...00000.148  Gndenl, einagrooging o.--0°°-° “i 
E a = oa, aac er Majestic Lounge Co. -138 Parrot Speed Fastener Corp.......145 <ibie Metal Furn. Cs........117 
‘Globe Werniche Co ing ~—«s Mathers, Uphotstering Victor Safe & Equip. Co. : i SMetel Peeéucts, Ine... 58 
Josephson Mfg. Corp de pacte Ottawa Leather Co -150 Paste (See Inks, Adhesives, Etc.) Security Steel Equipment Corp... .106 
Quality Park Envelope Co 4 Lackawanna Leather Co cecccces 154 Pen and Pencil Clips Protectors 
J. S. Envelope Co.... ‘163 «setter ‘Trays (See Desk Trays) a “ele 29 163 Sameco Co., Inc..........+.++++ . 159 
Envelopes, Ceiluloid a ae ; gg Pencil Sharpeners Stamp Pads 
Markilo Co. ..... .163 ational Engraving Co. . 16 Graff, George B., Co.......... .160 Fulton Specialty Co.............. 104 
Eradicators, Ink Wiggins, The John B., Co -161 ST pe rp eaieneaeee 161 Meyer & Wenthe...............+. 162 
H. A. Ink Eradicator Co .165 Library Equipment . Pencils, Wood Cased Lead eee WE. Os cisscccsensees 144 
Heyer Corporation, The 167 Ty oy, a SG, Os te 81 Rockwell-Barnes Co. ...........++ 95 
Sanford Mfg. Co... 116 Art Metal Construction Co +++ 8 Pencils, Mechanical. Superior Type Co.............0+0+ 163 
Erasers, Blackboard Art Steel Co. ........ ase 149 Autopoint Company .............. 121 Victor Safe & Equip. icvetewed 165 
Weber Costello Co.. 144 Corry-Jamestown Mfg. Corp _-, 99 Esterbrook Steel Pen Co.......... 157 Stands for Office Machines 
Erasers, Rubber General Fireproofing Co 4, 5 Kahn, David. Ine.. sina All-Steel- “Equip. ia canheakedd 154 
Blaisdell Pencil Co . 145 Globe-Wernicke Co. ......... 102 Sheaffer, ‘A., Pen Mfg. Co... ..201 Pty yg vondenpetllnetrareeppess 149 
Faber, A. W., Inc cae Security Steel Equipme nt Corp. .106 Pencils, ut Wound Corry- <—k Mfg. Corp....... 99 
Oakville Co. .... - "163 Shaw-Walker Co., The. -+ 98 Blaisdell Pencil Co........... 145 General Fireproofing Co........ 4, 5 
Exhibitions Lockers and Storage Cabinets Pens Globe-Wernicke Co. ....+.++++++: 102 
Nat'l pesiness Show Co . 129 All-Steel-Equip. Co. . -154 Esterbrook Steel Pen Co.......... 157 Harter Corp., The.........-..+005 90 
Expense B Art Metal Construction Co. ..... 89 Sengbusch Self-Clos. Inkstd. (Co. .130 aad le ue Mieshyues + enkhl 144 
Beach Publishing _ 165 art a Co. ghsreteesesescceses er ne Pen Co....... 119 berman- Monson Mig. GB iso csevs be 
rowne-Siorse Co. eeercccseeses ure Ss an-Wa MD, Gio seve ewes 
eomarkwell “hits, — erin 53 Corry-Jamestown Mfg Corp ++see 99 Moore Push-Pin (o............... 160 Sturgis Posture Chair Co......... 87 
Rivet-O-Mfg. Co. . 144 General Fireproofing Co. ...... 74,5 Pins and Pin Containers Toledo Metal Furniture Co........ 115 
File Boxes, Collapsible Corrug. Globe-Wernicke Co. oeesseccees .102 SD Uh. ashcbbn neve casekion 163 Staple Extra: 
Bankers Box Co. 97 Invincible Metal Furn. Co. ...... 117 Vail Manufacturing Co........... 103 ce Fastener 3 ag Talo de? 100 
Barkley. C. L., & Co. ......... 2148 Iyon Metal Products, Inc. ...... 158 —- Platens, Typewriter é Markwell Mfg. Co..............+- 128 
Globe-Wernicke a Sede 102 Metal Office Furniture Co secon American Writing Mach. Co....... 78 Staptes and Stapling Machines 
Guide System ‘& Supply Co. ..... 80 Security Steel Equipment Corp. .106 Ames Supply Co..............65. 109 ce Fastener Corp..........+++++- 100 
Oxford Filing Supply Co. ...:... 125 Shaw-Walker Co., The........... 93 Shipman-Ward Mfg. Co...... . 98 Seen WE Ghee... ae 160 
Pronto File Corp. . 14 Yawman and Erbe Mfg. Co...... 122 Postal Scales CT a oka sé cxeet vous 164 
Weis Mfg. Co. ....... 83, 4, 5 Loose Leaf Books and Systems Borg, George, Corp............... 165 Hotchkiss Ssies Co............... 1 
File Boxes, Metal : Adams, Henry T., Mfg. Co. ..... 164 Hanson Scale Co.............006. 161 Markwell Mfg. Co.............+++ 128 
Art Metal Construction Co 89 Aigner, G. J., CO. w..seeeceeseee 151 Shipman-Ward Mfg. Co.. vse 98 Neva-Ch Products, Inc.......... 64 
Art Steel Co. ....... ae 4 | OR Sapireerester ay 160 Triner Scale & ot ie. _ eaglaapspnoetag 3000 BS er ee 163 
Corry-Jamestown Mfg. Corp...... 99 Sheppard, The C. E., Co. ....... 135 Price & Sign Markers ‘ Parrot Speed Fastener Corp....... i 
Pronto File Corp. ...... 114 Sees Se GO Sous ccetabeche 139 DEERE TD Gihecccaccccsere .163 Vail Manuf \ Seer 
Rockwell-Barnes Co. .... 95 Stationery, Engraved, Lithographe 173 
Victor Safe & Equip. Co. cae Wiggins, The John B., Co........ 
Filing Cab. Ball and Roller "Bearings Stationery, A Mie. Co WT 
Kilian Mfg. Corp. .... 154 Weeks, an ae. Leceeeee 
Filing Cabinets, Metal Storage and Vente 154 
: All-Steel-Equip. Co. .........-.+. 
All-Steel-Equip. Co. . — - SK _ +} 
Art Metal Construction Co 89 SEE Min ns corcceccicctnece 149 
Art Steel Co. ....... otnenen 149 : Z . . -— 'S bhhpbbedeembieg 
Bentson Mis. Co. 139 of Office Appliances is maintained for the exclusive a ih ea... ......: 148 
e- ,IOTSe 0 ° ° > . . 
Cameron, Cal. ....... "164 use of subscribers and advertisers. In the execution Bentson bite: Birovveesseroesenes is 
yoy of its various commissions this bureau calls upon prac- Columbia Steel Rauip. Mec csktaes ry 
General Fireproofing Co. ......74, 5 tically every member of the staff. It answers by per- Gerea-< ao weenetn) 
py sonal letters all inquiries upon matters germane to Globe-W: eee 102 
,~— A, Sy ——t 1 i. the field, it furnishes special reports upon articles of SA RD edeeeeee 
D, secekd . by ¥ 
Pronto Wile Comp. ....-....-....104 office equipment, supplies names of manufacturers of Invincible Metal Furn. Co........ 17 
Security Steel Eaulpmient Corp. 106 any article wanted, puts man and together, prepares ~ e Supply 0.02202. 185 
Victor Safe & Equip. Co 165 advertising copy, furnishes list of desirable agents and Peerless oommpdiveeies 
Towmen and Ese Mig. Co ias dealers in nearly every country, aids foreign dealers - = Fe pte i 95 
Filing Cabinets, Wood y ty ry, & ; Steel -, & REE *" 106 
Globe-Wernicke Co. . 102 securing U. S. A. lines, and in many other ways | ee oe 
ae hy ~eednel --i forms useful service, all without charge. Subscribers [MM] Weis Miz. Go... 
Weis Mfg. Co. ...... ..-+-83, 4, 5, 6 in every land have made, and are making, good ao 
Yawman and Erbe Mfg. Co .122 . ° : a Stron 
Fillng Supplies of this bureau; manufacturers in every section of the a x 
ae ae } a i field have evidence of its proved value. Subscribers’ ; ; 
Art Metal Construction Co : 89 requests for catalogues to bring their files up to date, 
0 RO 3 or to replace the file in case of fire or other form of 
Cameron, Cal... 164 destruction, are broadcasted in a bulletin which is (H firowne Mome Go 000% 
7 GUGR.. scan ae : ; 
General isegeeting Co... 4, 5 mailed frequently to leading manufacturers. 
Globe-Wernicke Co. . . 102 
Guide System & Supply Co 80 
Imperial Methods C .120 nw 
a _ to ‘ at ; 
Metal Office Furniture Co 12 
Oxford Filing Supply Co 125 CLASSIFICATIONS—Cont’d page 6 











I I ES 
CLASSI FICATIONS—Cont'd Time Clocks and Recorders ‘ ik M ( 1 3 n-Ward Mfe. ¢ 
from page 5 D n 7 Inst mt ( Typewriter Cushion Knobs and Bases Visible Systems Equipment 
Telephone Accessories Type. Typewriter . a Ww M ne « : Aigner, G J ‘ l 
Colytt Laboratories 161 be n Writing Machine ¢ - Sick | ML ( +f We . ' , sae ° 
Meilicke System s Ie 162 ~ “4 : Mife ~ < G } & « . 2 Wa ‘ 
Speedex Co The f . . s Key (¢ ~ ( } ( 
Victor Safe & F ( f Typewriter Cleaning Satertel un-W i Mfg. ¢ \ Sa & | ‘ 
Telephone Stands a = ~ " ng M = ‘ Typewriter Parts and Tools Yaw n at | i ‘ 
Art Metal Cons ( 8 Mittag & Vv . i \ n Writing M ( 78 Waste Baskets 
Art Steel Ce 14 la Speed Fastener ( ; ~ aaa i Mi ( = “ c = gpl 4 
General Fireproofing 74, & , ( f — +h. . “tee 
Globe. Wernic _ - es _—— . — + Tyger, Mfrs. of ‘ n, ¢ 64 
Shaw-Walker <¢ ss) Ward Mfe ¢ 8 > "en entaee tf } P ; we — ‘ - 
Yawman and Erbe Mfg. ‘ Webster, F. S.. ¢ e ag & on ae Gen > j = * , 74. ~ 
Thumb Tacks Typewriter Cushion Keys Underwood. E. } Rack ( Globe-Wernicke ( i 
meet oe ae! B., ( - —— * ‘ 157 Typewriters, Rebuilt and Used Metal Office Furniture ¢ 1% 
*LOO"e ush-Pin ¢ *arrot &S 1 Fas er Cor ] 4 un W ne M ne ( . Shaw -Walke F 
Oakville Co l Peerle Key Co l Pruitt ¢ 14 Work Distributors 
Vail Manufacturing ( S an-W i Mfg ¢ 5 r } rw. & A M ¢ Fox. Geo. } & ¢ 
NA 2 x yA 


» s . ; ; . 
rate for ciassificed advertisements ts cigit cents a word, minimum charge $1.60 


SITUATIONS WANTED SALESM EN—With following among Department 8 
wry our pw ular priced line of Desk Sets, Desk Pads and Index Cabinets 


tores and Stat ers to 

















. — . Exceller sick ne commission basis State full particulars Address 
SALES MANAGER AVAILABLE tech illy trained, now employes BY-82 ure Office Appliances. 100 E. 42nd St oar Wook 
nows s x ‘ we “ at reta Fully versed in loose leaf . . 
i ' s. ¢ ty ‘ re rate ! isible systems ing systems -orEp [2D — — " 7 mameen 
Stee 4 ment, stat y ite _ it - ith - _ . — ~ — SYSTEMS SERVICE SALESMAN WANTED Leading manufacturer of 
} eae an ~— xD 21 + = ¥ as ae on — re -— ~ iling equipment wants experienced salesman trained in systems service to 
: ood pp rtunity with mat 4m a — Son : — — - tn supplement the sales work of dealers and travelers. Must be an expert 
ner. Address M-12 ‘Office, so ws . ee 1 filing systems and be capable of selling the equipment as we Cor 
‘ . vous . ten erable time must be spent in the field making initial surveys and later 
supervising installations end complete info tion t IY-77. care 
OFFICE FURNITURE SALESMAN wit j aan ‘eal —aatemen a oe a Ray : Send my iformati BY i 
£ desks sires, file ils furnitur esse of the time asin a 
itl ell k i ~ ” ) salesn wr » wrEVER 
+ phe ge SS a 6 oupemen 6 CONTRACT MAN WANTED to serve in branch office of steel furnit 
p deale ~ " sa wor Re y r net ! yA ‘st wnufacture! Must have experience in specification wor f gover 
tice First cae rete 4 ‘ A ore — A ddress : - Offi nent buildings, offices, hospitals, et A good opportunity for man with 
Appliias oo a . : . ‘ ssary qualifications with a first-class concert Location Middle West 
Address BY-&80, care Office Appliances, Cl 1 
| ON WAN’ -— Energet o mat [5 wears ok Lo : >. Se — . 
—_ .. _ res - bing rity Pm -~ ‘ y . . ; ~ ‘ ‘ SALESMAN WANTED Prefer man not over 35 to manage school sup 
et Seeks pern  Cimaiion « oy oe Sout phes department Must have had sunecess! sales record selling direct 
g ; ae tor 50 schools and have a thorough knowledge of school requirements, in 
\ rical epres« t t resen there eturn to ‘ Bee 
— 1 1935, ( miss . L aa _ exine . ae M bo uling desks, chairs, blackboards, globes, playzround equipment, et but 
. : . . - } —— ee « on t school books. Only man with high class ab need apply Address 
Office pp " ~ mw) F na 1 ‘ . I 
- A . . new | N. 1 BY-76, care Office Appliances, Chicago 
OFFICE FURNITURE MAN with ten years’ dea experience, six years —— 
manufacturing, seeks ' g s manage f ffice furniture department MECHANICS WANTED 
of some establis) . ainens Thor ihly capable of successful - : 
sulis in hand ga handise sold in furniture department incluc EXCEPTIONALLY PROGRESSIVE Michigan company desires services of 
— supplies La ted ¥ in M ! W t Ww cm iny location mechanic and combination man for typewriters and adding machines. Per 
which offers Ad s M-1 Office App! nanent position with better than average possibilities Address BY-&83 


go. y care Office Appliances, Chicago 


SALES EXECUTIVI SUCCESSFUI i ng dealership organiza REPRESENTATIVES AVAILABLE 


t 1 for na ) y ‘ T ul net NCer Owned and success 

fu ; operated y and of j isines Well known ar AMPLY FINANCED sales organization and expert mechanical force 
ghily ecomme ed y race rom coas Oast Desires to rey Se two high ude office appliance specialties direct to users in New 
esent manufacturer flice equipment tation vy items. W tray \ ; 


c nd to dealers throughout the world See} iditional iter 
anywhere. Address M-139, care Office Api es, Chicage ‘1 ‘ “- - rvice Address M 141 ire Office Ap ces, icag 





OFFICE FURNITURE SALESM 


y> AN, proc r and manager, out of tl DETROIT MICHIGAN SALES ORGANIZATION of experienced Specialty 
IK ) seve y ir retur vl 1 re 




















filin , , , aah e . 4 Salesmen with experience in selling Addit Bookkeeping, Calculating az 

Bling equipm slso s and other fu es. Will travel fo tilling Machines, also Visible Filing Equipment and Loose Leaf Equip 
sinner te : ; ' 1 offies . ¥ we art we CK nent, and headed by a man with National Office Appliance experience 
par ment or establisl siler Ir my we UW expect to do activ s seek , self sustaining line or a mber of NON-COMPETING lines 
reative se A x a ten ipable producer who is ready to ¢ ‘ ge sales activities THUS. enable the small 

rood wor ‘ n Ad a M-138 are Of! with = me ery product with repeat possibilities to i 

\ ances, ¢ he Large Ih strial concerns in this area such as F< ‘ 

— Buick, Kelvinator, et on a par with his stronger competitors COM 
MECHANIC WANTS POSITION Over lo years xperience as outs PENSATION Straight commission basis, payable semi-monthly na 
man, aiso inside and con ‘ Can repair or sell any make of type rders delivered in the previous period. We to defray all brat fic 
writer Als \ t 4 viding mactl s Can furnish too din ; lling > Manuf ‘urer f furnis} ler netr 

ling wid sé ne expenses i i< ‘ ) 1 i itin 
Married. Address M-131 Office Applia ° case juipment, sales paraphernalia and advertising terat Address 
: - M-1°%7, eare Office Appliances, Chicago 
ALL AROUND MAN, m i salesma 12 years’ experience Smit! 
Monroe, Underwo Sundstrand, et \ good wiedge of comme FORMER SALES MANAGER now serving as manufa¢ rs’ representa 
cial stat onery W x any Address M-130, care Office App tive has capacity for one additional lin Now selling rubber goods 
unces, Chicag iters am ndelible ink Spends practically all his time in the field 
over ge tl tire territory fror the Mississippi to the Atlanti Wil 
SALESMEN WANTED nsider ; merit for that entire section or for any urt f it 4 
an of @ y and ability Address M-134, care Office Appliances, Ch 
WANTED & 
AGENCY SUPERVISORS--AGENCY SALESMEN--DIRECT SALESMEN ~ennee . anu 
Postindex sales are increasing d to a rapidly expanding market and to REPRESENTATIVES WANTED 
demonstrably supe r tures in the product The Postindex Divisi« 
f Art Metal ¢ at on Company. Jaz tow New York. has several IF Yo SELL DIRECT t iflices. ve ean sell our high grade Typ 
openings i! ts sales rganizatior ind w welcome correspondence from writer Spe ) fitably Liberal fit on eactl sale Protectior 
men with visibk r r system s g ence or those wh c Ou v ‘ mes a major line Write for details. eg g territory 
think they might qualify Ww pay salary and nses for travelers and you , Ad ae Y-84 ire Office Appliances. Chicag 
salary plus commissi ranch salesme Several of our agents als 
have openings for men wil we will train at our expense Apply by SALESMEN HIGH GRADE LINE of Sponge Rubber Cushions selling 
etter only am ‘ y ett t 1 complet 1 y of yo experience ‘ ‘ net . All territ es except metropolita rea Na 
with photograp f Address THE POSTINDEX COMPANY t A on ( } ( 110 Grand 8S New York City 
nestow N y 
BUSINESS OPPORTUNITIES WANTED 
YRAR’S INCOME IN 3 MONTHS 
New Federal and & Tax Laws now mma every | es ke = : . a : z 3 tnt : . 
lax Records. None dares ris wy fines and per re gg A IE ing nage cll yt A ay ey 

t demand M ome next 3 m he I M U . @ ’ - — ~ ; 
Records Officially Satisfies ra } if ' , 7 , ei , 
y business leas New a ntl . i Bel ) . . A sa Y-81 is 
12 y order r w t vy witl law I <4 Of ADT s, 4 > 
Rene t < r <8 ~ 4 t : ) s Sales ! " on " = 

yg Bee ao a eg op Se: ADDING MACHINE PARTS, TYPE, ET( 
nailore Ww c ( r = : 
na Deart ‘ iS YEAR TYP! Sim al ( iracter Type made to rae Orders 

‘ moptly Ser \ r old type wit) der Adding Ma ne Part 
SANK SUPPLY SALESMEN: ex Ss 8 Keytops—Adding Machine Ribbons. I. A. Dehn, Jr., 1450 102d Ave 
Oakland, Calif 
states en “ ! s 


WANTS AND FOR SALE—Continued on page 7 
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ALE—Continued from page 6. 


‘FOUNTAIN PEN REPAIRING wi 


{LL MAKES FOUNTAIN PENS REPAIRED for the 
Standard prices—-regular trade discount. All work guaranteed. 


W: ANTS AND FOR 8 








trade since 1904. 
Prompt 


service Send all makes to one place—saves postage and time. Send 
a trial package today Welty Pen & Repair Co., 38 S. State St., Chicago. 


; , SALES LETTERS - ye 
LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Golithwait, 123 Washington Ave., Santa Fe, N. Mex. 
vis FOR SALE AND WANTED TO BUY 


FISHER MACHINES — Burroughs—Moon Hopkins—Adding 
and sold. Chicago Office Appliance 


ELLIOTT 
Machines—Addressographs—bought 
Co., 533 8S. Dearborn, Chicago. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, | Bur- 
roughs and Monroe Calcuiators, Typewriters, Checkwriters and all office 
machines bought and sold Teeter-Warsh Co., 309 W. Kilbourn Ave., 
Milwaukee, Wis. 


ELLIOTT-FISHER machines type writers, adding 
equipment, bought and sold. W. J. Crowley Company, 
Milwaukee, Wisconsin. 


BURROUGHS, DUPLEXES, Moon Hopkins, Bookkeeping Mac hines, El- 
liott-Fisher, Underwood Bookkeepers, Wide Carriage Typewriters—boucht 
and sold. Moon Hopkins Celluloid Keycards. Write for prices. Fort 
Pitt Typewriter, 644 Liberty Avenue, Pittsburgh, Pa. 


ATTACHMENTS for International Electric Typewriter; 

Adapter $6.00. Positioning Plate $3.50. Erasure Table $1.50. Kantslip 
Platen $7.50 up according to length. Aligning Pins $2.50. Other spe 
cialties made to order. All orders subject to 10 day trial basis. Postage 
prepaid. . Write to Lincoln Sales Co., 629 Woodward Ave., Detroit, Mich. 


machines—all office 
434 Caswell Bldg.. 


Fanfold 





7 


BURROUGHS MOTORS” Complete with transmission, Universal and AC 
for all style machines Adding Machine Sales & Service Co., 1004 Su 
perior Ave., Cleveland, O. ; 
ADDRESSOGRAPHS. Duplic ators, “Dictaphones, Multigraphs, Sealers 
Folders, Typewriters, Adding Machines. Write for FREE Money Makine 
Circular. Pruitt, 527 Pruitt Bidg.. Chicago. i" 
DICTAPHONES, EDIPHONES—We are largest dealers rebuilt dictating 
machines in world—Specialists for twelve yeare—Rock bottom prices— 
Tremendous stock all models! Also Manufacturers ‘Stentor’ Processed 
Record. Agents’ territories open. Write us for available protected ter- 
ritories. Dictating Machine & Record Corp., 156 East 42nd Street, New 
York City. 

DICTAPHONES, EDIPHONES 
dealers. Increase your sales and profite—write us. 
Machine Co., 1141 Broadway, New York City. 
DICTAPHONES, EDIPHONES, SUPPLIES — Headquarters — machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co., 19 8. Wells St., Chicago. 

VISIBLE EQUIPMENT bought and sold—Kardex, Acme, Postindex, etc. 
—1000 “6x20"" Acme panels for flexoline or tubes, 1000 "5x20" Kardex 
duplex panels, 1000 “8x24" [VI panels with channels, all at $1.00 each. 
Special attention to dealers and detailed information furnished. Com 
mercial Card System Co., 401 Broadway. New York. 


CASH for New or Used Office Equipment and Furniture—such as Kardex 
Acme, Visible Cabinets and Equipment, Steel Files, Portable Typewriters. 
Adding ae. Calculators, Comptometers. Send particulars. 
ELMAN’S, 308-OA West Madison, Chicago. 


MULTIGRAPH RIBBONS re-manufactured. 
writer ribbons. Established over ten years. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. = anh ; 
SAFES—National—renewed 26x18x18’’ $22.00 each in lots of six or 
more while they last. Inquiries for other sizes invited. 700 renewed 
safes s on hand._ Acme Safe Co., _216 Centre St.. _New York _City. 





—Rough and rebuilt—special prices to 
American Dictating 











~ Duplicator inks and type 
Write us, save money. 

















Export Statistics by United States Department of Commerce 


United States Exports of Typewriters, September, 1936 


























7770 7772 7774 7775 
Standard Portable Used and Type 
typewriters, typewriters, rebuilt writer 
new new. typewriters parts 
Countries N Value No Value No. Value Value 
BED: 20:0664800asdaee 71 $ 4,861 60 $ 1,667 288 $7,849 §$ 159 
Azores and Madeira 
DE nenenawat vn } 229 ° 
Belgium cocseséese fe 14,521 24 128 725 
Czechoslovakia ; 225 15,640 463 259 98 
Denmark . Se l 53 49 0 14 
Estonia ...... or l 63 18 1 : 
Finland ... 14 938 21 5 : 
France .... 1,725 114,831 1,113 386 15,623 3,302 
Gibraltar ... eeee e° 6 cece eee eves 
Greece ....... ‘ ; ti 444 ee ; 115 
Hungary 20 yheue ll 816 - 58 1,216 
Irish Free State " 6,762 55 1,431 21 702 
DT ccscescos Nt 4,480) 19 5,423 sess - 1,114 
Latvia ... . ee 17 1,332 ee cece cece esos 
Malta, Gozo and Cyprus 2 70 9 403 oases 
Netherlands ..... 7% 4,763 286 64 7 158 118 
BOD ccccepece 137 8,017 141 4,172 99 3,352 124 
Poland and Danziz l 27 17" 
Portugal isons i7 5,651 1 36 125 4,32% 
Rumania ....... 3 485 10 410 esse 
J. 8. 8S. R. (Russia 4 250 11 470 ° see bane 
ne WPT 336 349 12,191 241 7.459 1,148 
Switzerland ....... 131 124 3.647 33 1,068 866 
Albania ....... . 0 cces 1 28 1 38 cscs 
United Kingdom 2,479 779 17,419 177 5,422 10,053 
Yugoslavia : 21 1,28 15 624 sees sees rr 
Canada es 16 1,485 39 1,243 425 10,580 68,309 
Costa Rica.... 29 2,049 31 & “wae 33 
Gjuatemala ‘ 17 1,090 24 21 
Honduras ..... . 4 306 2 sae 
Nicaragua ..... ° 12 1,084 7 2 140 ee 
Panama ....... cocsee | 6 2.038 3 7 9 309 192 
Salvador ..... ase ; : 11 367 ooee ' sane 
Mexico ... ee ind 29,886 441 14,752 142 4,514 412 
Miquelon and St. Pierre 2 69 
Newfoundland and 
Labrador I 174 17 469 
Bermuda 1 76 2 2 
Barbados . . ; 108 l i) 
Jamaica ee 14 193 3 108 
Trinidad and Tobago 19 1,401 5 110 
(mher British West 
BROS wac-coceses . ; 223 : 1 
Cuba “ewe 57 4,587 2t rE 5Y 1,204 782 
Dominican Republic 2 117 re . . ° 51 
Netherlani West Indies 18 1,383 ll 353 105 
French West Indies l 2 eee eses 
Haiti, Rapes of.. 1 4 155 a 
Argentina ‘ — 280) 198 87 123 4,524 1,912 
Bolivia . . S a s20 
Brazil 411 855 13,561 124 4,894 483 
Chile ao 25 714 1,794 775 
Colombia 149 48 l 124 
Surinam : 2 4 208 . 
French Guiana . 7 TT 
Peru ... 64 199 6,435 44 60 
Uruguay 27 24 65 8 221 
Venezueli 2s4 417 13,97 345 
Aden 5 s 27 2 13 
Saudi Arabia i l 2¢ 
British India 6 827 17,096 14 4,720 
British Malaya , o 136 4,164 2 249 
Ceylon ‘ l ; _ 
China 5 6 89 18 
Netherland India ly 10 ; 124 73 
French Indo-China 42 4 158 - 41 
Hong Kong 4 ti 216 ee 
Iraq 7 . 
lapan ; 51 2,692 f 237 210 
Kwaniung . 6 175 
Palestine 17 3 lé 446 22 
Philippine Is:ands 2) 14 139 4,888 13 4,438 289 
Siam 12 40 1,327 121 
Syria l 1,188 95 . 
Turkey i 40) 2,869 222 5,950 28 
Other Asia éeces lz 1,252 . es 
Australia - 92 7,318 85 1,528 2,438 
tritish Oceania... . 2 150 2 52 oes 
French Oceania........ 2 149 4 108 1 50 
New Zealand... ° >A 4,015 15 443 l 45 276 
Ethiopia - l 69 16 258 ° 
Belgian Congo : 19 1,258 65 1,900 32 
British East Africa ‘ 366 25 644 , 29 
Union of South Africa 279 18,191 192 5,611 176 6,625 1,004 
Other British South 
Africa See 5 374 1 27 eeee cece 

















7770 7772 7774 7775 
Standard Portable Used and Type- 
typewriters, typewriters, rebuilt writer 
new. new. typewriters. parts 
Countries. No. Value. No. Value. No. Value. Value 
Gold Coast.... . 8 598 5 105 cons een 
Nigeria ........ . 594 15 415 6 230 
BIOS ccescccces tianeed! Te 2, nes 31 801 25 966 o% 
BEER c60es0sceesce cee 1 eons eae 50 1,800 241 
Other French Africa.... 3 2 or &5 2,390 2 ey pti 
EUEEED. sccenveces —_ 3 231 — een 
Mozainbiqi e . 2 192 - edas 
Other P ortuguese Africa. 2 168 30 875 
CORED We dice . 06 Sass gears 10 450 oane : 
DUE bni's<vdaces 7,842 $229,347 3,504 $113,259 $101,985 
Shipments to: 
OO aaa 40 $ 1,308 87 $ 2,791 $ 239 
Puerto Rico........... 25 690 15 “422 105 
Virgin Islands........ 3 94 1 40 ooee 
United States Exports of Adding, Calculating, Billing Machines and Cash Registers— 
September, 1936 
752 7753 
L Mie Typewriter- 7756 
adding bookkeeping Listing- 7757 
bookkeeping billing adding Calculating 
machines machines. machines. mac — 
Countries No Value No. Value No. Value. No. Value 
Austria . = sadbe- meal atts ll $ 844 1 $ 357 
Azores and. Made ira 
eee , nan _ eons saen l 87 
Belgium . nneenens 2 $ 1,150 25 2,058 16 1,798 
Czechoslovakia 4 2,329 72 5,149 77 10,207 
Denmark ‘ 1 879 4 396 ae 
Finland ...... ions 13 1,014 19 1,861 
WERE csencctevss 48 27,063 184 19,478 31 5,050 
GPOSSD wcccccocs eee es . es 1 228 eee 
Irish Free State... . 3 2,139 7 2,010 17 3,499 
 «cecons Sdsaesvee 30 4,478 29 3,491 22 4,500 
EARVER wconceee aeeee 64 . 0062 2 417 sees dose 
Netherlands ..... i 3,039 14 1,329 3 880 
Norway ....... ; . 5 3,108 56 4,319 12 2,150 
Poland and Danzig. ae" ooen 1 263 18 2,024 3 360 
Portugal .... " . . 8 365 ‘a : 
Sweden ........ § 2 985 139 10,529 44 9,374 
Switzerland ... —e ; ; wi 34 3,503 ren 
United Kingdom 20 20,137 67 32,966 121 18,744 923 104,163 
Yugoslavia ..... —_ l 411 ° oote 9 1,116 an 
Canada .......... be Onn nea 5 2,036 108 8,436 95 16,054 
Costa Rica...... iw. was _ oak sees 6 501 whee 
Guatemaia .....--.--5 «s- a —_— ose 30 ae es — 
PD .coesasseens ; ies wes poate 2 523 1 ou 
Nicaragua ........ . ene ceee ose sees 1 105 2 309 
Panama . eee ‘ - . ory 9 655 2 315 
Mexico . eee 1 1,020 13 12,317 95 8,359 23 5,500 
Newfoundland and 
OS PPS . ashe o- - sees 20 1 180 
Bermuda 1 93 . sae 
Barbados - 2 } ) - 
Jamaica ... eee sass . ones 6 468 1 200 
Trinidad and Totago. . ee one pad soe cane 1 275 
Other British West 
BOGNES 20 eesvsecces oe . 4 255 
CU 5:2 cncnceses 1 1,116 2 2,100 7 1,897 1 165 
Haiti, Republic < of. — oe ° 2 156 pase 
Argentina ... nin 2 2,369 rene oot 35 2,917 36 5,722 
SS ST san Me oéan ee eas ee —- 8 510 
BOGGS sonescasccevens 4. ee 14 12,453 73 5,553 26 2.324 
CREED cccvcece access © esse See eves X 1,088 5 818 
Colombia .......... - 5 4,917 ces | at 1 400 
MOURGOP occcccssceses . ecco ove 7 oes esse 
POUR cccoccces mies ; 8 467 B aus 
WEE nnccceecaceus ° 23 1,844 2! 3.2 
Venesuela .........+.. ° 17 2,201 2 530 
Saudi Arabia...... . 1 128 eos oT 
British Todia..... oe 0 $e6 oees 7 752 8 1,590 
British Malaya....... .. ° 1 919 eves cove s00 cece 
pay werevececces ° : 1  aaerrr cas wens sone 
GREMB cccccscscs on eee eoee 4 873 13 2,515 
Netherland India..... : na es “ae | at 13 LS 
} BARS. cccecccees ‘ aste f 3 
~4 peeeneseegoesse . onee eos esos 1 147 1 60 
Philippine Islands. 1 945 4 3,535 67 5,013 39 4,884 
Turkey ..... ee : 302 oes ease 7 307 eae cage 
Australia ..... 1 1, 113 66 18,488 145 13,368 25 7,278 
New Zealand... ee 10 2,837 22 't es cose 
Union of South Africa " i “990 5 1,545 79 8,432 3 198 
Other British cot 
frica ......... . SB secs coos 
Liberia ........ 2 175 kw " 
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(Countries N Value No Value V 
Austria $ l $ 
Belgium : 
Czechoslov: 
Denmark ] ] 
Estonia . l 
Finlard 28 
France 207 ”) 
rmany l,2 eee 
Cireece : l 
Hlungary 39 4 
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ted Kir 
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(anada 19,112 I 
British Hondura ‘ 
Rica + 8 
(juatemala 
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Mexice 1 TRI ” 
Newfoundland a 

Labrad 
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Uruguay 
Venezuela 
British India ] 
British Malay ( 137 ‘ 
Ceylon ‘ { 
China 4 
Netherland India i 
Japan ] ) 4 | 
? ne | ar 5 S42 19 
Turkey 
Australia 
French Oceania l } 
New Zealand ) 6 
British East Af / 
Union of 8 

Af " l 4 
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Safe ent fixt bed springs 
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Islands 
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Bolivia 81 
Brazil 7 
Colombia 
Ecuad 
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Venezuela ur 
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Argentina 
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Brazil 
Chile S 
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Ecuador 
British Guiana ee 
Peru . ee 2 653 1¢ 
Uruguay oees 
Venezuela 29 1,55 
Saudi Arabia 
British Iadia l 63 
British Maia l 
Ceylon 
China 
Netherland 
Hong Kong 
Japan . alt 
Palestine ‘ 
Philippine Island Lo 4 
Turkey ° 
(ther Asia 
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French Oceania l 
New Zealand 269 ‘ 
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Copies fa ts shown here can be obtained 

frem the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





2,058,718. Binder. Arthur E. Peterson, Chicago. 
ilt., assigner, by mesne assignments, to Bankers Box 
Company, Chicago, I!!.. a corporation of Illinois. Ap- 
plication May 31, 1935, Serial No. 24,210. Granted 

6. 


Oct. 27, 193 

2,058,922. Computing Machine. Burnham C. Stick- 
ney, Hillside, J., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application August 29, 1933, Serial Noe. 
687,273. Granted Oct. 27, 1936. 

2,059,020. Stapling Device. William G. Pankonin, 


Chicago, Ill., assignor to Ace Fastener Corporation, 
Chicago, tll., a corporation ef Iliinois. Application 
January 15, 1932, Serial No. ses, 914. Renewed Oct. 


27, 1934. Granted Oct. 27, 1936 

2,059,148. Paper Sheet for Loose Leaf Book Pages. 
Frank Stanley Schade, Holyoke, Mass., assignor to 
National Blank Book Company, Holyoke, Mass., a cor- 
poration of Massachusetts. a oe August 24, 
1934, Serial No. 741,242. Granted Oct. 2 

2,059,253. Combined Typear eat. AAD Ma- 
chine and Punch. William W. Lasker, 
Y., assignor to Remington Rand, tnc., Buffalo, N. Y.. 
a corporation of Delaware. Application August 30, 
1933, Serial No, 687,404. Granted November 3, 1936. 

2,059,265. Two-Card Sorting Mechanism. Edward 
Rowland Myers, Ottawa, Ontario, Canada, assignor to 
Remington Rand, Inc., Buffalo, N. Y., a corporation 
of Delaware. Application September. 2 27, 1935, Serial 
No. 42,372. Granted November 3, 

2,059,275. Typewriting Machine. L. Pitman, 
Hartford, Conn., assignor to ~~ e. Niott Fisher 
Company, New York, N. Y., a corporation of Delaware. 
Application 1935, Serial No. 25,545. Granted 


November 3, 193 

2,059,293. Sensing Pin Box for Record Card Con- 
trolled Statistical Machines. Arthur Thomas, Wal- 
lington, England, assignor to the Accounting and Tab- 
ulating Corporation of Gt. Britain, Limited. Applica- 
tion January t!, 1933, Serial No. 651,206. In Great 
Britain February 12, 1932. Granted November 3, 1936. 

2,059,537. Power-Driven Typewriting Machine. An- 
dreas Salzberger and Richard Baumgarten, Enfurt, 
Germany, assignors to Europa Schreibmaschinen, A. 
G., Erfurt, Germany. Application August 19, 1935, 
Serial No. 36,894. In Germany April 13, 1933. 
Granted November 3, 1936. 

2,059,574. Key Lever Mounting for Typewriting Ma- 
chines. Walter Gabauer, Dresden, Germany, Faw 
to the firm A. G. Vorm-Seidel & Naumann, D 


Germany. Application August 27, 1934, Serial Noe. 
741,592. In Germany August 29, 1933. Granted No- 
vember 3, 1936. 

2,059,577. Fountain Pen. Benjamin W. Hanie, 


Elizabeth, N. J., assignor to Eagle Pencil Company. a 
corporation ef Delaware. Application April 28, 1934. 
Serial Ne. 722,852. Granted November 3, 1936 

2,059,615. Typewriting Machine. Jesse A. B. Smith, 
Stamford, Conn., assignor to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Delaware. 
Application November 15, 1933, Serial No. 698,063. 
Granted November 3, 1936. 

2,059,652. Key Canceling Arrangement for Calculat- 
ing Machines. Freidrich Pott, Thuringia, Germany, 
assignor to Mercedes Buromaschinen-Werke Aktien- 
geselischaft Benshausen, Thuringia, Germany. Appli- 
cation August 25, 1933, Serial No. 686,837. In Ger- 
many September 10, 1932. Granted November 3, 1936. 

2,059,882. Cap for Typewriter Key Bars. Jack 
Linsky, New York, N. Y. Application November |!, 
1935, Serial No. 49,147. Granted November 3, 1936. 

2,060,064. Letter Seale. John C. Fryer, Los An- 
geles, Calif. Application April 14, 1933, Serial No. 
666,148. Granted November 10, 1936. 

2,060,075. Swivel Chair Mounting. Walter F. 
Herold, Bridgeport, Conn., assignor to The Bassick 
Company, Bridgeport, Conn., a corporation of Con- 
necticut. Application June t!, 1934, Serial No. 730,- 
031. Granted November 10, 1936. 

2,060,119. Calculating Machine. Ernest Racz, De- 
troit, Mich., assignor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan. 
Application August {2, 1935, Serial No. 35,767 
Granted November 10, 1936. 


2,060,146. Filing Cabinet. Vanderveer Voorhees. 
Hammond, ind. Application May 28, 1935, Serial 
No. 23.922. Granted November 10, 1936. 

2,060, 167. Bookkeeping and Invoicing Machine. 


Ernst Breitling, Essen, Germany, assignor, by mesne 
assignments, te The National Cash Register Co., Day- 
ton, Ohio, a corporation of Maryland. Application 
December 7. 1929, Serial No. 412,514. In Germany 
Dece.nber 13, 1928. Granted November 10, 1936. 

Typewriter Ribbon Device. Julius C. 
» New York, N. Y. Application October 28, 
1931, Serial No. 571,504. Renewed September 27, 
1934. Granted November 10, 1936. 

2,060,327. Ruling and Lining Guide for Typewriters. 
Earl E. Landis, Seattle, Wash. Application March 2. 
1935, Serial No. 9,077. Granted November 10, 1936. 

2,060,693. Carbon Paper Rejuvenator. Charles J. 
Roniger, New Orleans, La. Application August 2!, 
1935, Serial No. 37,259. Granted Nevember 10, 1936. 

2,060,702. Calculating Machine. Joseph A. V. 
Turck, Wilmette, Ill., assignor to Felt & Tarrant Man- 
ufacturing Company, Chicago, tll., a corporation of 
IMinois. Original application July 31, 1923, Serial 
No. 654,874. Divided and this application July |, 
1932, Serial No. 620,505. Granted November 10, 1936. 

060,719. Noiseless Typewriter. Harry Bates, New 
York, N. Y., assigner to Bates Laboratories, Inc., New 
York, N. Y. Application May (9, 1936, Serial No. 
80,602. Granted November 10, 1936. 

2,060,954. Bookkeeping Machine. Oscar J. Sund- 
strand, Rockford, I1l., assignor, by mesne assignments, 
to Underwood Elliott Fisher Company, New York, N. 
Y.. a corporation of Delaware. Application May 9. 


Hon Serial No. 610,043. Granted November 17, 
2,061,059. Fountain Pen. Adolph E. Carison, Bur- 
bank, Calif. Application September 21, 1935, Serial 
No. 41,571. Granted November 17, 1936. 
2,061,262. Iinkwell Bottle. George R. Weisz, Chi- 
cago, Ill. Application May 15, 1935, Serial No. 21,- 
668. Granted Nevember 17, 1936 
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2,059,537 
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hi ger a 
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2,060. 954 
2,061,405 


2,061,362. Computing Machine. Lawrence E. Lentz, 
New York, N. Y., assigner to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Delaware. 
Application March 16, 1934, Serial No. 715,820. 
Granted November 17, 1936. 

2,061,405. Soluble Ink Fountain Pen. pape | .. 
Kingman and Ralf L. Hartwell, Orange, N. J., 
Hartwell assignor to said Kingman. Application = 
uary 29, 1936, Serial No. 61,283. Granted November 
17, 1936. 














2,061,474 








i 2,067,362 
2,064492 
2,061,474. Paper Clip. Jacques M. Metzs, Spring- 
field, Mass. Application November 27, 1935, Serial No. 


51,922. Granted November 17, 1936. 

2,061,492. Memorandum Calendar or the Like. 
Huch H. Tolman, Bryan, Ohio, assignor, by mesne as- 
signments to The Ohio Art Co., Bryan, Ohio, a cor- 
poration of Ohio. Application May 19, 1936, Serial 
No. 80,521. Granted November 17, 1936. 
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TMNHE title above was 
™ assigned to me, not 
chosen, and unquestion- 
ably it was only intended 
that the writer should 
collect and annotate 
those certain salient 
truths which have been 
asserting themselves 
with ever increasing per- 
sistency in the history of 
the world’s business. 

For a number of years 
thinking men have been 
keenly cognizant of an 
awakening of the 
world’s conscience. This 
good old world of ours is 
growing better, not 
worse, as a few mis- 
anthropes would have us 
believe. 

The transmutation 
has asserted itself in 
many ways. The young- 
est of us can remember 
when the money king 
could do no wrong. The 
possession of a sufficient 
amount of this world’s 
goods threw a mantle of 
immunity, if not forgive- 
ness, over acts and deeds 
which would not have 
passed unchallenged in 
one of lesser means. But 
the Cresus of today is, 
as it were, placed on the 
defensive and it is, so to 
speak, up to him to ex- 
plain where and how he 
acquired his wealth. 

As the pirates of old 
were driven from the 


seas and the highwaymen from 
the public roads, so the busi- 
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A 
CONDUCTING 
A SALES 


CAMPAIGN 


By Griff Glover 


NoTe.—The publishers consider this the 
best general article ever presented in O.A. It 
was written for the journal in 1910 by Mr. 
Griff Glover at that time sales manager of 
the Dalton Adding Machine Company, then 
located at Poplar Bluffs, Mo. So many re- 
quests were made that two pamphlet editions 
of five thousand each were exhausted. The ar- 
ticle was reprinted thirteen years later. Since 
then many new men have come into the field 
who may be advantaged by reading the ad- 
vice of this successful campaigner. And some 
who read it before may, as the publishers 
have been, be reimpressed with its sound 
principles. Mr. Glover is a lawyer. He is now 
a resident of Colorado Springs, Colo. His 
first connection with the Dalton Adding Ma- 
chine Company was in a legal capacity. His 
enthusiasm for the machine led him to be- 
come a stockholder and made him receptive 
to Mr. James Dalton’s insistence that he take 
management of sales. In that position, held 
for many years, Mr. Glover, in all of his pol- 
icies and in all of his relations to the sales 
personnel, from mechanics to managers, ex- 
pressed the spirit which animates the words 
here reprinted. His recommendations of 
twenty-six years ago are applicable to the 
conditions of the present. Indeed, there is 
even more reason to establish Mr. Glover’s 
definition of “work” in consciousness today 
than when the article first appeared. So we 
again present this management and sales 
classic. 


ness brigands are being forced 
from the marts of trade. The 


sandbagging days of 
business are over. Never 
in all the history of the 
world has there been 
such an instant demand 
for a square deal. The 
inexorable law of the 
survival of the fittest 
rules and dominates as 
always, but the defini- 
tion of the word fittest 
has been metamor- 
phosed. Forbrute 
force, actuated by greed 
and avarice, the word is 
unfolding itself to mean 
merit, worth, ability and 
all that is worth while, 
enduring and lasting. It 
is fully appreciated that 
one of the best assets a 
corporation, concern or 
individual can have is a 
good, clean _ business 
name and a reputation 
for square, just, cour- 
teous and generous treat- 
ment of those with whom 
they have to do. The 
great corporations, con- 
cerns and men, as ever, 
want their full share of 
the world’s patronage, 
but they also want, and 
must have, to survive, 
the respect and approval 
of those whom they sell 
or serve. An hundred 
factors indicate which 
way the current trends 
and all serve to mark an 
uplift in every branch of 
human endeavor. In the 
better class of maga- 


zines, objectionable advertise- 
ments can find no place; the 
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press generally is following in 
the wake and many of the lead- 
ing dailies are safeguarding 
their readers with equal care. 
The attorney who yesterday 
was accorded entree every- 
where and pointed out as a man 
of such rare legal ability 
and attainments that he 
could safely steer his clients to 
the very doors of the peniten- 
tiary and still leave them free 
to select their own tailors, is 
today ostracized by honest 
men. The get-rich-quick gen- 
try, the business gold-brick ar- 
tists and the commercial and 
financial spellbinders are find- 
ing it an exceedingly difficult 
undertaking to maintain a slip- 
pery footing on the outer edge 
of the business world. The pub- 
lic service corporations are 
frankly stating through the 
press that they must have the 
good will of the public they 
serve, and they are earnestly 
striving to deserve and main- 
tain it. 

How a big selling campaign 
ought to be planned and con- 
ducted! Who would have the 
presumption to arrogate to 
himself the ability to forge on 
the anvil of his mind this mas- 
ter key to business success? 
What is a successful business 
campaign? Certainly not the 
unloading upon the purchasing 
public a certain quantity, no 
matter how large, of unsalable 
goods at unfair profits through 
slick salesmen by questionable 
means. Is it not properly de- 
fined as a campaign so conduct- 
ed in all things that the char- 
acter of each month’s accom- 
plishment constitutes an asset 
to insure future achievements? 
Several things are of course 
needful and necessary to insure 
the success of such a selling 
campaign. An article, device, 
product or commodity of supe- 
rior merit or quality or more 
attractive price, sound business 
principles and policy strictly 
adhered to, salesmen of intelli- 





GRIFF GLOVER 


(As he appeared when the article 
was written.) 


gence, and integrity and work, 
then work and finally WORK, 
of which, not an atom that is 
impregnated with painstaking 
care and intelligence, is ever 
lost. Scientists tell us that 
nothing in the world is really 
lost or destroyed. This funda- 
mental law of nature applies 
here with telling force. 

All progress, all, is resultant 
from the spirit of unrest inborn 
to every man with red blood in 
his veins. We all want to do 
things, big things, and worth 
the doing. No real man could 
be paid to turn an idle, non- 
producing wheel. No man 
wishes to engage in or witness 
an encounter which does not 
tax to the utmost the resources 
of those engaged. Knights of 
old cried out for adversaries 
worthy of their steel. Half the 
pleasure of living lies in past 
accomplishment and perform- 
ance and the other half is pret- 
ty largely made up of expecta- 
tions yet to be realized. Men 
grow and develop in response 
to the very cares, burdens, dif- 
ficulties and embarrassing sit- 
uations which present them- 
selves. Difficulty is the sire and 
trouble the dam of develop- 
ment. The giants produced 
during the revolutionary days 
of this country and the giants 
developed during the period of 
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the civil war were not because 
the Lord was making a differ- 
ent character of man at those 
particular times, but because 
life was rife with trouble; great 
cares and burdens were thrown 
upon the shoulders of the peo- 
ple. They were troublous, ar- 
duous times and men responded 
by developing to meet the tre- 
mendous obligations placed up- 
on them. 


Work the Key to Happiness 


What is work? It is the key 
not only to achievement but, 
contentment and happiness as 
well. Hard, hard, uncompro- 
mising, all absorbing work is 
joy and there is no compromise. 
A single misspent hour, prop- 
erly allotted to work, will serve 
to poison the entire day and 
rob one of intense enjoyment 
of a day well spent. Addison, 
Steele, or was it Emerson, has 
defined genius as a capacity for 
hard work. No man, none, can 
do the things worth while un- 
less he really works, and few 
do. Many think they do and 
wonder at the lack of results, 
but few, very, very few, and I 
would even hazard the state- 
ment, none really think and 
work and fail to achieve their 
heart’s every desire; but the 
worker must have something 
worth while upon which to 
bend his energy, and it rests 
with the management to bring 
it home to each and every man 
on the firing line that he is not 
engaged in dragging a dead 
horse around by the tail. A 
wise general seeks to bring it 
home to his men that the cause 
for which they fight is a worthy 
one. 

In place of endless rules and 
petty regulations, is it not bet- 
ter to substitute clearly defined, 
easily understood policies and 
principles that can be ever so 
briefly summarized as plain old- 
fashioned courtesy and hon- 
esty, not to be boasted of and 
thrust in the face of the public, 
but to be put into practice and 
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lived up to both in the letter 
and in the spirit? A good man 
does not have to proclaim his 
worth from the housetops. In 
a quiet, unassuming way he 
lives his life and lives it right, 
and soon he is known as one of 
the community’s best assets. 
Such is reputation. A business 
organization should be of such 
a character that any man is 
proud to be identified with and 
part of it. 


A Business Decalogue 

The world has little sym- 
pathy today with Dog Tray. 
He is reasonably supposed to 
have hunted up canines of a 
kindred spirit; and a man is 
justly judged by the company 
he keeps. The things to be 
avoided in a selling organiza- 
tion are so obvious as to hardly 
call for enumeration. For in- 
stance, intelligent business men 
have come to know that the 
knocker only lives because the 
fool-killer either has a kind 
heart or is loafing on the job. 
The very children of the count- 
ing rooms fully appreciate that 
to adopt an India rubber price 
list is simply business hara- 
kiri, that to lead one’s custom- 
ers to expect the impossible is 
simply a bid for future trouble. 
A wise salesman will even less- 
en representations. The fault of 
misrepresentation generally lies 
more largely with the manage- 
ment, not the salesman, and so, 
in turn, the salesman should 
never be misled. One price to 
anyone, anywhere, at any time 
and under all circumstances 
and conditions is held to be one 
of the soundest foundation 
stones upon which a business 
structure can rest. If the fun- 
damental rules of good, sound, 
clean business could be formed 
into a decalogue, they would 
probably read somewhat as fol- 
lows: 

I. 

Never use the name of a com- 

petitor if it can be avoided. 
Il. 
Never say unfriendly, unkind 


or ungenerous things of a com- 
petitor, its representative or its 
device. 

Ill. 

Grant frankly any point of 
merit in the article, device, 
product or commodity of a com- 
petitor. 

IV. 

Never dignify abuse, slander 
or gross misrepresentation by 
either discussion or argument. 
Knock a man down if you must, 
but do not be drawn into con- 
troversy or touch the cat and 
dog business with a ten-foot 
pole. 

V. 

Remember that your first ob- 
ligation lies to those who have 
favored you with their valued 
patronage, and see to it that 
you are entitled to enjoy a con- 
tinuance of the confidence the 
purchase implies. 


VI. 
Admit frankly every just 


claim of a competitor, but state 
clearly and convincingly the 
points of superiority in your 
own article, device, product, 
commodity, service or other 
point of vantage. 

VIL. 

Remember that the neglect 
of business is the gravest dan- 
ger with which your company 
is confronted. 

Vill. 

Remember that you are one 
family and in each man’s cus- 
tody is the honor of the family. 

IX. 

Remember that a man may 
have all the accomplishments 
and polish in the world and still 
fall short of being a gentleman 
unless he is ninety-odd per cent 
kind. 

X. 

Know your business; know 
every detail of it, and know it 
thoroughly. 

A selling organization in its 
make-up as an army presents 
a paradox if the esprit de corps 
is to be a telling, effective, ag- 
gressive force and a reality, not 
a myth, Every private must al- 
so be general. The initiative 
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for assault or retreat, parley 
or private treaty, must fre- 
quently rest with him. If he is 
gifted with genius, is what he 
should be or what he can be de- 
veloped into, he will in time 
muster independent forces of 
his own, represented by a host 
of satisfied customers, which, 
as time passes, will be convert- 
ed into staunch, loyal business 
friends. Everyone makes mis- 
takes except the silk hat and 
high collar, and so long as they 
are not of the heart, the busi- 
ness stands in little jeopardy. 
Dishonesty, however, is en- 
tirely a different matter. The 
horticulturists have formu- 
lated various rules for certain 
pruning at stated periods, but 
they enunciate a sweeping rule 
governing the treatment of rot- 
ten wood. It is that it must be 
cut out the moment discovered, 
without regard to the state of 
the calendar. This rule should 
be as inflexibly enforced in any 
organization as regards the 
slightest infraction of strict in- 
tegrity. No business can safely 
conduct a moral hospital. 

The success of the battle lies 
with officers and privates alike. 
In the battles of the business 
world, the officer in command is 
frequently too much consid- 
ered, the man behind the gun 
too little. The silk hat and high 
collar is altogether too much in 
evidence for the good of the 
cause; too much dictatorship, 
too much censure and too little 
commendation. The man in the 
mahogany box stall, comfort- 
ably seated in his cushion swiv- 
el chair, far from the smoke of 
battle, gives too little and asks 
too much. If the man holding 
the outpost and meeting the 
brunt of the enemy’s attack is 
worthy of the position he occu- 
pies, he is worthy of and en- 
titled to a vast number of other 
things which he must have if 
he is to prove a valiant, faith- 
ful, loyal, effective soldier. 

He is entitled to the confi- 
dence, sympathy, codperation 
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and support of the manage- 
ment. He is entitled to know 
the real purpose and character 
of the company. He is entitled 
to a place of his own in the 
hearts of those he represents 
and serves. 


Keeping in Touch with 
Headquarters 


In any battle, every man in 
the engagement, no matter in 
what capacity he serves, wants 
reliable, authentic news from 
headquarters and the front. He 
hungers for real information of 
every nature, kind and descrip- 
tion. How fares the left wing? 
Are reinforcements at hand? 
What the reserve force and re- 
sources of the enemy? What 
our own? The nature of their 
weapons, ammunition and sup- 
plies. He fairly revels in ac- 
counts of achievement of bat- 
talion, company or individual. 
The house publication should 
recognize and meet this want 
and need. It should in reality 
be the camp fire chat of the 
bivouac in which all can and 
should participate. It is a com- 
mon cause and the narratives 
of veteran and raw recruit alike 
have a thrilling personal inter- 
est. The official reports of the 
commander-in-chief are but 
dull stuff compared to the ac- 
tual experiences of comrades in 
arms, engaged in the heat and 
thick of the fight. On the eve 


of tomorrow’s engagement, 
each mess wants to hear from 
the lips or pen of the partici- 
pants themselves the occur- 
rences and incidents of yester- 
day and today, not the opinions 
and views of statistician or the- 
orist, but the actual happen- 
ings as narrated by the living 
actors. Whether the account 
recites achievement, victory or 
failure, the sympathetic audi- 
ence will never find it lacking 
in vital interest, nor will it be 
disposed to criticize the man- 
ner of the telling. And it is the 
interchange of personal experi- 
ence and the familiarity ac- 
quired thereby with each and 
every fact, detail and circum- 
stance of the matter in hand, 
which offers a bond of union 
between men and management 
alike. This is the very essence 
of esprit de corps and must ex- 
ist if the selling organization 
is to be what it should be. 

A selling campaign is simply 
a selling organization at work. 
A battle is simply armies in ac- 
tion. No armies, no battle; no 
organization, no campaign. 
Properly organized, the cam- 
paign is always on. In an or- 
ganization worthy of the name, 
every man feels the heart beat 
of his fellow; he shares the 
confidence of his company; he 
knows he is entitled to it and 
is determined to safeguard, 
maintain and augment it. He 


HOW OLD IS OLD? 
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knows that all eyes at head- 
quarters and in the field alike 
are upon him. He is not a non- 
entity, not an isolated being, 
but a valued member of a great 
and good family. He is assured 
of the heartfelt, sympathetic 
interest of all in his affairs, be 
they successful or otherwise. 
He has long been in full sym- 
pathy and accord with the 
plans and ambitions of the men 
whom chance or merit have 
placed in command. He will 
work with you shoulder to 
shoulder, through fair weather 
and foul. He will not only carry 
a message to Garcia, but his 
heart will be undisturbed, for 
he knows there is no treason in 
the document in his breast. It 
is being whispered from out- 
post to outpost that some im- 
portant movement is about to 
be made, general field orders 
are on the eve of issue, a con- 
certed onslaught is to be made 
upon the enemy, standards are 
to be advanced, _ records 
smashed and a forward stride 
made in the battle for suprem- 
acy. The consciousness of com- 
ing conflict is in the air. At the 
first blast of the trumpet every 
man is in the saddle. He leans 
far out on the neck of his well- 
trained steed and whatever the 
especial need or demand, what- 
ever the charge, such a force 
presents a solid, unwavering, 
invincible front. 


A lot of men in business think, when they reach 
middle age, that they have passed the day of learning and 
they declare you cannot teach an old dog new tricks. 

But middle age, fifty years, is no time for settling into 


a rut. 


By that time a good many men have just learned 


what it is all about, have just learned how to use their 
minds, have just learned what is really worth doing. 

A man in good health does not weaken in his creditable 
business performances just because he has passed a 
| if he weakens, it is because he allows 


certain birthday. 
himself to think it is time to let up in effort. 


If he is 


physically fit he ought certainly to be mentally more fit 


than ever before.— 


Frank Farrington. 
(All rights reserved) 
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AT RIGHT: INTERESTING WINDOW DISPLAY OF CAR- 

TER PRODUCTS AT SAN FRANCISCO.—Carter’s Midnight 

carbon paper and typewriter ribbons were featured in this 

effective display presented by the H. 8. Crocker Company, 

San Francisco. The exhibit had a high degree of customer 

attraction which resulted in an increase in the sales volume 
of the products displayed. 








THIS ATTRACTIVE WINDOW FEATURING VICTOR 
VISIBLE RECORD EQUIPMENT, TREASURE 
CHESTS, PORTABLE FILES, SAFES AND OTHER 
VICTOR EQUIPMENT RECENTLY BROUGHT MUCH 
FAVORABLE COMMENT TO THE TRINITY STA- 
TIONERY COMPANY, HARTFORD, CONN. WHEN 
THE FIRM FEATURED THIS EQUIPMENT FOR TWO 
WEERS., 


UNDERWOOD 


PORTAGLES 


SR 


CHRISTMAS DISPLAY FOR UNDERWOOD PORTABLE 
DEALERS,—This reduced reproduction illustrates as well as 
black and white copy can the beautifully lithographed back- 
grounds for Christmas displays of Underwood portables. 
The display pieces have been distributed to authorized Un- 
derwood dealers throughout the country. 
























SHAW-WALKER EQUIPMENT IN 
THE OFFICES OF THE YEOMAN 
MUTUAL LIFE INSURANCE COM- eee 
PANY, DES MOINES, 1tOWA.—Under 
the direction of Ray L. Hammond of . 
Zaiser’s, Des Moines, the Yeoman Mu- (eee rs 
tual Life Insurance Company recently deosill 
standardized on Shaw-Walker equip- 
ment. The illustration at the right 
shows the medical department in which 
workers are c« fortably seated on 
Shaw-Walker aluminum posture chairs, 
working at Shaw-Walker “organized” 
Skyscraper desks and finding their 
M-I-B records in Shaw-Walker files. 
Pictured below is the actuarial depart- 
mieit. 









The change from equipment formerly 
used to the Shaw-Walker line was ac- 
complished without disruption of work 
or any one large investment because 
of a planned buying program worked 
out by Mr. Hammend. Shaw-Walker 
files have been standard in the Yeoman 
offices for years. Because the new files 
are the same height and depth as those 
originally purchased, the company has 
been able to add to its equipment as 
needed through the years without in- 
terfering with office routine or marring 
of orderly appearance. 
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EDITORIAL 


Ho, Friends in many lands! 


May you who turn to 


Christendom’s approaching anniversary as a source at 
which to renew ideals, have the cheer of the Christmas 


in measure overflowing. 


And may you who turn to anniversaries of other events 
for inspiration, find there your heart’ s desire. 

But to whatever source we turn may each of us find 
stimulant for the universal hope of peace on earth good 
will to men. Finding that, all may greet the New Year 


joyously. May it be so. 


Grist from the Stationers Convention 
@@ With The National Stationers Association 
Convention of 1936 well past, and with much of 
the excitement and interest definitely cooled down, 
some of the most significant points are those that 
still remain. They are important in a wide appli- 
cability. They relate to business in general. 

As a reflection of the spirit of the times the 
words of Charles P. Garvin may be borrowed from 
The National Stationer, official organ of N.S.A., 
for October. For the times are expressed in those 
dealers who were and are more interested in prog- 
ress than procrastination, in commodities than in 
complaints, in display than in dismay, in educa- 
tion than in errors. All of business can recognize 
the justice of Mr. Garvin’s conviction that major 
problems cannot be wiped out by a vote of dele- 
gates; that attention must be given to them con- 
sistently throughout the year. 

Mr. Garvin’s observation of an increasing inter- 
est in the promotion of the industry doubtless 
could be made outside of the specific field of sta- 
tionery; a broad application could be made also 
of his corollary: that a common interest in pro- 
motion facilitates an approach to the differences 
of opinion that exist as to ways and means. The 
will to push business ahead includes a will to find 
out what’s the matter when obstructions arise. 
The conflict between competitors, Mr. Garvin in- 
dicates, involves a paradox. Men competing find 
common interests quickly in the study of prob- 
lems over which they differ. 

Every citizen of the commonwealth may well 
take to heart Mr. Garvin’s point that individuals 
must work out their problems themselves. There 
is matter worth consideration for others besides 
the members also in his evaluation of organized 
effort. ‘People have respect for an association,” 
he declared, “‘only because it represents associated 
opinion, because it represents a combined power. 
They have respect for that power as long as the 
power is not misused and as long as the power is 
directed in the industry and trade interest.” 


Centenary of the U. S. Patent Office 
4A fitting tribute to the spirit of American in- 
ventive genius was paid recently when 1000 diners 
at the Centennial celebration of the United States 
patent system listened to a voice naming Amer- 
ica’s twelve greatest inventors from an airplane 
hurtling over Washington. 

The twelve men and their inventions were given 
as follows: Robert Fulton, steamboat; Eli Whit- 
ney, cotton gin; Samuel F. B. Morse, telegraph; 
Charles Goodyear, vulcanized rubber; Cyrus Hall 
McCormick, grain reaper; Elias Howe, sewing ma- 
chine; George Westinghouse, air brake; Alexander 
Graham Bell, telephone; Thomas Alva Edison, 
electric lamp, phonograph, motion picture and 
many other devices; Ottmar Mergenthaler, Lino- 
type; Charles Martin Hall, process for making 
cheap aluminum, and Wilbur Wright, co-inventor 
with his brother, Orville, of the airplane. 

The advances which have been made and the 
progress which no doubt will continue were aptly 
described in a statement on the centennial cele- 
bration by Thomas J. Watson, president of Inter- 
national Business Machines Corporation, who 
said: 

“Our American system of invention, science, en- 
gineering, finance and management has given the 
peoples of the world more comfort and conven- 
ience in the past one hundred years than was given 
during the previous fifty centuries. The American 
patent system, by securing to the inventor the 
fruits of his genius while at the same time making 
them available for the public benefit, is the factor 
which has made effective this combination of men, 
money and ideas. 

“American machines enable the worker to mul- 
tiply his effectiveness and produce more abun- 
dantly, while sharing increasingly in the products 
of his own labor. Thus, these machines have 
enormously increased the need for labor and fos- 
tered world progress by raising standards of liv- 
ing and levels of education, both here and abroad. 

“By teaching the people of America to make the 
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widest possible use of inventive genius under a 
system which ensures a maximum of benefit to all, 
this centennial celebration of the American pat- 
ent system will render a great public service.” 


oOo 


For Intelligent Stabilization 


@¢ “The main fallacy in most of the discussion 
about stabilization is the assumption that all 
prices are causes instead of effects.” So writes 
Harold P. Winchester in The Inland Printer for 
September, his article being a ‘‘come-back” to an 
article on “Stabilization” appearing in a former 
issue of the same journal. 

While Mr. Winchester refers specifically to the 
printing industry in the comments he makes, there 
is such a close relationship between that and the 
stationery field our readers will find some of his 
points of interest, and his concluding paragraph 
especially has an application to fields other than 
printing: “The way out of this vicious circle?” 
he asks, then answers: “Friendly codperation on 
the part of all printers toward a unified purpose 
for the industry, namely, that of furnishing the 
American people with the highest quality of print- 
ing at the lowest possible prices.” 

“It’s curious how little attention is paid to the 
well known law of supply and demand,” Mr. Win- 
chester writes following his opening paragraph, 
continuing: “In all these stabilization discussions 
it’s overlooked, like the biggest name on the map. 
Prices are actually the result of the relation be- 
tween the supply and the demand. If the supply 
is heavy and the demand goes down, down go 
prices; and up go prices when the situation is re- 
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versed—all the cost systems, budgets, slick sales- 
men, bright estimators, and ‘guts’ in the boss, not- 
withstanding. Now this is all pretty elementary 
stuff, but it is just these fundamentals we must 
get down to first in our discussion in the industry 
before we can make up an intelligent stabilization 
program... .” 

Then, “price is merely the law of compensation 
operating in the economic field, trying to keep the 
supply and demand in balance. Stabilization is 
the highly desirable state in the industry where 
prices are steady and high enough to cover effi- 
cient cost of production when supply and demand 
are in equilibrium. 

“Well, the vital question is one which the whole 
world is now asking: ‘What throws all indus- 
tries, including the printing industry, so fiercely 
out of equilibrium every few years—in other 
words, what causes booms and depressions?’ 
Strangely and sadly enough, you have no one ask- 
ing this imperative question in all these stabiliza- 
tion discussions. You wouldn’t even guess the de- 
pression was a factor in our industry. Until we 
get a satisfactory answer and know the remedy 
for it we can’t have stabilization.” 

Later, referring to the now shopworn question 
of “How to solve poverty amidst plenty?” and 
stating that ‘We have the latent potential demand 
in the American people sufficient to utilize the 
capacity of all our plants and to give us the prices 
and profits we want,” he states: “This is the 
stabilization we should aspire to. To attain it for 
our whole economic system as well as for our own 
industry should be our high aim. This should be 
the goal of our trade organization.” 


Here and There 


Sergeant Alan Nichols 


Twenty years ago—September, 1916 
—a bomb exploded and deprived the 
British Sergeant, Alan Nichols, of both 
hands and sight. 

Three years ago he wrote a short 
booklet titled “Sons of Victory.” It 
presents the story of his life and his 
work with other blind soldiers. 

Lacking what are commonly regarded 
as the most essential tools for building 
a career, Sergeant Nichols preserved 
what is probably the most vital asset of 
all: courage. He refused to be defeated. 
Today, with a mechanical hand on the 
stump of his right arm, he is able to 
shave himself, feed himself, play the 
piano, ride a horse, and help to propel 
a tandem bicycle. More important than 
skills such as these activities indicate is 
his ability to type. He uses a three-bank 
Underwood portable with a special car- 
riage return, by which the stump of his 
left wrist is enabled to serve him. Com- 


posing as he writes, he works at the rate 
of twenty words a minute. Employed at 
St. Dunstan’s in London, rehabilitation 
hospital for blind soldiers, founded by 
the late Sir Arthur Pearson on the estate 
of Otto Kahn, Sergeant Nichols re- 
cently visited New York. 





HANDLESS AND SIGHTLESS SER- 
GEANT ALAN NICHOLS OPERATES 
HIS UNDERWOOD PORTABLE. 


There are books that have a sustain 
ing power, giving heart to the tired and 
confidence to the uncertain. “Sons of 
Victory” is such a book. The incon- 
veniences and petty setbacks of the rou- 
tine day pale into insignificance as the 
spirit of undefeated men is brought 
home to the reader of these pages. 

Sergeant Nichols is being aided in his 
program by the editor of the UEF 
News, who is serving as his representa- 
tive here. “Sons of Victory” may be 
obtained by sending twenty-five cents in 
stamps or coin to the Editor, UEF 
News, One Park Avenue, New York. 





Charles Edison Named 

Assistant Secretary of 
the Navy 

Last month Charles Edison, son of 


the late Thomas A. Edison and presi- 
dent of Thomas A. Edison, Inc., and 
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affliated companies, was appointed as- 
sistant secretary of the navy by Presi 
dent Roosevelt. He succeeds the late 
Henry Latrobe Roosevelt, cousin of the 
President, who died early in the year 

Mr. Edison was elected president of 
Thomas A. Edison, Inc., in 1926. His 
previous experience had been concerned 
with the operation of industrial organ 
izations, particularly those involving the 
use and production of electricity. He 
identified himself with the Roosevelt ad- 
ministration early in 1933 when he was 
named director of the national emer- 
gency council of New Jersey. He was 
mentioned as a possible successor to the 
late assistant secretary shortly after the 
latter’s death but the appointment was 
not made definitely until November 17 





George Walcott Plays 
Santa Claus in Advance 
of Season 

George Wolcott, cheerful emissary of 
the Wilson-Jones Company, was in 
Wichita, Kans., on October 16 during 
the Diamond Jubilee Exposition cele- 
brating the seventy-fifth anniversary of 
Kansas. He called on Herman H. Cast, 
of the Western Lithograph Company, 
and went with him to the exposition 
grounds to view the exhibit maintained 
by Mr. Cast’s organization. The occa- 
sion gave him an opportunity to play 
Santa Claus, a role that he loves and 
one in which he indulges himself quite 
frequently. 

It was children’s day—and there was 
a merry-go-round—and George Wol- 
cott. It was a great day for George, and 
the children, and for the merry-go-round 
operator, and some other concessionaires. 

The next day the following story ap 
peared in a Topeka newspaper: 

“George Wolcott, Chicago manufac- 
turer, paid $60 to play ‘Santa Claus’ 
to children at the Kansas Diamond 
Jubilee yesterday afternoon, children’s 
day. 


“Pearle Houston, foreman-manager 


SANTA CLAUS DISGUISED 
As {1 SALESMAN.—Hearts 
were made happy at Wichita 
recently when George Wal- 
cott ‘inset) played Santa 
Claus by buying 860 worth 
of merry-ce-round rides for 





R. to La: W. A. FAIRBROTHER 
AND THE 20-YEAR-OLD DREAM. 


of the merry-go-round on the William 
street midway, reported Wolcott paid 
that much for the score of times he 
bought out the carousel during the hour 

“Wolcott, said by Wichita friends to 
be a bachelor who loves children, went 
through the crowd, insisting that every- 
one—even adults—ride as his guest. He 
was aboard every time. 

“Children jumped on at the first in 
vitation, but Wolcott coaxed many 
adults, including elderly women, to ‘Get 
on, get on, have a good time.’ 

“On one ride more than 100 persons 
hung on to the merry-go-round. It was 
said that Wolcott paid more than $400 
playing Santa Claus in Chicago one 
afternoon. 

“A concessionaire whose ride was not 
doing business went by the crowded 
carousel and asked about the Santa 





OFFICE APPLIANCES 


Claus. He stepped back in amazement 
and said, ‘Keep that fellow on the 
grounds and we'll be out of the red by 
Christmas.’ 

“Each ride cost Wolcott not !ess 
than $5.” 





20-Year Dream Comes 
True 


For lo! these many moons—as many 
as there are in twenty years for example 

W. A. Fairbrother, of the Office 
Equipment & Liquidating Company, 
St. Paul, Minn., has been dreaming 
dreams. 

And in each of these visions was a 
shadowy picture of himself aiming his 
trusty shotgun and bringing down a 
Canadian Honker—goose to the unini- 
tiated. 

But now the dream is a dream no 
more. For, be it known far and wide, 
Mr. Fairbrother, whose company is the 
local representative of the Corry-James- 
town Manufacturing Corporation, last 
month bagged one of the beautiful birds 
and, as proof of the achievement, hied 
him to the most conspicuous spot in the 
streets of Montevivo, Minn., where he 
posed for the accompanying picture be- 
fore an admiring throng. 





Woman Makes Good as 
Typewriter Mechanic 


Mrs. Roy N. Wingo, with the Fod- 
drill Typewriter Company, 406-7 Peters 
Building, Atlanta, Ga., has the distinc- 
tion of being the only woman typewriter 
mechanic in the South if not, per- 
haps, in the entire United States. 

For the past eighteen months she has 
handled all of the repair work on type- 
writers for the company, including work 
on Remington, Royal, L. C. Smith, Un- 
derwood and Woodstock machines, and 
as a mechanic her work, according to 
H. P. Foddrill, proprietor of the com- 
pany, is equal to that of the most com 


youngsters and, incidentally, 
a few for himself and Her- 
man H. Cast. The picture 
is fozazy due to movement of 
the subjects but it is no task 
to distinguish George and 
Herman (left to right). 
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She began her 


petent men mechanics 
mechanical career thus: 
Mr. Foddrill called up Mrs. Wingo, 
whom he happened to know was out of 
work at the time and wanted a position, 
and asked her if she would like to learn 
the typewriter business. She would. 
And he started her immediately. 
Training, for Mr. Foddrill, was a 
relatively easy matter. For twenty 
years, prior to opening his own specialty 
repair business in Atlanta, he had been 
foreman for the Underwood Typewriter 
Company, in Atlanta and Birmingham, 
where it was a part of his job to train 


SHE KNOWS HER 
TYPEWRITERS. — 
Here is Mrs. Roy 
Wingo engaged in her 
eccupation of repair- 
ing and overhauling 
typewriters. Her work 
includes not only all 


mechanics. He simply showed Mrs. 
Wingo how to make repairs, one at a 
time, and with one make of machine at 
a time, going on to a new operation as 
soon as she had mastered a previous 
repair. 

In no time at all she was able to han- 
dle all of the simpler repairs and within 
a few months she could completely over- 
haul any machine, determine the repairs 
to be made . . . and make them. 

An unusual feature of the business 
was that Mrs. Wingo had never had any 


previous mechanical experience. She 
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had been a saleslady in one of the down- 
town department stores. 

“Repair work?” says Mrs. Wingo, at 
her bench in the Foddrill shop. “T like 
it. There isn’t any really hard work 
about it, you know. You have to take 
a typewriter all to pieces, anyway, when 
you clean it, and then it is merely a 
matter of soldering on a broken key or 
burring out battered type faces to make 
them sharp and clear-cutting again. 
You check the things that need to be 
done while the machine is being broken 
down and do it before you put the ma- 
chine together again.” —_JHR 


of the simpler repairs 
but the more intricate 
task of making com- 
plicated adjustments. 
Mrs. Wingo tearned 
her occupation in 
record time. 


Are You a Thoroughbred? 


“When we say a man or a woman we know is a thoroughbred, we pay to him 
or her the greatest compliment of which we are capable. There is not in the vocab- 
ulary of pleasant terms a stronger word. 

“Visit a stock-farm, the home of high-grade horses or cattle, and you will see that 
the physical signs of the thoroughbred are fine eyes and an erect bearing. These are 
the symbols of a high, generous spirit. 

“The keeper of the stock-farm will tell you that a thoroughbred never whines. 


One illustrated that to me by swinging a dog around by the tail. The creature was 
in pain, but not a sound escaped him. ‘You see,’ said the keeper, ‘they never com- 
plain. It ain’t in’em. Same way when a stable burns. It ain’t the best horses that 
scream when they're burnin’, ‘it’s the worst.’ 

“All this is quite as true of the human thoroughbred. The visible signs of the 
invisible spirit are the eyes that are steady and shoulders that are straight. No 
burden except possibly the weight of many years bends his shoulders, and his eyes 
meet yours in honest fashion, because he neither fears, nor has been shamed, at the 
bar of his own soul. 

“He never complains. He keeps his troubles to himself, having discovered, as 
thoroughbreds do, that to tell troubles is to multiply them, and to lock them in 
the breast is to diminish and finally end them. He never talks about what Fate has 
done to him. He knows he is master of his own destiny. He never bewails the treat- 
ment he has received from another, for he knows no one can do him lasting harm ex- 
cept himself.” 

—-November 1936 Tatler, Issued by Crown 


Ribbon & Carbon Manufacturing Company, 
Rochester, N. Y. 
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N presenting some com- 

ments upon the selec- 
tion of card index equip- 
ment I shall include a num- 
ber of references to author- 
ities in this field and also to 
general principles of office 
operation which I believe 
are properly a part of any 
study of contemplated 
changes in office methods 
or equipment. 

At the outset I would ad- 
vance the thought that 
good office management 
recognizes, as a major prob- 
lem in effective operation, 
the provision and utiliza- 
tion of practical equipment, 
chosen with a view to its 
adaptability to basic office 
methods and processes. 

Miss Bertha Weeks, direc- 
tor of the Chicago Bureau 
of Filing and Indexing, re- 
cently expressed a similar 
thought in these words: 
“We always bring out the 
point that it isn’t what is 
chosen, but the equipment 
which fits the needs of the 
company, which is impor- 
tant.” 

Planning Departments. 

Special Studies 

At La Salle we teach that 
“unless this problem of 
selection and use of office 
devices is given the special- 
ized attention it deserves, 
a purchase of office equip- 
ment is quite likely to be 
made solely as a result of 
the sales ability of the sup- 
plier of the equipment.” 
Therefore, it is an impor- 
tant function of manage- 
ment “to make the pur- 
chase and utilization of 
office equipment a matter 
of thorough and continuous 
study and investigation.” 

How to provide for such contin- 
uous study and investigation is an 
important executive problem. 
Some of the larger offices have 
special departments which give 
their entire time to keeping in 
touch with improvements in office 
equipment and tests thereof. Such 
a department may be called a 
“methods department,” a “plan- 
ning department” or a “develop- 
ment department.” 

In a smaller office responsibility 
for selection of new office equip- 
ment may be centralized in one 
person, with the realization that 
this person’s time, spent in in- 
vestigation, will be found to be 
quite worth the salary paid. 


tension 
Delivered at the Sixth 
Mid-West Filing Conference Held 


in Chicago a Few Months Ago. 


NOTES ON 


SELECTION OF 
CARD INDEX 
EQUIPMENT 


Address by William Smith, In- 
structor in Office Organization 
and Management, La Salle Ex- 
Chicago, 

Annual 


University, 











MR. SMITH 


Note.—Mr. Smith’s address is an inclusive treat- 
ment of the subject of card index equipment. AIl- 
though directed to users rather than sellers of 
equipment, the “notes” contain a fund of facts 
in which the salesman of files and systems will 
find much that he can use effectively in his daily 
selling activities. 


In some offices the office man- 
ager definitely considers investiga- 
tion and test of new office 
methods and equipment as one of 
his own special responsibilities. 

Speaking at the Mid-Winter 
Conference of the National Office 
Management Association, in New 
York in 1935, G. L. Harris, vice- 
president of the American Man- 
agement Association, said that he 
wished to emphasize “the absolute 
necessity for every man or woman, 
in any way connected with the 
running of an office, to keep in- 
formed of new developments in 
office equipment and appliances, 
and of new applications for their 
use.” Mr. Harris further said that 


he “would urge every such 
person not only to welcome 
the representatives of office 
equipment companies, but 
to go, themselves, to the 
local offices of these com- 
panies, and see what is 
new.” 

At this same meeting 
Harry Arthur Hopf, past 
president of the National 
Office Management Asso- 
ciation, and 1936 Fellow of 
the Association, empha- 
sized the rapid changes oc- 
curring in office methods 
and equipment. Mr. Hopf 
said that, in his opinion, 
improvements are taking 
place so rapidly that at 
least one competent person 
in every office should be 
assigned to the duty of 
maintaining a constant 
watch for these changes, 
and that, unless such pro- 
vision is made by the com- 
pany, its office operations 
are likely to proceed along 
out-moded lines at sub- 
stantial financial loss to the 
company. 

Our Problem 

Let us assume, then, that 
here in our office is a con- 
dition in our card indexes 
which appears to warrant 
careful study with a view 
to a change to new equip- 
ment. If there is to be a 
change shall it be a replace- 
ment of the present used 
equipment with new equip- 
ment of the same general 
type or shall it be a change 
to an equipment quite dif- 
ferent from that to which 
we are accustomed? 

Equipment—Scope of 

Discussion 

Equipment, as herein dis- 
cussed, includes cards and 
guides, the cabinets in which these 
are housed, the supplies and acces- 
sories ordinarily used in connec- 
tion with them and the methods 
of using the cards and cabinets. 
The term “equipment” therefore 
takes in considerable territory. 

Investigation 

Since we have a problem involv- 
ing our card indexes we should 
first, and logically, spend some 
time at least in an investigation 
of our problem. In this connec- 
tion I wish to refer to some 
splendid ideas given by the late 
William Henry Leffingwell, of hon- 
ored memory, in his book, “Prin- 
ciples and Practice of Office Man- 
agement.” Mr. Leffingwell said 
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that a scientific analysis signifies 
a careful consideration of a busi- 
ness problem, with certain definite 
requirements. Among these are: 

(a) A definite objective, i.e., the 
objective must be limited. It may, 
for the time being, even be con- 
fined to some definite area within 
the main objective, and _ the 
analysis of our problem may be 
concentrated upon this smaller 
area. 

(b) A series of thorough obser- 
vations and experiments, with 
careful collection of data bearing 
upon the objective. 

(c) A clear, complete and ac- 
curate record of all observations 
and experiments and progress of 
the investigation. 

(d) A thorough study of the col- 
lected data, and an interpretation 
thereof. 

(e) A permanent record of the 
results of the interpretation of the 
facts found, in a form available for 
immediate or subsequent use. 


Effect of Changes on Basic 
Processes 


Here I would like to say that a 
problem relating to new equip- 
ment should, in my opinion, be 
studied in relation to its effect on 
basic processes, as well as to the 
operating effectiveness of a par- 
ticular equipment. A saving of 
labor on a specific operation would 
not be warranted if the saving 
finally is more than offset by a 
loss, caused by a change in the 
general method of handling work. 
The possibility of running into 
complicated methods or equip- 
ment is one that should be borne 
in mind. 

Leffingwell’s General Comments 
on Equipment and Methods 


Mr. Leffingwell further said with 
reference to filing equipment and 
card record work: 

(a) Filing equipment should be 
adequate, i.e., it should be of the 
right kind and there should be 
enough of it. 

(b) The filing method should be 
simple. 

(c) Use of the equipment should 
not entail laborious work. Good 
equipment may save a very sub- 
stantial part of filing labor cost. 

(d) In order to make transfer 
reference easy, an ample equip- 
ment of the right kind, should be 
provided. 

(e) A good equipment will have 
long durability from the stand- 
point of materials and construc- 
tion. 

(f) Equipment should be eco- 
nomical in the use of space. 


Some Typical Questions Included 
in Our Problem 


Suppose, then, that we get on 
with our special problem. Our in- 
vestigation has shown § that 
changes in our card indexes are 
necessary, if for no other reason 
than for replacement due to out- 
worn and limited equipment. Here 
are some questions that may serve 
as a checking list: 

(a) Shall we get a more plen- 
tiful supply of the type of guides 
we now have or shall we change to 
a different method of guiding? 

(b) Shall we get guides with 
fixed alphabetic divisions, i.e., a 
stock set? 

(c) Or will it be better to get 
guides of the expansion type, so 
that we may add to the proposed 
new guides, from time to time, 
simply by ordering finer subdivi- 
sions of a stock set of the expan- 
sion type? 

(d) Or perhaps it may be best 
to get standard blank guides and 
have, say, the alphabetic divisions 
made to order to fit our own par- 
ticular index cards, fixing upon a 
certain number of guides for so 
many index cards? If so, shall the 
labels be fixed or removable? 

(e) Shall we use card record 
desks for housing our active 
cards? If so, what type of desk? 
What about posting boards? 

(f) Or shall we change to some 
form of “visible” type of equip- 
ment? 

(g) Shall we get steel or wood 
cabinets or desks? 

(h) Or may it not be better to 
get card cabinets of the multiple 
drawer type, with removable 
trays? Or perhaps the drawer it- 
self may be easily removed. 

(i) Or perhaps it may be better 
to get the standard card cabinet 
of the multiple drawer type, and 
plan to perform our card opera- 
tions at the cabinets or on desks 
or tables. 

(j) Possibly we have a field for a 
special type of card, operated with 
special mechanical equipment. 

(k) Then there are the old fa- 
miliar card units of the single 
drawer type, the double drawer, 
the four-drawer, etc., which may 
be stacked as we wish, and all of 
which are supplied in up to date 
form, mechanically, by the lead- 
ing equipment houses. 

(1) How about our card opera- 
tions as such? Just what do we 
do with our cards? Why do we 
have card records? What is our 
prevailing standard card size? 
How many card indexes have we, 
of the several standard sizes? How 
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many cards are there in these in- 
dexes, severally and in toto? How 
are our indexes divided? 

(m) What type of card indexes 
have we in use? 

(n) In addition to the active and 
inactive cards do we have semi- 
active cards? How about special 
classes of cards? 

(o) Should some of our indexes 
be housed in safes, when not in 
use? 

(p) Can we dispense with some 
of our card records? 

(q) Then there is the question 
of card stock. No doubt some of 
our card records are of special 
value. Should these card records 
henceforth be placed on cards of 
higher grade stock? Which of the 
card records are of temporary 
value only, and which are of per- 
manent value? Do we use too light 
a stock, or too heavy? Is the stock, 
in general, too good or too poor? 

(r) Do we have a field for spe- 
cial types of cards, for example, 
tabulating cards? Or for cards of 
a special size, probably requiring 
special equipment? 

(s) Assuming that our card in- 
dexes are standard in size, have 
we enough cabinet equipment, al- 
lowing for expansion of active 
cards and transfer of inactive 
cards? If we do not have enough 
cabinet equipment how much do 
we use throughout the several in- 
dexes, including requirements for 
increase in number of cards and 
guides? Just about how much 
space, measured in linear clear fil- 
ing inches per drawer, will we use, 
including operating space per 
drawer, and expansion space per 
drawer, during, say, the next two 
years? This data we must trans- 
late into terms of depth of drawer 
adapted to our operations and 
these data, in turn, into number of 
drawers required, per index; num- 
ber of drawers per cabinet; type of 
cabinet; number of cabinets re- 
quired; cabinet floor space; loca- 
tion and arrangement of cabinets; 
amount of aisle space; lighting fa- 
cilities. 

(t) Will other departments 
probably wish to combine their 
card files with ours during the 
coming year? Does our firm tend 
more toward centralization or 
toward decentralization? 

Such are some of the live ques- 
tions with which we are quite like- 
ly to deal when suddenly faced 
with a situation requiring reor- 
ganization of our card index sys- 
tem. 


Summary of Typical Questions 
In my opinion the typical ques- 
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tions which I have suggested may 
be grouped roughly into six main 
topics for study. These are: 

(a) Records to be maintained 
on cards. 

(b) The cards themselves, (kind, 
number, record form, space). 

(c) Guides (kind, type, number, 
space). 

(d) Card cabinet equipment. 

(e) Space required for, and lo- 
cation and arrangement of equip- 
ment. 

(f) Operating methods. 


Standardization of Card Index 
Guides and Equipment 


In my opinion it is a good plan 
to standardize, as far as possible, 
the general type of card guides 
used throughout the several card 
files in the various offices of the 
company, and also to standardize 
the type of card cabinet for hous- 
ing the several classes of indexes, 
i. e., active, semi-active and inac- 
tive. 

Standardization of equipment 
in design, style and dimensions 
means a marked advantage in 
purchase and replacement, and 
flexibility in layout and operation 
due to interchangeability. There 
is also the factor of more pleasing 
appearance. And if guide and cab- 
inet equipment follow along the 
same general lines throughout the 
house it is easier to transfer card 
index employes from one depart- 
ment to another, as well as to ex- 
tend the card index service from a 
central index to other offices of 
the firm. 

In his address of April 25, 1935, 
to the Office Management Associa- 
tion of Chicago, our good friend, 
C. U. Stapleton, of the Canadian 
National-Grand Trunk Railways, 
past president of the National Of- 
fice Management Association, said 
that “the building up of standards 
is generally accepted as essential 
to good office management.” Mr. 
Stapleton also listed certain 
points, among others, as entering 
into standards for office equip- 
ment, among these being: 

(a) Original cost. (b) Guaran- 
tee. (c) Durability. (d) Mainte- 
nance cost. (e) Depreciation. (f) 
Operating cost. (g) Production ca- 
pacity. (h) Functional adaptabil- 
ity. 

Operations—Analyses—Tests 

Since our problem may be one of 
investigation of types of card in- 
dex equipment with a view to 
choice of some standard type, it is 
important to consider some of the 
factors which may help us in mak- 
ing a decision. 

Mr. Leffingwell said that “all 


card work consists of a cycle of 
unit operations.” These are: 

(a) Locate card. 

(b) Read information. 

1. Sometimes it is only neces- 
sary to read the information. 

2. Sometimes it is necessary first 
to read the information and, sec- 
ond, to draw the card. 

3. In some kinds of visible sys- 
tems it is not necessary to draw 


the card. 

(c) Draw card (or tray of “vis- 
ible” cards). 

(d) Make notation on card 


(sometimes omitted as aforesaid in 
22-b-1). 

(e) Return card (or tray). 

In examining this cycle, in an 
endeavor to apply it to our prob- 
lem, some puzzling factors are 
likely to become evident even in 
the course of a casual investiga- 
tion. It should be remembered 
that a given office equipment has 
its own field of usefulness, and its 
utility varies under different con- 
ditions. 

Let me here advance the sugges- 
tion that the one sure way of de- 
termining whether or not a given 
equipment will prove to be profit- 
able is to put it to the test of ac- 
tual operation in the office. Here 
again we may revert to the pro- 
cedure for an investigation as out- 
lined by Mr. Leffingwell, viz.: 

(a) The objective, i.e., we should 
have a definite idea of what it is 


“Filling equipment 
should be adequate, 
i.e., it should be of 
the right kind and 
there should be 
enough of it.’” 








—Leffinguell 





we are trying to find out, e. g., the 
best type of equipment to use, 
whether it be desks, “visible” cab- 
inets, multi-drawer cabinets, or 
some other type. 

(b) The analysis of the problem. 
What are the outstanding factors 
in our operation? Do our active 
cards have to be removed continu- 
ally for reference, for addressing, 
or for some other reason, or can 
we keep the cards in file? 

(c) The collection and interpre- 
tation of the facts. This item 
brings us back to the subject of 


OFFICE APPLIANCES 


tests. At the October, 1935, meet- 
ing of the Office Management As- 
sociation of Chicago our friend, 
J. C. Staehle, first vice-president 
of the association, presented a 
paper on the subject, “Selection 
and Purchase of Office Equip- 
ment.” In that paper Mr. Staehle 
set forth certain points to be con- 
sidered in selection of equipment. 
Among these points are: 

1. A scientific attitude, i.e., it is 
necessary to investigate all of the 
“whys” and “wherefores” of every- 
thing you see. Be, as it were, 
super-critical. Question every 
claim made for a given equipment. 

2. Is it necessary to do the work 
for which a given equipment is to 
be purchased? 

3. Would some other system be 
more economical? 

4. Test of proposed equipment 
should be made under actual work- 
ing conditions. 

5. How rapidly may work be 
done with the proposed equip- 
ment? 

6. Will the equipment pay for 
itself? 

7. Can standardization be car- 
ried too far? 

Concerning tests, Mr. Stapleton 
said that “in the case of office 
equipment, testing of machines or 
appliances, loaned without obliga- 
tion by the distributor, sometimes 
extends over months before a de- 
cision can be reached, and it is of 
advantage if the trial period in- 
cludes a seasonal peak load of work 
after the operators have become 
familiar with the peculiarities and 
special features of the proposed 
equipment. The finest sales talk 
which can be given does not take 
the place of an offer to loan an 
equipment on trial. Such an offer 
at least establishes the fact that 
the maker has confidence in his 
product.” 

Only a few months ago at the 
annual convention of the National 
Office Management Association in 
Swampscott, Mass., I made certain 
comments in connection with 
equipment tests, among these the 
following: 

(a) “I am an advocate of test- 
ing proposed equipment under 
actual working conditions. Per- 
sonal experience along this line 
leads me to believe that, in gen- 
eral, the equipment manufacturer 
will be glad to lend it, for test 
purposes, under fair free trial con- 
ditions. In an extended experi- 
ence, in which I was a participant, 
we paid only for supplies used 
during the test and guaranteed the 
maker against loss through dam- 
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age of his equipment while in our 
possession.” (This refers partic- 
ularly to a test of card index 
equipment.) 

(b) I said also that, “in my 
opinion, in a given instance a pro- 
posed change in methods or equip- 
ment may not involve an amount 
large enough to figure very prom- 
inently in possible pay roll reduc- 
tion within a year or even longer. 
In other words, it may be possible, 
in a given instance, to make some 
saving only by releasing a part of 
the time of a worker for other 
duties. It would seem, therefore, 
that in order to be reflected in the 
pay roll, a contemplated change in 
methods or equipment involves the 
quantity of work done under pres- 
ent and proposed methods.” 


Comments on Tests—Card Boxes 
—Desks—Visible Equipment 


In selecting card index equip- 
ment certain points appear to 
stand out prominently in connec- 
tion with tests of the more gen- 
erally used types of equipment. At 
LaSalle we have made extended 
tests, under actual operating con- 
ditions and over a period of sev- 
eral months, in a single file of 
more than one hundred thousand 
active cards of the 5x8 size, and 
involving several thousand post- 
ings daily. We have entered upon 
a test of this kind with only one 
objective, that of finding the type 
of card index equipment best 
suited to our own operating con- 
ditions. We have tested three dif- 
ferent types of equipment, viz: 

(a) Card bozes, i.e., two-drawer 
units, each drawer having a total 
working capacity of a thousand 
cards. These card boxes were 
placed on tables in stacks two 
drawers high. 

(b) Card record desks, i.e., the 
so-called “tub” desk, each desk or 
tub containing four trays, each 
tray containing a total of seven- 
teen clear linear inches of card file 
space, i.e., sixty-eight inches per 
desk or one hundred and thirty- 
six inches per desk unit, since 
desks were arranged in units of 
two desks each, with a posting 
board between. Also the tops of 
desks and cards, and surface of 
posting board, were all on the 
same level. 

(b-2) In connection with post- 
ing and card filing work at tub 
desks it may be of interest to cite 
some results found in our tests, 
with special reference to the ques- 
tion: “Is there an operating ad- 
vantage in arrangement of per- 
sonal name index cards in exact 
alphabetic order?” 


Types of guide equipment used 
were: 1—Direct alphabetic, with 
index cards in exact alphabetic 
order. 2—Automatic alphabetic, 
with index cards in appropriate 
alphabetic order. 

Guide distribution averaged 16 
cards per guide with each type of 
guide. Incidentally, we believe 
better results would be obtained 
with a guide distribution of 8 to 
10 cards per guide. 

(b-3) Typical test, lesson post- 
ing: Approx. alphabetic—198 les- 
sons posted in 52 minutes. Exact 


tion of equipment 
in design, style 
and dimensions 
means a marked 
advantage in pur- 
chase and replace- 
ment, and flexibil- 
ity in layout and 
operation.’ 





alphabetic—198 lessons posted in 
42 minutes. 

Time saved by exact method, 10 
minutes, or 19%. 

Please remember a principal 
condition in our operation, viz., 
Many cards must be drawn daily 
for use in other departments. 
These cards must of course be re- 
turned to file. 

(b-4) Typical test, card filing: 
Approx. alphabetic —198 cards 
filed in 7 minutes. Exact alpha- 
betic—198 cards filed in 27 min- 
utes. 

Time saved by approx. method, 
20 minutes, or 74%. 

(b-5) Typical test, card filing: 
Approx. alphabetic—457 cards filed 
in 17 minutes. Exact alphabetic 
—457 cards filed in 63 minutes. 

That is, a loss of 46 minutes, or 
73% by using exact alphabetic ar- 
rangement, or conversely, a gain of 
270% in filing time by use of ap- 
proximate method. 

Therefore, in the course of a 
day’s work, it was definitely dem- 
onstrated that the approximate 
arrangement of cards is superior 
to an exact alphabetic arrange- 
ment for our working conditions. 

(c) Visible index card cabinets, 
of the sliding tray type, each tray 
having a capacity of fifty-four 
cards, and each cabinet containing 
sixteen trays, with a total capacity 
of eight hundred and sixty-four 
cards. 
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Our studies were carefully made. 
Stop-watches were used where 
necessary to make accurate time 
comparisons of details of opera- 
tion. 

At this point I wish to empha- 
size one outstanding fact peculiar 
to our own operating conditions, 
which is this: Our operating con- 
ditions make it necessary to take 
many of our cards out of file daily, 
and, of course, this means filing 
the cards upon return. Our tests 
resulted in favor of the card rec- 
ord desk as the type of card index 
equipment best adapted to our 
uses. 

Some points of interest in the 
different types of equipment were 
found to be as follows: 

(a) Card boxes. Removal and 
replacement of boxes several hun- 
dred times daily. Unavoidable in 
the type of equipment tested, due 
to proportion of cards filed toward 
rear of box and needed for ref- 
erence. It is important to note, 
here, Mr. Leffingwell’s comments 
in this same general connection, 
viz., “a card system that is much 
used is not economical of labor if 
placed in a cabinet. Especially is 
this true if there is much writing 
to do on the card, for it is then 
necessary to pull out the drawer 
(sometimes requiring the operator 
to stand) withdraw the card, make 
the written entry and replace the 
card and the drawer.” (One case 
is cited wherein each clerk had 
to handle, daily, 3600 pounds of 
cards and card boxes, “a physical 
effort much too great for any 
woman office worker.”) Mr. Leff- 
ingwell stated that, “for such card 
record work the so-called “tub” or 
card record desk, is much to be 
preferred where there are a large 
number of cards to be handled by 
one person, because, in these 
desks, it is only necessary to re- 
move a single card for writing in- 
stead of an entire drawer.” Con- 
trast the weight of a single card 
against the weight of a drawer 
even if only half-filled with cards. 
In favor of the card box unit there 
is the low initial cost and small 
amount of floor-space per thou- 
sand cards. 

(b) Card record or “tub” desks. 
The initial cost, whether in wood 
or steel, is greater than for card 
boxes or drawer-type equipment 
per thousand cards. However, 
there is no lifting up or taking 
down of a drawer. Here let me 
say that it would be wise to in- 
vestigate carefully different types 
of card record desks for the rea- 
son that, in some types, there are 
several sets of trays arranged 
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vertically in tiers, in drawer equip- 
ment. This at once calls for a 
study of the position of the posting 
board, between the tub units, with 
reference to elbow room, and at 
once introduces the factors of time 
and effort involved in reaching, 
bending and standing when find- 
ing and filing cards. 

(c) Visible type of card index 
equipment of the sliding tray type. 
I cannot do better than to cite 
the factors set forth in Leffing- 
well’s “Principles” as entering into 
an investigation of the use of this 
type of equipment. Mr. Leffing- 
well stated that, while “it is pos- 
sible to locate a card by the visible 
system (operation ‘A’ of the cycle) 
in about one-fourth the time re- 
quired for the non-visible, never- 
theless this factor depends upon 
the space covered by the entire 
number of cards assigned to one 
person for operation. It requires 
just as much time to make a nota- 
tion on a visible card (and some- 
times longer due to awkward posi- 
tion for writing) as it does on the 
non-visible. The solution of the 
problem depends not upon the 
relative time required for one unit, 
but that required for all of the 
units in the operation, and this in 
turn depends upon the number of 
cards that can be handled by one 
person, or by the activity of the 
cards. Therefore in making a de- 
cision, it is necessary to get the 
following facts: 

“1. How many entries must be 
made in a day? 

2. How many names or cards in 
the entire list? 

3. How much space will be re- 
quired by each system? 

4. How many names will be 
easily accessible to one person? 

5. What is the complete opera- 
tion time per entry with each sys- 
tem? 

6. What is the cost of equipment 
in each system? 

7. What is the cost of supplies 
in each system? 

8. What is the cost of labor with 
each system? 

“Armed with this information 
a correct decision can easily be 
made if the facts have been cor- 
rectly gathered.” 

General Summary 

Our tests showed conclusively 
that the one sure way of determin- 
ing whether or not a change in 


method or equipment will prove to 
be a profitable investment is to put 
it to the test of actual operation. 
Such a test should be made in de- 
tail. Each operation should be 
analyzed into its elements. While 
in some apparently obvious way a 
new equipment may seem to be a 
real saver of time and labor, yet in 
some less apparent way a scientific 
test may prove that a proposed 
change would be quite undesirable. 

In arriving at a decision for or 
against any new method or equip- 
ment all costs should be included. 
While the initial cost of a new 
equipment is, of course, definitely 
known, it is important to estimate 
as accurately as possible, the labor 
and maintenance costs of operat- 
ing under a new method which 
may of itself make a change un- 
desirable. 

On the other hand we should 
give thorough consideration to the 
advantages to be obtained from 
a change to another operating 
method or type of equipment. We 
should entertain a receptive atti- 
tude toward the representatives of 
the equipment and system com- 
panies. Cooperation with office 
specialists and reading of equip- 
ment books and periodicals will 
help us to keep in touch with the 
latest developments. 

There should be no hesitancy 
about scrapping obsolete methods 
or equipment. Improvements are 
often so far-reaching that money 
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will be lost in retaining old equip- 
ment when decidedly improved 
equipment appears on the market. 

The maximum advantage will be 
obtained from the use of good 
equipment only as_ progressive 
management avails itself of every 
opportunity to become familiar 
with the possibilities in the use of 
such equipment. Let us remember 
also, in deciding upon the advis- 
ability of any purchase, that 
initial costs must not be given un- 
due weight in comparison with op- 
erating costs, including labor, nor 
should we neglect to figure all the 
gains. 

No doubt you have noticed that 
thus far in these comments, I have 
not stressed the “human side of 
the news,” as it were. Therefore, 
let me say that, in all of our in- 
vestigations, we have been careful 
to keep in mind the fact that, 
after all, office equipment, whether 
it be card indexes or machines 
(and I wish to say that, in my 
opinion, this also applies to all 
other machines, factory, farm or 
elsewhere) should be studied and 
used with the object of fitting it 
to the worker who.is going to use 
it. We endeavor to design a tool 
that a human being can _ use 
with pleasure and comfort. The 
humanitarian side is, after all, 
the great side of the work. 

We made our choice of card in- 
dex equipment because even if all 
other factors of operation were 
equal in other types, our choice 
meant that our employes could 
leave home each morning knowing 
that the tools with which they 
worked during the day were 
chosen with a real regard for their 
own comfort and convenience. As 
a result we have long had a re- 
sponsive personnel and a low rate 
of turnover. Nearly half of our 
employes have been with us more 
than ten years, and we are con- 
fident that their daily production 
will compare favorably with that 
of any others in their respective 
and comparable fields. Our equip- 
ment is kept up to date and in 
good repair. When employes know 
that they are treated fairly not 
only from the standpoint of com- 
pensation but also that of equip- 
ment, they become salesmen at 
large of the advantages of their 
office as a good place in which to 
work. 


N THIS age of special- 

ized selling technique 
and necessary’ business 
personality qualifications, 
one of the best things that 
can be said of a person is 
that he is a good salesman. 
This is true because the 
salesman is really the man 
himself: the characteris- 
tics and character traits 
that combine to make a 
distinct and _ individual 
sales personality. 

Albert B. Snyder, buyer 
for Stewart’s, Inc., sellers 
of books, stationery and 
office equipment in Indian- 
apolis, has given some very 
good suggestions on the 
subject of the salesman’s 
necessary qualifications for 
selling portable typewriters and 
other office equipment. He says: 

“The best salesman or clerk is 
the one who practices being him- 
self and the one who finds plenty 
of interesting and constructive 
things to do with his spare time. 
Ordinary good judgment, right 
thinking and the right attitude 
are necessary qualifications. 

“Although ours is primarily a 
stationery and book store we 
sell a large number of Under- 
wood portable typewriters in the 
office equipment department—the 
largest proportion of portables be- 
ing sold as gifts during the Christ- 
mas holiday season. 

“Obviously, it is helpful for the 
clerk or salesman in the office 
equipment department to know a 
great deal about human nature 
and to be able to sense the cus- 
tomer’s needs. All types of per- 
sons are potential buyers of port- 
ables, including ministers, bank- 
ers, writers, teachers and business 
executives. Some are compara- 
tively easy to sell and some are 
most exacting. Many come into 
the store knowing what they wish 
to buy; others are likely to pur- 
chase something that strikes their 
fancy at the moment. Sometimes 
they are looking for gift sugges- 
tions and this is where the sales- 
man can be at his best when it 
comes to suggesting and demon- 
strating a portable typewriter. 

“In selling typewriters as in sell- 
ing automobiles, people are usu- 
ally more interested in the con- 
venience and pleasure of owner- 
ship rather than the technical and 
mechanical features. The cus- 
tomer knows that a nationally ad- 
vertised machine means a guaran- 
tee that protects his investment. 
He can afford to be sold merely 


QUALITIES 
THAT HELP TO 
CULTIVATE A 
GOOD SALES 
PERSONALITY 


By Katherine Maurine Haaf 


from the convenience and pleasure 
standpoint and allow the manu- 
facturer to do the worrying about 
technicalities. The name on the 
machine tells him all he wishes to 
know about the kind of service he 
may expect from it. 

“We sell Underwood portables 
exclusively and, naturally, our 
salesmen place great emphasis 
upon its wide popularity and ac- 
cepted standard of quality and 
efficiency. 

“We try to emphasize the im- 
portance of a good machine in re- 
lation to producing neat letters 
and speeding up the work of typ- 
ing. Many who might otherwise 
forego the pleasure of owning this 
modern necessity are induced to 
buy a portable for the home and 
the student’s use as they are made 
to feel that it will be a source of 
pride to their children and a 
means of greater efficiency in 
their school work. 

“We sometimes bring out the 
point that, in this age of high as- 
pirations and high living stand- 
ards, a new typewriter is very 
often as influential in keeping up 
the students’ morale as is appro- 
priate wearing apparel. For ex- 
ample: Mary wants an Underwood 
Noiseless portable like that of her 
classmate, Nancy Lee, and John 
Henry feels that he could rate A’s 
more often if he had an Under- 
wood like Jimmy Dumont’s dad 
bought for him. And so it goes. 
Parents may argue economy, but 
finally they relent, as parents will 
do, and the Christmas season finds 
John and Mary each enjoying a 
new Underwood portable. 

“Our salesmen usually demon- 
strate the lower priced machines 
first and then build up to the 
higher priced numbers. The Noise- 
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less, although a higher 
priced machine provides ex- 
cellent talking features as 
there are so many good 
reasons for its use. This is 
especially true in the case 
of persons operating the 
machines in their apart- 
ments or hotel rooms where 
others might possibly be 
disturbed. Obviously, itsaves 
the wear and tear on one’s 
own nerves if he prefers a 
quiet machine. Of course, 
there are exceptions in all 
things and there are those 
who actually prefer to hear 
the loud click click of the 
typewriter as they write, 
because they are accus- 
tomed to hearing it. After 
the customer uses his ma- 
chine for a while, whether or not 
he is a first buyer, that is the 
time he really appreciates being 
sold a Noiseless, even though it 
costs a little more in dollars and 
cents. 

“High pressure selling is defi- 
nitely outmoded. A few salesmen 
who use such methods may sell a 
certain quantity despite these tac- 
tics rather than because of them, 
but the smart person today de- 
pends upon his personality and 
knowledge of his merchandise to 
get him across. If a salesman has 
a good personality, it is usually 
because he has the underlying 
qualities that make him a good 
person. Courtesy is expected of 
every salesman, but it need not al- 
ways be the result of conscious 
effort. It should be a natural re- 
sult of the right attitude and right 
thinking.” 

Incidentally, Mr. Snyder is in a 
good position to offer suggestions 
about developing a good sales per- 
sonality and training oneself to re- 
veal one’s best qualities, from the 
standpoint of a parent and from 
the viewpoint of his outside inter- 
ests in addition to his regular 
work. He has reared two sons, one 
of whom is now in college and the 
other in high school. In addition 
to his position as buyer for Stew- 
art’s, he serves on the Board of 
Control of The Indiana Boy’s 
School, in Plainfield, Ind. He has 
been president, secretary, and is 
now treasurer of this school. 
Serving in this capacity has been 
one of his hobbies for several 
years. 

“Hobbies are important,” said 
Mr. Snyder, “—more important 
than we sometimes realize. A 
salesman without a hobby is usu- 
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ally an unhappy individual, to say 
the least. Our own salesmen and 
clerks have hobbies ranging from 
golf, wrestling matches, baseball, 
to reading and whatnot. Fishing 
is a favorite diversion of some of 
the boys and is also one of my 
own favorite sports. 

“It is important for the sales- 
man to learn from books as well as 
from experience and this is where 
reading is a valuable hobby. The 
best books are available to all, 
through the libraries and book 
stores. Lack of an opportunity to 
get a higher education need not 
prevent those who like to read 
from getting a practical education. 
Naturally, reading is a business 
with us as well as a hobby. 


EEING that a good pro- 

portion of any com- 
mercial stationer’s business 
results from the type of 
sales made on the basis of 
the buyer’s impulse, what- 
ever tends to check that 
impulse should be prevented, and 
whatever helps it to mature into 
a full flowered purchase should be 
applied. 

Over-eagerness on the part of 
the sales person is one error often 
made. When a customer starts 
playing casually with the keys of a 
typewriter to feel out their action, 
he indicates that he is a pros- 
pective purchaser. If he is ap- 
proached with the trite “May I 
wait on you?” so often used by 
clerks, he may freeze up and move 
away. There are probably half a 
dozen standard approach remarks 
made by clerks which kill business. 
All of them are bad because they 
can be used automatically, and 
can get automatic negatives. Re- 
quiring no mental effort, no adap- 
tation to the individual prospect, 
or to the merchandise in question, 
they should be ruled out of the 
book of every person who con- 
siders himself a merchandiser. 

The primary objective of many a 
clerk seems to be to get close to 
the buyer as soon as possible. 
Maybe there’s a vestige of an idea 
that this will prevent another 
clerk from taking the customer 
away. 

Next in line seems to be the ne- 
cessity felt to start a conversation. 
It is perhaps again a safeguard 
against imaginary piratical fellow 
clerks. They can’t steal the cus- 
tomer while the clerk is talking to 
him. But charging up to a poten- 


“Hobbies help the salesman to 
understand human nature and 
to take a greater interest in 
the world at large. They help the 
salesman to cultivate a sense of 
fair play. Therefore, he is in a 
better position to see the cus- 
tomer’s point of view and to main- 
tain his own views. Being happier 
in his own life, he radiates a more 
pleasing personality. In a word, 
he makes it easier for the cus- 
tomer to buy. 

“Of course, there are the more 
practical ways of making it easy 
for the customer to buy as, for ex- 
ample, fair prices, fair practices, a 
fair payment plan and fair carry- 
ing charges. These all contribute 
to gaining and retaining the cus- 


ARE YOU 


WAITED ON? 


A Few Thoughts on the Approach 
Technique of the Store Salesman 


tial customer and making an 
inane remark are two good ways of 
pushing him out of the door. Two 
other things are much better: to 
observe—and to think. 
Preliminary Observation 

Observation establishes some 
sense of the prospective’s indiv- 
uality, marking him in rough lines 
as business or professional, fussy 
or rough-and-ready, in a hurry or 
at leisure. It can often determine 
whether or not the object of the 
customer’s attention is a matter of 
casual interest. What the cus- 
tomer is interested in primarily is 
of course the prime consideration; 
secondary interests should not, 
however, be overlooked. 

Instead, then, of barging up to 
an innocent by-standing customer 
with the inane “Looking for some- 
thing?” or pert “Yessir?” the clerk 
who is a sales person will act on 
the basis of what he allows him- 
self time to note. He will realize 
that his customer may own a ma- 
chine of the same make as that 
which has captured his present re- 
gard. Contrarywise, he may own 
a machine of another manufac- 
ture. Extravagant claims for the 
new one may therefore be injudi- 
cious. One safe and sane prin- 
ciple is that of giving the customer 
a good chance of revealing just 
what his interest and attitude are. 
This may be done by holding all 
remarks to a strict limit: to what- 
ever may be truthfully and tact- 
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tomer’s good will and they in- 
crease his desire to buy and his 
power to make the purchase. 

“We try to see that the customer 
always gets a fair deal and if there 
are adjustments to be made, we 
make them readily and cheerfully. 
Although it is natural for the cus- 
tomer to want to buy at the lowest 
possible prices, we do not favor 
drastic price reductions in order to 
sell our merchandise. We try to 
handle this question with as much 
tact as possible and still maintain 
our price standards. If the ques- 
tion tends to cause considerable 
discussion, we simply try to point 
out that standard and fair prices 
are, without question, the custom- 
er’s own best protection.” 


fully stated about the par- 
ticular machine. It is na- 
ural for a salesman to be 
interested in his merchan- 
dise. He should be able to 
talk about it with quiet en- 
thusiasm, viewing any 
seeming lacks with equanimity. 
When he has made his customer 
know that both of them are in- 
terested impersonally in a type- 
writer as a typewriter—more than 
in selling somebody some type- 
writer—a good deal of constructive 
work has been accomplished. It 
is work that will bring in returns 
progressively—as it is done before 
prospect after prospect, and as 
these become customers and 
friends because they feel the sin- 
cerity of the dealer’s organization. 
Wasted Talk 

Each word printed in an adver- 
tisement published by anybody is 
weighed with great care. There is 
no space allowed for waste. Why 
should there be waste in the talk 
of sales people? A few words, 
carefully selected, will tell the 
prospective customer that he is 
listening to a merchandiser out of 
the usual run, one who Knows his 
goods, one who believes in his 
goods, and is not punch-drunk 
from the impacts of the cash reg- 
ister keys. These words can be 
used to inform or to ask a question 
—to which the easy answer is 
"a 

No merchandiser who really 
knows his goods needs to ask any- 
one “Are you waited on?” He has 
in his mind a rich store of fact and 
incident which he can use to 
establish a healthy atmosphere in 
which the customer’s specific 
needs can be examined and met. 








FFICE managers, pur- 
chasing agents, chief 
clerks, and printing execu- 
tives are more or less 
agreed that proper control 
of forms is the unruly horse 
in the equipage of modern 
business organization. 
Sired by Routine Procedure 
out of Office Detail as its 
dam, form control has be- 
come a frisky colt not easily 
tamed. In addition to an 
unfortunate habit of occa- 
sionally running out of 
bounds, adequate control 
and proper timing also 
have often proven stum- 
bling blocks in its path. 
Not only does the sound 
control of forms require a 
watchful, waiting jockey at 
the reins, but too establish- 
ing the exact identity of its 
owner will also help to de- 
termine the outcome. 
Many an office manager 
feels that the function of 
controlling forms falls 
simply and naturally under his 
jurisdiction. Because he is in 
charge of office procedure and is 
responsible also for the flow of 
routine detail, he believes that the 
logical counterpart of these activ- 
ities, form control, should likewise 
be under his guidance. On the 
other hand, the purchasing agent 
feels that form control is right- 
fully his province, since he is com- 
monly charged with the responsi- 
bility not only of buying various 
commodities but also of securing 
certain services such as printing, 
multigraphing, planographing, etc. 
Because conditions vary so 
widely, one cannot decide the 
problem categorically for each in- 
dividual plant. There are, how- 
ever, certain general observations 
which may be laid down. Pri- 
marily, the chief function of the 
office manager consists in the 
compilation of figures and the 
preparation of records of various 
sorts. He is not a stock clerk, nor 
a purchasing executive, nor is he 
expected to be acquainted with 
the technical details of printing. 
On the other hand, in companies 
where the purchasing department 
is responsible for obtaining serv- 
ices of different kinds as well as 
for buying supplies, materials, and 
equipment, here the purchasing 
agent has a genuine interest in 
form control. The purchasing 
officer is a specialist in finding 
sources of supply, securing quota- 
tions on printing, determining the 
most economical quantity to run, 
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and awarding the order. More- 
over, he can lend the benefit of his 
experience in stocking the proper 
quantity of a form, checking on its 
use, and deciding when and how to 
reorder. In other words, if we 
carry one step further the prin- 
ciple of specialization of function 
which has already advanced mod- 
ern business organization in this 
country to such a high level of effi- 
ciency, then the conclusion is logi- 
cal that form control falls under 
the jurisdiction of the purchasing 
department. 


Purchasing Department Con- 
cerned with Forms 


Since the purchasing division is 
charged with procuring services 
such as printing, and since most 
forms are printed, it follows nat- 
urally that the purchasing depart- 
ment is almost as much concerned 
with forms as are the respective 
using departments which they are 
intended to serve. It is largely in 
connection with forms that the 
purchasing division comes into 
contact with practically every de- 
partment of the business. By thus 
learning something of the work- 
ings of these departments, the 
purchasing agent is often in a 
position to make valuable sugges- 
tions and improvements regarding 
forms which may prove of decided 
benefit to the particular depart- 
ment concerned. 

An easy way to simplify the 
problem of sound form control lies 
in reducing it to its two essential 
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elements and analyzing 
each one separately. This 
logical division into two 
parts consists of: 

1. Drawing up new forms. 

2. Proper care of old 
forms. 

1. Because of the extreme 
degree of ease with which 
a person in any department 
of the business may say, 
“Let’s print up a form!”, it 
is advisable to have a rigid 
set procedure established in 
advance before any new 
form is drawn up. This 
may well be a regular com- 
pany policy undergone 
whenever a new form is 
proposed, in order to deter- 
mine whether an essential 
need for it actually exists. 
Of course, there is no ques- 
tion in the mind of the par- 
ticular party who suggests 
the form that there is a 
crying need for it. But 
whether there is really an 
actual need for the form 
from the standpoint of the com- 
pany as a whole can generally be 
best decided by calling together 
a small committee. Included in 
such a conference would be the 
head of the respective department 
concerned, the office manager, the 
purchasing agent, and the assist- 
ant in charge of printing. 


Decision of Minor Executive 
Not Sufficient 


Too often a minor executive in 
some department or other feels 
that his recommendation is all 
that should be necessary as 
authorization for the supply de- 
partment to print up and stock 
a new form. What he tends to 
forget is that once a new form is 
added to the list of supplies, the 
company thereupon binds itself to 
undergo a continuous and recur- 
ring expense in ordering, stock- 
ing, and utilizing that form. What 
business man can not look around 
in his own company and find 
numerous forms that have fallen 
into disuse because the particular 
official who originally suggested 
them has resigned or been trans- 
ferred? For this reason, therefore, 
a method which combines the 
judgments of several people, such 
as the “committee” or “confer- 
ence” plan of determining the 
need for some new form, has been 
found to be superior to a method 
that relies only on the judgment 
of selected individuals. 

Once the committee has met, the 
members need only ask themselves 
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three simple questions to deter- 
mine the fate of any proposed new 
form: 

First: 
need? 

Second: Why? What is the ob- 
ject of this information? 

Third: How will the proposed 
form give us the information we 
need any more easily or quickly 
than other methods now in use? 

Too often such conferences may 
start off on the wrong foot because 
the head of the particular using 
department begins the delibera- 
tions by asking himself, “What in- 
formation do I want?” Such a pit- 
fall can be avoided if the members 
of the committee assembled to- 
gether — representing the stand- 
point of the company as a whole— 
start by asking each other the first 
two questions, which are essen- 
tially correlative. As soon as these 
two queries are answered prop- 
erly, the respective operating 
officer usually finds that the prob- 
lem as to what information he 
wants has dissipated into thin air. 
Any supposed - to - be - necessary 
knowledge which does not stand 
the test of these first two questions 
can hardly be of much real value 
to the company. 

The committee can then proceed 
to ask themselves the third ques- 
tion. Any one who has had any 
experience with the problem 
knows full well that this last ques- 
tion is its own justification. For 
example, if the need for a certain 
form is only sporadic or seasonal, 
it may be wiser to run it off on 
some kind of office duplicating 
machine. Or if a form is used 
only informally within the con- 
fines of one department, it is un- 
questionably more economical and 
probably just as convenient for 
the users, to mimeograph the form 
rather than print it. 

In arriving at a sound answer to 
the third question, there is an im- 
portant precaution to be observed: 
One must make certain that the 
object—the why of the form— 
is a continuously recurring sort 
of condition, information about 
which is needed regularly from 
time to time. There is no need to 
belabor this point, since forms 
generally are not called into being 
unless the condition to be con- 
trolled gives promise of being a 
regularly recurrent one. 

Proper Care of Old Forms 

2. Just as the problem of draw- 
ing up new forms can be ef- 
fectively controlled by setting up a 
systematic established policy, so 
likewise can already existing 


What information do we 


forms be properly cared for by 
creating a routine procedure and 
adhering to it. Once it has been 
decided to print a certain form, a 
large 9x12 manila clasp envelope 
is made out for it. On the front 
of each envelope, itself a non- 
printed form, the following infor- 
mation is Mimeographed: 


FORM NO 


WHERE STOCKED __ 


Ordered 


Numbe: 


rom 


Other Bids From 


Estimated Consumption 


Per Month 
Re Order 
REMARKS 
Explanation of changes 
in price. paper. style 
ENCLOSE 


FORM TITLE 
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sional, it is wiser to order only a 
six months’ supply at one time. 
The envelope-control-form, there- 
fore—with spaces for the original 
order plus five reorders—thus 
provides for at least three years 
of experience and furnishes the 
purchasing agent with a useful 
guide in ordering. 





Copies of Form — Each Reprint 
's 


Bids— Proot 


Paper Samples 


Specimen Forms (Other Companies 


Revisions Sugqgeste 


REDUCED REPRODUCTION OF FORM ON ENVELOPE HOLDING OTHER 
FORMS USED IN OPERATION OF A BUSINESS 


These blanks are filled in by the 
assistant in charge of printing 
when a form is ordered initially 
and each time a reprint is made. 
One glance at the front of the 
envelope thus provides the pur- 
chasing agent quickly with all the 
data he needs to know regarding 
any particular form. Such stand- 
ardization of procedure greatly 
simplifies the control of forms. 
Guesswork of any sort is rightly 
eliminated. The reorder point is 
clearly indicated on the front. In- 
side the envelope are placed 
samples of the form itself as well 
as suggestions and revisions in 
copy, style of form, or type of 
paper. The number of the form is 
put on the upper left-hand corner 
of the front of the envelope. 
The envelopes are then kept in 
numerical order, with a separate 
alphabetical file of forms main- 
tained to provide a quick cross- 
reference whenever necessary. 

The purchasing agent is safe in 
ordering ten months’ or a year’s 
supply, depending on the most 
economical quantity to run, of 
those forms where changes are 
few and far between. Of other 
forms, however, where changes are 
known to be irregular but occa- 


Rules for Care of Forms 

There are only three simple 
rules for taking proper care of al- 
ready existing forms: 

1. A place for everything 

2. Everything in its place 

3. Follow-up — Regularly and 
systematically 

Regardless of whether forms are 
kept in an office supply room, 
warehouse supply room, or in 
specific departments, it should be 
the recognized duty of some clerk 
in the purchasing department to 
know where each separate form 
properly belongs. 

Forms, like the physical organs 
of certain animals, suffer from 
disuse. They do not, however, 
merely atrophy and dry _ up. 
Rather, forms which have outlived 
their usefulness are usually stored 
away in a corner of the office 
where they gather dust through 
the years, until some courageous 
supply clerk gathers enough ini- 
tiative to throw them in the ash 
heap. 

To prevent such an occurrence, 
there is one very effective method 
of exercising active current con- 
trol over forms: A _ clerk in 
the purchasing department goes 
through the numerical file of 
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forms by taking two or three en- 
velopes each day. He follows-up 
each form systematically, deter- 
mining where it is kept, making 
sure it is in the proper place, 
checking on the quantity, finding 
out how it is being used, and in- 
vestigating again why it is used. 
In a company which has sixty or 
seventy forms—not an unduly 
large number for a good-sized or- 
ganization—this method guaran- 
tees that each form will come up 
for review at least once a month. 

It should be cautioned, however, 


that if a form is destined for the 
limbo of discarded ideas, no 
amount of periodic check-up can 
prevent it from reaching that 
state. The method of control out- 
lined serves rather to indicate in 
advance to the purchasing agent 
the rate at which the form is be- 
coming obsolete. 

For example, the supply clerk 
traced the development of a cer- 
tain Staple Report, which was for- 
merly used to record sales of staple 
items during the week. Appar- 
ently the need for the report had 


PERSISTENCE WINS FOR 


es URING the first month I 
sold office supplies, my firm 
was running a contest, but none 
of the other half dozen salesmen 
seemed to consider me as one of 
the contestants,” says J. M. Lucius, 
of the Midland Paper & Station- 
ery Company, Minneapolis, Minn. 
“As a new man,” he added, “I 
was assigned to what was consid- 
ered the poorest territory in the 
city—territory from which none of 
the other fellows had ever been 
able to get any amount of busi- 
ness. 


“But when the end of the month 
came, I had nosed out all the other 
boys in total sales. That’s over a 
year ago, and I’ve been high man 
every month since, although I’m 
still working the ‘poorest’ terri- 
tory.” 

Asked how he does it, he replied 
simply: “By persistent calling on 
firms that are passed up by com- 
petitors’ salesmen.” 

He referred to the smaller busi- 
ness firms, outside the central 
business district of the city—firms 
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since disappeared or was taken 
care of in some other way, but the 
report itself was still main- 
tained. The clerk, therefore, 
recommended that the form be 
abolished when the reorder point 
was reached, which recommenda- 
tion was shortly adopted. Such 
watchful scrutiny of forms keeps 
them under ever-present control. 
The periodic review of the need for 
any particular form guarantees 
that only the really essential 
forms are perpetuated, while the 
others are discarded gradually. 


SALESMAN 


regarded by other salesmen as be- 
ing too small to be worth the time 
required for regular calls. 

Many of the accounts he has 
opened for his firm, not all of 
them small, have come after sev- 
eral fruitless calls, and once he 
gets them, he holds them, because 
he continues to call regularly, re- 
gardless of results. 

“I’m not a good ‘first time’ sales- 
man,” Mr. Lucius says, “so I must 
depend on persistence to get re- 
sults for me.”—B 


“BUY WAYS” AND “DISPLAYS” 


Note.—From “The Voice of the Field Division” November 4 Bulletin, issued 


by the National Stationers Association. 
Fred C. Schaefer, Sanford Manufacturing Company, Chicago. 


The Field Division of NSA is headed by 


These bulletins 


are for NSA members only, but we venture to appropriate three of the several 


suggestions presented in the bulletin. 


many valuable services afforded NSA members. 


They indicate the nature of one of the 


“Make ‘Buy Ways’ Out of Your Store Byways” 

Many stores have far too many byways where many saleable articles are dis- 
played but which few customers ever see. Perhaps the widening of an aisle will 
make a “buy way” out of a byway; perhaps a change in the location of your cash 
register or wrapping counter will transform a byway into a “buy way”; perhaps 
changing the location of items that many customers seek will change a byway 


into a “buy way.” 


Study your store. 


able. Make more “buy ways” and fewer byways. 


Display on Ledges of Shelving 


Make more of your valuable space profit- 


Many stationery stores that do not have counters in front of their shelving 
have increased their display space considerably by raising the first shelf so that 


an effective display can be placed along the entire ledge. 


In an early issue we 


will have further particulars regarding an unusual display of binders and ring 
books which has greatly increased the business on these items by the stationer 
who has originated this idea. 


Window Display 


The purpose of all window displays is to invite passers-by to look in the window. 
An unusual demonstration of this principle was seen recently in a midwest city. 
A shallow window, about five feet wide, had a sloping background to which were 


attached three rows, five each, of portable typewriters. 
have contained a typewriter was vacant. 


One space which should 
The typewriter was on the floor of the 


window with one corner touching the glass. From this corner, zig zag lines had 
been drawn on the glass with white show card color, radiating from the point 
where the typewriter touched the glass, signifying that the window was cracked. 
In front of the typewriter and around it were placed jagged pieces of broken 


glass. 


window caused people to observe a planned accident. 


in this window. 


It is human nature to stop at the scene of an accident. Result: This 
Passers-by stopped to look 
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oe AC the Penman,” 

in other words D 
L. McBride, proprietor of 
one of California’s most 
outstanding pen shops, 396 
East Colorado street, Pasa- 
dena, has this for his pri- 
mary motto: 

“We fit the pen to the 
customer as carefully as a 
clothier fits a suit to his 
customer.” 

“We hate to see a man 
buy the kind of pen he 
should not have, not adapt- 
ed to his hand, with a point 
not at all adapted to his 
hand pressure or type of 
stroke. We won’t misfit 
him, for a pen is too inti- 
mate an instrument for a 
man to carry around and 
feel dissatisfied with! Of 
course when I say a man I 
also mean a woman.” 

The first thing Mr. Mc- 
Bride thinks about when 
selling a pen is the size of 
the pen as compared with 
the customer’s hand. He 
takes the size of the hand 
in with a sweeping glance and 
without saying anything about it. 
He can guess right on the size of 
the pen best adapted to that hand 
nine times out of ten. 

The next thing to think about is 
the pressure that the customer or- 
dinarily applies both on the up- 
stroke and the down stroke. Mr. 
McBride lets the customer write a 
few words with a pen, notes care- 
fully the breadth of the lines made 
and then writes the same words 
himself, noting just exactly how 
much pressure he must apply to 
make the same breadth of lines. 
It is more simple then to select the 
type of point the customer should 
have. 

“There is no telling by looking 
at a person,” says Mr. McBride, 
“whether such person will have a 
heavy or a light hand. We have 
had little delicate women come in 
here and bear down on a pen like 
a thousand of brick, and we have 
had great fat men come in and 
write with a delicate feminine 
touch. Oftentimes the heavy hand 
comes from writing orders with a 
lead pencil, especially in an office 
where two or three carbon copies 
are made. When we see that a 
customer probably does that kind 
of work we select a manifold point 
or an accountant’s point, prefer- 
ably the former. 


Study the Slant 
“Another thing we never fail to 
observe is the slant at which the 


Requirements 
Using the 
Proves Profitable to D. L. McBride 
of Pasadena, Calif.,in the Conduct 
of His Flourishing Fountain Pen 


“MAC” FITS A 
PEN AS CARE- 
FULLY AS A 


CLOTHIER 


FITS A SUIT 


Studying Customers’ Individual 
and Skillfully 
Derived 


Knowledge 


Business 


By J. Edw. Tufft 


customer habitually holds a pen. 
This means not only the angle up- 
and-down but also the angle side- 
wise! The angle at which people 
hold pens varies from about 
thirty-five degrees to seventy de- 
grees. 

“When a person holds a pen all 
wrong we try to show him that he 
does so. We never hand him a pen. 
We lay it down on the counter and 
let him pick it up. We have him 
look at the way the pen is held in 
his hand after he picks it up; then 
we like to have him lay it down 
and pick it up the second time. /f 
he picks it up and holds it ata 
bad angle the second time the 
chances are that such method of 
holding a pen has become habi- 
tual. If he corrects himself the sec- 
ond time the probability is that his 
old pen was ‘misfitted’ and he had 
to hold the thing in a peculiar 
manner to get results. If it is habi- 
tual the wise thing to do is to 
adapt the point to the system he 
uses, but if it is not habitual, 
merely a temporary bad habit, 
then it may be better policy to tell 
him about his bad habit and ask 
him to take a certain type of point 
which he can use easily with his 
hand in the right position.” 

Pens of Different Flow 

Several pens of known flow are 
always kept on hand for trial by 
the customer and the amount of 
flow that he likes is supplied to 
him. 





Not once in a hundred 
times does a customer 
“properly fitted” come back 
and complain. Rarely does 
a customer get out without 
being “properly fitted.” If, 
however, by any chance a 
customer does come back 
the store takes the blame 
unreservedly and starts all 
over again on the fitting 
process. 

“Do you usually wear the 
color suit you now have 
on?” is a leading question 
in Mac’s place of business. 
As a rule the customer, 
especially the male cus- 
tomer, is sold a pen that 
fits in with his preferred 
color scheme. A pen might 
as well match in color asa 
necktie, Mr. McBride feels, 
and every good clothier 
surely wants neckties to 
match in color. 

Mr. McBride thinks it is 
easy to oversell a customer 
on a pen, for a high priced 
pen is tempting. He will 
not oversell, however, if he 
knows it for every customer 
must not merely be happy when 
he buys but happy as long as 
he has the pen on his persons. 
If a customer gets to feeling dis- 
satisfied about the amount in- 
vested he no longer is a customer 
however good the pen he carries. 
The unit sale is on the way up 
but not because anyone is being 
high pressured or over-sold. 
Repair May Mean Changing Point 

Repair service here may mean 
raising the points and smoothing 
them to suit the angle at which 
the customer holds the pen if 
holding it at that angle is seen to 
be a habit too well established to 
be readily broken. That little act 
of adjusting the point to the slope 
and to the pressure is a great busi- 
ness builder and today pens are 
received for repair from all over 
America and from many foreign 
countries. This fact means that 
tourists who have once dealt with 
Mr. McBride stick by him no mat- 
ter where they go in a large num- 
ber of instances. This is merely 
another instance of making a 
customer’s pen “fit” so well that 
he will go no place else for fear he 
will be “unfitted.”’ 

Mr. McBride established his pen 
shop immediately after the war 
and the growth of his business has 
necessitated moving into larger 
quarters three different times. He 
now is located in the heart of the 
best business district. 





FTER three years of 
4 Stalking filing system in- 
stead of filing cabinet to 
customers, Officials of the 
Parkin Printing & Station- 
ery Company, Little Rock, 
Ark., are thoroughly con- 
vinced of the soundness of 
the practice. 

Procedure in building 
sales along this line may be 
outlined thus: Leads for 
salesmen are picked up by 
H. W. Parkin, president of 
the company, or his 
brother, W. L. Parkin, who 
is vice-president, and call 
is made upon the prospect. 
If interest is shown, the 
one who calls acts as a re- 
porter, recording every- 
thing he can learn about 
the type of system the pros- 
pect should have. With this 
material in notes, a con- 
ference is held at the store 
and a plan, or system, 
suited to the customer’s 
needs, is drawn up. At the 
first opportunity it is pre- 
sented to him, and finally, 
if and when the system is 
accepted, cabinets are 
brought into the sales dis- 
cussion. 

The procedure has had a stimu- 
lating effect upon sales. In the 
customer’s mind has been planted 
a sense of obligation because of 
the gratuitous work put in on 
building the filing system. The 
sale has been taken out of the 
competitive field, since cost is 
never mentioned until the system 
has been sold. Sales in dollar 
volume are often doubled for any 
one customer because not only 
the cabinet has been sold, but the 
system as well. 

Sell Usage—Not Equipment 

“Obviously, what a customer 
actually wants when he becomes 
interested enough to make a pur- 
chase is not the cabinet, but the 
system to take care of his papers,” 
Says W. L. Parkin. “When we 
make the ‘system approach’ in- 
stead of that of selling the cabi- 
net, we nearly always run on to 
half a dozen unexpected needs, 
which never could be met if we 
tried to close the sale by supplying 
what the customer requested in 
the first place—merely cabinets. 

“We had a case the other day 
which illustrates the method used, 
and how it works out. 

“T went into a man’s office and 
did nothing but sit there for two 
days, listening to him talk. I said 
little during the whole time; just 


DONT TALK 


FILING 
CABINET-= 


TALK SYSTEM 


By Dwight Abbott 





W. PARKIN w. L. 


let him tell me what his work was 
like; what sort of material he had 
to file; what he would like the files 
to show. Occasionally I asked 
questions. During all this time I 
was taking notes. 

“After the sessions were over, I 
returned to the office, and with 
the aid of the notes prepared a list 
of every type of form he needed. 
It was discovered, for instance, 
that he had to have so many 
inches of three by five cards, so 
many of another size, and so on. 

“Having broken down these 
forms according to size and filing 
inches, we were able to present to 
him a system which would take 
care of his every requirement in 
an efficient manner. After a sale 
is made, we follow it up with in- 
structions to the office employees 
on the operation of the system 
suggested. 

“Cases of this kind, requiring 
more time than the ordinary, gen- 
erally mean heavy sales from the 
start—one handled in this way in- 
volved $5,000 worth of equipment. 
The method is just as profitable in 
the case of smaller filing systems, 
where the analytical problem is 
much simpler and the time in- 
volved much less. Yet, before giv- 
ing too much time to the solution 
of a filing problem, it is advisable 
to obtain assurance that the pros- 


PARKIN 
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pect has serious intentions 
of purchasing equipment. 
Surveys Aid Sales 

“By keeping on file copies 
of the analyses made of 
systems before cabinets are 
sold, it is possible to make 
follow-up sales intelli- 
gently. When a system sold 
is complex, the customer re- 
lies almost entirely upon 
the original seller of this 
equipment for supplies. 

“The customer feels that 
we have done him a service 
in organizing a phase of his 
office work for him. Price 
doesn’t come up for consid- 
eration until we have in- 
stilled this belief by com- 
plete investigation. Then, 
when we are ready to close 
the sale, we tell him the 
cost of the system to be in- 
stalled, and the type of 
cabinet which must be 
used, avoiding mention of 
the price of the cabinet. It 
is no longer a question in 
his mind of which is the 
cheaper cabinet: ours or 
somebody else’s; it is a 
question of getting the 
right cabinet for the system sug- 
gested. Even in small sales, a 
probable sixty dollar sale becomes 
a $160 order through just such 
handling. 

“Selling the system is practiced 
with the drop-in trade just as 
much as with clientele developed 
through outside salesmen’s con- 
tacts. When a customer comes in 
and asks to see a cabinet, we don’t 
talk cabinet to him. We go to one 
on the display floor, pull a drawer 
open, and begin at once to discuss 
the system set up in that drawer. 
We don’t talk cabinet price to him 
until we have thoroughly explored 
his system needs, and aroused his 
interest in what is inside the cabi- 
net, or should be inside it. In ac- 
cordance with this practice, all 
display cabinets are equipped with 
filing systems.” 

Salesmen Trained to Sell Systems 

Salesmen working out of the 
store—two were recently added for 
state business, bringing the total 
number to five—are carefully 
trained in this method of selling. 
Where the job warrants it, the 
actual work of building the system 
is turned over to one of the com- 
pany officials. 

System selling also requires 
complete stock on hand at all 
times. If the work is to be done 
correctly, all needs must be met 
without delay. Completeness in 
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lines carried has, therefore, be- 
come a cardinal point with the 
Parkin organization, not only in 
filing cabinets, but in all office 
equipment. 

Spread in stock assures a wide 
range of appeal, Mr. Parkin points 


/ IR conditioning has 
F .. met the practical 
tests of business people and 
has earned the approbation 
of the theatergoer, the oc- 
cupant of hotels, and the 
buying public. The value of 
air conditioning to staffs of 
employees is becoming more 
and more clearly recog- 
nized. From the level of the 
pleasant luxury for those 
who could afford it, air con- 
ditioning has moved on to the 
level of the practical investment; 
in stores where certain commodi- 
ties are sold it has become a value 
of advantage over competing 
stores without it. Department 
stores and some others are now re- 
tailing units for office installation: 
a field which office equipment 
dealers are better circumstanced 
to supply. They are familiar with 
the conditions of the offices in 
their territories. They know spe- 
cific details about organizations 
that have the advantages of air 
conditioning, and about those 
which do not. 

Offices may be approached on 
the basis of air conditioning for 
summer or winter or both. Most 
offices are prospects. Those which 
are rented are no exception, for 
the air conditioning unit is readily 
set up or taken down. Some 
models are mobile enough to be 
moved from one room to another. 

Common knowledge sometimes 
has to be repeated. “It isn’t the 
heat, it’s the humidity,” is one 
point pertinent here. The tem- 
perature may be at the 
generally accepted par 
of seventy degrees and 


A TYPICAL SINGLE CABI- 
NET ALR CONDITIONING 
UNIT (AT RIGHT) IN- 


out. Furnishings carried include 
practically every office require- 
ment, from rugs and draperies to 
suites. 

“If a man comes into our store 
to buy a piece of office furniture, 
and finds that we carry complete 
lines of supplies, it simply means 


AIR 


CONDITIONING & Svs 


AND THE 


OFFICE APPLI- 
ANCE DEALER 


By Fred Merish 


the office worker sweltering as 
though it were at blood heat— 
if the humidity is at the peak of 
one hundred per cent. If the 
humidity is cut to fifty, the office 
worker is comfortable, though the 
thermometer still registers sev- 
enty. On the other hand, in win- 
ter buildings that are not air 
conditioned properly may be very 
uncomfortable working places be- 
cause of lack of humidity. In- 
stances are cited of a humidity in- 
dex of seventeen per cent. The 
Sahara desert is but little drier at 
twenty. 

The functions of a real air con- 
ditioning systems are five: to add 
fresh air to the supply available, to 
keep that supply clean, to cool it 
in summer and warm it in winter, 
to keep it circulating, and to 
maintain its humidity at the 
proper level, neither too dry nor 
too damp. They are directed 


against five common enemies, with 
an associate nuisance which may 
be attacked at the same time: 
noise. The five are: stale air, dust, 
odor, heat or cold, and excessive 








OFFICE APPLIANCES 


more business.” Although Mr. 
Parkin estimates that not more 
than one in ten actually buys a 
complete set-up at any one time, 
the reputation for carrying com- 
plete outfits has added much to 
the store’s prestige —B 


dry—or dampness. Where 
these enemies have free 
falls off 
twenty per cent. It is said 
that three-fourths of the 
absences of employees are 
caused by respiratory ill- 
nesses. These are mini- 
mized, according to report, 
in institutions which pro- 
vide proper air. In two 
large offices studied, the toll 
was cut in half when winter 
and summer air conditioning 
equipment was installed. This sav- 
ing paid half the cost of owning 
and operating the equipment. Only 
a slight increase in efficiency in 
an organization would cover the 
rest of the cost. 

Besides its sale through dealers, 
air conditioning equipment is be- 
ing sold by manufacturers. It of- 
fers possibilities for sale the year 
around. It is appropriate for 
offices everywhere, but particu- 
larly where dust, odors and noise 
add their energy-sapping influ- 
ence to that of excessive heat, 
cold, dampness or dryness. Air 
conditioning makes assets out of 
office space formerly untenable. 
Variety in designs makes for 
variety in prices and in the ease 
of installation. But the installa- 
tion is often less difficult than the 
layman imagines. And there are 
no major difficulties involved in 
servicing. The variation of de- 
signs makes possible the offering 
of a choice. Models are made in 
cabinets attractive enough to suit 
any scene. Air conditioning units 
would seem to present op- 
portunity for office equip- 
ment dealers. 


STALLED IN A PRIVATE 
OFFICE, IN COMPLETE 
HARMONY WITH SCENE 





NE of our vice-presi- 

dents possesses an un- 
usual memory. Recently, 
when asked to make a de- 
cision regarding a certain 
matter, he said, “There 
should be a letter in our 
files from John Blank of 
Topeka, Kansas, in connec- 
tion with the same subject. 
The letter was written in 
April, 1904.” The letter, re- 
lating to the establishment 
of a precedent was actually 
found. I do not wish to 
imply, however, that we 
keep all of our correspond- 
ence thirty-two years. As 
a matter of fact, one large 
organization found that 
over thirty per cent of its 
correspondence could be 
destroyed at once or within 
one month without detri- 
ment to the business. An- 
other firm estimated that 
the greater part of its 
correspondence and ordi- 
nary records could be dis- 
posed of after one year. 

Every firm, regardless of 
size, is dependent upon rec- 
ords. Our large business 
enterprises would be un- 
able to operate without them. 
Their vital importance is often not 
appreciated until they have been 
destroyed. We spend much money, 
time and effort in developing, 
compiling and filing records, then 
leave them to the mercy of many 
hazards. Other values, represented 
by buildings, stocks of goods, ma- 
chinery, etc., receive careful atten- 
tion, but office, engineering and 
other records are too often over- 
looked, although their value often 
runs into millions. 

Records have a definite money 
value. These values have been 
specifically recognized by the 
United States Supreme Court in 
public utility valuation and rate 
cases. Actual appraisals, where 
they have been made, show that 
records often have a surprisingly 
large monetary value compared 
with other property. As an ex- 
ample, an inventory of the values 
in one Federal Government de- 
partment disclosed that while the 
approximate value of the building 
was $25,000,000, and the approxi- 
mate inventory value of the con- 
tents was $11,000,000, the records 
and other uninventoried values 
were estimated at $190,000,000. 
Many firms suffering disastrous 
fires have been compelled to go out 
of business or have had their 
credit rating materially reduced 


Extracts from an 
Address by Roy E. Wessendorf of 
the Spring field Fire & Marine In- 
surance Company, Delivered at 
the Sixth Annual Mid-West Fil- 
ing Conference Held Recently in 


the commonplace. 


dress Mr. 


PRESERVATION 


AND 


INSURANCE 
OF RECORDS 


Informative 


Chicago 


NOTE.—Virtually universal assumption that 
office records merit protection tends to induce an 
unconscious carelessness that often accompanies 
An occasional reminder of 
the importance of protection is tonic. In his ad- 
Wessendorf effectively presents the 
cause of record preservation. Though his remarks tion. 
are directed specifically to users, they are replete 
with data and ideas that sellers of equipment 
may add with profit to their stocks of sales argu- 
ments. 


because of insufficient insurance 
to cover their values. The ability 
of firms experiencing such a cas- 
ualty to recover and continue in 
business is influenced in no small 
part by the preservation of their 
records or indemnity for their 
loss. 

The business and social life of 
any community may be tremend- 
ously concerned with the preser- 
vation of public records, also, such 
as wills, vital statistics, marriage 
records, records of deeds, court de- 
cisions, historical records, and 
other written evidence upon which 
proof of property ownership, citi- 
zenship, legal status, and other 
rights must depend. Loss of pub- 
lic records may mean expensive 
litigation, and the loss of rights 
and property acquired through 
much effort and sacrifice. 

Until comparatively recent 
years, little consideration had 
been given to any orderly plan for 
the preservation of records. More 
recently, however, there has been 
an awakened interest and greater 
recognition of the importance of 
protecting them. 

The value of some records can 
be determined fairly readily and 
accurately, while the value of 
others is very difficult to estimate. 
The replacement value of records 
represents the actual labor and 


33 


material cost of replacing 
the useful records which 
can be replaced. Records 
also have a consequential 
value which probably would 
be realized only if the 
owner were suddenly de- 
prived of them. 

Certain accounts may 
never be collected, if the 
records of accounts receiv- 
able are destroyed. Claims 
may not be settled advan- 
tageously if claim records 
are lost. Business opera- 
tions may not be conducted 
efficiently if records control- 
ling and facilitating such 
operations are destroyed. 

Further, legal complica- 
tions may require the pro- 
duction of records which 
ordinarily would be of little 
value. 

Not all records are of 
sufficient importance to 
warrant extraordinary ex- 
pense in providing protec- 
Records should be 
surveyed to determine 
which are useful and which 
are obsolete, to determine 
the needed protection. It is 
necessary to determine 
whether or not the records can be 
replaced, and what the conse- 
quences of their loss might be. 
Exposure to fire and other hazards, 
the adequacy of the existing pro- 
tection, and the extent to which 
further protection should be pro- 
vided must be considered. 

Classification of Records 

A practical survey of records to 
determine the protection they 
merit will require an actual physi- 
cal examination by a responsible 
person qualified to recognize the 
value of the different records, the 
hazards to which they are exposed, 
and the protective methods avail- 
able. Recommendations and val- 
uable assistance in conducting 
such a survey can be obtained 
through a pamphlet published by 
the National Fire Protection Asso- 
ciation entitled ‘Protection of 
Records,” which is available at a 
nominal price. The National Fire 
Protection Association maintains 
a standing committee on protec- 
tion of records which has made 
exhaustive studies in connection 
with this absorbing subject. 

The survey of records, accord- 
ing to the committee, should in- 
clude (1) actually viewing the 
records; (2) determining their 
physical volume by class; (3) de- 
termining the rate at which they 
are being produced, their subse- 
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quent history, and their relation 
to other records; (4) recording 
the rate at which they may be 
transferred or discarded and their 
use and value after transfer; (5) 
ascertaining how records are then 
housed; (6) estimating carefully 
the effects of the loss of each class 
upon the enterprise, office or de- 
partment. 

The records should be classified 
into four broad classes, designated 
as (1) vital; (2) important; (3) 
useful; (4) non-essential. 

In class 1, vital records, will be 
placed such records as charters, 
franchises, minutes of directors’ 
meetings, deeds, abstracts, op- 
tions, stock transfer and bond 
records, important contracts, gen- 
eral books and supporting papers, 
accounts receivable, tax returns, 
and other important accounting 
and engineering records. 


In class 2, important records, 
will be placed many statis- 
tical studies, derived accounting 
records, which could be repro- 
duced again from the original 
sources if necessary but at consid- 
erable expense and labor. Infor- 
mative operating records, minor 
contracts and similar papers not 
important enough to be placed in 
class 1 will be found in this group. 


In class 3, useful records, will be 
found papers such as general cor- 
respondence which would not be 
absolutely indispensable to the 
continued operation of the busi- 
ness if they were lost, although 
their loss would occasion much in- 
convenience. 

In Class 4, non-essential records, 
would be placed material eligible 
for destruction. 

While it is advisable to have one 
person make the classifications for 
all departments so that there may 
be uniformity of viewpoint and a 
broad view of the records as relat- 
ing to the entire business, depart- 
ment heads and those actually 
handling records should be freely 
consulted. Each business is dif- 
ferent and there cannot be a defi- 
nite rule laid down as to which 
records are to be placed in the 
different classifications. Obsolete 
and useless records should be de- 
stroyed. Besides taking up space 
which should be used for more im- 
portant papers, their retention 
adds to the fire hazard. It is easy 
to follow the path of least resist- 
ance and perhaps the best ex- 
ample of this in the modern office 
is in connection with records. 
Records are allowed to accumulate 
whether they are valuable or not, 
but the accumulation of old 


records year after year presents a 
problem which must be met 
eventually. How much better it is 
to establish an orderly and au- 
thorized procedure for their de- 
struction. 

The determination of the length 
of time the various types of 
records are to be retained is, of 
course, the most important con- 
sideration. It is a matter which 
should be considered by the most 
responsible persons in an organi- 
zation, as well as by those who 
handle the records. The period of 
retention must be determined by 
each individual organization. 
There are many factors to be con- 
sidered. The experience of the in- 
dividual organization, as well as 
that of other concerns in the same 
or related lines will play an im- 
portant part. Office procedure, 
such as methods of handling cor- 
respondence, the statutes of limi- 
tations, and the requirements of 
Federal, state and municipal gov- 
ernmental organizations must be 
recognized. 

A schedule should be prepared 
giving the various classifications 
and the retention period for each 
class. Symbols should be placed 
on all records, showing when they 
should be destroyed, by those per- 
sons who originate or receive them 
for attention in the usual office 
routine. A permanent record of 
all records taken from the current 
files and placed in storage or de- 
stroyed should be kept. The dis- 
position, whether by fire, sale, or 
shredding prior to sale, would de- 
pend upon the class of records 
concerned. 

The pamphlet of the National 
Fire Protection Association con- 
tains a suggested code for the 
preservation of records. This code 
is in general based on that com- 
piled in 1923 by a committee of the 
National Electric Light Associa- 
tion, which in turn derived its 
origin from the “Regulations to 
Govern the Destruction of Records 
of Electric Railway Companies” 
prescribed by the Interstate Com- 
merce Commission in 1913. Sug- 
gestions were also made by repre- 
sentative business men. The code 
lists many classes of records which 
should be retained permanently, 
while the recommendation as to 
others varies usually from one to 
seven years. 

Specifying Treatment 

After records have been classi- 
fied and their period of retention 
determined, it is necessary to 
establish the degree of protection 
which should be provided for those 
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important enough to be retained. 
Before this can be determined 
from a practical standpoint, it is 
necessary to find out to what 
hazards, particularly fire, the 
records are exposed. This can only 
be done through a survey of the 
building and its occupancy consid- 
ered from a fire hazard stand- 
point, noting the construction, the 
exposure from the outside, the fire 
fighting facilities, the protection 
of floor and wall openings, the sub- 
division of areas, the combustibil- 
ity of the furniture, equipment, 
floor surfacing, and trim, and the 
nature of the occupancy. The size 
and construction of vaults, record 
room, safes, and other record con- 
tainers should be ascertained and 
then the probable duration of fire, 
under the worst possible condi- 
tions where the records may be lo- 
cated should be estimated to de- 
termine whether or not the pro- 
tection provided is adequate, or 
what protection should be pro- 
vided. 

It is usually impossible to esti- 
mate the total monetary loss in- 
volved in the _ destruction of 
records. Money losses are usually 
indirect and concealed in operat- 
ing costs, and since ordinarily 
records are uninsured, little effort 
is made to ascertain the precise 
amount. Concerns affected are 
usually reluctant to admit the 
consequences of their losses of bills 
receivable, inventory and _ stock 
records, lists of customers, corre- 
spondence on current matters, and 
other vital business records. The 
real consequences appear after a 
considerable time has elapsed— 
through business failures and re- 
ductions in credit rating. 


The degree of fire protection to 
be provided for records will de- 
pend, of course, upon their value. 
Class 1, or vital records, should be 
given protection so that their 
preservation in case of fire will be 
assured. Class 2, the important 
records, should have the same pro- 
tection where possible. Class 3, or 
useful records, should at least be 
kept in incombustible filing cabi- 
nets or similar containers. Class 
4, the non-essential records, need 
no particular protection insofar as 
they are concerned. However, they 
should be kept in fire resistive 
containers so that they will not be 
a fire hazard to other records. 

There are three basic methods 
of protection used for records. 
One of them is the maintenance 
of duplicate records at a place not 
subject to the same fire. This is, 
of course, an effective method of 
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safeguarding records, but is often 
too expensive or not feasible. It 
may be used only in the case of 
very valuable records, when it is 
not possible to provide adequate 
protection otherwise. Duplication 
may take the form of carbon 
copies of typewritten matter, 
photographing of records, photo- 
graphing in miniature, which sub- 
sequently can be enlarged, photo- 
stating and blue printing. If this 
method is used, it is important 
that the duplicates be maintained 
in complete file. 


Another method of protection is 
the placing of records in contain- 
ers properly constructed to with- 
stand fire, impact, explosion and 
water damage. Another plan is to 
separate records from combustible 
surroundings. Document buildings 
may be provided at an unexposed 
location, in the form of a detached 
building of strictly fire resistive 
construction. Vaults, safes, record 
rooms, and properly constructed 
steel files are, of course, more 
commonly used. 


Detailed information regarding 
the construction, equipment and 
maintenance of buildings from a 
record-safety standpoint, the 
severity, duration and control of 
fire exposure conditions, record- 
container rating from a fire ex- 
posure standpoint, and specifica- 
tions for vault doors, record rooms, 
safes and their equipment, may be 
obtained from the pamphlet on 
“Protection of Records” and other 
publications of the National Fire 
Protection Association. 


In addition, the Underwriters 
Laboratories sponsored by the Na- 
tional Board of Fire Underwriters 
and maintained by the stock fire 
insurance companies operates 
testing laboratories and a labeling 
service which provides exact infor- 
mation and standards regarding 
all types of record containers. En- 
gineers and scientists duplicate 
actual fire conditions at the lab- 
oratories in huge experimental 
furnaces and make exhaustive 
tests of files, safes, vaults, doors, 
wire-glass windows and numer- 
ous other articles, devices, mate- 
rials and processes associated with 
fire hazard, fire prevention or fire 
fighting. 


Meeting the Human Factor 


Aside from the provision of 
proper record containers, it is 
just as important to control the 
processes of record protection, 
since the effectiveness of any sys- 
tem of protection may be largely 
weakened by failure to use the 


equipment provided and lack of 
preparedness in case of emergen- 
cies. Only records absolutely 
necessary for use should be out 
of their proper containers. All 
records should be returned to their 
place when the office is closed; 
watchmen should be instructed to 
remove to a designated safe place 
all records that they find exposed 
and report persons responsible for 
negligence. Only the most neces- 
sary activity should be conducted 
within vaults, record rooms and 
document building storage rooms. 


should 


*“Records 


be classified into 
four broad groups, 
designated as (1) 
vital; (2) impor- 
tant; (3) useful; 
(4 )non-essential.”’ 





No inflammable liquids such as for 
cleaning typewriters or motion 
picture film should be kept in 
such places. 

At the time of a fire employees 
should return all records to their 
proper places upon alarm of fire, 
if possible without danger to per- 
son. Fire drills should include the 
putting away of records. Fire de- 
partments should attempt to cool 
record containers without exces- 
sive use of water and without dis- 
turbing the contents. 

After a fire, record containers 
subjected to heating should be 
promptly cooled with water suffi- 
ciently to permit opening. Usu- 
ally prompt opening offers a 
better opportunity for salvage. 
Papers heated to brittleness may 
sometimes be salvaged by placing 
them between sheets of glass. 
Charred records may be copied 
photographically with consider- 
able success. Charred or partly 
charred records should not be dis- 
turbed until systematic inspection 
and reconstruction work is insti- 
tuted. 

Insurance for Records 

With the realization of the value 
of records and the greater desire 
to preserve them, there is a recog- 
nition of their money value. There 
necessarily follows a demand for 
insurance upon them. The fire in- 
surance companies are progres- 
sive; they endeavor to keep in step 
with the demands of modern busi- 
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ness for insurance coverage. 
Within recent years particularly, 
they have made long strides 
toward the liberalization of con- 
tracts. Where there is a demand 
for protection, they have almost 
without exception provided the 
proper form of insurance coverage. 


The fire insurance companies 
offer a policy covering the replace- 
ment of records of various kinds 
consisting of card records, ab- 
stracts, mailing lists, prescriptions, 
drawings, mauscripts, credit re- 
ports, books of account, and gen- 
eral office records. The insurance 
covers the expense of replacing 
the records with like kind or 
quality, together with the infor- 
mation contained thereon, includ- 
ing the cost or expense of refiling 
and placing them back in their 
original condition. Properly writ- 
ten, this form of insurance would 
also cover the expense of compil- 
ing the information in addition to 
the expense of copying the infor- 
mation onto blank records. The 
forms usually limit the recovery to 
a certain amount per card or 
record, the total amount of insur- 
ance equalling the limit per card or 
record multiplied by the number 
of such cards or records. While 
this type of policy is usually writ- 
ten to cover the hazards of fire 
and possibly windstorm and ex- 
plosion, numerous policies cover- 
ing the replacement of records 
have been issued through the In- 
land Marine Departments of the 
fire insurance companies covering 
all-risks. 


Another form of record insur- 
ance covering a consequential loss 
is known as accounts receivable 
insurance, which is often carried 
by business firms. If records of 
the accounts receivable of a busi- 
ness concern should be destroyed, 
the inability to collect outstand- 
ing accounts, which represent 
usually a large proportion of the 
current assets of a firm, would 
probably force that business to 
discontinue operations. 


With the usual lack of adequate 
protection provided records of 
various kinds, it is, of course, 
necessary for the insurance com- 
pany to consider each risk on its 
individual merits and perhaps in- 
sist upon certain underwriting re- 
quirements in connection with the 
record insurance accepted. 

The field of record insurance is, 
as yet, largely undeveloped and 
with a greater demand for this 
type of coverage other forms of in- 
surance may be evolved to meet 
particular needs. 








N OUR daily human ex- 
I periences we are guided 
largely by conditions sur- 
rounding us. During the 
recent depression it was 
popular to simulate a modi- 
cum of poverty, or else be 
considered out of the circle 
making up our environ- 
ment. Therefore, we saw at 
that period those who could 
afford better things, ride in 
old cars, wear old clothes, 
and in general be in line 
with the times. 


graph, however, changed 
the complexion of all these 
conditions. Today we are 
on the way to recovery from 
the depression. The evi- 
dence is all about us. Gone 
is the fear which was para- 
mount in ’31, and with con- 
fidence restored, we are go- 
ing forward. 

Today executives are planning 
new offices with modern equip- 
ment, greater comfort for both 
employer and employe, and rightly 
so. Greater efficiency is the re- 
sult. 

Pride in Progress 

Pride in progress is also a domi- 
nating factor in rehabilitation of 
offices. It is the one tangible 
means of showing success in busi- 
ness, and who does not wish to be 
successful? 

But there is far more to plan- 
ning or furnishing an office than 
merely buying furniture, installing 
it and calling the job complete. 
There is far more to it than merely 
buying a new desk on which to 
place a_ telephone Today the 


planning of an office or the fur- 
nishing of one is a job for a highly 
trained man—a man who is versed 
in good furniture; in how to set it 
off to its best advantage so that 
whatever beauty as well as utility 
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THE INFORMED 
FURNITURE 
MAN MAKES 


THE SALE 


Some Reasons Indicating the Need 
The upward curve of the for Qualified Experts on Decora- 
tion and Color Harmony When 
Planning or Furnishing an Office 
—By E. A. de Voss, de Voss Desk 
Company, Seattle, Wash. 


may be in it is shown to that best 
advantage. 

This, of course, holds doubly 
true if the business man reasons 
that he wants the best for the sum 
of money he has available for the 
furnishing job. In this connection 
the writer has outlined in the 
paragraph to follow some simple 
rules by which a dealer may assist 
a prospective buyer to obtain the 
most for the money he wishes to 
expend in remaking his office or 
furnishing a new one. 

Ability to Advise 

The thoughtful dealer should 
prepare himself in such a manner 
that, if called into consultation by 
a business man, he can assume his 
task not only as a man who knows 
furniture, but one who also knows 
decorative effects; who has an ap- 
preciation of what to suggest in 
appointments in relation to the 
individual and his business. Too 
often but little thought is given in 
this direction. Signing up an 








order is one thing, but wise 
is the office equipment man 
who can demonstrate that 
at heart he has the interest 
of his client. 

Color harmony in an of- 
fice is as important as the 
effect of a certain piece of 
furniture, and it is wise to 
ascertain the color reaction 
of the principal, and not 
the decorator. In this man- 
ner a mutual friendly rela- 
tionship is established 
which results in the reali- 
zation of an ideal on the 
part of the principal, and a 
mutually _ satisfactory 
transaction. 

The client, no matter how 
busy or how thoughtless he 
may be, is, like the rest of 
us—appreciative of action 
taken on his behalf. He feels 
that a “little more than 
more” is being given him for his 
money. And with that feeling, 
once established, is born a desire 
to reciprocate, in such a manner 
as to leave no doubt in the mind 
of the donor of extra service that 
such an attitude and willingness 
to give just a little more than more 
is recognized and appreciated. 

The client can buy a desk of 
course. But, astute a business 
man as he may be, he may not 
know furniture and he may not 
know decorative scheming. He 
may see and not recognize an illy- 
assorted suite. But he most cer- 
tainly does not want to own one 
and he is going to feel anything 
but friendly to him who sold him 
a set of badly matching pieces 
especially if he makes the discov- 
ery after he has paid out good 
money for what he fondly believed 
was rather attractive and a credit 
to his establishment. With the 
awakening comes a feeling of re- 
sentment and the awakening will 








DECEMBER, 1936 


come with the first frank friend 
who happens to possess good taste. 
The Dealer Loses 

Such a situation can have only 
one ending. The customer is 
deeply resentful and is therefore 
lost. Likewise any of the cus- 
tomer’s friends who might be con- 
templating new furniture are lost, 
too, as far as that individual 
dealer is concerned. 

But the situation need not exist 
at all. If you sell a suite of fur- 
PRIVATE OF- 
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GARRITY, DI- 
RECTOR OF SE- 
ATTLE DIVISION 


OF GEORGE 5S. 
MAY COMPANY, 


"MNHE Mahogany Associa- 
i tion, Inc. 75 East 
Wacker Drive, Chicago, II1., 
has brought out a new edi- 
tion of “The Mahogany 
Book,” by George N. Lamb, 
the association’s secretary. 
Extended to eighty pages, 
with many new illustra- 
tions, it is a compilation of 
much interesting informa- 





It tells of the discov- 
ery and first usage of the 
wood: of its use for warships by 
the Spaniards who found it in the 
coastal countries, which was the 
theatre of the conquests and 
which became the “Spanish 
Main”: of a rough hewn cross pre- 
served in the Cathedral of San Do- 
mingo, which marked the begin- 
ning of the structure in 1514. This 
being the earliest surviving use of 
the wood: of its first known use in 
Europe, of its introduction in Eng- 
land: and of its use by the master 
builders of furniture in England 
and this country in the eighteenth 
century which is termed the 
“golden age of mahogany.” 

An improved map shows clearly 
the parts of the world from which 


niture for an office put it on a 
plane with the work done by the 
builder and the architect who con- 
structed the building in which the 
office is housed. Raise the stand- 
ard of office furnishing to that of 
the men who built the office. Re- 
member that an office may be ever 
so well constructed yet that is 
only the setting. To make it an 
appropriate and effective back- 
ground, the dealer or furnisher 
must consider, in his choice of fur- 





BOOK 


Second Edition Enlarged to Include 
New Data—Valuable Source of Facts 
tion. for Office Furniture Salesmen 


true mahogany lumber comes: the 
Carribean area, with the south 
end of Florida, the headwaters of 
the Amazon in Brazil and Peru, 
and that part of Africa north of 
the gulf of Guinea, west to the 
Ivory Coast. 

The qualities of the wood which 
make it appeal to the artist and 
craftsman are emphasized, in the 
new edition, by the inclusion of 
cuts showing sculptured works in 
mahogany: a torso by Anthony 
Gibbons Grinling, and a composi- 
tion by Earl Campbell, “Pieces of 
Eight,” which shows two bucca- 
neers as rough looking as ever 
scuttled a ship. “Paul Revere’s 
Ride” by Warren Wheelock is a 
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niture, and suggest, the proper po- 
sitioning of it in relation to light 
and perspective and the color har- 
mony of carpet and drapes. At- 
tention to these factors need not 
necessarily lead to the spending of 
an exorbitant sum. In fact the 
proper attention to these details 
can result in an office furnished at 
a modest price yet one that is in- 
viting and tasteful if the work is 
properly executed. 

CHICAGO.—The 
furniture installa- 
tion was handled 
by E. A. de Voss 
of the de Voss 


Desk Company, 
Seattle. 


piece done in a modernistic 
manner. “The Romance of 


THE MAHOGANY 227 2 352 
treatment of the subject, 


presenting new matter not 
included in the first edi- 
tion. Under the heading 
“The Mahogany Tree” has 
been included a great deal 
of factual material about 
the characteristics and 
classifications of the true 
mahoganies. Page 20 bears 
pictures showing the simi- 
larities of the American mahogany 
leaf arrangement, flower, seed pod 
and seed with the African, and 
their distinctive differences from 
the Philippine Tanguile, which 
supplies a wood often offered as 
mahogany. Facsimiles of labels 
used to mark furniture which is 
made of the true mahogany, 
whether of solid or of veneered 
construction, are shown, the dis- 
tinction being drawn between the 
two by the expressions “Genuine 
Mahogany” for the latter and 
“Solid Genuine Mahogany” for 
the former. The cellular structure 
of the wood is discussed and pic- 
tured at great length. And inci- 
dentally, there are thirty-two pic- 
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MAHOGANY A’ its 
BEST.—This is the ma- 
hogany desk used 
John Adams in 

when the capitel of the 
United States was in 


tures of distinctive mahogany 


grain figures 
Some Enlightening Facts 


Most common notions about 
mahogany derive from personal 
interpretations of experience too 
slight to be significant, or exist on 
the basis of belief which has been 
subjected to no checking. Dissat- 
isfaction with some article of fur- 
niture of mahogany, or purported 
to be, may be due to some cause 
quite divorced from the wood it- 
self. It may have been artificially 
dried out until it became brittle. 
It may have been worked under 
unfavorable conditions, or by in- 
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competent hands. The material 
in The Mahogany Book on physi- 
cal properties of the wood (pages 
27 and 28) will be illuminating to 
most laymen. That mahogany is 
a favorite wood for the propellor 
of the combat type airplane is in- 
dicative of the wood’s sturdiness. 

A chronological table lists in 
convenient form the period styles 
of England and France from the 
sixteenth to the nineteenth cen- 
tury; the historical periods them- 
selves are treated in some eighteen 
pages, with illustrations. Early 
American cabinet makers are cited 
in greater number than in the 
previous edition 
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New York City. Finely 
figured mahogany crotch 
veneers were used 150 
years age. This illustra- 
tien appears in “The 
Mahogany Book.” 


The place of veneer in cabinet 
work is indicated. That many of 
the most attractive panel effects 
achieved would be impossible if it 
were not for the use of veneer is 
pointed out. Veneered work and 
plywood construction are good or 
poor depending upon the integrity 
with which they are produced. 

Dealers and salesmen who 
handle office furniture will find 
the new edition of considerable 
value, and those who are familiar 
with the first edition will be inter- 
ested in learning that a second is 
now available. 


a / 


a 


= | 
ee 


Prog 

iu t 
is , 
} 


it 


which the em- 
peror signed 
his abdication 
at Fontaine- 
bleau in 1t1sS14. 
The chair is 
typical of the 
Empire style 
and is one of 
the price- 
less treasures 
in furniture. 
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AT THE RIGHT: A FLINT & HORNER INSTALLATION IN 
PHILADELPHIA.—tThe photographs reveal the offices of the 
Royal Liverpool Groups in the Lafayette Building, Philadel- 
phia, Pa. The installation was made by the Flint and Horner 
Company, New York City, and consists of thirty-nine executive 
desks, ninety chairs, and is complete with desk pads, waste 
baskets, lamps, and ink sets. The result is that the Royal 
Liverpool Groups now has one of the most completely fur- 
nished insurance offices in the East. Being located across 
the street from Independence Hall, the desks and chairs se- 
lected are of Chippendale design, appropriately early Ameri- 
can in appearance. The desks were produced by the Stand- 
ard Furniture Company; the revolving and arm chairs by 
the Marble & Shattuck Chair Company; and the posture 
chairs by the B. L. Marble Chair Company. Desk pads, ink 
sets and other desk accessories were chosen from the line 
of the Polar Manufacturing Company. Lamps were obtained 
from the Sight Light Corporation. 
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AT THE LEFT: THREE VIEWS OF NEWLY EQUIPPED 
OFFICES OF THE SOUTHERN NEW ENGLAND BELL TEL- 
EPHONE COMPANY AT HARTFORD, CONN Y and E” 
steel equipment was furnished throughout by the Plimpton 
Manufacturing Company, Hartford representatives for the 
Yawman and Erbe Manufacturing Company, Rochester, N. Y. 
All the equipment, including contact and team type tub desks 
is finished in the light walnut, matching in color and grain 
the walnut paneling of the walls. Of interest is the fact that 
the new steel equipment replaces many desks, files, chairs, 
ete., which were completely destroyed in the 1936 Spring 
flood 
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EIGHT VIEWS OF THE VERSTEGEN PRINTING COMPANY BUSINESS SHOW 


Tep rew (1 te r) General stationery display with 
Neva-Cleg products in right background, and the 
printing department display. 


Second row, Yawman and Erbe Manufacturing Com- 


VERSTEGEN STAGES BUSINESS SHOW 

With fourteen manufacturing companies participat- 
ing in the event which attracted more than 1,000 vis- 
itors, the Verstegen Printing Company, Sioux City, 
Iowa, held a three-day business show beginning Octo- 
ber 14. 

This educational exposition was staged under the 
personal direction of P. H. Verstegen, president of the 
company. The hundreds of business executives and 
office workers who, together with their families, took 
advantage of the opportunity to view the latest in office 
furnishings, supplies and devices, were agreeably sur- 
prised at the number of facilities and conveniences ar- 
ranged for them by Mr. Verstegen and his staff, which 


pany, and Carter’s Ink Company. 
Third row, A. W. Faber, Inc., and the lamp display. 


Fourth row, two pictures of the office furniture 
display. 


included free parking and tours through the Verstegen 
plant at 615 Douglas street. 

The fourteen manufacturers exhibiting their indi- 
vidual products at the show were the Boorum & Pease 
Company, Standard Blank Books, loose leaf devices and 
system accounting; Yawman and Erbe Manufacturing 
Company, steel filing equipment and supplies and visi- 
ble record equipment; Southworth Paper Company, 
various grades of fine papers; A. W. Faber, Inc., pencil 
leads, rubber bands and erasers; Carter’s Ink Com- 
pany, carbon papers, ribbons and inks; Ace Fastener 
Corporation, stapling machines and staples; Neva-Clog 
Products, Inc., stapling machines and staples; Seng- 
busch Self-Closing Inkstand Company, Dip-a-Day 
pens, inkwells and moisteners; Faries Manufacturing 
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Company, office lamps; The Leopold Company, execu- 
tive and commercial desks, tables, telephone stands 
and accessories; Milwaukee Chair Company, executive, 
reception room and posture chairs; The B. L. Marble 
Chair Company, posture and other types of chairs; 
Johnson Chair Company, executive, reception room 
and posture chairs, and the Burroughs Adding 
Machine Company, modern accounting and office 
machines. 





SCENES AT THE OFFICE EQUIPMENT COMPANY'S BUSI- 


NESS SHOW.—From top to bottom: A “well-dressed” office 

of other days. 2: Splendid display of miniature chairs by the 

Jasper Chair Company. 3 and 4: Illustrations of the general 
displays. 
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OFFICE EQUIPMENT COMPANY 
HOLDS BUSINESS SHOW 

With twenty-nine nationally-known manufacturers 
participating in the event and displaying their re- 
spective lines of merchandise in attractive booths, a 
fine business show was staged by the Office Equipment 
Company, Louisville, Ky., from October 19 to 24. 

The event, which was the first to be held by the com- 
pany, was timed to coincide with the opening of the 
firm’s recently remodeled second and third floors of 
the establishment at 117-123 South Fourth avenue. 

The show was well attended and the business men 
and women of Louisville and vicinity took advantage 
of the opportunity to view and gain authentic infor- 
mation of the various lines displayed. 

The organizations which maintained exhibit booths 
at the show were: 

Boorum & Pease Company, Guild Stationers Cor- 
poration of America, Carters Ink Company, General 
Pencil Company, W. A. Sheaffer Pen Company, A. B. 
Dick Company, C. L. Downey, Dawn Manufacturing 
Company, L. M. Bickett Company, Bassick Company, 
Acco Products, Inc., Parker Pen Company, Dennison 
Manufacturing Company, American Lead Pencil Com- 
pany, DoMore Chair Company, Bates Manufacturing 
Company, Stationers Loose Leaf Company, Minnesota 
Mining & Mfg. Co., Royal Typewriter Company Inc., 
Shaw-Walker Co., Ace Fastener Corporation, Sanford 
Manufacturing Company, Durham Manufacturing 
Company, Stow-Davis Company, Jasper Chair Com- 
pany, Victor Adding Machine Company, Friden Calcu- 
lating Machine Company, Berger Manufacturing Com- 
pany and the Herring-Hall-Marvin Safe Company. 

——_—_—_——_——_ 

COST ACCOUNTANTS STAGE BUSINESS SHOW 

With fourteen exhibitors displaying a wealth of the 
latest in office machines, equipment and supplies, a fine 
business show was staged on November 18, 19 and 20 by 
the Cleveland chapter of the National Association of 
Cost Accountants in the Hotel Carter, Cleveland, Ohio. 

Although the three days were devoted to the show- 
ing of the various displays, a special event held on 
Thursday, November 18, was an address on “Accounting 
for Labor Under the Social Security Act,” by L. E. Zas- 
trow, assistant to the controller, Bucyrus-Erie Com- 
pany, South Milwaukee, Wis. 

The exhibitors whose booths and cleverly-arranged 
contents drew huge crowds of men and women to the 
hotel ballroom where the show was staged were: 

Badger Record Equipment Company, H. G. Barker 
Company, Burroughs Adding Machine Company, Cleve- 
land Calculating Company, Ditto, Inc., Felt & Tarrant 
Manufacturing Company, Friden Calculating Machine 
Company, Marchant Calculating Machine Company, 
Monroe Calculating Machine Company, National Cash 
Register Company, Shelby Salesbook Company, Snap- 
out Forms Company, The Todd Company. 

—_!——<__—__- 

PURCHASING AGENTS PRODUCTS EXHIBITION 

Utilizing the entire mezzanine floor of the Hotel 
Sherman in Chicago, the Purchasing Agents Associa- 
tion of Chicago staged an impressive Products Exposi- 
tion at its third annual meeting, on November 18 
and 19. 

Each of the two days witnessed the appearance of 
several prominent speakers whose individual addresses 
touched upon various problems of importance to the 
members of the association. 

Among the manufacturers in the office equipment 
field who maintained booths at the exposition were 
Wilson-Jones Company, with a clever display of loose 
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STATIONERY ON 
PARADE. — This ex- 
ceptional booth of the 
Modern Stationery & 
Printing Company, 
Baltimore, Md., was 
one of the outstand- 
ing exhibits at the re- 


leaf catalogues; Tallman, Robbins & Company, whose 
exhibit consisted of loose leaf and steel filing equip- 
ment; The American Automatic Typewriter Company, 
where was displayed the Auto-typist; and the Auto- 
point Company, where was shown a capital display of 
automatic pencils, knives and pencil leads. 
—_—_<>__ —- 

BROWN & SAENGER HOLDS FIRST BUSINESS SHOW 

Arranged and staged with such success that nearly 
1,000 visitors were registered during the three days, 
Brown & Saenger, Inc., Sioux Falls, S. D., held its first 
business show last October. The total registration, not 
including children, was 965. 

Officials of the company were jubilant over the result 
of the exposition. Two days after the event came to an 
end, it was reported, the company traced $975 worth 
of sales directly to the business show before any of 
the scores of prospects had been approached. 

The exhibitors and those in charge of the various 
booths were: 

F. S. Webster Company, J. H. Ellis; Neva-Clog 
Products, Inc., C. H. Johnstone; National Blank Book 
Company, Ray Hammond; Sengbusch Self-Closing Ink- 
stand Company, Merrill Hasty; Southworth Paper 
Company, Herbert Walsh; B. L. Marble Chair Company, 
Marion Follin; Jackson Desk exhibit, Marion Follin; 
Yawman and Erbe, S. L. Griebel; A. B. Dick Company, 
T. S. White; Thomas A. Edison, Inc., L. D. Espe; Bur- 
roughs Adding Machine Company (guest exhibitor); 
I. E. S. lamp exhibit, Acco Products, Inc., Peter Master- 
son; Bankers Box Company, William Dalton; Eberhard 
Faber Pencil Company, C. M. Fleet 


EVERYBODY 
HELPED. — This 
ecrowd of ladies 
and gentlemen all 
did their part re- 
cently to make a 
success of the first 
business show 
ever held by 
Brewn & Saenger, 
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cent business show 
held by the Purchas- 
ing Agents Associa- 
tien of Baltimore. 
More than 5,000 per- 
sons visited the show 
and praised the ex- 
hibit shown here. 


STATIONERS BOOTH IS FEATURE 
OF P.A.A. BUSINESS SHOW 


One of the most attractive booths at a Business Show 
staged on October 20 and 21 by the Purchasing Agents’ 
Association of Baltimore, Md., was that of the Modern 
Stationery & Printing Company, 4 East Lombard street, 
Baltimore. 

The show, which was named the Manufacturers’ 
Products Exhibit, was held in the main ballroom of the 
Lord Baltimore hotel. During the two days more than 
5000 persons visited the exposition and poured lavish 
praise upon the booths of the thirty-three companies 
exhibiting their merchandise. 

According to officials of the Modern Stationery & 
Printing Company the show was a complete success 
and resulted in the securing of a large number of good 
prospects. It was also reported that the association 
which sponsored the exhibition plans to make the show 
an annual event to be given on a larger scale each year. 


————E—— 


G. F. INCREASES WAGES 


The General Fireproofing Company, Youngstown, 
Ohio, has announced that a substantial increase in 
business resulted in pay increases for 1,500 employes, 
effective November 9. The amount of the increase was 
based on the employes’ rate cards and is five cents an 
hour. As all employes are on unit rates of pay the in- 
crease also increases the bonus rates now paid. The 
company is one of the first in Youngstown to have 
put into effect general wage increases for some time. 

AK 


Inc., Sioux Falls, 
Ss. D. Included in 
the group are offi- 
cials of the com- 
pany, exhibitors 
and those in 
charge of the va- 
rious exhibition 
booths. 
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LeBLANC IN NEW LOCATION 


The offices of J. D. LeBlanc, Inc., dealers in office, 
bank and school equipment, have recently been moved 
from former quarters in the United Fruit Company 
building to 419 Baronne street, New Orleans. 

The move was made, according to J. Dwight LeBlanc, 
president of the company, because of a need for larger 
and more conveniently located space in which to dis- 
play the firm’s lines of Macey executive suites, book- 
cases and modern steel desks, as well as a complete line 
of Macey filing equipment and supplies. 

In addition to the above line LeBlanc, Inc., also 
handles Evansville desks and chairs, Respirator cush- 
ions, Faultless chair casters, Wheeldex, Transfiles, 





NEW HOME OF J. D. LEBLANC, INC.—This progres- 

sive New Orleans company is now occupying its new 

quarters at 419 Baronne street where considerably 

more space is available for its stock of office, bank 

Top picture shows a fine win- 

dow display while the lower reveals a part of the 
office furniture department. 


and school equipment. 


Eff&C posture chairs, and Irwin Seating Company 
school equipment. 

The new location is the last word in modern design, 
and contains ample facilities for the proper display of 
merchandise. The store is equipped with a show win- 
dow large enough to accomodate the entire furniture 
and furnishings for an office. In speaking of the move 
Mr. LeBlanc said: 

“I want to thank all our friends and patrons who 
have, through confidence, invested in us and because 
of their appreciation of quality, price and service, been 
instrumental in this expansion of our business.” 

—_—_——_——_——. 
WRENS VISIT TEXAS FAIR 

Mr. and Mrs. John L. Wren, Jr., and son, Bennett, 
314 Northwest Seventeenth street, Oklahoma City, re- 
cently made a week-end trip to the Texas Centennial 
in Dallas and to Fort Worth where they visited Mr. 
Wren’s family. Mr. Wren is secretary-manager of the 
Western Bank and Office Supply Company, and is sec- 
retary of the Oklahoma Stationers Association—EVH 


43 


CHICAGO BUSINESS SHOW SET FOR NEXT MARCH 

Prompted by continued and steady increases of busi- 
ness and by a persistent demand for resumption of the 
annual event, officials of the National Business Show 
Company, Inc., will hold the 1937 Chicago National 
Business Show at the Stevens hotel from March 22 to 27 
inclusive. 

News of the resumption of the Chicago exhibition, 
which is known as “America’s Efficiency Exposition,” 
was released late last month by C. H. Hunter, Chicago 
manager of the company. Mr. Hunter declared that 
the big event, which was discontinued in 1931, will be 
held in the exhibition hall at the Stevens hotel because 
of the many facilities available in that hostelry for ex- 
hibitors and visitors alike. 

“This annual business show,” Mr. Hunter said, “was 
held in the Stevens hotel for five consecutive years 
because of its excellent exhibition hall, accommoda- 
tions and dining facilities. Those interested in the 1937 
exhibition will find additional facilities for their con- 
venience including a fine air conditioning system in- 
stalled in the exhibition hall.” 

The constant demand of middle west manufacturers 
and business men in the industry was one of the dom- 
inating factors in the decision to again resume holding 
the Chicago annual show, Mr. Hunter said. In addition 
to that, he explained, the unparalleled success of the 
National Business Show which broke records of long 
standing in New York last October revealed that the 
time is ripe for an exposition in Chicago such as that 
recently closed in New York. 

As in previous years, the National Business Show 
exhibits will be confined strictly to equipment for the 
office. Under the rules laid down by Frank Tupper, 
president of the organization, these exhibits will come 
under one classification which reads as follows: “any 
machine, appliance, method, plan, equipment, device, 
service, sundry or supply which makes for efficiency 
or contributes to health, comfort, convenience or speed 
in a business office.” 

According to tentative plans and indications of many 
manufacturers in the field, the exhibits will include 
products from every branch of the industry. Among 
these will be every type of business machine, business 
books, equipment, filing systems and stationery. 

The Chicago shows have always drawn large dealer 
attendance. Many commercial stationers, typewriter 
and office machine dealers of the Middle West making 
the shows occasion for a business trip to the Chicago 
market. The majority of the products to be shown this 
year being distributed through dealers will give the 
show special dealer appeal. 

This being the first exposition in Chicago for five 
years, the show company is planning its most impres- 
sive display which it is expected will attract larger at- 
tendance than any previous show held in Chicago. 


—— 


WESTMAN VISITS ROYAL AND SEES WORLD SERIES 


Earl S. Westman, of the Office Service Company, 
Panama City, Panama, one of the Royal Typewriter 
Company’s enterprising dealers, proved himself an ar- 
dent baseball fan when, on a recent visit to the Royal 
offices he arrived in New York in time to take in the 
world’s series. 

During his stay Mr. Westman spent considerable time 
at the Royal home office and at the factory at Hart- 
ford. He sailed for his home in Panama on Novem- 
ber 6. 
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MURPHY CHAIR CELEBRATES ANNIVERSARY 

With M. J. Murphy, owner of the house, acting as 
host to his large staff of employees at a birthday cake 
cutting ceremony, the Murphy Chair Company cele- 
brated its sixty-fourth anniversary at the big plant at 
Owensboro, Ky., November 4. 

The happy event was held as a surprise to Mr. 
Murphy and climaxed a special sales campaign staged 
by the staff under the direction of R. J. O'Malley, sales 
manager. The drive was heralded as the “M. J. Murphy 
Sales Campaign” and the enthusiasm with which it was 
conducted was exemplified by the establishing of new 
sales records and the smashing of quotas. 

The Murphy Chair Company was established in 1872 
in Detroit and, year by year, has steadily progressed 
without interruption. That such a situation exists is 
due to the wise counsel of the founder who has guided 
the company’s destinies through many trying years 
At the age of eighty-four Mr. Murphy is still active 
head of the firm, a fact which establishes him as the 
dean of the office furniture industry. 

Mr. Murphy still has progressive ideas for the im- 





AN OLD TIMER.—One of the very 

first office chairs designed and 

manufactured in the Murphy 
Chair Company plant. 


provement of his vast business. As an example of this 
is his recent installation of new and improved machin- 
ery at a cost of more than $30,000. 

The Detroit plant was sold in 1919 and all manufac- 
turing operations were transferred to Owensboro. This 
move was made, according to Mr. Murphy, because 
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SCENE OF CELEBRATION. 
—The Murphy Chair Com- 
pany plant at Owensboro, 
Ky. was the scene of a 
celebration of the firm’s 
sixty-fourth anniversary in 
which a birthday cake cut- 
ting was one of the princi- 
pal features. 












STILL THE BOSS.—In spite of his eighty-four years M. J. 
Murphy is still the active head of the noted chair company 


bearing his name. Mr. Murphy is shown here inspecting a 
part of a recent $30,000 installation of new machinery. 


labor conditions for woodworking plants were found to 
be ideal in the territory. 

Mr. O’Malley, in speaking of the various conditions 
which favor the company plant at Owensboro, said: 

“We are located here, almost in the heart of the ma- 
terial district with plenty of coal right at our back 
door and a wealth of skilled American labor with no 
inclination to drift from job to job. In other words we 
are ideally situated for the continued manufacture of 
furniture.” 

—— 
DENVER STATIONERY COMPANY REMODELS 


Nearly completed at the Denver Stationery Com- 
pany, an extensive remodeling and enlargement pro- 
gram has effected a considerable change for the mod- 
ern in both interior and exterior appearance. 

Replacing a somewhat ancient, pillar-in-centre af- 
fair, the new facade done in vitrolite, offers a strongly 
contrasting business setting. The color arrangement 
is black and turquoise banded with white metal strips. 
An opaque diffusex pane extend along the entire top 
length. Vestibule features side display windows and 
terrazzo flooring in yellow, blue, and red. A large neon 
sign, soon to be added, will complete the frontal alter- 
ations. 

In the interior, considerable floor space has been 
added by building in a mezzanine floor which is 
planned to hold a sales floor and display rooms of office 
furniture and supplies, largely Globe-Wernicke—ATW 

-- —— 
ROYAL LEASES CLEVELAND SPACE 


The Royal Typewriter Company has leased 5,000 
square feet on the second floor of the Hickox building, 
at Euclid and East Ninth street, Cleveland, for three 
years at $18,000 rental—AK 
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FOREIGN TRADE CONFEREES MEET IN CHICAGO 

In many lands, the paralysis that hit business around 
1929 received the treatment that seemed to be dictated 
by local necessity. It appeared to be logical to work 
toward the relief of the country in which one lived, an 
idea which led to the establishment in many places of 
economic isolation. This involved in the minds of 
many the notion that since the production of goods 
for one’s own people was a proper activity and in times 
of stress a patriotic duty, the purchase of the products 
of other lands was out of order, if indeed not traitori- 
ous. The result was high tariff walls. 

Economic isolation, however, has not proved to be 
the salvation of any country which has attempted it 
In fact, it works the other way. Necessitating a regi- 
mentation of importations, it presently moves toward 
a regulation of domestic production. Permitted by arti- 
ficial conditions, business of an uneconomic type de- 
velops. Consumers are not able to get the importa- 
tions they need, but must buy home products that cost 
more. Goods which could be sold abroad accumulate 

and production stops. Unemployment, social unrest, 
and a whole train of evils which may climax finally in 
revolution or war are the consequences of the isola- 
tionist policy. Such are the impressions that derive 
from addresses made at the Twenty-third National For- 
eign Trade Convention, held November 18, 19 and 20 at 
the Stevens Hotel, Chicago. Silas H. Strawn, chair- 
man, characterized the isolationist policy as suicidal. 

An extended greeting sent from the office of the Pres- 
ident of the United States, addressed to James A. Far- 
rell, chairman of the council, was received with warm 
applause by the gathering. 

The program that was followed was punctuated by 
the names of men highly significant in present day 
business and government activity. An introductory 
address made by Mr. Farrell was “The World Trade 
Outlook.” Lewis E. Pierson, chairman of the board, 
Irving Trust Company, New York, spoke on “Shackles 
on Foreign Trading.” Ernest G. Draper, assistant sec- 
retary of commerce, Washington, D. C., presented “Ef- 
fects of the Trade Agreements.” John Abbink, chair- 
man of national federation of foreign trade associa- 
tions, and Dr. Henry Chalmers, chief of foreign tariffs 
division, department of commerce, also spoke. Follow- 
ing these came a bankers’ luncheon and a banking 
session—with an educational session carrying on at the 
same time. A second general session was held on 
Thursday, with speakers of note again giving utter- 
ance to specific facts and ideas of importance. There 
were American-Japanese and American-Chinese meet- 
ings. A World Trade dinner was served at seven in the 
evening. On Friday such subjects as credit, collections, 
exchange were treated in one group, while problems 
pertaining to agriculture and lumber were considered 
in another. A third general session was held in the 
afternoon. 

A reprint of the Congressional Record which was 
distributed, containing a tabulation of American prod- 
ucts of note in the export trade, showed that conditions 
affecting office machines and appliances have been im- 
proved by recent reciprocal trade agreements. Trade 
in such merchandise has been facilitated for those who 
deal with Cuba, Belgium, Brazil, Canada, the Nether- 
lands, Switzerland, Colombia, Guatemala, France, 
Nicaragua, and Finland. Duties in these countries have 
been either reduced or “bound,” i.e., assured against 
increase. In France the quota on typewriters has been 
increased. (Congressional Record, July 1, 1936, Appen- 
dix.) 
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MARKWELL PRODUCTS AWARDED MEDAL AT 
SALONICA FAIR 

At the Tenth International Salonica Fair, which is 
associated in the Union of international affairs, held 
during September, 1935, under the auspices of the 
Greek government, the stapling machines and staples 
made by the Markwell Manufacturing Company, New 
York, N. Y., were on display. The prize awarding com- 
mittee of the fair unanimously chose the Markwell 
products to be awarded the Medaille D’Or and highest 
honor diploma. Some of the points considered by the 
committee were quality of materials used in construc- 
tion, precision of performance, stability and design. 
Several of the judges were said to be engineers of wide 
reputation. 

Since exhibition of the Markwell line at the Salonica 
fair in 1935 the manufacturer has been invitied to dis- 
play its products at fairs held in other countries. The 
line was shown again at the Eleventh International 
Salonica Fair held in September, 1936. It was well re- 
ceived, with particular interest expressed in the me- 
chanical features incorporated recently. 

The diploma and gold medal awarded in 1935 are 
now on display in the Markwell New York office. 








AMERICAN WRITING MACHINE 


THE 
COMPANY IN NEW YORK.—(top) Private office of Presi- 
dent Henry Simler from the windows of which is a fine view 
of the Supreme Court building and the Federal building. 
(center) The general offices of the firm and (lower) the pri- 
vate office of C. R. Underwood, secretary of the company. 


NEW HOME OF 
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NEW MACHINES AND DEVICES 





NEW INTERNATIONAL ELECTRIC TYPEWRITER 

A new front-feed electric correspondence machine 
has been produced by the International Business Ma- 
chines Corporation. It is said to permit speedy inser- 
tion of letterheads and other forms without delays in 
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NEW ELECTRICALLY POWERED 

TYPEW RITER.—International Bus- 

iness Machines Corporation offers 

the trade a new model easy to op- 
erate and swift. 


arrangement and adjustment. When the platen is 
raised on its swinging arms, the paper is inserted and 
aligned accurately upon the tray. Then the platen is 
lowered to writing position. All of the operations 
necessary to writing are powered with electricity. 
———___—_. 
FOUR NEW NIAGARA DUPLICATORS OUT 

Four new models have been introduced by the 
Niagara Duplicator Company, of New York and San 
Francisco. 

Model C2-R, described by the manufacturer, is com- 





NEW NIAGARA MODELS.—Above, No. C2-R, equipped 

with automatic roller-push feed; below, No. C2, a new 

hand-feed model, which may be converted to automatic 
feed. 


pletely automatic. It is equipped with the newly devel- 
oped Niagara automatic roller-push feed, which is said 
to be an accurate and easy control with instant posi- 


tive action to feed from postcard to legal size stock. 
This new feeding device is of special value when the 
machine is employed in schools. It is said to practi- 
cally eliminate danger to children who may be allowed 
to operate it. 

Model CX2-R is identical in construction to Model 
C2-R except that CX2-R does not have the Niagara 
selective automatic inking device. 

Model C2 and Model CX2 are hand feed machines, so 
built that the Niagara automatic roller-push feed may 
be quickly and easily installed. Model C2 has the 
Niagara selective inking device; CX2, without this fea- 
ture, employs a closed drum. 

All four of the new models may be used with the 
various Niagara accessories. 

With the introduction of models C2 and CX2, the 
current models C and CX have been discontinued. The 
models K1, K2, AF4, and AFX4 and the new models de- 
scribed above constitute the present line. 
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NEW MILWAUKEE CHAIRS 

Modern in spirit without the unpleasing effects of 

hard lines and abrupt angles, a new group of chairs 

for office use has been designed and produced by the 

Milwaukee Chair Company, 3022 West Center street, 
Milwaukee, Wis. 

The chairs shown have seats nineteen and 


a half 





NEW MILWAUKEE CHAIRS WITH UPHOLSTERED 
SPRING SEATS AND PADDED LEATHER BACKS.—Left, 
No. 26 UL: Right, No. 26% UL. 


inches deep. The arms are twenty and a half inches 
apart. From the seat to the top of the back the dis- 
tance is twenty-one inches. The stock is solid walnut 
or solid mahogany, with a choice of machine buffed 
leather, century grain leather, or top grain leather. 

A four page circular, letter-size, with photo cuts, 
specifications, and prices, has been published. 

——__—_ 
METALSTAND IMPROVED 

Metalstand, the typist’s table made by Metalstand 
Company, 135 N. 22nd street, Philadelphia, Pa., now is 
offered to the trade with a drawer in which stationery 
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There is no increase in price: five dollars 
Side leaves may 


may be kept. 
for the 14x17 size, olive green finish. 





IMPROVES 
TYPIST TABLE.—Note drawer for stationery, 
etc., which has been added. 


METALSTAND COMPANY 


be had at a slight additional cost. The company man- 
ufactures also a 17x24 model. Stands are shipped sub- 
ject to the dealer’s approval. 
——_———— 
BURILLON MUSIC TYPEWRITER 

M. Charles Burillon, a French typewriter mechanic, 
has developed a typewriter for producing written mu- 
sic, according to La Revue du Bureau, Paris, France. 
This writing machine, according to the inventor, is also 
capable of writing chemical and geometrical formulae. 
While details are not given in our Paris contemporary, 
it appears that M. Burillon has solved a problem which 
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M. BURILLON’S MACHINE PRODUCES PLAIN SONG 
MUSIC LIKE THE ABOVE.—Scores such as are in 
common use also may be written. 





has engaged individuals in the typewriter field many 
years. His device writes all the notes, as well as the mu- 
sical signs necessary to write a complete composition; 
the bars of the notes and the bars representing the 
group of quavers, double quavers, etc. A plain chant 
can be written with the same ease as ordinary music. 
a 
FIRE-RESISTANT TRANSFILE 

A corrugated board file, chemically treated and cov- 

ered with asbestos, is now offered by Guide System & 





GUIDE SYSTEM & SUPPLY COMPANY OFFERS FIRE- 
RESISTANT.—Chemically treated stock, covered with 
asbestos; finish is green. 


Supply Company, 335 Canal street, New York, as fire- 
resistive and vermin proof. It is called the Firefoe. The 
action is said to be very free and easy, because of a new 
ball-bearing construction. The front is of steel, and 
both front and rear are steel-reinforced. It is equipped 
with the Transfile two-way interlock. 
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STAFFORD’S FOUNTAIN PEN INK BASE 
S. S. Stafford, Inc., 609 Washington street, New York, 
N. Y., offers the trade a desk stand on which a two-and- 
a-half-ounce ink bottle may be set, and which provides 





NEW DESK ITEM BY S&S. 8. STAFFORD, 
INC.—A base for ink bottle with socket 
for pen. 


a convenient holder for either a steel or fountain pen. 
The bottle and the base are both modern in design, the 
latter is of a molded material which looks like marble. 
Bases are of four color combinations: black and 
white; black, white, and green; black, white, and red- 
dish brown; and black, reddish brown, and yellow. 
They may be ordered in an assortment. Packed com- 
plete with ink, they come in one and in three dozen 
boxes. A descriptive circular is available. 
—————<»——. 


GLOBE - WERNICKE, 
CINCINNATI, OO. IS 
THE MAKER OF 
THIS FILE CABINET. 
—The finish is Duro- 
Velv, GW’S = innova- 
tion, which combines 
smoothness, toughness, 
and durability. 





sdietentitiineiaal 
CEL-U-DEX CORPORATION OFFERS “BIND—X” 
Bind-X is a new signaling device which was designed 
first for use on loose-leaf binders, but which has been 
found to possess advantages in other applications also. 
The design of the device in cross section represents a 
T, the stem of which is the end of a gummed flap, and 
the top of which is the end of a transparent retainer 
for a typed or printed label. In the use for which it 
was first designed, the gummed flap is moistened and 
inserted in the back of a loose leaf binder, between the 
leaves at the center. 
The device is useful also to mark bins, boxes, or 
shelving. The adhesive makes it stick to paper, wood, 
or plastic surfaces, according to the manufacturers. It 
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comes in six inch lengths and in one-half or one inch 
window widths. It is made in seven colors and also 








BIND-X, A NEW MEANS OF IDENTIFYING 
BINDERS, SHELVES, AND BINS, OFFERED 
BY CEL-U-DEX CORPORATION. — Above, a 
view of window, insert, and gummed flap. 
Below, how it is used on binders. 


without color. The manufacturer is Cel-U-Dex Cor- 
poration, One Main street, Brooklyn, N. Y. 





\\ _— 
PARROT SPEED FASTENER COR- 
PORATION’S RING BOOK AND 
POST BINDER INDEXES.—Speedo 
transparent index tabs are employed. 
They are made of clear heavy stock. 
—_—_—_g—__—_ 
SPEED-O-PRINT OFFERS SPEED-0O-SCOPE 
A device for making the production of illustrated 
stencils easier is offered by Speed-O-Print Corporation, 
180 W. Washington street, Chicago. The Speed-O- 
Scope, as it is called, has for its main feature a double- 
frosted glass under which an electric light is completely 





THE SPEED-0-SCOPE, A DEVICE 

NOW BEING OFFERED BY SPEED- 

0-PRINT CORPORATION.—It takes 

stencil sheets up to full legal size. 
enclosed. Louvres are provided to prevent heating of 
the stencil. Other features are an adjustable stencil 
button bar, removable socket and switch, sturdy arm 
rests, and a typewriter scale on side and bottom of 
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writing area. Finished in black, and processed with 
care to assure the construction’s being true, it comes 
complete with writing plate, stylus, T square, two 
clamps, socket cord and bulb. 


pe 
MULTIPOST MOTOR-DRIVEN LETTER OPENER 
Multipost Company, Inc., 51-55 Centre Park, 
Rochester, N. Y., is offering the market a new ap- 
pliance for opening mail. It is called the Multipost 
letter opener. 
All bright parts are made of stainless steel or nickel. 
Cutting knives are of carbon tool steel, hardened and 





MULTIPOST LETTER 
this 


THR NEW 
OPENER, — Electrically operated, 
device is guaranteed for a year. 
ground. The base of the machine is of bakelite. 
Shaft bearings are graphite impregnated, oilless, ex- 
cept for those of the motor. These latter are designed 
to carry their own supply of oil, enough to last for 
months, according to report. The V belt employed is 
non-stretching. It is said to operate properly without 
being tight, and thus to preclude strain on motor and 
shaft bearings. A partition protects the motor from 
dust. The device is guaranteed against defects of 
workmanship or material for a year. It may be re- 
quested on trial. Type of electric current, voltage, and 
cycles must be cited upon application. 


—_—_—~<>—__—_ 

NEW DRAFTO DRAWING TABLE 
An adjustable table for draftsmen and artists now 
on the market is built of steel tubing. The simple con- 






DRAFTO DRAWING BOARD. — 
The modern design is practical; 
the board may be lecked at any 
angle hetween the horizontal and 

vertical, 

struction, as revealed by the illustration, makes it pos- 

sible to set the board top at any angle from the hori- 

zontal plane to a vertical, or even beyond. It weighs 


thirty pounds. The board, measuring twenty-three 
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inches by thirty-one, clamps to the chrome-plated sup- 

port on which it may be tilted, and which telescopes 

into the legs, making possible a table height varying 

from thirty-two to forty inches. Details may be 

secured from The Drafto Company, Cochranton, Pa. 
PCH 


> -_ 
NEW MODELS OF FOUNT-O-INK 
The Gregory Ink Company, 2652 Pasadena avenue, 
Los Angeles, Cal., manufacturers of Fount-O-Ink 
writing sets, has just brought out some new models 
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NEW DESIGNS IN FOUNT-O-INK,. — Single units 
like the above, on individual bases, may be chosen. 
which will be supplied in combinations of many colors. 
A double set may be used where two types of pen points 
are convenient, or where two colors of ink are fre- 
quently used. It is appropriate also for a double desk, 
as one of the sets may be reversed for the use of a 

second person. 

New advertising matter has been prepared by the 
manufacturer, to whom interested parties may address 
inquiries. 

— 
TUCHERTU—A DEVICE FOR LEARNING TO TYPE 

Educational Associates, Inc., 30 Rockefeller Plaza, 49 
West Forty-ninth street, New York, distributor of edu- 
cational skill devices, offers the office appliance field 
an idea which, though primarily to facilitate the learn- 


TYCE-QITE 


PLAY THAT 





TUCHERTI BOARD DISTRIB- 
LCTED BY EDUCATIONAL ASSO- 
CIATES, INC., OF NEW YORK. — The 
dises inside the holes can cover the let- 
ters and numerals now showing. Num- 
bers under the holes indicate fingers to 
be used. 


ing of touch typing, may also be useful indirectly in 
building sales of typewriters. It is called Tuchertu, and 
the claim is made that anyone from six to sixty can 
benefit by using it. The touch system, it is said, can 
be learned in two hours by the application of the in- 
structions, and practice with the device. It is of course 
not claimed that speed can be achieved so readily. 
The contention is, however, that this device will serve 
both the commercial student, to whom speed is fairly 
soon an important concern, and the academic student, 
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who wishes accuracy, and is content to wait for speed 
to come later. 

Tuchertu is a board punched with holes to simulate 
a typewriter keyboard. Color is employed to mark the 
area covered by the right hand from that of the left. 
The “home keys” are indicated also. Inside the board 
under the holes are discs which can be moved, the fin- 
ger action necessary being something like that of the 
typist’s. When the discs are moved, they show which 
typewriter keys would have been struck. 


———_>- - --- 
SUPER-PRONTO STORAGE FILE 
Said to be suitable for active as well as inactive 
records is a new storage file made by Pronto File Cor- 


SIX ROLLERS 


SLIDING SUSPENSION 





AUTOMATIC STOP 
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THE SUPER-PRONTO FILE.—Said to be suitable for 
active as well as inactive records. 


poration, 636 Broadway, New York. It is called the 
Super-Pronto. All-steel back and front, with corru- 
gated board for its other sides, it is designed with a 
progressive sliding suspension, bearing six rollers, and 
an automatic stop. The finish is olive green. 


——_<—————_ 

TECHNYGRAPH ANNOUNCES THE DUPLICUT 
Technygraph, manufacturer and jobber dealing in 
duplicator supplies, located in Techny, Ill., now is able 





DEVICE FOR ILLUSTRATION IN STENCIL PROCESS. 
—The Duplicut, inserted under a stencil, prints its 
image when rubbed with a burnisher. 


to supply a device called a Duplicut, by means of which 
illustrations may be included in duplicating stencils. 
The device is in the form of a sheet on which is raised 
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an illustration or design in relief. This sheet is placed 
beneath the stencil, the raised lines uppermost, and a 
sheet of cellophane is laid over the stencil. A hand 
burnisher is then employed to work the design or illus- 
tration into the stencil sheet. For a sketch such as is 
shown, the operator needs no more than forty-five 
seconds, according to the manufacturers. Duplicuts 
are being distributed by stencil, duplicator, and ink 
manufacturers. More than 150 cuts are ready at this 
time. Samples and a list of the distributors will be 
supplied by Technygraph. 
= were 
THE PAXTON ROTARY PRINTER FOR MENUS 


A printing press that serves a type space four inches 
by ten, weighs sixteen pounds, and measures six inches 





NEW ROTARY PRINTER, THE PAXTON.—Not in pro- 
duction, it is the design of a Californian. 


in width, six inches in height, and twelve inches in 
length, is the Paxton Rotary Printer, designed by S. H. 
Paxton, 3174 East Second street, Los Angeles, Cal 
Employing linotype slugs, it is suitable for printing 
menus and similar layouts where certain forms are 
followed with slight changes. The machine is not in 
production. Interested parties may write the owner. 


senaiidillliniod 
RUNDSTATLER MUSIC TYPEWRITER 

The Nototyp-Rundstatler G. m. b. H, Berlin W 35, 

Lutzowstrasse 112, is introducing a music typewriter 

invented by Mr. Rundstatler, engineer, who has worked 

about twelve years to develop this machine. The illus- 





MUSIC.—The three- 
Four- 


GERMAN TYPEWRITER FOR 
bank machine shown is an experimental model. 
bank modela are to be produced. 


tration shows a three bank machine. It is said that a 
four bank machine is to be offered. This device writes 
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all musical signs, including the scale, but there are no 
letters to write the words that accompany the musical 
notation. There are thirty shifts provided. Compli- 
cated scores are written by repeating the writing of 
each music line. The writing can be done on ordinary 
paper—that is, without having the customary music 





SAMPLE OF MUSICAL SCORE BY RUNDSTATLER MA- 
CHINE.—It is used with blank paper, the machine imprint- 
ing the lines of the staff. 


ruling. The typing is accomplished in the usual method 
of operating. A long carriage permits writing on large 
sheets of paper. 

Each line of music requires repeating—those items 
which are not complicated may be written first. Later 
the complicated notations are written, to complete the 
work. It should be understood that music characters 
above or beneath the five principal lines will have the 
necessary strokes added. The platen travel has thirty 
line spacings. 

The keyboard is the same as that of the standard ma- 
chine of four banks. It has a thirty-unit spacer at the 
left of the keyboard. A backspacer is fitted to accom- 
modate necessary additional marks. The necessary 
music or marks are embodied in the keyboard. The 
ribbon is broad enough to cover the writing ERB 

—>___ 
PRUITT’S PRUCOSCOPE 

A device offered by Pruitt, Inc., 526 Pruitt building, 
Chicago, called the Prucoscope, designed to be used 
in the cutting of stencils for duplicating machines, has 





THE PRUCOSCOPE.—Electrically lighted with two 
bulbs to gain diffused illusmination. 


a sloping writing surface of glass, beneath which two 
light bulbs are wired for the production of evenly dif- 
fused light. The writing area will handle copy of 
legal size, i. e., stencils up to that limit can be made. 
With the Prucoscope come a stylus for writing and a 
stylus for tracing, a shading plate, and a celluloid 
backing sheet. In operation, the lights are turned on, 
the celluloid sheet is superimposed on any illustration 
which is to be reproduced, and both are laid on the 
glass. The backing sheet of the stencil is fixed in place 
at the top, and the design is traced with the styli. 
——_>———_ 
LONG CARRIAGES NOW FOR CONTINENTAL- 
SILENTA 

The Continental-Silenta noiseless typewriter, manu- 
factured by Wanderer-Werke, Siegmar Schonaun- 
Chemnitz, Germany, is now furnished with a wide 
carriage and key-set decimal tabulator. Model I lg 
has a platen of eleven inches, model II a platen of 
twelve and a half inches, model III a platen of fifteen 
inches, and model IV an eighteen inch platen. Models 
II, III, and IV are provided with a base plate to give 
the carriage rails additional support. 
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GENERAL O. M. CORPORATION MOVES 


Featured by a formal opening and housewarming in 
which several hundred guests participated, the Gen- 
eral Office Machines Corporation recently moved into 
newer and larger quarters at 719 Liberty avenue, Pitts- 
burgh, Pa. 

In the new establishment the company now has more 
than 12,000 square feet of space, ten times that of the 
former location at 715 Liberty avenue, according to 
Edward J. Eggleston, president of the concern. With 
the added space and additional facilities provided by 
the modern store Mr. Eggleston said his company has 
branched out considerably and is now handling many 
items of furniture, filing equipment, safes, etc. 

“At our former store we did not have the space for 
anything but office machines,’ Mr. Eggleston ex- 
plained. “And for that reason we confined ourselves 
to them. During our seven years in business, however, 
we continually received calls for other types of office 
equipment and recognized the necessity for a bigger 
and better establishment in which to place an ade- 
quate and varied stock.” 

The General Office Machines Corporation was 
launched in 1929, two weeks before the first signs of 
the depression became apparent. Despite the difficul- 
ties which beset the nation and business in general the 
company continued to grow and within a few months 
felt the need of the additional space now made avail- 
able. 

Indicative of the importance with which the corpo- 
ration is regarded in its city was a recent edition of 





MACHINES CORPORATION IN 
NEW HOME.—(Above) Interior of the new establish- 
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ment at 719 Liberty avenue, Pittsburgh, Pa., and 
(lower) the impressive and spacious window display 
and illuminated sign. 


the Pittsburgh Sunday Sun-Telegraph which devoted 
an entire page to a report of the company’s new loca- 
tion, together with advertisements of some of the lines 
carried by the firm. These included Victor adding ma- 
chines, Ohmer cash registers, Herring-Hall-Marvin 
safes, Royal typewriters, Underwood typewriters, Jack- 
son desks, Shipman-Ward typewriter parts and platens, 
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Sheaffer pens, Remington typewriters, Corona port- 
ables and Macy desks. 

Mr. Eggleston is assisted in the management of the 
business by Louis S. Weiss, treasurer, and Robert Hay, 
sales manager. 

Ho 


STATE MEETINGS HELD IN FIFTH DISTRICT 

Harold J. Hampton, governor of the Fifth Regional 
District, has been extremely busy during the past 
month attending meetings of the organization in vari- 
ous sections of the state. 

On October 27 Governor Hampton was a guest of 
the Cincinnati Stationers Club where he met with exec- 
utives of the eight stationery companies who make up 
the membership of the organization. A lengthy busi- 
ness meeting was devoted almost entirely to a discus- 
sion of plans for the Fifth Regional meeting which is 
to be held in Cincinnati in the spring although a def- 
inite date has not yet been set. 

In the evening a meeting was held of all the sales- 
men from the various business houses gathered to hear 
addresses by Jerry Sprott of The Globe-Wernicke Co. 
and Governor Hampton, both of whom confined their 
talks to methods to create better selling. The evening 
meeting was followed by a banquet at which Jack 
Kuresman, Pounsford Stationery Company and secre- 
tary of the Cincinnati club, acted as toastmaster. 

On November 10 Governor Hampton attended a 
meeting sponsored by the Stationers Club of Detroit 
held for the purpose of forming a Michigan State As- 
sociation to foster a fair trade practice law for the 
state of Michigan. 

Clem Seely, of the Tisch-Hine Company, Grand 
Rapids, was appointed chairman of a committee of 
seven to organize a state association. At the same 
time the assembled visitors gave enthusiastic praise to 
Leonard and Fred Holmes, of the Prompt Press, Detroit, 
who arranged the successful Detroit meeting. 

According to Mr. Hampton, he has completed plans 
whereby these state meetings will be held in various 
parts of the Fifth District about every two weeks dur- 
ing the coming year. 
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FOURTH REGIONAL DISTRICT 

The meeting of the Fourth Regional District will be 
held in New Orleans on March 11 and 12 at which time 
Governor M. E. Hansell, II, and other officials of the 
district plans to stage one of the largest and most suc- 
cessful gatherings in the history of The National Sta- 
tioners Association. 

Although four months will elapse before the dele- 
gates journey to the Louisiana city, plans for the for- 
mation of committees are already being considered and 
are expected to be completed within a few weeks. 

Other activities in the district include plans of the 
New Orleans Stationers and Office Equipment Associa- 
tion to take advantage of the recently-passed Fair 
Trade Act. Governor Hansell also reports plans for the 
formation of a State Association in the near future. 


—— 


REMINGTON RAND TRANSFERS BRYANT 

J. E. Bryant, who has been employed with Remington 
Rand, Inc., for 14 years, was recently transferred from 
the maintenance department of the branch in Hous- 
ton, Texas, to a similar position with the Oklahoma 
City office, located at 227 Northwest First street. Mr. 
Bryant started with Remington Rand in Kansas City, 
Mo.—EVH 
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THOMAS F. VAUGHN PASSES 

Thomas Fales Vaughn, prominent philanthropist 
and for many years president of the Wabash Cabinet 
Company, died Thursday, November 19 at the Florida 
Medical Center, Venice, Fla. He was eighty-four years 
of age. 

Mr. Vaughn had been ill for several years, suffering 
from arteriosclerosis. His condition was grave when he 
was taken from his summer home at Lake Wawasee, 
stopping enroute to Florida at the Methodist hospital. 
Attending physicians had practically abandoned hope 
and for that reason Mr. Vaughn’s death was not un- 
expected. 

Mr. Vaughn was one of the outstanding citizens of 
Wabash, Ind. Despite his ill health he was identified 
with many philanthropic movements and was gener- 
ous in money and personal effort to improve commun- 
ity conditions. 

Born in Providence, R. I., on October 19, 1852, the 
son of Captain Fales Vaughn and his wife, the former 
Sarah G. Northrup, Mr. Vaughn quickly acquired an 
education and as a lad entered the employ of a brass 
factory at Haydonville, Mass. At the time of the Mill 
river disaster in 1874 he remained to give the alarm at 
the factory, saving the lives of many employes. In the 
same disaster his father lost his life, returning to his 
home to rescue his wife who had already sought safer 
ground. 

Shortly after the tragic loss of his father Mr. Vaughn 
left for Chicago with his mother, arriving in that city 
at the time of the second Chicago fire. 

On June 12, 1877, he married Henrietta M. Furlong 
and of this union three daughters were born. 

After working in responsible positions with three 
Chicago firms Mr. Vaughn was later sent by a credit- 
ors’ committee of the First National bank of Chicago 
to Wabash, Ind., to assume the management of the 
Wabash Cabinet Company. So great were his efforts 
on behalf of this firm that, upon completion of the 
reorganization period Mr. Vaughn was named presi- 
dent and general manager, a post he held until forced 
by continued ill health to abandon his desk. 

During Mr. Vaughn’s absence W. H. Urschel, vice 
president and treasurer has been in active control. At 
the time Mr. Vaughn left for Florida in an effort to 
regain his health a reorganization of the company 
was effected and Mr. Urschel was elected president. 

Mr. Vaughn was a member of the First Universalist 
church, Chicago; a charter member of Company A, 
First Regiment, Illinois National Guard; of the Wa- 
bash Rotary Club, Hanna lodge, No. 61, Wabash Chap- 
ter R.A.M., No. 26, Wabash Commandery, No. 37, and 
the Fort Wayne Consistory, Scottish Rite. 

He is survived by his widow, Henrietta Furlong 
Vaughn, his daughters, Mrs. E. O. Ebbinghouse and 
Mrs. Harriet V. Rigdon, of Wabash, and Mrs. J. N. 
Zigler, South Bend; his grandchildren, Harold C. 
Vaughn Ryan, Chicago; Eugene Fales Ryan, Minne- 
apolis; Mrs. William C. Abbott, Keene, N. H.; Jay Alden 
Rigdon, Syracuse, Ind., and Helen, Jack and Eleanor 
Zigler of South Bend. Ten great grandchildren also 
survive. 

NELSON TO REPRESENT WATSON COMPANY 

The A. R. Nelson Company has been appointed New 
York representatives of the Watson Manufacturing 


Company of Jamestown, N. Y., manufacturers of steel 
office equipment. The New York headquarters of the 


Nelson Company have been established at 101 Park 
avenue. 
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SNOW U E F WESTERN DISTRICT MANAGER 

As this issue goes to press, word comes that F. C. 
Snow has been appointed Western district manager, 
and W. M. Coffman, Pacific Coast district manager for 
the Underwood Elliott Fisher Company, effective De- 
cember 1. Further details concerning the appoint- 
ments will be presented in the January issue. 

—_<—______ 
SECURITY STEEL ISSUES REVISED CATALOGUE 

Stressing many new and improved selling features 
in design and construction of its line of “Period Presi- 
dential” desks, tables, and chairs, the Security Steel 
Equipment Corporation, Avenel, N. J., last month is- 
sued a revised catalogue. 

The book, which contains twenty-four pages, is an 
impressive piece of printing work because of its clever 
layout and arresting color scheme, a principal feature 
of which is a silver background for each piece of furni- 
ture illustrated. In addition to showing single pieces, 
the catalogue also devotes a number of pages to office 
suites with close-up views of special features and new- 
type drawers and trays of the various pieces. 

Copies of the revised catalogue, which is listed as the 
No. 1036-P, may be obtained by writing to the cor- 
poration’s home offices. 

ADAMS COMPANY EXTENDING 

The S. G. Adams Company of St. Louis has purchased 
a site on the northeast corner of Delmar boulevard 
and Garrison avenue, adjoining its manufacturing 
plant which will be the scene of building operations 
during the next year. The Adams ‘Company, which 
makes metal stamps, name plates and other items sold 
by office supply stores, needs more room for manufac- 
turing facilities and the new property will provide for 
the future expansion of the firm. The company oper- 
ates a large office supplies, stationery and office furni- 
ture store at 412 North Sixth street in St. Louis—HB 
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GUSTAVE FISCHER COMPANY INVITES CUSTOMERS TO 
SHOP BY TELEPHONE.—tThe large cut-out signs suggest to 
the business public of Hartford, Conn., that ordering by tele- 
phone is simple and efficient. Appropriately, the window is 
completed by a display of several dummy telephones and 
such telephone accessories as desk pads, indexes, and de- 
vices for the purpose of preventing kinks in telephone wires. 


Eas a ee 
RUFF COMPANY OPENS 
Thomas W. Ruff and Company is a new firm to en- 
gage in the office furniture business, located at 21 
North Fourth street, Columbus, O. Thomas W. Ruff is 
owner.—AK 
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T. T. MALLESON IN HONOLULU 

T. T. Malleson, foreign sales director of the Royal 
Typewriter Company and the office equipment indus- 
try’s most traveled member, reaching Honolulu in Oc- 
tober, to call upon the Honolulu Paper Company which 
has been Royal agent in the territory for fifteen years, 
was detained there several weeks by the seamen’s strike 
in San Francisco. 

The Honolulu Advertiser for September 24 reports 
Mr. Malleson “much impressed with the develop- 
ment which has taken place in his line of business 








MALLESON 
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since his last visit, about seven years ago, and also of 
the general business conditions in the Islands. And 
that in all of the countries visited by Mr. Malleson on a 
twenty-seven months’ tour of the world, Honolulu be- 
ing his last stop before returning to the Mainland and 
Paris where he resides, he has found a general up- 
trend of business in most lines, with the exception of 
China, where conditions are very unsettled. In South 
Africa and the Philippine Islands, the gold situation 
has brought about a material boom in business, which 
is still in the initial stages of development.” 

The October 20 issue of the same newspaper con- 
tained an interesting story of the romance of Mr. Mal- 
leson’s business career. There was reference to the 
sale of thirty-two thousand Royals to the British gov- 
ernment during the war: to the sale of seventeen thou- 
sand five hundred machines to the French government 
at that time and of the sale of six thousand machines 
to the Russian government. Only three thousand be- 
ing shipped on account of the revolution. A recent 
sale to Indian rajahs of four hundred fifty machines 
in Telegutype, “a Sanskrit type in formation, written 
in Latin form” was referred to. And mention made of 
the Royal Company’s Katakana keyboard for the Jap- 
anese. Many of the latter being used by Japanese 
writers for newspapers. 

Some of Mr. Malleson’s observations in Zanzibar 
were presented. (A reminder of Raymond Hitchcock’s 
old song, “A Typical Lover of Zanzibar.’’) 

On October 19, chance gave Mr. Malleson and two 
friends from the Orient the pleasure of a day or two 
together in Honolulu. P. S. Widdup, managing direc- 
tor of the Office Appliance Company, Ltd., Royal agents 
for China, enroute to the United States, arrived on the 
President Hoover. Mr. H. Aronson, proprietor of the 
Photo Material and Paper Company of Cebu, Philip- 
pines, and agent for Royal Typewriter Company in the 
southern half of the Philippines, who arrived from the 
Mainland on the Monterrey. 

“Ted” Malleson is a cosmopolitan. His travels and 
his business have given him acquaintance in most of 
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the principal cities of the world. Living many years 
abroad has made him quite a linguist. To his native 
English he has added the Italian, French, German and 
Spanish languages. He has made four trips around 
the world. 

(Note.—We had hoped for the pleasure of a visit with 
“Ted” Malleson on his trip across the continent. 
Whether still detained in Honolulu because of the sea- 
men’s strike or whether lingering there in pleasant 
bondage to the delightful climate, the magic of the 
Hawaiian moon and the tinkling cadences of Hawaiian 
melodies we were unable to learn before this number 
of the journal went to press.) 

—_>——_ 
DIRECT MAIL EXHIBIT AT PHILADELPHIA AND 
CHICAGO 

The impressive “Trails to Sales” exhibit of the Direct 
Mail Advertising Association which is scheduled for 
the Benjamin Franklin Hotel in Philadelphia Decem- 
ber 1, 2 and 3, will appear at Chicago, December 14, 
15, 16 and 17 at the Hotel Sherman under the sponsor- 
ship of the Chicago Graphic Arts Federation, of which 
S. F. Beatty is the executive director. The general 
chairman of the local executive committee is George 
F. McKiernan of Geo. F. McKiernan & Company. He 
is assisted by representatives of many of the advertis- 
ing, sales, and graphic arts groups in Chicago. 

—___——. 
BANKERS & MERCHANTS STAMP WORKS, INC., 
IN NEW HOME 

Rubber stamps with chromium mountings is the 
secret of the accession of business recently enjoyed by 
Bankers & Merchants Stamp Works, Inc., according to 
a report of S. M. Weissman, president. His firm found 
itself in need of a considerably enlarged floor space, 
if it were to keep pace with the increasing demands 
made for its products, and thus the organization moved 
to its present location, 3215 Sheffield avenue, Chicago. 
The increase of business gained within the past year 
Mr. Weissman places at two hundred per cent, and he 
reports indications of a very promising future. 

—<————_— 
TYKAR APPOINTS NEW DISTRIBUTOR 

The appointment of a new distributor of the firm’s 
merchandise was announced last month by officials of 
the Tykar Corporation, New York, manufacturers of 
the Tykar automatic carriage return for typewriters. 

The appointed firm, which will be the sole distribu- 
tor for northern New Jersey from Trenton and eastern 
New York, not including Binghamton and Utica, to the 
Canadian line, is the Progress Specialties Corporation, 
40 Clinton street, Newark, N. J. At the time of the an- 
nouncement it was also explained that the same dis- 
tributor will also handle the Neison duplicator in sim- 
ilar territory for the Neison Sales Corporation. 

—_——g—————— 
ARONSON VISITS UNITED STATES 

H. Aronson, president of the Photo Materials & Paper 
Company, Cebu, Philippines, recently spent six weeks 
in the United States. The object of Mr. Aronson’s trip 
was to visit manufacturers in several fields whose lines 
he handles. One of these is the Royal Typewriter Com- 
pany for which Mr. Aronson is agent for the southern 
half of the Philippine Islands. 

—<_—_ 
PETERS IN NEW LOCATION 

C. H. Peters, Columbus, O., agent for the Allen-Wales 
Adding Machine Corporation, has moved into new and 
large offices at 405-6 Eight West Gay street. Peters re- 
ports a substantial increase in business for the first 
seven months of 1936.—AK 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holborn Circus, London EC4. 

Mr. Jackson’s association with the trade and his contacts with its organiza- 

tions afford him information valuable to those desiring to cultivate the Brit- 

ish market. In subscription matters, O. Viborg-Larsen, Dalforet 16, Copen- 

hagen, Denmark, is the authorized representative of Office Appliances in the 
British Isles. 


London, November 10, 1936. surprise and some little amusement in his comments 

The big event in the trade last month was, of course, on the annual report and the work of the past exec- 
the seventh annual meeting and dinner of the Office utive. I seem to remember that he made reference to 
Appliance Trades Association of Great Britain and _ the fact that the executive was always the “old gang”! 
Ireland. The meeting was quite well attended, and _ It is therefore rather amusing to find that our present 
although I have not the official figures, I should say executive committee is entirely composed of the “old 
there were sixty or seventy members represented. In gang.” Each of them has served as Chairman pre- 
addition, of course, there were quite a number of others 
who, whilst representing their company, had no voting 
power. The annual report and balance sheet was for- 
mally moved and adopted without much discussion, 
except for a few remarks from Mr. N. W. R. Mawle 
(British Typewriters Ltd.), whose apparently strong 
words were accepted in a jocular strain—as no doubt 
he really intended. We then proceeded with the elec- 
tion of the Chairman, and I have much pleasure in re- 
porting the unanimous choice of Mr. Harry E. Stiles 
who served so nobly on the Exhibition Advertising 
Committee. (Mr. Stiles is managing director of L. C. 
Smith & Corona Typewriters Ltd., London, recently 
consolidated at a new address, 52-56 Osnaburgh street, 
Regents Park, London, N. W. 1.) 

Voting for the new committee resulted as follows: 

Mr. E. C. Rylands (Carter-Parratt Ltd.) 

Mr. W. D. Gledhill (Gledhill Brook Time Recorders 
Ltd.) 

Mr. W. E. Desborough O.B.E. (Powers Samas Account- 
ing Machines Ltd.) 








HARRY E. STILES, MANAGING DIREC- 


Mr. J. Adams Keene (National Loose Leaf Co. Ltd.) TOR, L. ©. SMITH & CORONA TYPE- 
Mr. N. W. R. Mawle (British Typewriters Ltd.) WRITERS, LTD., LONDON, ENGLAND.— 

y aaa Mr. Stiles was unanimously elected chair- 
Mr. A. W. Thomas (Royal Typewriters) man at the seventh annual meeting of 
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viously, and this year there is no new blood. That of 
course is not to decry the ability, wisdom, and enthu- 
siasm of the gentlemen in question, who no doubt will 
see that the Office Appliance Trades Association will 
progress and make itself felt as a power in British 
trade. 

The dinner which followed the annual meeting was 
a very enjoyable and jolly affair. Those present at the 
meeting had been joined by a number of guests and 
there were numerous cross-table toasts, apart from 
the official ones. We all missed a very familiar figure, 
namely “Joe” Halsby, Hon. Secretary of the Associa- 
tion. Mr. Halsby was confined to the house with a se- 
vere cold, but we sent back by his son, Jack Halsby, the 
very good wishes of everybody present. 

The Royal Toast was, of course, proposed by the 
chairman. The toast of the association was proposed 
by Mr. W. D. Gledhill, T. D., M. A. (Cantab), who, in 
Mr. Halsby’s absence, was acting also as the Honorary 
Secretary. Mr. Gledhill traced the formation of the 
association from before the war and also gave us some 
very interesting facts regarding successive exhibitions. 
During the evening, and in between the speeches as it 
were, we were entertained by artists at the piano, and so 
finished cordially (but soberly) another milestone in 
the life of the Association. 

I should like to report the advent of two new mem- 
bers in the Trade Association, namely, W. H. Smith & 
Sons and British Typewriters, Ltd. They were welcomed 
in the usual hearty manner at the annual meeting. 


* 7 7 * 


I had an invitation to a special Exhibition of Powers 
Machines being held in the new Powers-Samas prem- 
ises. This was a double event, as it introduced the new 
Powers One and was presumably the official opening 
of the splendid building they have just moved into. 
The new showrooms are lofty and light and I found 
the demonstrators very busy. The actual opening cere- 
mony was performed by Sir Josiah Stamp, who, in the 
course of his remarks, said:— 

“T have long since ceased to ask questions about my 
personal qualifications for particular functions in 
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which I am invited to take part; it is such a strain on 
the veracity of the inviters and the credulity of the in- 
vited, that I find it best to take it, like so many other 
accidents of life, for granted. One of my boys when 
small and passing through the railway stage—long be- 
fore I had anything to do with railways—when being 
warned that probably that was not the career for which 
he was destined, declared that he must, at any rate, 
have something with tickets in it, his prowress at 
punching holes being certainly phenomenal. So 
whether the simplest symbol of my profession, namely, 
a hole in a little piece of pasteboard, started the train 
of thought which led to my appearance here today, I 
shall not stop to enquire. Perhaps my known enthusi- 
asm for tackling the problems of civilization by means 
of classification and quantitative measurement of re- 
lationships is a more likely genesis. While watching 
the tabulating machine downstairs, I could not help 
thinking of my first few days in an office preparing a 
large tabulated statement in one of the Departments 
of the Inland Revenue, and of being told by the head 
of the office that I would not even make a good cross- 
ing sweeper—I have come to the conclusion that he 
was right.” (Laughter.) 

After visiting the actual exhibition, I had a quick 
run round the building, saw Mr. Desborough’s splendid 
office and reception room, and put my head round the 
corner into Mr. S. Downe’s room to exchange a few 
pleasantries. Certainly they are much better equipped 
here than they were in their old building, and we all 
wish them continued success. 

- ~ _ » 

I am indebted to my friend, Mr. J. Gustave Hemes, 
the proprietor and publisher of “International & Ex- 
port Review,” for the following particulars regarding 
the recent annual meeting of the International Union 
of Office Appliance Trades Association held in Amster- 
dam, Holland. Incidentally, Mr. Hemes is the Hon. 
Secretary and Treasurer of the Union. 

Present at the meeting were Mr. M. C. Boas, presi- 
dent, Mr. J. Adams Keene, vice-president, and Mr. J. 
Gustave Hemes, Hon. secretary and treasurer. The fol- 
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APPLIANCE TRADES ASSOCIATIONS AT THE 1936 BANQUET, 
AMSTEL HOTEL, AMSTERDAM, THE NETHERLANDS.—M. C. Boas, president, is in the rear row, center, the 
map of South America behind his head. 
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lowing countries were represented: Belgium, Chambre 
Syndicale du Bureau Moderne; England, Office Appli- 
ance Trades Association of Great Britain and Ireland; 
Germany, Reichsverband des Buromaschinen und Or- 
ganisationsmittel-Handels e.V; and Holland, Ned. 
Vereen. van Importeurs en Fabrikanten van Kantoor- 
machines; and Vereeniging van Fabrikanten en Fabri- 
kanten-Vertengenwoordigers Kantoormachine- 
benoodigheden. 


van 





THE LATE WALTER 
D. MORGAN 


“One of the outstanding problems at the meeting,” 
says the Review, “was price maintenance and discounts 
in different countries. Reference was made to the fact 
that in some countries maintenance of prices and dis- 
counts are subject to Government regulations. It was 
strongly pointed out that in the interests of the manu- 
facturers and distributors, price competition is unde- 
sirable. Decisions were taken by the council to pursue 
their work in remedying this state of affairs, and this 
had the hearty support of all delegates present. 

‘At the end of the meeting a hearty vote of thanks 
was given to Mr. M. C. Boas for the practical way in 
which he conducted the meeting, at which he was re- 
elected, unanimously, president for another year.” 


* 


It is with much regret that I record the passing of 
Mr. W. D. Morgan, so well known in connection with 
Royal typewriters. I cannot do better than pass on to 
you an appreciation sent to me by Mr. A. W. Thomas: 

“Walter Dailey Morgan, Chairman and Managing 
Director of the Visible Writing Machine Company Lim- 
ited, British Royal Organization, died at his home in 
South Kensington, London, aged 50, on October 10th 
last. 
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“He was born at Nashville, Tennessee, and was a 
graduate of the University of Kentucky. He took 
charge of Royal Typewriter interests in the United 
Kingdom in 1916 at the very early age of 30. 

“He at once made an impression on the affairs of 
the company, and at the same time his social gifts 
were utilized in strengthening the ties of friendship 
between the two great English speaking nations. He 
was possibly the most popular American in London, a 
governor of the American Club, and one of its past 
presidents. 

“He amassed a large amount of knowledge and ex- 
perience of the whole of the office equipment industry, 
and his presence and experience in Trade Conferences 
and meetings of manufacturers’ representatives always 
gave prooi of the stature of the man. 

“The executive officers and staffs of the Royal or- 
ganization throughout the country mourn the loss of a 
beneficent chief, a capable administrator and a loyal 
friend. 

“The growth of Royal volume of business in Great 
Britain during his twenty years in the chair is the fit- 
test monument to his ability.” 

* * +. * 

Over the dinner table at the recent association’s an- 
nual dinner, Mr. J. Adams Keene, Chairman of the Na- 
tional Loose Leaf Company, Ltd., told me of the recent 
celebrations in connection with the twenty-fifth anni- 
versary of his firm. Apparently the whole staff dined 
at the Monico restaurant, and I hear that the toast of 
the firm was proposed by Mr. Keene’s good friend and 
first customer, Mr. Clifton Tollitt of Tollitt & Harvey, 
Ltd. Souvenir gifts were presented to the ladies and 
gentlemen from Mr. and Mrs. J. Adams Keene, whilst 
Mr. Keene himself was the proud recipient of a wrist 
watch from his staff to commemorate the occasion. 


* * * * 


I nearly forgot to record the fact that the past chair- 
men of the Association got together for a private din- 
ner a few days before the annual meeting. Unfortu- 
nately, my father, Mr. E. B. P. Jackson, was unable to 
go, which may account for the fact that I have heard 
very little about it. Perhaps the other past chairmen 
remember nothing of what happened!—VEJ 


p> - 


NISSEN-LIE GATHERING ENJOYABLE 
AND PROFITABLE 
The annual meeting of provincial dealers and sales- 
men of M. Nissen-Lie & Company, Akersgt. 15, Oslo, 
Norway, was held at the home office of the firm Octo- 
ber 16 and 17. The purpose of the gathering is the 
exchange of ideas, instruction in salesmanship, and 


M. NISSEN-LIE A COMPANY, OSLO, 
NORWAY.—Dealers and salesmen from 
the provinces gathered for an annual 
rally to discuss merchandising and see 
new models of office machines. At the 
front, left, is Mr. Nissen-Lie himself. 
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demonstration of new models of typewriters and cal- 
culating machines. 

About thirty dealers from all over the country par- 
ticipated in the convention. Mr. Nissen-Lie welcomed 
them at a luncheon served at one of the leading restau- 
rants of Oslo. 

At meetings held in the firm’s office, lectures were 
given on salesmanship and advertising. Typewriters 
and calculating machines were demonstrated. Films 
from the offices and factories of the Royal Typewriter 
Company Inc., were shown. Through the courtesy of 
the Fox Film Company, the group was given an oppor- 
tunity to witness the performance in Chicago by which 
Albert Tangora, using a Royal, won the title of cham- 
pion typist under the auspices of the International 
Commercial Schools Association August 25. The new 
Royal model H-M demonstrated for the Oslo gathering 
was received enthusiastically. 

Since November 1 the firm of M. Nissen-Lie & Com- 
pany has had the agency for Norway of the Comptom- 
eter calculating machine. Mr. Vestly, previously the 
Comptometer representative, demonstrated the various 
models thoroughly. He is now manager of the Comp- 
tometer department for the Norwegian organization. 

At the close of the meetings, a dinner was served at 
the Bristol Hotel to all the dealers, salesmen, and mem- 
bers of the staff by the firm. The meetings were recog- 
nized by all as having been very informative and en- 
joyable, and the organization is looking forward to an 
increase in business activity through closer codpera- 
tion between the dealers in the field and the home 
office. 

ee 
BRITISH INDUSTRIES FAIR FOR 1937 
TO BREAK RECORDS 

The British Industries Fair of 1937, which will be 
held in London and Birmingham, February 15 to 26, 
will be an exhibition of many more industrial and 
commercial products than were shown in 1936, if pres- 
ent indications can be accepted at face value. For 
already, with the exhibition still months away, the ap- 
plicants for exhibition space represent a roll more than 
half the length of the total of 1936 exhibitors, and the 
exhibition space assigned is 568,930 square feet of the 
London facilities, and 290,000 square feet of the area 
available in Brimingham at Castle Bromwich, where 
the engineering and hardware exhibits will be shown. 
The 1936 fair was supported by 2,458 exhibitors, and 
only 823,111 square feet of space were occupied, a fig- 
ure less than that already taken for the 1937 event. 

There will be no duplication of exhibits at the fair, 
although it will cover the whole range of British manu- 
factures, including those of Ireland, British Dominions, 
and colonies, according to report. Described as the 
world’s largest national trade exhibition, it will afford 
many opportunities for foreign buyers to meet manu- 
facturers of articles, or sole selling representatives. 

In London, the new Earl’s Court building, reputed 
to be the largest and most thoroughly equipped exhi- 
bition building in the world, will be used. It has twelve 
acres of floor space. Two and a half acres of the 
ground floor are unobstructed by pillars. 

Stationery and printing will be represented at Olym- 
pia, together with fancy goods, pottery and glassware, 
jewelry, silver and plate, leather goods, toys, sport 
goods, chemicals and druggist’s items. 


PROMISES 


erasmnssigliassmmiaiia 
BRAZIL FIRM REPRESENTS COLUMBIA RIBBONS 

Alberto Amaral & Cia. Ltda. is a well-known firm of 
Recife, Pernambuco, Brazil, engaged in the distribution 
of office equipment and supplies, including products of 
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leading American manufacturers. Alberto Amaral is 
recognized by his customers as an expert in his field, 
His company carries typewriters and business machines 
of several makes. Ribbons, carbons, and supplies that 
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go with them are products of the Columbia Ribbon & 
Carbon Manufacturing Company of Glen Cove, Long 
Island, N. Y. 

The territory served by the firm of Alberto Amaral 
& Cia. Ltda., comprises several states of northern Bra- 
zil. It is said to be one of the largest and most pro- 
gressive houses in the country. In addition to office 
machines and supplies, the firm distributes American- 
made refrigerators and radios. 

———_——__—_—_ 
FIRM STAMP OR TYPEWRITER SIGNATURE? 

Die Biiro Industrie (Berlin) discoursed on the matter 
of signatures on letters. The editor believes that a 
better result is obtained by typing the signature. Inci- 
dentally he makes a plea for typewritten signatures as 
an assistance to the recipient of the letter when he 
undertakes to reply. 

Observe sometime in the reading of your daily cor- 
respondence, whether the letters, post cards, etc., at 
the close, are signed with a rubber stamp. The editor’s 
observations are that the rubber stamp is not carefully 
used. 

Whether it makes a good effect to use a black ribbon 
and then an impression from a red stamp pad, the edi- 
tor questions its harmony. He prefers a violet stamp 
impression. 

But why use the rubber stamp? It is much simpler 
to write the signature on the typewriter. How often 
the stamp impression is not in line! How many stamps 
are, through repeated use, no longer capable of giving 
good impressions. Sometimes the stamp pad is not 
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clean, or gives a faint impression, or smears. Other im- 
pressions are light at one end, and darker at the other. 
Often the impression is upside down. Another sugges- 
tion is offered—that of typing the name of the letter 
writer in case that individual writes poorly. In the 
event the recipient has little correspondence from the 
house, he may be unable to identify the signature. In 
that case, a typed signature will be of great assistance. 
pico 


GERMANY RESTRICTS BUILDING OF TYPEWRITER 
PLANTS 

The German Government has placed restrictions 
upon the building of factories for the manufacture of 
typewriters, or on the enlarging of existent factories 
making them, and has publicized the fact in the official 
journal. For the erection of such plants, or for re- 
modeling them, permission of the government must be 
obtained.—_ERB 

-—_—- ~S> - -— 
THIRTY-FIRST INTERNATIONAL PARIS TRADE 
FAIR MAY-JUNE, 1937 


Some ten thousand manufacturers representing 
thirty-five different countries will coOperate in estab- 
lishing exhibits at the next international trade fair to 
be held in Paris, France, in May and June of the com- 
ing year. Practically every branch of commercial and 
industrial activity will be presented, according to re- 
port. The record of more than two million visitors at 
the 1936 event is expected to be broken by the figures of 
the event to come. Travel companies will make special 
rates allowing reductions of approximately 40 per cent 
for the visitors. 

Chief among exhibits to be displayed by American 
manufacturers after the presentation of automotive 
and air transport products will be office appliances and 
furnishings. 
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“HOUSE OF GERMAN SHORTHAND” INAUGURATED 


A wanderer since the turn of the century, German 
stenography has at last a home for itself in Bayreuth, 
known as the House of German Shorthand. Since 1901, 
the site of the stenographic organization changed sev- 
enteen times. Early in November, however, construc- 
tion of an edifice had proceeded from the setting of a 
foundation to the laying of the roof. An idea of the 
size of the new building may be gathered from the fact 
that it has 131 windows and sixty-two rooms. 

The construction of the building and the festivities 
that marked this new advance in the twin commer- 
cial arts are reported in a booklet of 112 pages entitled 
“Bayreuth Pfingsten 1936 (Beyreuth Pentecost of 1936) 
Festtage der Deutschen Stenografenschaft (Festival of 
German Stenography),” copiously illustrated with 
photographs, and bearing reports of the conferences 
and addresses which occurred. The progress and 
achievements of the organization are interestingly set 
forth. A comprehensive record of the 1936 typewriting 
contest is included. 

mattine 

OBSOLESCENCE ON ACCOUNTING MACHINES 

Industry Illustrated (London) published interesting 
comment on the wear and tear allowable on book- 
keeping and accounting machines. It developed that 
there is no allowance which may be insisted upon, but 
the usual rate is 742%. In case a letter can be obtained 
from the manufacturer, showing that the “expectation 
of life” of the machine warrants, a larger percentage 
may be allowed by the local tax commissioners on ap- 
peal to that body. 
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THE MARKET FOR OFFICE APPLIANCES IN IRAN 
By Walter Buchler 

Iran is an ever growing market for imported office 
appliances—particularly typewriters and calculating 
machines. This is due to the westernization of the peo- 
ple in the trading centres, and the great number of 
Persians who have received their education in England 
or France, returning to their country and introducing 
Western customs and methods. 

Teheran is the capital of Iran, the name officially 
given to Persia a year or so back. There you find mod- 
ern offices with modern equipment, but Teheran can- 
not be said to be the centre of trade, as in Iran there 
are big distances that have to be covered by mule and 
motor transport. The centres of trade in Iran are 
Bushire and Bunderabas, both on the Persian Gulf, 
Khoramshahr (previously known as Mohomerah), and 
Ahwaz. At these places there are important merchant 
houses, mestly Persian. The construction of the Trans- 
Iranian Railways is having a very marked effect on 
trade, for it will open up the country. 

The Persian merchant now does a fair amount of 
direct business with foreign countries, buying direct 
from British, European and other overseas houses. The 
tendency in Iran is for the establishment of new trad- 
ing concerns, often on a monopoly or semi-monopoly 
basis, both in the capital (Teheran) and in the Prov- 
inces. All these new firms have typewriters, prefer- 
ence being given to those with the French system of 
letters (i.e., accents—grave, aigue, acute), as more Per- 
sians speak and write French than English. 

The up-country merchant also buys direct, main- 
taining an agent at the port of transhipment to at- 
tend to such work. There are a number of well-estab- 
lished foreign houses in Iran, including British, who 
also handle American and other agencies. These Brit- 
ish houses buy and export on their own account. Many 
of the Persian traders know English, having been edu- 
cated in England or France. The Persian is the Paris- 
ian of the East, but he still lacks the moral background 
of the West. Great care has, therefore, to be exercised 
in dealing with native merchants. Manufacturers and 
exporters should ask for advances with order, unless 
they are dealing with firms well known to them. Docu- 
ments should only be released against payment of the 
balance due. A feature of this market is the good sense 
of values that the Persian possesses. He does not mind 
paying for a good typewriter. Very few firms abroad 
send out their own travellers to Iran, as the paucity of 
trade for the individual manufacturer and exporters, 
combined with the great distances that have to be cov- 
ered, would not make this a worthwhile proposition. 
A knowledge of Persian is an advantage, but it should 
be acquired in the country, for the native merchant is 
pleased when he hears his own tongue spoken, though 
when conversing with a foreigner, he prefers to speak 
in French, with which he is more at home than with 
English. 

Advertising has developed in the main centres of 
trade, and pays. The merchant or agent here makes 
arrangements locally for advertising in the press. Post- 
ers sent out from Europe or America are also used, 
usually in English or French, but not Persian. Imports 
into Iran during the past two years have increased. 

~ : 
FRENCH BOOKKEEPING SOCIETY MEETING 

Continuing a tradition, the administrative council of 
the Society of Bookkeeping (S.C. F) offered a cham- 
pagne of honor at the installation of its new president, 
Mr. Victor Le Gorgeu, an officer of the Legion of Honor 
and other bodies. This society numbers nearly 4,500. 
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THE GUEST BOOK 


Mr. and Mrs. W. L. Talbert, Talbert Typewriter Ex- 
change, Casper, Wyo., signed the Guest Book Novem- 
ber 2. They went east to attend the New York Busi- 
ness Show. Following a week at the show, they visited 
the factories of L. C. Smith & Corona Typewriters Inc., 
and Allen-Wales Adding Machine Corporation, and 
called at the offices of Remington-Rand Inc. in Buf- 
falo. Besides L. C. Smith & Corona and Allen-Wales, 
the company handles the Remington accounting ma- 
chines, Niagara duplicators and Friden calculators. In 
Chicago Mr. and Mrs. Talbert, after calling at the office 
of this publication, took a couple of days to visit lead- 
ing wholesalers of typewriters and typewriter parts and 
planned to pay their respects at the L. C. Smith & 
Corona branch. They reported that business was brisk. 
They operate an up-to-date store on the main business 
street of Casper and cover a large outside territory. 
One important task performed while they were in Chi- 
cago was sending their ballots for the presidential elec- 
tion by mail. 


Paul E. Hinchcliffe, Orange, Mass., signed the Guest 
Book November 7. With Mrs. Hinchcliffe he was on a 
trip in which he proposed to cover all states east of the 
Mississippi. He had worked west from New England 
and was ready to start south from Chicago. Mr. Hinch- 
cliffe formerly was sales manager for Rivet-O Manu- 
facturing Company, Orange, but now operates as a 
manufacturers’ representative and carries the Rivet-O 
line of stamp pads, type brushes, daters, time stamps 
and other devices in addition to another line or two. 

Cal Cameron, eastern representative for several 
manufacturers, signed the Guest Book Novembr 15. 
His trip into the Middle West was for the purpose of 
visiting manufacturers whose lines his organization 
sells. He called upon the Meilink Steel Safe Company, 
Toledo; Browne-Morse Company, Muskegon; Sturgis 
Posture Chair Company, Sturgis, Mich., and Geo. E. 
Fox & Company, Chicago. A brief conversation gets 
over the idea that Cal Cameron is capable and alert. 
He reports good business with an outlook for further 
improvement. 

Milton C. Shuster, of Chas. M. Higgins & Company, 
Brooklyn, signed the Guest Book on the seventeenth. 
Milt, as his friends call him, had been working in the 
eastern part of his territory and reported an attractive 
volume of business. 

Roy MacDougall, Toronto, radiating good cheer, 
pulled our latch string and gave us a pleasant hour on 
November 18th. As manufacturers’ agent for Canada, 
Mr. MacDougall gets over considerable Canadian ter- 
ritory where he has many contacts. He sees substantial 
gain in business and good prospects ahead. After a 
few days in Chicago and Milwaukee, Mr. MacDougall 
went to New York for business engagements there. 


Nate Milnor of Milnor, Inc., The Biltmore, Los An- 
geles, in Chicago “between trains” stimulated our en- 
thusiasm by a telephone visit on November 20. On his 
way to the suburb of Elysium from a business trip to 
New York. Some pleasant reminiscence of the early 
days of the Oliver Typewriter Company when Nate was 
star salesman on the Chicago staff. Later he was man- 
ager of the New York City office of the Dictaphone di- 
vision of the Columbia Phonograph Company. Leav- 
ing the office equipment field when he founded Milnor, 
Inc., retail distributor of oriental arts and giftwares in 
wide variety. The business flourished like a green bay 
tree and although sharing the experience of all busi- 
ness through depression, fares well in the upturn. With 
the initiative and enterprise by which he advanced in 
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the office equipment industry, Nate Milnor achieved 
success in the other field. 
——_—~+>>- 


McCLOY’S FIFTY-SEVEN YEARS IN BUSINESS 

Recently the McCloy Company, of Pittsburgh, Pa., 
celebrated the fifty-seventh anniversary of its activity 
as a commercial stationery business. The event was 
referred to in the Pittsburgh Press which devoted prac- 
tically an entire page to the history of the company and 
advertisements of the various lines handled by the Mc- 
Cloy Company. A number of manufacturers partic- 
ipated in the celebration by advertising over their own 
names referring to McCloy’s as the local source for 
their products. 

The McCloy Company was established by A. W. Mc- 
Cloy, Sr., in 1879. Within a short time after opening, 
the business had developed to such an extent that re- 
moval to larger quarters was found necessary. A few 
years later another removal was made to still larger 
quarters at 433 Wood street and then to 642-44 Liberty 
avenue. The process of expansion continued, culmi- 
nating in the recent removal to the four-story build- 
ing at 622 Liberty avenue. 

Originally the business was confined to the merchan- 
dising of a limited number of commercial stationery 
“necessities.” Today something better than 9500 dif- 
ferent items are handled. One of the important steps 
in the progress of the business was the installation and 
maintenance of an office furniture department. In 
keeping with the times a business systems department 
was established a few years ago and is now directed by 
a staff of expert accountants whose services are ex- 
tended to customers for devising efficient systems for 
loose leaf and machine bookkeeping. 

Among the many well known lines handled by Mc- 
Cloy’s are those manufactured by the following: Ace 
Fastener Corporation, Mittag & Volger, Inc., Joseph- 
son Manufacturing Company, Elbe File & Binder Com- 
pany, John C. Moore Corporation, S. S. Stafford, Inc.., 
Neva-Clog Products, Inc., Wansco Paper Products Com- 
pany, Richard Best Pencil Company, Pronto File Cor- 
poration and Parrott Speed Fastener Corporation. 

_ _ 
CLEVELAND NEWS NOTES 

The International Business Machines Corporation 
Cleveland branch have moved to new quarters at 2045 
Euclid avenue. 

> * * * 

The Yawman and Erbe Manufacturing Company has 
taken a five year lease on 5000 square feet of space in 
the Euclid 19th building on the northwest corner of 
Euclid avenue and East Nineteenth street. They expect 
to move about December 1. The present building they 
occupy, at 1330 Prospect, is to be torn down. Charles 
W. Kettelman is local branch manager. 


* * * * 


The Cleveland Branch of the Royal Typewriter Com- 
pany have leased 5000 square feet of space on the sec- 
ond floor of the Hickox building for three years. This 
location is in the busiest section of the downtown dis- 
trict at the corner of Euclid avenue and East Ninth 
street. The space is now being remodeled and redec- 
orated. 

* * * * 

The Cleveland Typewriter and Adding Machine Deal- 
ers Association held their November meeting at Hotel 
Allerton with dinner preceding the business session. A 
number of activities are being planned for the winter 
months that will help the business of members, and 
some social affairs are also being planned.—AED 
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SHIPMAN-WARD FACTORY MOVED 

After eighteen years occupancy of its own building 
at Montrose and Ravenswood avenues, Chicago, the 
Shipman-Ward Manufacturing Company has moved 
its factory and general offices to the third floor of the 
building at 325 North Wells street. The plan to dispose 
of the north side building and take a downtown loca- 
tion was determined upon and executed because of the 
increased demand for typewriter parts and service 
The removal was completed in the latter part of Nov- 
ember and results in the saving of a half day’s time 
in shipments, both by mail and express. 

The building at 325 North Wells street is modern in 
structure and facilities. It is located directly across 
the street from the Merchandise Mart. The third floor 
of the building, occupied in its entirety by Shipman- 
Ward factory and offices, provides spacious quarters 
One side of the building borders the Chicago river 
where a private dock is located, so that transportation 
by water is available. The new quarters are relatively 
close to hotels, a convenience for out-of-town dealers 

The Shipman-Ward Manufacturing Company is, in 
a sense, the outgrowth of the Typewriter Emporium, 
founded in Chicago nearly fifty years ago by E. W. S 
Shipman. In 1921, the company was organized under 
its present title. During the following six years, the 
business, which consisted primarily of the rebuilding 
of Underwood typewriters, grew rapidly. In 1927 James 
P. Ward purchased the interests of E. W. S. Shipman 
and W. H. N. Shipman and became sole owner of the 
business. At that time, W. H. N. Shipman purchased 
from Mr. Ward the controlling interest in the Elmhurst 


Motor Company, which had been managed by James 
P. Ward, Jr. The latter joined the Shipman-Ward 
organization and took charge of the wholesale end of 
the business. Another son, Richard F. Ward, was 
placed in charge of the parts and advertising depart- 
ments. 

During the last nine years the company has extended 
its activities to include the rebuilding of Royal type- 
writers as well as Underwoods and the manufacture 
of parts for all typewriters. The services offered are 
as follows: platen grinding, japanning or nickel plat- 
ing, and general rebuilding. Also handled are platens, 
typewriter supplies, gelatin and stencil duplicators sup- 
plies, and supplies for all duplicators. Branch offices 
are maintained in New York City, Los Angeles, Minne- 
apolis, and Montreal. 

The present executive staff is James P. Ward, presi- 
dent, James P. Ward, Jr., vice-president, and Richard 
F. Ward, sales manager. 

= > —— 
SHEAFFER’S ADVERTISING DRIVE REACHES PEAK 

With all its available forces concentrated on the one 
objective, the W. A. Sheaffer Pen Company’s Christ- 
mas advertising campaign reached its peak on Decem- 
ber 1 with thirty-eight radio stations, black and white 
newspaper ads in seventy towns and cities, and full 
color pages in forty-two cities and nationally known 
magazines involved in the big drive to reach 120,000,000 
readers and radio listeners. 

The big drive climaxed the year-long full page and 
full color Sheaffer national advertising which for 
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twelve months has emphasized the new pocket and 
desk merchandise of the firm. Coupled to this lengthy 
advertising the Sheaffer company also issued scores of 
new window and counter displays, each of which was 
designed to tie in with the Christmas drive launched 
more than a month ago and planned to last to Christ- 
mas Eve. 

Grant Olson, the Sheaffer company’s advertising 
manager, in speaking of the campaign, said: 

“If Christmas is as good as the past full year’s 
monthly sales indicate it will be, our dealers will cut 
a giant profit melon, for we certainly have had a great 
year here at Fort Madison, Iowa. Many of our lines 
passed last year’s peak long ago and our higher priced 
Lifetime line has advanced faster than all our other 
pens.” 

_—— 
IVAN ALLEN-MARSHALL COMPANY TO HAVE 
NEW LOCATION 

Carrying on the continued plan of expansion inaug- 
urated when the firm was organized under its new 
name in 1922, the Ivan Allen-Marshall Company, At- 
lanta, Ga., recently purchased a six-story brick build- 
ing at 29 and 31 North Pryor street, at a cost of $152,000. 

The purchase, which was listed as the third largest 
real property purchase in Atlanta in 1936, was made 
from J. H. Porter and the estate of the late L. Z. Ros- 
ser, with the Otis Realty Company handling the deal. 

The structure comprises 70,000 square feet of floor 
space with a sixty-foot front on Pryor street. It con- 
tains in addition to the six stories, a basement and 
three modern elevators and is equipped with a sprin- 
kler system. 

Up to January 1, 1922, the firm was known as the 
Fiedler & Allen Company, but several years prior to 
that date J. W. Fiedler retired from the presidency and 
his controlling interest was purchased by Ivan Allen 
and C. M. Marshall who continued to operate the com- 
pany under the old name until the beginning of 1922. 

According to Mr. Allen the present building of the 
firm at 40 Marietta street, N. W., will be modernized 
and leased. 


WORK STARTED ON NEW IMPERIAL OFFICE 


Work has begun on the construction of a new office 
and display room for the Imperial Desk Company, 
Evansville, Ind., which, when completed, will have cost 
$10,000. The structure will be ready for occupancy 
about January 1. 

When it is finished the new building will be one of 
the show spots of the office furniture industry. The 
interior walls will be paneled in wood, those of the 
general offices in walnut and lauan and those of the 
private offices in crotch figured two-tone walnut. The 
walls will be modern in design with horizontal metal 
strips and wedge-shaped inserts of contrasting wood. 
The ceilings will be of molded celatex tile. Modernistic 
lighting fixtures will be used throughout. 

Plans for the new office and display room were drawn 
by Edwin C. Berendes, well-known architect of the 
Middle West. 

_ 
ACKER NOW DISTRIBUTOR FOR TYKAR AND 
NEISON 


Charles R. Acker has organized the company of 
Charles R. Acker Associates with headquarters at 1156 
Merchandise Mart, Chicago, to act as distributor for 
Tykar Corporation and the Neison Corporation. The 
products of both these companies have been described 
recently in this publication. Tykar is an automatic 
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carriage return and line spacer for typewriters. The 
Neison machine is a duplicator which makes up to 500 
copies from typed, written, or drawn originals. 

Mr. Acker entered the office appliance field as a sales- 
man for the Brandt Automatic Cashier Company. 
From 1917 until 1935 when he resigned he was vice- 
president and sales manager. He has an excellent rec- 





c. R. ACKER 
(From an old photograph) 


ord for personal sales, for the training of salesmen and 
for sales direction. 

Mr. Acker’s organization will distribute the Tykar 
and Neison machines in Illinois, Wisconsin and In- 
diana. Fred R. Hunter has been engaged as director 
of sales. 

ees 
STELLE, INC., TO HANDLE BYREN & WEIL 
ACCOUNTS 


With the recent discontinuing of the business of the 
Byren & Weil, Inc., Advertising Agency, Philadelphia, 
an announcement was made that the accounts of this 
firm including that of the Mohican Pencil Company 
will in future be handled by B. W. Stelle, Inc., 1623 
Walnut street, the same city. According to the state- 
ment announcing the change, B. W. Stelle, Inc., 
was to continue the business during the month of No- 
vember at the Byren & Weil, Inc., office, 1315 Walnut 
street, and thereafter at its own establishment at 1623 
Walnut street. 

~——— ~— -—--- 
FRANK LEASES N. Y. ESTABLISHMENT 

Louis Frank has leased the premises at 13 East Twen- 
tieth street, New York City, where he will deal in new 
and used office furniture and equipment. 
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“RUXTON” NOT DIVISION OF A. & W. R. & C. CO. 
In an item in the October number, reference was 
made to Mr. K. G. Kirk’s rejoining the F. S. Webster 
Company “after a short stay with the Ruxton Division 
of Ault & Wiborg.” The item is correct except in its 
reference to Ruxton Products Company which, we are 
informed, is not a division of the Ault & Wiborg Carbon 
& Ribbon Company, but is a subsidiary of the Interna- 
tional Printing Ink Corporation. 
———<>—_——_ 
CORRECT ADDRESS OF GEORGE E. FOX 
& COMPANY 
George E. Fox & Company is doing business at 420 
Orleans street, Chicago. On page 70 of Office Ap- 
pliances for November the former address was given by 
mistake. The error is regretted. 
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CURRENT FINANCIAL STATEMENTS 

The directors of The Globe-Wernicke Co., at the reg- 
ular meeting Thursday afternoon, November 12, de- 
clared a dividend of $1.00 per share to common 
stockholders, to be paid December 10 to stockholders 
of record November 25. The directors also approved 
a program of management which will permit the em- 
ployees to share in the profits of this year. (Company 
release.) 

> . > 

Wilson-Jones declared a semi-annual disbursement 
of $1.50, payable November 12 to stock of record No- 
vember 9, against $1.00 paid previously. (New York 
Herald-Tribune, October 28, 1936.) 


. * + 


The Parker Pen Company announced yesterday that 
sales for the first nine months of this year were 25.81 
per cent larger than during the corresponding 1935 
period. Sales during October were thirteen per cent 
ahead of those of August and 43.82 per cent larger 
than a year ago. (Chicago Tribune, October 22, 1936.) 

> . . 

Addressograph-Multigraph has declared a dividend 
of twenty-five cents payable December 22 to stock of 
record December 2. (Chicago Daily News, November 
13, 1936.) 

7 7 * 

Underwood Elliott Fisher Company has declared a 
dividend of seventy-five cents, payable December 15 to 
stock of record December 5. (Chicago Daily News, No- 
vember 13, 1936.) 

> . : 

Remington Rand Inc. reports shipments for October 
of $3,949,000, against $3,513,000 for October, 1935, an 
increase of 12.4 per cent. For the seven months ended 
October 31, last, shipments totaled $24,219,000 against 
$20,528,000 in the like period of 1935, a gain of eighteen 
per cent 

“Bookings for October,” James H. Rand, Jr., presi- 
dent, said, “ran fifteen per cent ahead of September 
and twenty-one per cent over October a year ago. Nor- 
mally October shows a seasonal gain of ten per cent 
over September. 

“Unfilled orders on hand are the largest in the com- 
pany’s history and production is the highest since 
1929." (Chicago Daily News, November 13, 1936.) 


sl . * 


For twelve months ended September 30, Addresso- 
graph-Multigraph net income $1,242,892, or $1.67 a cap- 
ital share; for previous twelve months net income 
$594,679, or eighty cents a share. For nine months 
ended September 30, net income $875,147, or $1.17 a 
share; for same period last year net income $462,010, 
of sixty-two cents a share. For quarter ended Sep- 
tember 30 net income $217,017, or twenty-nine cents a 
share, against a net income of $320,181, or forty-three 
cents a share in the preceding quarter, and $186,191. 
or twenty-five cents a share in the September quarter 
of last year. (New York Herald-Tribune, November 
12, 1936.) 

American Writing Paper Company operations for 
nine months ending September 30, showed net loss of 
$211,126 in 1936; contrasted to $221,014 in 1935. (Chi- 
cago Daily News, October 23, 1936.) 

> > * 

National Cash Register Company in quarter ended 
September 30, 1936, showed earnings of $613,515 against 
period of 1930, of $295,841. (Chicago Tribune, October 
23, 1936.) 


OFFICE APPLIANCES 


International Printing Ink for quarter ending Sep- 
tember 30, 1936, showed earnings of $375,613, against 
Similar period of 1935 earnings of $932,088. ‘(Chicago 
Tribune, October 30, 1936.) 

Stockholders of Heywood-Wakefield approved steps 
necessary to carry out a proposed plan of recapitaliza- 
tion whereby dividend arrears of 47.25 cents on the first 
preferred stock would be retired with $25.00 par value 
in bonds and 22.25 cents cash, and dividend arrears 
of 50.75 cents on the second preferred would be retired 
with $50.00 par value on preferred stock and seventy- 
five cents cash. (Chicago Journal of Commerce, No- 
vember 11, 1936.) 

The Dennison Manufacturing Company will pay an 
accumulation of $2.00 on eight per cent debentures, 
payable November 16 to stock of record November 10. 
This leaves arrears of $4.00 a share. (New York Herald- 
Tribune, November 5, 1936.) 

7 * * 

Dictaphone Company has authorized a payment of 
$2.25 dividend, payable December 1 to stock of record 
November 13; against $1.00 paid previously. (New York 
Herald-Tribune, November 5, 1936.) 

* > * 

On November 17, directors of International Business 
Machines Corporation declared a regular quarterly 
dividend of $1.50 a share, payable December 21 to 
holders of record December 15. This dividend would 
ordinarily have been paid on January 10, 1937. 

Directors also declared a five-percent stock dividend, 
deliverable April 1, 1937, or as soon thereafter as prac- 
ticable, to holders of record March 15, 1937. 

> * . 

Globe-Wernicke—initial of one dollar since reorgan- 
ization of company, payable December 10 to stock of 
record November 25 (New York Herald-Tribune, No- 
vember 14, 1936.) 


* * . 

Gross domestic orders for the National Cash Register 
Co. for the month ending October 31 totaled $3,322,925, 
compared with $2,650,800 for the same period last year, 
an increase of 25.4 per cent. Total gross domestic or- 
ders for the first nine months of 1936 were $22,000,575, 
as compared with $16,758,875 for the same period of 
1935.—-AK 


* « * 


National Cash Register.—Dividends of fifty cents 
payable December 15 to stock of record November 30, 
against 1212 cents paid previously. (New York Herald 
Tribune, November 20, 1936.) 

* * > 

The largest nine months’ earnings in its history were 
reported today by International Business Machines 
Corporation for the period ended September 30, 1936. 
Net earnings in this period were $5,738,406 after de- 
ducting all charges and estimated Federal normal 
taxes, but before provision for surtax on undistributed 
profits. These earnings were equivalent to $7.76 a 
share on 738,934 no par capital shares outstanding on 
that date. They compare with similar earnings of 
$5,304,844 for the corresponding 1935 period, equivalent 
to $7.18 a share on the same number of shares and 
to $7.39 a share on 717,412 shares which were outstand- 
ing on September 30, 1935. 


——<—<>____ 
UNDERWOOD ELLIOTT FISHER PROMOTES 
D. E. BRISTOW 
The new manager of the Sioux City branch of the 
Underwood Elliott Fisher Company, is D. E. Bristow, 
formerly a city salesman in the Omaha branch.—-ATW 
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HILLER SETTLED IN NEW STORE 

Equipped with modern facilities, unattainable in the 
former location, with which to display its merchandise 
and house its stock, the Hiller Office Supply Company 
is now established in its new store at 132 East Washing- 
ton street, Indianapolis, Ind. 

The furniture and office machine departments are 
located on the first floor which, by reason of the fact 





SUPPLY 


COMPANY.—Interior arrange- 
ment of the new establishment. 


HILLER OFFICE 


that it is an extremely deep floor, easily houses the 
used furniture, typewriter and furniture repair depart- 
ments as well. 

According to R. C. Hiller, president and general man- 
ager of the company, many helpful suggestions on 
various phases of the building modernization program 
were given Ray J. Eichenlaub whose company, the Steel 
Service Products Corporation, Chicago, furnished all 
of the new steel store equipment. 

Another pleasant feature of the new store is the 
manner in which the various sections have been ar- 
ranged. The plan, it is said, lends itself readily to the 
proper installation of valuable displays and consider- 
ably eases the task of waiting on customers. 

—_——_—————. 
GREIST’S “LITE-MASTER” BECOMES 
“WHITE KNIGHT” 

The ever-present scramble for trade names through- 
out the office equipment as well as other industries re- 
cently obliged the Greist Manufacturing Company, New 
Haven, Conn., to change the name of its new executive 
desk lamp from the “Lite-Master” to the “White 
Knight.” This came about when it was disclosed that 
between the time the search on the name was insti- 
tuted revealing the original name to be available, and 
the company’s filing for registration, a large mail order 
house filed the name for products in a similar classifi- 
cation. 

The desk lamp had been introduced to the trade 
under the name “Lite-Master” prior to the revelation 
of the conflicting registration. The Greist company 
advises that numerous orders already received for the 
lamp will be filled under the new name “White Knight.” 
A descriptive tag on the lamp will also carry the new 
name as a mark of identification. 

——_<——_—_—_—_. 
MARSHALL LOVE BUYS TYPEWRITER EXCHANGE 

Recently Marshall Love, former owner of Marshall 
Love & Company of Bowling Green, Ky., settled in 
Tyler, Tex., and purchased the Tyler Typewriter Ex- 
change. His new business has agencies for Royal type- 
writers, Victor adding machines and Niagara dupli- 
cators. The exchange does a general repair business 
on typewriters, adding machines and cash registers. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue DBD, Redondo Beach 


HILE fall business in this section is pronounced 
good in all office equipment lines, and many con- 
cerns in the office machinery divisions are ahead of 
their quotas, the fact remains that the longshoreman’s 
strike has brought about a serious condition and is hav- 
ing an adverse effect on all business in this coastal sec- 
tion. Ships lying idle at the wharves and anchorages of 
San Pedro, San Francisco and other Pacific Coast points 
are filled with merchandise that should have immediate 
delivery, else many a merchant and dealer will be short 
of goods for his holiday trade. In many cases goods 
have been ordered in special designs and cannot be re- 
produced in time even for rail shipment. In the mean- 
time people are beginning to crowd the stores for holi- 
day gift purchases, while the staple trade in all lines is 
said to be distinctly ahead of last year’s business. 
Standard lines are being ordered cautiously in small 
lots; stocks on hand are shrinking, but many feel that 
to place normal orders now for rail shipment would be 
to incur the risk of having a flood of merchandise when 
the strike breaks and ships can again be unloaded. 


Remington Rand Remodels L. A. Offices.—Following 
their Los Angeles show described in last month’s report, 
Remington Rand, Inc., has thrown the whole ground 
floor space of their Los Angeles headquarters into a 
sales and display room beautifully decorated and taste- 
fully arranged. Here the entire Remington Rand line 
of office machines and equipment is on display, ready 
for instant demonstration. 

The offices on the second floor are now in process of 
being rearranged and done over. In the rear of the 
basement are the packing and shipping departments 
and a small room devoted to servicing. 

When the work on the office is completed the Rem- 
ington Rand people expect to have at Los Angeles one 
of the most sightly and convenient offices in the coun- 
try. 

Manager Ecclestone reports business as well ahead of 
last year at the corresponding time. 

* 7 > 

Wilkerson Visits Los Angeles.—oO. A. Wilkerson, presi- 
dent of the Security Steel Equipment Company, Avenel, 
N. J., spent a week in this section during November 
taking a bird’s-eye view of conditions and prospects in 
this more and more thriving portion of the United 
States. He made his headquarters with Theodore F. 
Peirce, president of the Pacific Desk Company, 1031 
South Hill street. 

+ = 7 

Carbon and Ribbon Men Talk Over New Law.—The 
Carbon and Ribbon Dealers Association of Southern 
California held a dinner meeting at the Clark hotel 
from 12:00 to 2:00 p. m. on Thursday, November 5. 
There was a good attendance, most of the leading com- 
panies being represented. President Sibertson handed 
around copies of the Robinson-Patman Anti Price Dis- 
crimination Law and suggested that members give its 
provisions their careful attention. 

The law—amendatory of a previous enactment—pro- 
nounces it unlawful for anyone engaged in commerce 
to discriminate in price between different purchasers 
of commodities of like grade or quality * * * where the 

(Turn to page 147, please) 
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MEETINGS-CONVENTIONS=-DINNERS 


NOTABLES AT SECOND DISTRICT MEETING 


The first regional meeting of the National Stationer 
Association was held on November 20 when officials and 
members of regional district No. 2 gathered at the Ho- 
tel Utica in Utica, N. Y. 

A record crowd was in attendance, headed by Gover- 
nor A. G. Preston, who presided at the meeting, as well 
as a number of representatives from some of the lead- 
ing manufacturing companies in the industry. 

The convention was called to order at one o’clock by 
Governor Preston who then introduced as the first 
speaker of the day, Charles P. Garvin, general manager 
of the National Stationers Association, who spoke on 
“National Happenings in the Commercial Stationery 
and Office Outfitting Trade.” Under this unique head- 
ing, Mr. Garvin told the inside of the political situation 
at Washington and elsewhere which directly and indi- 
rectly affects this industry. Mr. Garvin was followed 
by Harry Tehan of Charles M. Higgins & Company, 
Brooklyn, N. Y., who is vice-president of the sales man- 
agers division of N.S.A. Following Mr. Tehan’s address 
on “The Value of Association Membership,” the morn- 
ing meeting adjourned and the delegates gathered for 
luncheon in the hotel. At two o’clock, the afternoon 
meeting was opened by Governor Preston who intro- 
duced J. S. (Jerry) Sprott, Globe-Wernicke Co., Cin- 
cinnati, Ohio, who spoke on “The Necessity for Stick- 
ing Together.” “What the Commercial Stationer Needs 
Most” was the text on the next address, which was de- 
livered by William F. Block of the Victor Safe & Equip- 
ment Company, North Tonawanda, N. Y. Both the ad- 
dresses of Mr. Sprott and Mr. Block were interesting 
and threw considerable light upon matters of intense 
interest to members of the industry. 

The next speaker was E. A. Keeling, Art Metal Con- 
struction Company, North Tonawanda, N. Y., whose ad- 
dress was “Steel Equipment, Its Problems and Possibili- 
ties.” This was another speech which was received 
with applause by the delegates because of its interest to 
practically everyone in the stationery business as well 
as the workman-like manner in which it was delivered 
by Mr. Keeling. 

In the late afternoon, Mr. Garvin again took the 
speakers stand to explain the workings of the Robin- 
son-Patman Act and the Fair Trade Practice Act. Mr. 
Garvin branched from his main subject for a short 
space to discuss several other matters which he grouped 
under a heading of “Share the Loss on National Con- 
tracts.” At five o’clock there was held a trade forum 
in which everyone present participated before adjourn- 
ing the meeting to attend a dinner and splendid pro- 
gram of music and entertainment. 


os 


PLANS COMPLETED FOR NEW YORK 
0. A. M. A. DINNER 


Final plans have been completed for the holding 
early in January of the annual dinner of the New York 
Office Appliance Managers Association, given each year 
for winners of the association sales contest. 

An imposing reception committee will be on hand 
to welcome the winners who are salesmen in each of 
the member organizations who make the best record 
during the period of the contest in the fall. Each 
winner is chosen from the sales ranks by officials of the 
company by which he is employed, which automatically 
makes him a guest at the annual banquet of the asso- 


ciation and the recipient of one of the valuable prizes 
which are donated each year by the organization. 

According to plans made for the event next month, 
the dinner will be attended by members and officials 
of many of the leading companies in the industry as 
well as by executives of the companies from which the 
various winners of the contest were chosen. 

As in previous years, there will be a number of promi- 
nent speakers who annually join with the New York 
Office Appliance Managers Association in its efforts to 
further and develop better selling methods. 

A complete story of the meeting and banquet as well 
as a list of the winners will be presented in the Feb- 
ruary issue of Office Appliances. 

a 


A. M. A. HOLDS N. Y. MEETING 


With a large number of delegates on hand for the 
event which included the appearance of several promi- 
nent speakers, a two-day conference of the office man- 
agers division of the American Management Associa- 
tion was held on October 21 and 22 at the Commodore 
hotel, New York, N. Y. 

Organization for control of office activities, office 
training features, incentive wage plans and other re- 
lated subjects were included in the program which was 
prepared by George L. Harris, Addressograph-Multi- 
graph Corporation and AMA vice-president in charge 
of the office management division. 

A panel, the newest method of codperative discus- 
sion, was held on the second day with Professor Cole- 
man L. Maze, New York University, presiding as chair- 
man. The subject of the panel was “How to Sell Sound 
Office Management to Company Executives.” 

Among the papers presented at the conference were 
the following: “What is the Office Manager’s Job?” 
“What’s New in Methods of Selecting Office Workers,” 
“An Appraisal of Current Pre-Employment Training 
for Office Work,” “The Management and Control of 
Branch Office Operations,” “Functional Versus Physical 
Standardization of Printed Forms,” “How to Budget 
and Control Office Expense,” and “Watching and Con- 
trol of Miscellaneous Office Expense.” 

—— ee 
N. Y. TYPEWRITER DEALERS HOLD MEETING 


November 18, at the Hotel Dixie in New York City, 
the National Typewriter and Office Machine Dealers 
of New York convened for their regular November 
meeting. After the usual fraternizing about the festive 
board, the meeting was called to order by President 
Carroll who found that certain committees which had 
been charged with investigations had not yet com- 
pleted them and so could not report. 

At the suggestion of various members the secretary 
was instructed to send a note of encouragement and 
greetings to the sick beds of James P. Ward, Sr., and 
Lamont Wood. 

Mrs. Jessie I. Taylor, the national treasurer, made a 
very stirring appeal for co-operation in the national 
work, and especially for membership. The introduc- 
tion of the subject by Mrs. Taylor brought a rather 
lively discussion concerning the aims of the national 
association, and the means required to attain the end. 
The discussion of such a subject concerning the na- 
tional association led to remarks of the same character 
concerning the local association. Several concrete sug- 
gestions were made, all of which are food for thought. 
The meeting then adjourned. 
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DICTAPHONE CONFERENCE IS SUCCESS 

One of the largest and most successful meetings ever 
staged by the firm was the Trend-Sweeps-On confer- 
ence of the Dictaphone Sales Corporation held at the 
Wade Park Manor in Cleveland, September 2 to 4. 

The event was an occasion for the meeting of old 
friends and the making of new ones as well as for 
providing three days of intensive business sessions 
which gave ample opportunity for the exchange of 
ideas and the presentation of informative and helpful 
sales tactics. A total of 140 members of the Dictaphone 
family were present when the convention opened as 
guests of Cleveland Branch Manager Donald B. Parent 
and Mrs. Parent. 

The program follows: 

Wednesday, September 2. Invocation, F. L. Scott; 
welcome to President J. L. McIntosh, M. B. Sands; wel- 
come to the conference, Mr. McIntosh; “Sounding the 
Keynote,” Mr. Sands; “Selling Voicehand,” C. E. Hal- 
lenborg. Other speakers of the day included H. A. 
Thompson, Ramona Beall and T. H. Beard. Dinner and 
a visit to the Great Lakes exposition completed the day. 

Thursday. Following a demonstration contest the 
assembled delegates listened to E. E. Gesner, C. E. Hal- 
lenborg and S. W. Whiting whose subjects were respec- 
tively “A Decade of Branch Service Development,” 
“Selling Service Agreements,” and “Sales Promotion De- 
partment.” 

Friday. This closing day was devoted to continua- 
tion of the demonstration contest and to planned top- 
ics on the business program. After lunch the golf en- 
thusiasts were given an opportunity to show their skill 
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at the Hawthorne Valley Country Club where guest 
privileges had been arranged. While the golfers were 
battling for two prizes offered by President McIntosh, 
the ladies participated in a bridge party held in the 
solarium of the hotel. 

The high spot of the convention was a dinner held 
Thursday evening in honor of Mr. McIntosh. The dele- 
gates were seated in groups of eight in the attractively 
decorated ballroom where an excellent dinner was 
served. 

Before returning to their homes the delegates, each 
of whom qualified for the trip to Cleveland by making 
outstanding sales records in the “Triple Quota Race,” 
voted the convention one of the most inspirational and 
informative in the history of the corporation. 

+ 
U. S. PATENT SYSTEM CELEBRATION HELD 

With a record crowd in attendance and an imposing 
list of prominent speakers with important messages on 
hand for the occasion, the centennial celebration of the 
American patent system was held at the Mayflower 
hotel, Washington, D. C., on November 23. 

The event began at 10 a. m., at the National 
Academy of Sciences auditorium with an address on 
“Importance of Inventions to Civilization,” by Dr. Har- 
rison E. Howe, editor, Industrial & Engineering Chem- 
istry. Dr. Howe was followed by Thomas Ewing, former 
commissioner of patents, whose address was “The 
American Patent System.” Two other speakers and 
their subjects were Dean Dexter S. Kimball, Cornell 
University, “The Great Inventions of the Century,” and 
Robert E. Wilson, Pan-American Petroleum & Trans- 
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port Company, “This is Not the End—Looking Toward 
the Future.” 

In the afternoon was held the “Research Parade,” a 
demonstration of scientific and technical principles 
and achievements which have not yet materialized into 
industrial applications. At 4 o’clock this was followed 
by the Patent Office Society dedication ceremony in the 
Department of Commerce auditorium. 

In the evening was held the “patented” dinner at 
which was given an excellent program of entertain- 
ment. Following the toastmaster’s address by Dr. 
Charles F. Kettering, there were two short addresses by 
Secretary of Commerce Daniel C. Roper and Commis- 
sioner of Patents Conway P. Coe. The celebration 
came to an official end with a dance given by the 
Patent Office Society in the Mayflower hotel ballroom. 

—_ 
CANADIAN STATIONERS GUILD HOLDS 
DIRECTORS MEETING 

For the purpose of planning further activities of 
their organization and to discuss tentative arrange- 
ments for the 1937 convention, directors of the Sta- 
tioners Guild of Canada held a meeting in Montreal 
late in October. 

President J. S. Luckett, Treasurer John Taylor, Sec- 
retary Fred Smart and Directors Walter Stewart, Jim 
Cook and Bert Nichols, Ontario district chairman, mo- 
tored from Toronto. Percy Grand traveled by train 
and Bob Wright traveled from Halifax, N. S., to join the 
meeting at Montreal. 

An all-day business session brought forth reports to 
show that the guild is increasing in size and influence. 
Various activities were given approval and further 
plans were developed and advances made. 

One of the matters to which much attention was 





DIRECTORS OF THE STATIONERS GUILD OF CANADA.— 


L. te R: Bert Nichols of Hamilton; J. 8S. Luckett, The Luckett 


Leese Leaf, Ltd.; John F. Taylor, W. J. Gage & Company, 


Ltd., Terento; James P. Cook, James A. Cook & Son, Ltd., 
Tereonto; Walter Stewart, Venus Pencil Company, Ltd., 
Torento. (Lower) W. R. Wright, W. R. Wright & Company, 


Halifax; John F. Taylor, James FP. Cook, Walter Stewart, 
George Davidson, Howard Smith Paper Mills, Ltd., Montreal; 
Pr. F. Grand, Grand & Toy, Ltd., Toronto, and J. s. Luckett. 


given was the 1937 convention. The officials voiced 
the belief that the event will break many of the 
records established by the 1935 “Trade Get-together.” 
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The visitors were guests of the Montreal Stationers 
Association during their stay in the city. In the eve- 
ning the local organization was host at a dinner at 
which Tom Bell, president of the Montreal association 
and vice-president of the guild, presided. Since the 
meeting Mr. Bell has undergone a serious operation and 
is still in hospital. 

An opportunity of visiting the plant of the Howard 
Smith paper mills at Cornwall was extended to the visi- 
tors and they accepted in a body. Following the tour 
of inspection the group was given a delightful luncheon 
at the Cornwallis hotel at which George Davidson, an 
official of the paper mills, presided. 


——_g——__—_—_ 
AMES ADDRESSES ILLINOIS CARBON DEALERS 


Hazen Ames, of the Ames Supply Company, was the 
guest of honor and principal speaker at a meeting of 
the Illinois Carbon Paper and Inked Ribbon Associa- 
tion which was held in the Green Room of the Hamilton 
Club, Chicago, on November 5. 

The large gathering of dealers, headed by president 
Fred W. Neely, listened with interest to the educational 
address of Mr. Ames which the speaker illustrated by 
demonstrating his talk with various working parts of a 
typewriter platen which, the speaker explained, has 
great bearing on the work obtained with carbon papers 
and typewriter ribbons in typewriting work. 

Following the address, President Neely, on behalf of 
the organization, voiced warm thanks to Mr. Ames, who 
was followed by Frank D. Kline of the Typewriter Sales 
and Service Company, who gave an interesting and in- 
structive talk on the mechanism of typewriters and 
their action with reference to the use of the proper 
degree of platen hardness to produce perfect carbon 
paper and typewriter ribbon work. 


a 


NORTHERN N. J. STATIONERS MEETING 


Several matters of importance including a dinner 
and theatre party to be given in January free to mem- 
bers whose dues are paid up were announced at a 
meeting of the Stationers Association of Northern 
New Jersey, Inc., held November 9. 

Before the various business matters were taken up 
President Martin E. Escoffier and the assembled mem- 
bers welcomed Nelson L. Moses who appeared for his 
first meeting and as a representative of Vice-President 
Charles Weinacht. 

After considerable discussion the association voted to 
discontinue paying for dinners at the monthly meeting 
as a means of increasing attendance. Archer Gibbons, 
secretary-treasurer of the organization, was instructed 
to so notify the membership. 

The date for the January dinner and theater party is 
to be announced later. 


———~<>—__- 


DETROIT STATIONERS MEET 


The Stationers Association of Detroit held its bi- 
weekly meeting on Tuesday, November 10, at the Fort 
Shelby hotel. The meeting was marked by the appear- 
ance of several out-of-town visitors from Owosso, Sagi- 
naw, Lansing, Ann Arbor, Grand Rapids and Battle 
Creek. 

Harold Hampton, governor of the fifth district, was 
the principal speaker and stressed, in his address, the 
value of organization. 


More Meetings and Dinner News 
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In the hands of the skilled woman, the 
Mimeograph Process has reached high 
efficiency. Especially has she starred in 


utilizing its matchless power to reproduce 





line-drawings of all kinds. And she has 
found a field of opportunity in the operation | 


of this standard duplicator of forms, letters, 





graphs, etc. Ask the woman who operates one, 


for she can tell you of its economy, efficiency and 





great range of usefulness. Or write A. B. Dick 
Company, Chicago, for particulars. Consult your 
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National Association News 


Information Concerning the Activities of The National Stationers Association 


President: William C. Clegg, The 
Clegg Company, San Antonio, 
Tex. 


Vice-President & Chairman, Dis- 
tributors Division: Harold J. 
Hampton, Indianapolis Office 
Supply Company, Indianap- 
olis, Ind. 


Vice-Chairman, Distributors Divi- 
sion: Arthur L. King, Ward's, 
Boston, Mass. 


Vice-President & Chairman, Man- 
ufacturers Division: R. A. 
Maish, Dennison Manufactur- 


ing Company, Framingham, 
Mass. 
No. 1: Leo Burt, Burt & No. 4: Ivan Allen, Jr. (East- 


OFFICERS 


Vice-Chairman, Manufacturers 
Division: Craig Sheaffer, W. A. 
Sheaffer Pen Company, Fort 
Madison, Iowa. 

Vice-President & Chairman, OF- 
fice Furniture & Office Ouititit- 
tings Division: Charles W. Roth, 
Roth Office Equipment Com- 
pany, Dayton, Ohio. 

Vice-President & Chairman, Man- 
ufacturing Stationers Division: 
William H. Schmiederer, Bux- 
ton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo. 

Vice-President & Chairman, Sales 
Managers Division: Harry Te- 
han, Charles M. Higgins & 
Company, Brooklyn, N. Y. 


REGIONAL GOVERNORS 


No. 7: Ed Hansen, Miller- 
Davis Company. Minne- 


Vice-President & Chairman, Field 
Division: Fred Schaefer, San- 
ford Manufacturing Company. 
Chicago, IIl. 

Vice-President & Chairman, 
Wholesalers Division: Alvin R. 
Skibbe, Associated Stationers 
Supply Company, Chicago, Ill. 

Treasurer: William E. Stockett, Jr.. 
Stockett-Fiske Company, Inc., 
Washington, D. C. 

Auditor: Woodson P. Waddy. 
Everett Waddey Company. 
Richmond, Va. 

Secretary & General Manager: 
Charles P. Garvin, 740 Invest- 
ment building, Washington, D. 
Cc. 


No. 10: E. B. Healy, Santa 
Fe Book & Stationery 





Jeffers, Inc., Hartford, ern Div.), Ivan Allen- 

Conn. Marshall Company, At- 
No. 2: A. G. Preston, Utica lanta, Ga. 

Office Supply Company, 

Utica N. Y. No. 5: Harold Hampton. 


Indianapolis Office Sup- 
ply Company, Indianap- 


No. 3: Dan Smith, Jr., Smith 
Printing Company, Inc., 


Williamsport, Pa. olis, Ind. 
No. 4: Morris Hansell, I. 
(Western Div.), F.F.Han- No. 6: Harry Sylvester. 


Sylvester-Nielsen, Inc., 
Appleton, Wis. 


sell & Bro., Lid.. New 
Orleans, La. 





apolis, M ee Santa Fe, N. 
No. 11: Tom F. Pelly, Low- 
man & Hanford Com- 
pany, Seattle, Wash. 
No. 12: Jim Parsons, Smith 
Bros., Oakland, Calif. 
No, 9: Otto Eisenlohr, The 
No. 13: A, J. Kerin, Tower 
Dorsey Company. Dal- Bros. Stationery Com- 
las, Texas. pany. New York, N. Y. 


No. 8: John Ford, Jr., Peter- 
son Litho. & Printing 
Company, Omaha, Neb. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


N. S. A. PERFECTS ITS 1937 PLANS 

President William C. Clegg spent the week of Novem- 
ber 9 at the headquarters office in Washington. Mr. 
Clegg enrolled in the business office organization and 
kept regular business hours. He became familiar with 
the office routine and the office, devoting himself to 
the preparation of the 1937 program. 

Two of the vice presidents joined Mr. Clegg while 
he was in Washington, R. A. Maish of the Manufac- 
turers’ Division and Harry Tehan of the Sales Managers 
Division. These men were of great help in the formu- 
lation of regional meeting dates which will be re- 
leased the latter part of the month or as soon as they 
have been completed. It can be announced that on one 
trip in the early part of 1937 meetings will be held for 
District No. 4 in New Orleans; District No. 9 in Waco, 
Texas; District No. 10 in Santa Fe, New Mexico; District 
No. 12 in Los Angeles and San Francisco; District No. 
11, a city to be selected in the northwest; District No. 7 
in St. Paul; District No. 6 in Madison, Wisconsin; and 
District No. 8 in Kansas City. 

A questionnaire was sent out in reference to the date 
of the national convention and as a result of the re- 
turns it has been decided that it will be held the week 
of October 4. The city has not yet been definitely 
selected. It may be announced that the preponderance 
of opinion seems to be that an exposition should be 
held this year although it is not the intention of the 
Association to hold one every year. The following is 
the policy adopted by the association on this subject. 


N. S. A. Policy on Exhibits 

The National Stationers Association is not committed 
to a yearly exposition of products but will hold such 
expositions when the preponderance of opinion among 
dealers and manufacturers coincides with the business 
conditions and the proper city and hotels are equipped 
to do an adequate job. The object of the N. S. A. ex- 
positions is to provide sales and merchandising educa- 
tion and contacts for the members of this association. 
It is recognized that certain of our manufacturers do 
not have sales forces and depend upon the yearly con- 
tacts at the convention for sales promotional activities 
with their dealers. It is further recognized that the 
convention of The National Stationers Association 
have been misused by non-member manufacturers who 
have in the past exhibited merchandise in sample 
rooms at the convention hotels. The National Sta- 
tioners Association, following its usual policy, will not 
hold exhibits for the purpose of raising funds but only 
for the service of its members. The N. S. A. further 
reiterates its policy of confining its exhibits to members 
of the association and allowing admittance only to 
members of the association and to registered visitors. 
The N.S. A. also reiterates its policy of not admitting to 
the membership ineligible manufacturers whose pur- 
pose in joining the association would be simply to take 
advantage of the exhibit possibilities and to capitalize 
on the national attendance of the dealers. Manufac- 
turer-dealer contacts have been recognized as having 
a very definite value, therefore must be preserved to 
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BE ENOUGH CORONAS TO 
GO AROUND = e We hope so too, 


Santa. We advised dealers to stock up, for we 
knew the 1937 “Speed Models” would click— 
but we didn’t expect quite such a landslide. 
Corona plants are still running night and day 
—some departments twenty-four hours a day. 


We want you to know that we’re doing our 






level best to catch up. 






L C SMITH & CORONA TYPEWRITERS INC 
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those eligible members of the group, both dealers and 
manufacturers, in whose interest the association con- 
stantly strives. 

Regional Meeting Programs 

The National Stationers Association announces that 
the regional meeting programs this year will be dif- 
ferent. Plans are under way to recruit a lecture troupe 
such as the one which operated several years ago. 
This lecture troupe will make all of the regional meet- 
ings, bringing before them a ten point program. The 
ten point program will include certain exhibits of ad- 
vertising, chain store merchandise, cost of operation, 
et cetera, and addresses will be delivered on the most 
important subject confronting the business particularly 
from a sales and merchandising standpoint. President 
Clegg will accompany the lecture troupe on what is 
known as the long trip and will take an active part in 
the presentation of the program. 

The N. S. A., in line with its usual policy of providing 
a new and novel way of conducting meetings, will also 
include on its program the amateur hour for salesmen 
which originated last year at the Seattle meeting of the 
Pacific Northwest and proved to be a very interesting 
program feature. 

It is predicted by the business office that the regional 
meetings this year will be the largest attended of any 
in the history of the association due to the intense in- 
terest that prevails in the possibilities for more and 
better business. 

District No. 2 

The first regional meeting held for the fiscal year was 
the Utica meeting of District No. 2 which was held No- 
vember 20 at the Utica Hotel. Details of this meeting 
appear elsewhere in this issue. 

Meeting at Philadelphia 

On Wednesday, November 11, President Clegg and 
General Manager Garvin journeyed to Philadelphia 
upon the invitation of Tom Stagg, president of the 
Philadelphia Stationers Association and were feted at 
a luncheon given by the Philadelphia group in the pink 
room of the Bellevue-Stratford hotel. This luncheon 
was attended by a majority of the leading stationers of 
the city. The meeting was arranged specifically as a 
welcome to President Clegg and with the idea of pro- 
viding a closer acquaintanceship between him and the 
Philadelphia group. 

After luncheon the meeting was addressed by Presi- 
dent Clegg and by Mr. Garvin and then developed into 
a forum on the Robinson-Patman Bill, finally adjourn- 
ing in mid-afternoon. The interest shown in the Rob- 
inson-Patman Bill by the Philadelphia association 
seems to be typical of a national-wide interest in the 
subject. 

President Clegg expressed his very great appreciation 
of the hospitality of the Philadelphia group and joined 
enthusiastically in the meeting. At the end he urged 
as many of the group as possibly could to attend the 
next national convention, stating that the association 
needed the counsel and advice and participation of 
the type of men he had met in the great Quaker City. 

On Thursday, November 12, President Clegg was en- 
tertained at luncheon by a group of Washington sta- 
tioners and a very interesting conference took place 
at this luncheon. 

The balance of the week in Washington was devoted 
to the development of the ten point program. A gen- 
eral consideration of the association’s proposed sales 
contest resulted in a decision to go ahead vigorously 
with this part of the program. 

It was also decided that inasmuch as The National 
Stationers Association has a continuing program and 
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that many new things are being added to it all the 
time, more desirable members should be added to the 
rolls but the plan of selectivity of membership be 
rigidly maintained and only those members who could 
add to the efficiency and strength of the association be 
invited to join. President Clegg addressed a letter to 
the governors in reference to membership and it is pro- 
posed to try to beat the magnificent record of last year 
when 201 members were added to the rolls. 

The president found at headquarters suggestions 
from a number of members that the association take 
over work now being done by certain other associations. 
It was decided that this could not be done but that a 
number of our divisions could broaden the scope of 
their work and provide a service through the National 
Stationers Association which would include services all 
the way through from the store to the plant and 
definite plans are under way to give the members this 
added and most important service. 

A report was submitted by Vice-president Tehan of 
the Sales Managers Division that a meeting of the divi- 
sion would be held in January and that at that meet- 
ing there would be developed a very definite program 
for the sales managers, devoting itself to codperation 
with The N. S. A.’s ten point plan, and with an idea of 
giving the dealers every possible assistance, both in an 
association way and in the direction of sales promotion 
and education and help for the retail salesman. Mr. 
Tehan reported that there was a great deal of interest 
being shown and that some of the best men in the in- 
dustry had agreed to give their support to the division. 

Vice-president Maish reported that the manufac- 
turers were all busy and that every effort had been 
made in the direction of closer and finer cooperation 
between the member manufacturers and dealers for the 
purpose of developing strength in dealer distribution 
and greater consideration of the common problems by 
both the dealers and manufacturers. 

The matter of the creation of an economic council 
of members of The National Stationers Association was 
discussed and will receive further consideration. 

General Manager Garvin reported that the distribu- 
tion of the N. S. A. Dealers’ Handbook was nearing 
completion and that a large number of dealers had 
expressed great satisfaction with the makeup of the 
book and regarded it as of real value. The book has 
been distributed a district at a time and two-thirds of 
the districts have already received their copies. The 
handbook is only the beginning of a library of valuable 
business literature which it is proposed to put into the 
hands of the dealer members during the next two 
years. 

The business office reported to President Clegg that 
ten new members had been taken in to date during the 
fiscal year which began after the convention. This 
does not include the members taken in during the con- 
vention which were included in last year’s contest and 
amounted to thirty-eight. 

—o 
EIGHTH DISTRICT ACTIVITIES 

John Ford, Jr., of the Peterson Lithograph and 
Printing Company, the new regional governor, is 
actively working on plans for perfecting the organiza- 
tion of the district and assures everyone that an inter- 
esting program will be offered at the next regional 
meeting, to be held in Kansas City next spring. Mr. 
Ford urges all stationers to become affiliated with the 
National Stationers Association and join in the activi- 
ties of the district. 


* * * 


In spite of the drought, business in Omaha and 
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Every Underwood Typewriter is backed by 


nation-wide, company-owned service facilities. 


Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines... Adding Machines 
Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N.Y. ¢ Sales and Service Everywhere 


>» Underwood 


Underwood Elliott Fisher 
Speeds the World’s Business 
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vicinity appears to be holding up quite well, although 
the drought has seriously affected the volume which 
members of the industry should have experienced in 
that district. 

> > * 

Several members of the Omaha Printing Company 
have been on the sick list for some time. This includes 
Mr. Baker, Mr. Phelps, and Mr. Rasmussen. Mr. Baker, 
according to members of the organization, is still in a 
serious condition. 

. + > 

Officials of the Omaha Stationers Club which meets 
on the first Tuesday of every month have issued a 
standing invitation to any stationer passing through 
the district to lunch with the organization. 

7 « 

R. E. Johnson of the Omaha Stationery Company 
recently followed out an annual custom when he de- 
serted his desk to join the hunters of the district in a 
quest for game. 

————< > 
FIFTH REGIONAL DISTRICT 

Harold Hampton, governor of the Fifth Regional 
District, was the guest of honor at a meeting and 
luncheon of the Stationers Club of Cincinnati on 
October 27 at which time he announced the next meet- 
ing of the fifth district will be held in Cincinnati some 
time towards the last of March. 

As soon as Governor Hampton’s announcement was 
made officials of the organization which was his host 
announced plans under way by the club membership 
for aiding to make a success of the proposed meeting in 
every possible way. 

The luncheon was attended by representatives of the 
following firms: Armstrong Stationery Company, the 
Gibson & Perin Company, the Pounsford Stationery 
Company, Redeker & Dick, Inc., W. F. Schaefer & Com- 
pany, the Willenborg Stationery & Printing Company, 
Woodrow-Weil-Stanage Company and Ziegler, Inc. 

In the evening the assembled members, including 
forty-five outside salesmen of Cincinnati stationers and 
thirteen manufacturers representatives, attended a 
dinner at which Governor Hampton addressed them on 
the subject of “Constructive Selling in the Commercial 
Stationery Business.” Harry Dick, of Redeker & Dick, 
Inc., presided, and Jerry Sprott, of The Globe-Wernicke 
Co., introduced the speaker of the evening. 

—_—_>_ 
TENTH DISTRICT ACTIVITIES 

The next meeting of this regional district will be held 
in Santa Fe, N. M., in March or April—a definite date 
not having yet been set. The gathering, when it oc- 
curs, will be the first ever held outside of the city of 
Denver, according to Governor E. B. Healy, president 
of the Santa Fe Book & Stationery Company. 

Another announcement of note was that late last 
month which told of the appointment by Governor 
Healy of Joe McKay, of the Wahl Company, as lieu- 
tenant-governor of District 10. 

“Although Joe is comparatively a newcomer in the 
Rocky Mountain territory,” Governor Healy said, “he 
has made worlds of friends during his three years with 
us and will be a valuable man in the post of lieutenant- 
governor.” 

Governor Healy also reported the Rocky Mountain 
Travelers Club, which consists of approximately 150 
members, as doing “an excellent job” for the associa- 
tion. 

The actual date and further particulars of the pro- 
posed Santa Fe meeting will be announced in a later 
edition. 
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LARGER QUARTERS FOR SERVICE COMPANY 

Brought about by continued expansion during the 
three years of its existence, the Service Office Supply 
Company, Detroit, Mich., last month moved into larger 
quarters at 427 Woodward avenue. It was formerly 
located in a small store on East Jefferson avenue. 

When the company was founded in 1933 by Nate Bal- 
aban, president of the firm, its location supplied about 
1,000 square feet of space, which was ample for the 
modest stock of stationery items with which it began 
its career. Expert merchandising and continually-im- 








ATTRACTIVE EXTERIOR OF THE NEW QUARTERS 
OF THE SERVICE OFFICE SUPPLY COMPANY, DE- 
TROIT 


proved service to customers, however, rapidly contrib- 
uted to the growth of the concern. 

In the new quarters the company occupies the entire 
four-story building and employs ten persons. It has 
expanded its facilities to include office furniture, filing 
equipment and drafting supplies. In addition to the 
local business the firm also conducts a substantial mail 
order business covering many eastern and central 
states. 

Among the manufacturers represented by the com- 
pany are the Oxford Filing Supply Company, Ace Fas- 
tener Corporation and the Columbia Steel Equipment 
Company. - ° 
MOORE’S PARACHUTE JUMPING THRILLS CROWD 

Leonard Moore, who, when he isn’t working in the 
traffic department of the Globe-Wernicke Co. at Cin- 
cinnati thrills crowds by making parachute jumps 
from airplanes at various altitudes, entertained thou- 
sands of onlookers at the recent Air Progress Week 
held at Akron, Ohio. 

Mr. Moore make several jumps at the Akron airport 
and in between times gave a number of talks on avia- 
tion in the Akron public schools and at the regular 
meeting of the local Lion’s Club. 

In the past few months Mr. Moore has made dozens 
of leaps, including spectacular jumps at the National 
Air Races in Los Angeles. His parachute attracts un- 
usual attention due to the fact that upon its inside 
is painted a huge advertisement of Globe-Wernicke 
office equipment. 
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GIVE YOURSELF THIS ‘“ 


PRESENT for 


* 
ALL TIME z 
ses 
December is the month of 
gifts. That makes it a particularly fine 
month to sell a “‘present’’ for better business 


Columbia “Silk Gauze’ MARATHON 
‘Typewriter Ribbons. 
















@ When your customers learn the uniformly longer 
life, the clean cut originals and carbon copies, the real 
economy of “Silk Gauze’” MARATHON they'll say 
it’s the best present ever for business. 

@ And they'll discover with thousands of other business 
men that not all silk ribbons are alike. “There IS a 
difference’’—and that difference makes Columbia “Silk 
Gauze” MARATHON the outstanding performer in 
the field, lasting several times as long as the average , 
cotton ribbon and producing more and better carbons* Ths is of particular interest to users 
at the same time. of billing machines where a number of 
@ Give your customers the benefit of Columbia “Silk clear copies are required. 

Gauze” MARATHON ribbons this month. Start now 
to sell the savings and better appearance they will 
bring to typing. 


COLUMBIA RIBBON & CARBON 
MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. 
Kansas City, Mo.: Dwight Bldg. 


ENGLAND AUSTRALIA 
Columbia Ribbon & Carbon Mfg. Co., Columbia Ribbon & Carbon Company 
Ltd. (Australia) 
22 Bush Lane, London, E.C.4 66 City Road, Sydney, N. 8. W. 
ITALY 


Columbia Nastri E Carta Carbona, S. A. 
Via Tito Livio No. 6, Milano 134 























COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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a Satisfaction and Dealer 


for Every GF TRANSFER 


FORECAST 


More records will be 


TRANSFERRED in the 





















next three months 
than in any other 


transfer period since 


1929. 











ALL SIZES— 


Letter, Cap, 
Bill, Ledger, 
Check, Card 
and Tabulating. 


OPTIONAL DRAWER 
ROLLERS 


Where transferred 
records are consulted 
very frequently,added 
ease of operation is 
secured by the use of 
rollers as here illus- 
trated. 





At the left is shown 
a drawer roller and at 
the right a case roller. 
Rollers are used in 
pairs. Transfer Cases 
are supplied with and 
without rollers as 


ordered. 








GENERAL 
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Reputation Are in the Specifications 





i brings a revival of postponed projects—and the Transfer Files you sell your 
customers may contain the facts on many a project that will again come to life in the new prosperity. 
Dealers cannot afford to treat lightly the importance of good Transfer Files — Transfer Files that really 
protect their contents, not merely hide them. Transfer Files so well built that every folder is accessible 
no matter how long it may have been inactive. Transfer Files that never irritate their owners — that deliver 
the records quickly when called for, and in good order. This is the only kind of Transfer File that a good 
dealer can afford to sell. 

Dealer reputation is safe where GF Transfer Files are sold because they are built to satisfy customers. 


j Made of steel throughout — welded and reinforced, not merely 
steel bound. 


Drawers that actually fit their cases without binding — exclud- 
ing dust, dirt and rodents. 


Interlocking cases with load carried down to the floor through 
steel channels, preventing distortion of drawers and cases. 


Optional drawer rollers to increase ease of operation where 


loads are excessive. 


uu & W i) 


Finished in oven-baked, durable enamel. 


The Transfer File you sell today can make or spoil a sale for other office equipment later. Make sure it 
correctly represents your own opinion of what a good Transfer File should really be. 
Order your stock of GF Transfer Files now and be prepared to serve your customers in the greatest 


transfer period since 1929. 
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FIREPROOFING COMPANY, YOUNGSTOWN, OHIO 
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No. 880 
















No. 881 


Representatives: 
Geo. A. Litchfield, Sales Mer 


R. J. Freeman, (Eastern) 
505 Fifth Ave., New York, N. Y 


E. W. Thomas, (Southwest) 
Daytona Beach, Fla. 


James 8. Fowls, (Southern 
3414 Euclid Heights Blvd 
Cleveland, Ohio 


S. H. MacDonald, (West) 
521 Lloyd Bldg., Seattle, Wash 


W. H. Brown, (Chicago-Midwest 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
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Jasper Chair Company 


FINE CHAIRS 


a part of GOOD LIVING for business 
men—a help to success and an advertise- 
ment of attainment. 


GOOD LIVING is a popular picture with most busi- 
ness men and good furniture is an important part of 
the picture. And while you can go on, waiting for 
old equipment to wear out, how much friendlier, 
more businesslike and profitable it is to have a few 
of Jasper Chair Company’s genuine leather up- 
holstered models on display where you can demon- 
strate the comfort and quality. 


Your best trade are among those who are accus- 
tomed to first-class service—long service. They are 
of the class that are naturally interested in Jasper 
Chair Company leather upholstered chairs. Made of 
solid American walnut—also in birch with walnut or 
mahogany finish—and upholstered in variety of 
leathers such as Dixie Vealskin, New Eagle grain, 
Moorish grain and Full Top grain with variety of 
colors, these chairs have the distinctive appearance 
that attracts inquiry and the construction and finish 
that gives satisfaction. 


Every retailer of office furniture should have the 
Jasper Chair Company catalog. 


Jasper 
Chair 


Company 


JASPER 
INDIANA 
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DOWLING TYPEWRITER BUSINESS 
INCORPORATED 


The Dowling Typewriter Company, Oklahoma City, 


Okla., which has been operated as a partnership several | 


years, has been incorporated. The secretary of the 
business, Mrs. Irene McVeigh, has been included in the 
corporation. 
have been issued. In addition to Mrs. McVeigh and 
J. W. Dowling, D. B. Trosper holds stock. The company 
has moved into a downtown store at Second and Broad- 
way, where it carries office machines. 


Of the stock authorized but 13,000 shares | 


During the past | 


year the company has been selling some school furni- | 
ture, and the new location affords ample space to ex- | 


pand the business. 

The company’s lines include Royal typewriters, Allen- 
Wales adding machines and Spartan duplicators. In 
addition to the local territory the company covers the 
southern half of the state, and also part of the North- 
west. 


Dowling’s intends to stock office supplies, and is in- | 
terested especially in making contact with manufac- | 


turers and jobbers of office specialties. 
—_—_____ 
EARLY KINGS INSPIRE NEW SHEAFFER DISPLAY 
The plan of ancient rulers of placing steps around 
thrones so that the king climaxes the arrangement has 
been adopted by the W. A. Sheaffer Pen Company, Fort 


Madison, Iowa, in designing its new mirror display for | 


the use of Sheaffer dealers throughout the country. 

The display is built in three steps made of the new 
“blonde” wood, with a rounded and polished mirror set 
into the top. A considerable quantity of merchandise 
is placed upon the steps, without crowding, while at 
the “throne” is placed the Lifetime Ensemble Jewelry 
Box or the finest Lifetime desk set. 

This is the latest of the store-tested Sheaffer dis- 
plays—each of which is tried out in actual selling tests 
before release. Genuine sales science backs the dis- 
plays; the ancient and long accepted steps-to-throne 
idea actually being the royal basis of the design. The 
Sheaffer company offers this rich sales aid free on a 
special deal to authorized dealers. 


—_—___ 
McDOWELL BECOMES PARTNER IN WILLIAMS FIRM 


John A. Williams, Jr., proprietor of a printing estab- 
lishment at 1305 Young street, Dallas, Texas, last 
month formed a partnership with Frank McDowell and 
as a result changed the name of the firm to McDowell 
& Williams, Stationers. The company will retail sta- 
tionery and office supplies but will not stock office fur- 
niture. 

Coincident with the release of a statement regarding 
the new partnership Mr. Williams issued a request to 
firms in the industry for price lists and catalogues. At 
the same time he said a financial statement had been 
submitted to Dun & Bradstreet and will shortly be 
available to the trade. 

—_—___ 
NEW CARTON FOR PARROT FASTENER 


A new carton has been designed for the Speedway 


file fastener, made by the Parrot Speed Fastener Cor- | 





poration of Long Island City, N. Y. The carton holds | 


ten boxes of fifty complete fasteners. A deep cutout 
and horizontal slot in the front of the inner portion 
of the box permits the removal of all its contents with- 
out the handling of the container—which precludes 
also the removal and replacing of merchandise on top 
of it. When the container is placed on the counter or 
shelf, the top cover may be thrown away, as the con- 
tainer is printed with identification data. 


| 
| 


Each sheet watermarked to GUARANTEE utility! 
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a painting contractor 


when you buy 
Carbon Papert 


You've contracted to supply your office with thousands 
of one-coat paint jobs—for that’s just what Carbon 
Copies are!* 


Moreover, you are responsible for their permanence. 
And one faded office record can do more damage than 
acres of peeling paint! 


When you buy paint, you insist upon PURE PIGMENT 
CONTENT. Do as much when you buy Carbon Papers. 


Identified PANAMA and 
BEAVER Carbon Papers 


are coated with PURE, PERMANENT PIGMENT. No 


fading anilines . . . no ‘loss of memory” in your files! 
100% legibility, zero liability. 
*Ask your PANAMA or BEAVER man 


* 
MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
188 THIRD AVENUE BROOKLYN, N. Y. 











and 


is 


but 





PIGS IS PIGS 


BUSINESS 


BUSINESS 


The annual season is at hand when 
many business peaks are reached. 
And then, for a comparatively 
brief period there is an interval. 
An interval commemorating and 
celebrating the Great Event which 
occurred more than nineteen cen- 


turies ago. 


Perhaps at no other time through- 
out the year is it so forcibly 
brought home to all of us that there 
is infinitely more to life and to 
business than the mere pursuit of 


dollars and cents. 


Thankful for the sound friendships 
and happy relationships that it has 
been our good fortune to acquire 
during the past 56 years, Ameri- 
can Writing Machine Company ex- 
tends to all its friends and asso- 
ciates, the Merriest Christmas and 


the Happiest New Year possible. 
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INDIANAPOLIS LIBRARY FEATURES 
OFFICE MACHINERY BOOKS 

In answer to constant requests of readers and mem- 
bers whose interest is centered on modern equipment 
for the office, the business branch of the Indianapolis 
Public Library has collected an imposing array of vol- 
umes and pamphlets pertaining to office machines and 
their use 

The collection, which is available to everyone mak- 
ing use of the library branch, is maintained under the 
direction of Miss Ethel Cleland, branch librarian, The 
list includes: 

“Business Short Cuts—the Addressograph,” “Profit 
Making Up to Date—the Multigraph,” “Manual of In- 
struction for Burroughs Calculator,” “Mechanized Ac- 
curacy,” “Office Machines, Appliances and Methods,” 
“Office Appliance Exercises,” “Applied Mechanical 
Arithmetic as Practiced on the Comptometer,” “Cost 
Accounting,” “School Accounting by Machine Method,” 
“The Office Appliance Manual,” “Business Machines,” 
“Origin of Modern Calculating Machines.” 

The pamphlets include: “Office Machine Operation,” 
“Mechanical Aids in Tax Accounting,” “Simple Mathe- 
matical Operations Performed by Electrical Instru- 
ments,” “Modern Methods for Business Needs,” “Tab- 
ulating Machine Billing Plan,” “Determining of Work 
Units for Office Machines,” “Seeing Light Through 
Punched Holes,” “Office Machines and Methods.” 

-_—— _ ~<s—_—_—_ -- 
“FINANCIAL STATEMENT OF RETAILERS” 

Dealing with a number of subjects of interest to re- 
tailers, credit grantors and investors, a new booklet 
entitled “Financial Statements of Retailers,” has re- 
cently been issued by Herwood & Herwood, certified 
public accountants, 521 Fifth avenue, New York City. 

The booklet was written by Herman Herwood who, 
besides being a partner of the public accountant com- 
pany, is a member of the New York state bar and a 
member of the faculty of St. John’s University, school 
of commerce. 

Subjects dealt with in the book include books of ac- 
count, preparation of budgets, types of business organi- 
zation and capital structures. Financial statements 
include the balance sheet, reconciliation of net worth 
and the statement of income, profit and loss. Ratios 
are described at length and are grouped the following 
classifications: working capital ratios, long term lia- 
bility ratios, profit and operating ratios and tangible 
and net worth ratios. 

A limited number of copies is available for free dis- 
tribution. 

——_—_~>____- 
WEBSTER DISTRICT SALESMEN VISIT CHICAGO 
OFFICE 

When representatives of the F. S. Webster Company 
whose sales territories touch the Chicago area find 
themselves near the metropolis, they take occasion to 
drop in at the Chicago office to have business confer- 
ences with J. S. Kreuger, Chicago manager. In conse- 
quence of this program, Pete McLaughlin, who covers 
Missouri and Illinois outside of Chicago and vicinity 
was a visitor on November 16. The following day 
George Tynan, who operates in Ohio and Indiana, was 
in Chicago. 

————_—>_ -_ 
WEST PLAINS C. OF C. HONORS PRICE 

J. G. (Jerry) Price, owner of the Price-Jones Office 
Supply Company, West Plains, Mo., last month was 
elected president of the Chamber of Commerce of the 
thriving Missouri city. The Price-Jones Office Supply 
Company also maintains a modern store in Harrison, 
Ark. 
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BEFORE YOU 


DECIDE 
ON ANY 


FILING CABINET 
LINE 


INVESTIGATE 


| 


COLUMBIA QUALITY 
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COLUMBIA SERVICE 


A] / ff] 


COLUMBIA RELIABILITY 


COLUMBIA DEALER POLICY 






FILL OUT AND PIN TO YOUR LETTER HEAD 


COLUMBIA STEEL EQUIPMENT CO. 
Lincoln-Liberty Bldg. 
Philadelphia, Pa. 

Yes, | want to know more about COLUMBIA. 
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THE FIREFOE THE DE LUXE 
Fire Resistive .. . Vermin Proof . . . easy, smooth Steel Roller Bearing Drawer Suspension . . . Steel 
Ball Bearing Drawer action . . . Steel Front. . . for use Front . . . finished in olive green . . . for active and 


where fire resistiveness is required. semi-active records. 


Now! 


TRANSFILES 
for transfer time = 


Now is the time to stock up for the end of the year 


transfer season . . . and remember 


amine FEATURES 


User's requirements differ. 


Every one of the four 


models of TRANSFILES is made to meet a specific 


* REINFORCED BY STEEL at all critical points 
of the case. All the weight is suspended on steel. 





* EXTRA HEAVY DUTY DRAWER. 4-ply 
sides, 3-ply front, 2-ply corners. Absolutely 
smooth inside. Handy drawer pull attached. 


* STEEL DRAWER FRONT on Firefoe, 
DeLuxe and Leader models. 


* EASY TO ASSEMBLE. No screws, bolts or 
tools needed. Folds together like a glove. 


* DURABILITY. TRANSFILES stand the gaff. 


* APPEARANCE. In complete harmony with 
surroundings. 


* 2-WAY INTERLOCK. An amazingly simple 
device which just slips into place yet welds 
units into strong and rigid batteries. 


* FOLLOW BLOCK keeps drawer contents in 
upright position even when drawer is only 
partially filled. 


* ALL STANDARD SIZES. 


GUIDE SYSTEM & SUPPLY CO. 


336 CANAL ST. NEW YORK, N. Y. 


demand. So, with TRANSFILES you always have just 
the file to fill the bill. No sales opportunities lost. 


You can place your unqualified endorsement on 
TRANSFILES, too. They have an enviable record 
for their ability to stand the gaff of the daily grind. 
They have every good feature known to the art. 


TRANSFILES do a better job for a longer time, yet 
they cost no more than ordinary corrugated files. 
And they will make money for you, too. 


Sell TRANSFILES for transfer time profits! 
New Metal Sanitary Legs keep TRANSFILES free from dirt, grime and damp. 











The original steel reinforced corrugated case . . . 
greatly improved . . . for semi-active records. 


THE REGULAR 


Steel Front . . . the finest low priced file made . . . 
for use where good appearance is required. 


THE LEADER 
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KITCHLER CLOSES EASTERN SHOP TO OPEN 
IN FLORIDA 

A. C. Kitchler, for many years in the typewriter 
business abroad and for the past seven years proprietor 
of the Atlantic Typewriter Company in Atlantic City, 
has moved to Florida where he will reopen his store 
in St. Augustine, under the name of Abernethy & Kit- 
chler, the former being his father-in-law. 

Mr. Kitchler is one of the widely-traveled members of 
the industry and prior to returning to the United States 
in 1930 to open the Atlantic City business and settle 
down in his homeland, he had established typewriter 
organizations in many parts of the world. These in- 
cluded the Hawaiian Islands, Australia and New Zea- 
land. In his travels he has visited South Africa, has 
twice been through the Orient and after a short stay 
in Canada, visited the Continent and Great Britain, 
accompanied by Mrs. Kitchler. 

Mr. Kitchler’s entry into the typewriter industry 
dates back to 1897 when he became associated with 
Wyckoff, Seamans and Benedict, a firm which was des- 
tined to later become the Remington Typewriter 
Company. 

Mr. and Mrs. Kitchler, with their 13-year-old son, 
Chris, have established a fine home at Jacksonville 
Beach, which is within easy distance of the Abernethy 
& Kitchler place of business. 

——~<>_ - — 
DUPLICOPY COMPANY FORMED 

The Duplicopy Company, a new supply firm in the 
gelatine and spirit duplicator field, has recently been 
organized and is now doing business in the Chicago 
area. 

The company was founded by Richard A. Miller, a 
graduate of the 1930 Evanston school of commerce of 
Northwestern University. Mr. Miller, who possesses 
considerable experience in the industry, said his firm 
will specialize in supplies for all kinds and types of 
gelatine and spirit duplicator. 

“We are planning to render a personal service to the 
field by building up an organization of trained repre- 
sentatives with a thorough experience in the duplica- 
tor field,” Mr. Miller said. “In this way we feel that 
the relationship of our company with the customer can 
be maintained in such a way that helpfulness and 
service rendered by the Duplicopy salesman will be 
paramount.” 

The company is located at 537 South Dearborn street, 
Chicago. 

—— ers 
DADE COMPANY MOVES 

Marking another step in its fast growing career the 
Dade Typewriter Company, Miami, Fla., recently moved 
into new and spacious quarters at 139 N. E. Second 
street, where considerably more space is available in 
which to display the firm’s lines of Victor adding ma- 


chines, Woodstock typewriters and Ohmer cash reg- | 


isters. 

The company was started in 1931 by D. G. McFarlane 
and G. A. VanAcker in a one-room office in the Pro- 
fessional building. From that meager start the two 
owners have developed a business which required a 
Staff of seven employes—four mechanics, two sales- 
men and a bookkeeper. 

<p 
GREATHOUSE VISITS STANDARD PLANT 

Dallas Agent Robert S. Greathouse visited the 
Standard Mailing Machines Company factory in 
Everett, Massachusetts, during November, driving the 
entire distance from Dallas, and making very good run- 
ning time. He was accompanied by Mrs. Greathouse. 
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E doubt that the 

lyricist had our 
pencil in mind when he 
wrote his popular hit. 


But what a happy coin- 
cidence! 


For COLUMBUS is truly 
a pencil to sing about. 
The biggest nickel’s pen- 
cil value you can buy in 
America. With the cele- 
brated A. W. Faber lead 
in five popular degrees. 
Hexagon in shape with 
hexagon ferrule and 








—_ 


_ A. W. FABER, Inc. 





bright yellow polish, red 
rubber eraser tip. 


Stenographers like it be- 
cause itFLOWS over paper. 
Purchasing Agents like 
its long life economy. 
Dealers like its quick 
sales and turnover... its 
LIBERAL profits and the 
A. W. Faber plan of 
PROTECTED dealerships. 


America has discovered 
Columbus. Today—send 
in YOUR order. 


You know, of course, that COLUMBUS is the companion 
product to A. W. Faber’s famous “Castell” Drawing 
pencil . . 


. sponsored by us in the United States. 





e NEWARK, N.]J. 
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SELLS ITSELF! 


DORSON, JR. 
THE DEPENDABLE 


Time Stamp 


Distributors: 


Consolidated Stamp Mfg. Co 
47 Church St 
New York, N.Y 
The Superior Type Co 
40 Ravenswood Av: 
Chicago, Ill. 


*% MAKE this test. Put DORSON, Jr. 
and any other time stamp before your 
customers and see how—time after 
time—‘‘the time stamp built by time 


instrument experts”’ is their prefer- 


68 Market St 

ence! This is no idle boast. DORSON, San Francisco, Calif 
; . rhe Louis Melind Co 

Jr., with its many purposeful and serv ian W Chiceae Ave 


iceable features, is the time stamp Chicago, Ill 


that sells itseli—the fastest selling on 
the market today. Many years ahead of 
the field, DORSON, Jr., is designed 
and constructed for the ultimate in 
rugged endurance and indisputable 
accuracy and is backed by an uncon- 
ditional guarantee! A patented ink 
stand keeps type off ink pad when not 
in use, so that printing dial does not 
gum nor rot as commonly occurs in 
ordinary stamps, yet DORSON, Jr., 
may be used on any ink pad! A hand- 
set dater sets day, month, year, A. M. 
or P. M., with a simple turn of a wheel, 
while the 40 hour lever clock move- 
ment gives unparalleled service. 
DORSON, Jr.'s superiority is apparent. 


593 Market St 
San Francisco, Calif 
The Eagle Stamp Works 
162 N. Franklin St. 
Chicago, Il 





Counter display card litho- 
graphed in fourcolors, 14" 
x 22, Free. Write today! 





| door and garden furniture. 
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WINTER FURNITURE SHOW SETS 
ATTENDANCE RECORD 


The winter furniture show held in the Merchandise 
Mart and the Furniture Mart in Chicago last month set 
a new attendance record, according to officials of the 
two exhibition buildings. 

In both structures a careful check of visitors and 
buyers was maintained. This check, it was said, in- 
dicated a greater total number of men and women to 
the various showrooms than ever before recorded. 

While most of the exhibitors centered their activi- 


| ties on the display of household furniture and Christ- 


mas merchandise, many of them also made capital 

presentations of office furniture. Among those thus 

showing in the Furniture Mart were the following: 
The Howell Company, St. Charles, Ill.—A fine exhibi- 


| tion of Chromsteel desks and chairs of a modern de- 


sign supplemented by an attractive showing of out- 
William McCredie, secre- 
tary of the company, was in charge. 

Imperial Desk Company, Evansville, Ind.—This ex- 
hibit was featured by a line of beautiful desks for both 
the office and the home. Handsome bookcases in many 
styles and sizes were also on display. R. C. Hamilton 
was in charge. 

Murphy Chair Company, Inc., Owensboro, Ky.—New 
posture chairs, plain and upholstered in fine grade 
leather were special features here. This line was in 
addition to another consisting of oak executive chairs 
both swivel and stationary and handsomely decorated. 
Tom O’Donnell was in charge. 

Louisville Chair & Furniture Company, Louisville, 
Ky.—A fine display of household furniture featured 
the display rooms of this company with Milton P. Con- 
rad and J. D. Davis in charge. 

Tell City Chair Company, Tell City, Ind.—This firm 
showed an exclusive line of posture chairs of the execu- 
tive and stenographic variety as well as straight and 
arm chairs attractively done in walnut and mahogany. 
J. H. O’Toole in charge. 

St. Johns Table Company, Cadillac, Mich.—Fine 
dinette suites and living room tables of all sizes and 
types were placed on exhibition by this firm. H. M. 
Petrie in charge. 

Remington Rand, Inc., Buffalo, N. Y.—This company, 
which is a newcomer to the Furniture Mart, has taken 
Space 1110 where an excellent showing of desks espe- 
cially made for portable typewriters is made. M. S. 
Stevenson in charge. 


At the Merchandise Mart 


Wabash Cabinet Company, Wabash, Ind.—A fine 
line of desks, tables, bookcases and lamps was on ex- 
hibition here with several occasional pieces. All of 


| these items were shown in modern and eighteenth cen- 


tury models. E. V. Hughes in charge. 

High Point Bending & Chair Company, Siler City, 
N. C.—This showing featured household furniture 
flanked several models of straight and arm chairs 
under the supervision of James K. Boling. 

Mutschler Bros. Company, Nappanee, Ind.—House- 
hold furniture placed in an artistic setting with a 
special lighting arrangement was the keynote of this 
display with William Mutschler in charge. 

Majestic Lounge Company, Inc., New York, N. Y.— 
An excellent line of new completely-upholstered office 
chairs and lounges of every description featured the 
exhibition here. M. V. Follin was in charge together 
with W. Berkowitz, vice-president of the company, 


| who visited the Chicago showrooms for the duration 


of the show. 
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Next Month Your Custom 
and Storage Cases - = = — 


Here are Three Complete Fibre 
Lines--One of Which Will Surely 


Meet Their Requirements - - - 
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The outside shell of this Improved Wizard is made from 
extra strong corrugated fibre board with heavy 30 point liners; 
has four front flaps which turn in, thus strengthening the 
shell and improving its appearance. The trays or drawers 








|] 





are also made from extra strong corrugated fibre board; 
metal stitched on sides and four ply thick at each end 

they cannot sag. Note the wide easy-grip drawer pull, 
which aids greatly in handling the drawer. Wizards come 
to you knocked down—but are very quickly and easily set 














up without use of tools. 


Stack ’Em High, Stack "Em Wide, 
Fill ’Em Up, Drawers Will Slide = 
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OT Pee sense 


New York Office: 54 - 56 Franklin Street ——=—=4._- | 
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solid bottoms and tops—they slide without a hitch or catch; 
one lock locks it tight; they’re dust proof, reinforced and copper 
stitched. No gummed tapes. Very much stronger and longer 
lived than the ordinary case of this type. Will not fray out, 
dry out or become brittle like the straw-content, corrugated 
fibre board. There are so many unusual features in the con- 
struction of a Victory that to ignore them would be like buying 
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last year’s car. 


A Size for Every Need 
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gaff and give universal satisfaction. 
fibre board with a water-resisting outside surface. Smooth, 
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Here’s an improved type of storage case that will stand the 


Made from extra heavy 
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They cut the cost of storing important records for 
future reference. Made of extra heavy fibre board 
with reinforced corners, thus making a strong, sturdy 
transfer case. Removable covers—no flaps, no strings, 
no clamps, no bands—just the snug fitting cover which 
makes them dust proof as long as cover is on. Made 
in eleven standard sizes—-a size for every office trans- 
fer need. All twenty inches long and high enough in- 
side to allow transfer of records with tabbed guides. 
Used by banks, stores, railroads, gas, electric, telephone, 
insurance and trust companies and cities, counties and 
states. Just fill "em, put the ccvers on and file ’em. 
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Fibre Board Transiers 




















































































































































































































The Deskside File will put system and service within 
close range of the busy desk worker. 
when wanted—out of the when not in use. 
special correspondence or other important papers prop- 
erly indexed for quick and easy reference. 





Deskside 





This Improved Busfile will keep any busy man’s special 
correspondence or other important papers close at hand 
for quick reference, but conveniently out of the way 
when not in use. Made of well seasoned wood, extra 
strong construction to prevent any chance of racking. 


The Bustile 


Two sizes—letter and cap. The letter size Busfile 
measures 30" high, 143" wide and 203" front to back. 
The cap size is three inches wider. Guides for in- 
dexing the filed material must be ordered separately. 
The regulation 25 A-Z indexes are the usual type used, 
but States, Daily or Months indexes may be had if 
user prefers a different method. 








two sizes 


and 178" front to back. 
wider. 


letter and cap widths. 
304" high, including the easy rolling casters, 134" wide 
The cap size is three inches 
Solidly constructed of seasoned wood, furnish- 
ed in finishes to match other office equipment. 
plete as shown, except the indexes 
selected to meet requirements. 


MICHIGAN 
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NEW ENGLAND TRAVELERS NOTES 
Col. Henry S. Dennison, president of the Dennison 


Manufacturing Company, was to be the guest speaker 
at a meeting of the Boston Stationers Association to be 
held in the Boston City Club, November 23. The pro- 
gram was scheduled to include the awarding of the 


association’s “Fifty-Year Certificates” to three promi- 
nent members of the stationery industry. Because the 

meeting was called for a date on which this issue is POSTURE CHAIRS 
going to press, reports of the gathering will be pre- 
sented in the January number. 


+e The Sensation of 1936! 


Miss Edith L. Irving, who has done invaluable work 








in connection with the publishing of our Netclub News, Considered by hundreds of outstanding office 

has resigned from the Brooks Manufacturing Company equipment dealers as the leader in the posture 

and will devote her entire time to art and advertising chair field today 

work in her Assonet (Mass.) residence. The Travelers ; 

Club takes this opportunity to express the gratitude r ‘ 

and appreciation of the entire membership to Miss y our Choice for 1937 

Irving for her unselfish services on behalf of the or- ‘ 

ganization. lf you want to build up a profitable business 
A on posture chairs—sell the STURGIS line and 

Tickets for the Boston Stationers Association’s an- prosper. 


nual Christmas party at the Parker House will be lim- 


ited to 400 and those interested in attending the event ——— 
scheduled for December 9 are urged to make their 
reservations for tickets as early as possible. The com- 
mittee in charge has definitely decided that when the 
400 available tickets are sold no more will be printed. 
x ” * 

Seventy-five members of the industry gathered at 
the Boston City Club on October 5 for the regular 
monthly meeting of the Boston Stationers Association. 
Following a splendid dinner the assembled members 
and out-of-town guests witnessed the awarding of a 
“Fifty-Year Certificate” to George Sylvester, of Ward’s. 
The certificate was presented by Waldo Rice and the 
presentation and acceptance speeches were reminis- 
cent of old times in the industry. Two other important 
events of the evening was the election to membership 





of Joe Cook, and the reading of a resolution on the No. 850 No. 595 

death of the late David C. Donald. Guest speakers of ’ 

the meeting were Walter Guild and James G. Pugh. Here are just two of many popular models. 
« * *x 


William R. McAdams and Grace Anne Kappler, who Popular! HERE’S WHY: 


were married on October 20, spent their honeymoon at 
Bermuda before returning home to receive the con- 


gratulations of their friends in New England. 1. Sold only through dealers. 


-<¢ « 2. Back assembly completely independent of the 
Howard Wheeler and Walter Wilson are now with seat. 
the E. L. Freeman Company, where their continued 3. Back mappa and seat height easily and quickly 
success in the field is the sincere wish of every member adjusted without tools or special keys. 
of this organization. 4. A model for every need in a wide range of prices. 
. te 9 5. Choice of four colors enamel, five colors leather, 
It is with sincere regret that we announce the death three colors of fabric upholstery. 
of Ernest H. Ives, a director of Hobbs & Warren, Inc., 6. Rubberized hair pads add a new comfort to posture 
Boston, who passed away on September 26. He was a chairs. 


loyal and faithful worker for his organization for AN UP-TO-DATE PRODUCT 


nearly fifty years and we knew him as a splendid out- 


standing character whose passing will be keenly felt. 
7 :. ee “ FOR WIDE-AWAKE DEALERS 
The above news items were gleaned from the N. E.T. : : 
Club News, official organ of the New England Travelers Write for particulars. 
Club. 
——__$_—$—$—___ 
McCAULEY OPENS NEW BUSINESS STURGIS POSTURE CHAIR COMPANY 
F. R. McCauley, for many years affiliated with Rob- STURGIS, MICHIGAN 
erts and Sons, has announced the opening of the Dixie FACTORY WAREHOUSES 
Office Supply Co., in the Chamber of Commerce Build- cok meena . oe 
ing, Birmingham, Ala. Mr. McCauley returned home 185 Leonard St. 609 Third Ave. 
recently after making a trip to Chicago to study the NEW YORK CITY SEATTLE 








latest in office equipment.—_GHW 
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+ HELP YOUR 
CUSTOMERS 




















Style 23AA with 2 flush shelves and undershelf stationery cabinet 


writers, and other office machines when put on 
Sher-Man Tubular Steel Stands are easily portable, 
and far more convenient to use. Maximum return on 

the investment in office machines is obtained. 
Sher-Man Tubular Steel Stands are built of finest | 
tubing, electrically welded; are available in all | 
| 


* Typewriters, adding machines, check 


styles, with or without shelves and stationery cabi- 
net; with casters, rubber feet, ball feet, or combina- 
tion of casters and solid feet with quick-acting foot 
locking device. Choice of Oak, Mahogany, or 
Walnut finish top and shelves; metal parts Black, 
Green, Brown, or Maroon—without extra charge. 
Write for catalog with complete listing of styles 
and specifications. 


SHERMAN-MANSON 
MFG. COMPANY, 625 South Kolmar Avenue, Chicago 


angela 


TUBULAR STEEL STANDS 


for typewriters and business machines 
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BUSINESS MACHINE DEMAND INCREASES 
IN NORTH ONTARIO 
Manufacturers of business machinery and equipment 
located in Toronto and other Canadian cities report 
that the demand for their products in northern On- 
tario has increased very greatly during the present year 
owing to the rapid development of the mining industry. 
Isolation and the high salaries demanded by office 


| workers in the mining towns have forced many firms 


to carefully consider the necessity of labor-saving of- 
fice equipment as a substitute for human help. 

Large city offices have also been thoroughly modern- 
ized with the introduction of the very latest type of 
equipment and filing systems. Shorthand has almost 
been eliminated by the use of modern voice recording 
devices so that all stenographic work can be central- 
ized to the advantage of the firm.—_SJL 

——__—<__—_ 
BOORUM & PEASE ADOPTS NOVEL CORRECTION 
METHOD 

A method of utilizing gummed sheets as a means of 
making catalogue corrections or additions from time 
to time has recently been adopted by the Boorum & 
Pease Company, New York, N. Y. 

Listed as supplement No. 1, the first of the sheets was 
issued to dealers last month together with an explana- 
tion of its use which read: 

“So that you will have the very latest information 
regarding changes and additions since the issue of our 
new No. L22 catalogue, we have planned to send you at 
frequent intervals a list similar to this one containing 
the information according to page numbers. You can 
either note these changes in your catalogue or if you 


| prefer, cut the sheet at perforation and tip it in your 


catalogue on page indicated.” 
—_—_—_————— 


LAND WINS SMITH-CORONA DRIVE 
Challenging the entire northern district of Alabama, 


| including the cities of Birmingham, Florence, Decatur, 


Tuscaloosa and others, G. C. Land, head of the Mont- 
gomery agency of L. C. Smith and Corona Typewriters 


| Inec., came out with flying colors and as a result of the 


special drive the northern Alabama agents were obliged 
to give a party for the Montgomery agency and its sub- 
agents. The party was held Nov. 14, at Montgomery. 
D. H. Sellers, George W. Farris and Land won the 
contest for the month of October, according to A. M. 
Weems, manager of the Birmingham branch.—_RHB 


———~<ge———— 


SHEAFFER’S CHICAGO OFFICE EXPANDS 
As a means of taking care of steady increases in its 


| business, the Chicago branch office of the W. A. 


Sheaffer Pen Company, Fort Madison, Iowa, recently 
completed a program of expansion in its display rooms 
and repair department. 

The alterations were made under the direction of J. 
G. Orr, manager of the Chicago branch, and resulted in 
creating considerable additional space in which to dis- 
play the Sheaffer lines of pens, pencils, and desk sets. 
At the same time, Mr. Orr announced that the repair 
department had also been enlarged and five more em- 
ployees added to the payroll. 

———_—_——~ > - - 
CENTRAL COMPANY BUYS FIRM 

The Typewriter Service Company, Columbia, Mo., has 
been purchased by the Central Office Equipment Com- 
pany, also of Columbia, and the combined stock and 
equipment of the two concerns is now located at 436 
South Ninth street. A complete line of office machines 


| and furniture is handled —HDR 
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QUICK SALES - RAPID TURNOVER 





iA yan 
the market is clamoring for AIRLINE LESKS 








@ [yricat of the advanced design, typical of THE FIRST STEP IN OFFICE 
the saleability of Art Metal products, is the new 

Airline Desk for general office use. MODERNIZATION e 

The added convenience and durability built into 
the Airline make it the attractive, economical 
desk that effices everywhere have been waiting 
for. Ample proof is found in the rush of orders 
that followed its announcement. 

Large sales volume and modern production 
methods make it possible to sell the Airline 
Desk at a lower price than modern desks of 
this type have ever sold for before. 

Here is a sales natural for office outfitters. A 
quality desk priced for quantity sales. It was 
designed to standards formerly found only in 
executive desks. The Airline series is available 
in seven different models —to meet a wide va- 
riety of office needs. 

Write for further information as to whether the 
Art Metal franchise in your territory is available. 


Agency Division: ART METAL CONSTRUCTION CO. 
Jamestown, New York 


Art M\etal 


Jamestown, New York 
U.S.A. 










STEEL OFFICE EQUIPMENT 
%& LOOKS BETTER ¥% LASTS LONGER *& 
%\ MODERNIZES ANY OFFICE ¥& 














OFFICE APPLIANCES 


I'd take advantage of the greatest sales 
opportunity this business has ever known 
by handling the Harter line of scientif- 
ically designed steel seating equipment. 
This country is posture conscious and 
alert management knows that correct 
seating is of the same vital importance 
as adequate lighting and ventilation. 


Harter manufactures the finest and only com- 
plete line of steel seating equipment in the 
world ... properly designed chairs for every 
seated worker in office or plant ...a complete 
selection of posture chairs, quickly and easily 
adjustable to individual needs, and others, 
standardized to fit the average posture re- 
quirement. Harter chairs are light in weight, 
durable, moderate in price (in many cases 
cost less than ordinary, fatigue breeding 
chairs), attractively designed and finished, 
and each chair, sturdily built, has electrically- 
welded joints that cannot loosen with use. 


Opportunities for selling Harter equipment 
are as broad as industry itself. In addition 
to the prestige and influence of the Harter 
name, advertised nationally each month to 
more than 2,000,000 good prospects, the 
Harter Dealer always has the satisfaction and 
extra confidence of selling something people 


know they really need ... for greater com- 
fort, better health and increased efficiency. 
Harter dealers are doing a whale of a busi- 
ness! Are you? Our Free Trial plan in office 
or factory is a sure sales producer. Write 


today for Special Dealer Proposition, latest 
catalog. We'll show you the way to increased i Sy BR: «Sy ee ee 
sales and profits! Full Agency Protection. sTURGIS [—te.) 060UCtC~=<( 


MANUFACTURER OF THE WORLD'S FINEST STEEL SEATING EQUIPMENT 
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SAN ANTONIO NEWS NOTES 

Business is definitely better. This is the report of 
numerous men associated in the business equipment 
field here. Delivery on equipment is holding up sales, 
according to some of these individuals. Tom Jackson, 
veteran San Antonio manager of the Royal Typewriter 
Company, reports that every month of 1936 has been 
ahead of 1935. He expects to wind up the year with a 
substantial increase over the previous period. 

W. R. VanDerveer reports a continued increase in 
sales of Underwood typewriters, he being local branch 
manager for Underwood Elliott Fisher. 1936 will show 
a substantial increase over 1935, he reports. 

E. P. Heye, local manager for L. C. Smith and Corona 
Typewriters, Inc., reports sales good, and looks forward 
to better business during the first quarter of 1937 when 
inventories have been completed. 

Business equipment dealers report substantial in- 
creases in sales with business coming from private 
firms. This encouraging report indicates definitely that 
business is not boosted by government purchases, but 
from private enterprise. 

” a a 

Paul Bernd, typewriters and business machines, has 
moved his business across the street to 119 West Com- 
merce street, where he has larger quarters. 

oS cS * 

Tom Jackson, local manager for the Royal Type- 
writer Company, reports the addition of W. A. Moehrig 
to the service department. This addition was neces- 
sitated through increased business, according to Mr. 
Jackson. 

oa * ” 

The Sigmund Press has added a stationery and busi- 
ness equipment department with L. F. Trestrail in 
charge. Columbia steel filing equipment, Irving-Pitt 
ledger binders and forms, Weis subdivisions, Cooke 
and Cobb files, Hammermill papers, Reyburn seals and 
Boorum & Pease bound books, are among the lines 
stocked. 

George H. Wolcott, vice president, and J. D. Pryor, 
representative in Texas, for Wilson-Jones, were in San 
Antonio this month calling on the trade. 

* * * 

H. A. Brunson, agency manager for Burroughs, re- 
cently transferred to San Antonio from Nashville, has 
become acclimated and is looking forward to good busi- 
ness for the remainder of the year. 

+ * + 

C. B. Humphrey has been sent from Rochester to San 
Antonio to take charge of sales of the electric writing 
machine division of the International Business Ma- 
chines Corporation. The San Antonio branch is located 
at 300 North Main avenue. L. F. Lindsey is branch 
manager. 

* 7 * 

Eddie Aspinwall, formerly with the Duplicator Supply 
Corporation of Minneapolis, Minn., has joined the 
Maverick-Clarke Litho Company in charge of the new 
business machine department. This firm has recently 
been appointed Southwest Texas distributors for Edi- 
phone dictating machines and Ditto, Niagara and Com- 
mander duplicating machines. Arthur Kosub has been 
employed as service man for this division, under Mr. 
Aspinwall. 

* a * 

Bellinger Bros., printers and stationers, have moved 
their headquarters from 101 West Martin street to 309 
South Alamo. 


* J + 


A report from H. P. Drought, state administrator for 
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Park Ridge . 


finliday 


Greetings 


HE Good Will of our loyal 

customers and friends is 
one of our most valued assets. 
The spirit of the holiday season 
brings to us renewed apprecia- 
tion of the world-wide confi- 
dence placed in our organiza- 
tion. The New Year offers 
greater opportunity for service 
than ever before, and we there- 
fore again renew our pledge 
of Quality, Service and Trade 
Protection. It is our most cor- 
dial wish that every one in the 
Stationery and Office Appli- 
ance Industry, enjoy an old 
fashioned Merry Christmas 
and a Happy and Prosperous 
New Year. 


Mittag & Volger, Inc. 


Principal Office and Factory 


New Jersey 
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Non-adjustable chairs 
for occasional uses 





Dealer’s Choice— 


But No Gamble 


At the recent exhibit of office chairs 
at the National Stationers Associa- 
tion convention in Chicago, the 
Artility display received the most 
complimentary interest from hun- 
dreds of dealers present. 


Demand increases steadily and gives 
dealers quick turnover and sure 
profits. 


Artility posture chairs as well as the 
non-adjustable types are built to 
stand the strain of constant hard 
usage. They are very comfortable, 
and attractive in a variety of uphol- 
stery colorings and materials. 


Write for dealer’s proposition 


Artility Metal Products, INC. 


Elkhart, Indiana 
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the WPA shows that of more than $8,000,000 spent 
among Texas firms for supplies on WPA projects, $77,- 
904 was spent among stationery and business equipment 
firms. 

> . * 

John G. Swope, manufacturers’ representative, has 
made himself popular through distribution of blotters 
from the Hess Envelope Company, giving the complete 
football schedules for the Texas district. 

- * > 

W. C. Clegg, newly-elected president of The National 
Stationers Association, together with Mrs. Clegg, has 
returned from a trip to Washington, D. C., where he 
conferred with Charles P. Garvin, relative to associa- 
tion activities and plans.—BCR 

a 
BUSHNELL ISSUES NEW CATALOGUE 

A new twenty-eight page catalogue, amply illustrated 
with pictures of the many lines of wallets and envelopes 
manufactured by the company and enclosed in an at- 
tractively decorated cover, has recently been issued to 
the trade by the Alvah Bushnell Company, 925 Filbert 
street, Philadelphia, Pa. 

Listed as the No. 42, the new catalogue is printed on 
glossy paper and is so arranged that instant reference 
may be made to the items listed on the various pages 
through the use of a cleverly arranged alphabetical 
index. 

Following the introductory and index pages is 
another page devoted entirely to illustrations of dif- 
ferent types of mailing envelopes, folders, expanding 
files, file pockets, binding straps, and pocket wallets. 
Other pages contain pictures, details, prices and sizes 
of the company’s flat wallets, expanding wallets, parti- 
tion wallets, label-holder wallets, and the Bushnell 
lines of Redhide and Vertex. 

The last four pages of the catalogue, which are sup- 
plementary, contain a frank explanation of the Alvah 
Bushnell Company’s sales policy and attitude regarding 
resale prices. This material explains that the com- 
pany following a thorough survey and study of the 
situation offers as a guide to dealers a suggested basis 
of resale prices which are contained on a following 
page. At the same time, the statement points out that 
the sales policy adopted by the Bushnell Company 
has been worked out on a basis of supplying sensible 
price protection for the stationer. 

Copies of the new catalogue may be obtained by 
writing to the Alvah Bushnell Company’s home offices. 
+. 

TYPEWRITER MEN DEER-HUNTERS 

Among the thousands of sportsmen who last month 
roamed the Colorado Rockies in deer-hunting season 
were Louis Santangelo, proprietor of J. S. Stahl & 
Company, Denver; D. C. Sellers, head salesman for 
the Underwood Elliott Fisher Company, Denver, and 
two business associates. 

They left Denver in mid-October for Gunnison, Colo- 
rado, traveling by automobile, to spend ten days track- 
ing the wild bucks. 

“We brought down only one buck, but it was the sport 
of the hunt not the trophies that we were after,” Mr. 
Santangelo said —ATW 

——$———_—_— 
TOOF OUTFITS RADIO STATION WMC 

S. C. Toof and Company, Memphis, Tenn., supplied 
the office furniture, new day letter heads and much 
other office equipment for the new WMC radio station 
which opened September 20, erected to supplant the 
original station on the Memphis to Bristol Highway 
northeast of the city —CG 
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“You win! You and your 
Buyers’ GuidE have saved me a 


lot of shopping around.” 


pir: fil 5S pee a TET 


life is just a little simpler now for the Shaw-Walker dealer and his sales- 
men. Profits are surer. 

lhe Shaw-Walker dealer doesn’t have to maintain a reference library 
of catalogs, booklets, brochures, and price lists to order, quote, price, de- 
scribe, or picture for his customers any of the more than 8000 items that 
make up the “Built Like a Skyscraper” line. The Shaw-Walker salesman 
is no longer a pack horse for a miscellaneous assortment of literature, no 
longer finds himself in the presence of his customer without the one bit 
of information he really needs. It’s all*—prices, descriptions, pictures, 
“how to use’’—in one handy book, the Buyers’ GUIDE FoR THE OFFICE. 

At no time is the value of the Buyers’ GUIDE more apparent than at the 
transfer season, when it makes it easy for the man who sells Shaw-Walker 
to present the widest choice of transfer equipment and supplies—all the 
items listed at the right and many more. 

It is not too late to get extra profits the Shaw-Walker way during the 
transfer season now in progress. The Shaw-Walker franchise for your 


city may still be open. Write today to Shaw-Walker, Muskegon, Michigan. 


Built Like 4 * Of course, Shaw-Walker couldn't issue such a com- 
yscraper 





plete Buyers’ Guipe if it didn’t have the line to back 
it up—the most complete line of office furniture, rec- 
ord protective equipment, bank and machine book- 


keeping equipment, and filing equipment, systems, and 


GHAW-WALKER supplies in the world 











93 


DON'T HUNT 


Turn to the BUYERS’ 
GUIDE for these and 
all other transfer items. 


TRANSFER CASES 
Page 
106 Letter Size 
106 Legal Size 
106 Document Size 
107 For 3" x 5" Cards 
107 For 4" x 6" Cards 
107 For 5" x 8" Cards 
107 For Ledger Sheets 
107 For Invoices 
108 For 8" x 5" Cards 
108 For 10" x 8" Cards 
108 For Tabulating Cards 
108 For Checks 


TRANSFER SUPPLIES 


201 Miscellaneous Folders 

205 Miscellaneous Folders 

206 Date Period Folders 

207 Requisition Cards 

207 Wanted Cards 

207 Substitution Cards 

207 Cross Reference Sheets 

216 Full-Cut Folders 

217 Half-Cut Folders 

218 Third-Cut Folders 

218 Fifth-Cut Folders 

219 Folders for Tailor-Made 
System 

219 Folders for Ready-Made 
System 

220 Folders for Automatic 
System 

221 Folders for Direct Name 
System 

221 Folders for Safeguard 
System 

221 Gummed Folder Labels 

222 Follow-Up Folders 

222 Expansion Bottom Folders 

222 Alphabetic Folders 

222 Day Folders 

222 Month Folders 

223 Pressboard Folders 

225 Corner-Clip Folders 

226 Acco Folders 

226 Prong Folders 


TRANSFER ACCESSORIES 


227 Sorting Tray 
227 Box File 

228 Filing Shelf 
228 Filing Stool 
228 Wobble Blocks 


COMPLETE NEW SYSTEMS 


189 Alphabetic Indexes 

190 Months Guides 

192 Days Guides 

193 States Guides 

194 Blank Guides 

195 Alphabetic Inserts 

195 Geographic Inserts 

195 Months Inserts 

195 Days Inserts 

195 States Inserts 

196 Numbered Inserts 

196 Blank Inserts 

196 Celluloid Windows 

199 Ready-Made Index 

200 Complete Ready-Made 
Filing Outfits 

201 Tailor Made Index 

208 Geographic Index 

210 Controlling Index 

211 Numeric Index 

212 Subject Index 
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Quality-Bilt Gathoroid Double Top S@pemauue 
FILE POCKETS FILE JACKETS 









































MADE IN LETTER AND LEGAL SIZES 
MADE IN LETTER AND LEGAL SIZES 


reinforced corners and foldover gusset tops ~ ” ” : 
with double fronts and backs, glue welded with 1”, t/2” and 2” expanding gussets. 
throughout. Reinforced tabs insure greater wear. 


with 134”, 3/2” and 5'4” expansion. Have 


The logical filing containers for bulky corre- 
spondence, contracts, orders and grouped letters 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, Ill. 


FACTORY AT ST. PAUL 
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1.B.M. STAGES THIRD ESSAY CONTEST 

The third of its annual national competitions for 
high school students in creative writing was announced 
by International Business Machines Corporation last 
month. It is open to all junior and senior students of 
private, parochial and public high schools in the United 
States and its territories, the award for the national 
winner being a four-year university tuition scholar- 
ship at a college of the winner’s choice. There will be 
fifty-two awards to the state and territorial winners 
and fifty-two awards to the schools which they attend. 
The school of the national winner wili also receive an 
award. 

The annual competitions are the conception of 
Thomas J. Watson, president of the company, who, 
early in 1935, originated them to direct the attention of 
youth to the value of creative thinking and to empha- 
size the benefits of education. The subject of the pres- 
ent competition is “Today’s Need for Thoughtful 
Effort.” The previous competitions have aroused in- 
creasing interest, 35,000 essays having been submitted 


in the last one held, an increase of forty per cent in the | 


number of entries and of thirty-five per cent in the 
number of schools represented, as compared with the 
first year’s results, it was stated. 

Paul Bleiler of Elk Mound, Wisconsin, now a sopho- 
more at Beloit College, and Evelynne Coe of Tularosa, 
New Mexico, now a freshman at the University of New 
Mexico, were the respective winners of the first and 
second competitions. 

Winning essays will be selected by a group of persons 
prominent in national educational affairs. 

Papers will be judged upon interpretation of subject, 
as revealed by original thought, understanding, skill of 
handling, coherence, neatness of presentation and gen- 
eral adherence to the fundamental principles of good 
writing. 

The contest closes March 20, 1937. 

——_—__>__ 
MANDAN OFFICE FURNITURE HOUSE 

Ridley’s Office Furniture at Mandan, North Dakota, 
is successor to the stationery department of the Cres- 
cent Printing Company, one of the old business houses 
of the city, managed by Edw. Knudson. For several 








years past Mr. Ridley has been working in various sec- | 


tions of North Dakota, for the Office Specialties Com- 
pany, Fargo, N. Dak. Mr. Ridley has been located in 
Mandan the past nine years, working the state house 
and some of the outlying territory. 

Mr. Ridley took over the stationery business of the 
Crescent Stationery Company with a view to develop- 
ing equipment, furniture and supply business in the 
immediate territory of Mandan. 

qunteiiinmeina 
NEW CLOYES GEAR WORKS CATALOGUE IS OUT 

A new, eight-page catalogue, embracing every item 
of adding, bookkeeping and calculating machine parts 
manufactured by the firm has recently been issued by 
the Cloyes Gear Works, 17214 Roseland road, N. E., 
Cleveland, Ohio. 

The catalogue, which is arranged numerically, is also 
laid out in sections which deal individually in parts of 
various makes of office machines. An important an- 
nouncement is included to the effect that the company 
will, whenever possible, duplicate broken parts which 
are not listed in the catalogue. 

—__—_—————— 
STERLING COMPANY OPENS 

B. Hurewitch, proprietor of the Sterling Desk Com- 
pany, has rented premises at 281 Pearl street, New York 
City, to deal in new and used office equipment. 
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Good 





tOUHATH 


PAPERS 


. JUST 
“HAPPEN ! 

of use there's a kind 

of paper that does 









For every kind 


cheaper, easier. Rockwell 
Barnes has spent years in 
building a compact line of 
commercially profitable 
mimeograph papers that 
covers the whole <n 





field of use. 
The = 


ROCKWELL- BARNES 


LINE INCLUDES ; ~ B-- 


“Best 
paper 
Pie 











There are colors ga- 
lore. ..and plenty 
of dollar value... 
and there's a good 
dealer's profit, too. 
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ROCKWELL- BARNES 


STREET*+ CH 


Sit WEST 38" 














Rarin to go 


is GENCO 


Like every thoroughbred the GENCO stencil 
duplicator is always ready to go. It's a per- 
fect mechanism keyed up to modern dupli- 
cator demands—ready at “the nod," to 
speed off perfect copies by the thousands. 


Not just a stamped job hastily assembled but 
fully machined to close tolerances for high 
precision and accuracy. 


What other low priced duplicator offers— 
|—A closed drum holding !/2 lb. of ink at one 
loading—with inside mechanical ink distribu- 
tion—absolutely leak proof—2—Absolute 
accurate registration possible only with our 
new positive paper feed—3—Speed!/ Expe- 
rienced operators attain sensational speed— 
and even novices make perfect copies 
quickly. 


Go to the post with GENCO—you'll be rid- 
ing a winner all the way. Write for the whole 
story. 


GENERAL DUPLICATOR CORP. 


148 LAFAYETTE ST., 


NEW YORK, N. Y. 
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GREIST ADVERTISING FEATURES NEW LAMP 

In one of the most sweeping and comprehensive cam- 
paigns ever instituted for a unit of merchandise in the 
portable lamp field, the Greist Manufacturing Com- 
pany, New Haven, Conn., is introducing a new execu- 
tive desk lamp which has been named the “White 
Knight.” 

The advertising drive started with the December and 
subsequent issues of trade publications in the elec- 
trical and office supply field and involved full page 
advertisements, which in turn were backed up by a 
direct mail campaign in which the manufacturer is 
being assisted by Williams & Saylor, Inc., recently 
appointed merchandising and advertising counsel. 
Other publicity work in connection with the campaign 
is being handled by Trinity Associates, Inc. 

The Greist company is introducing Celestialite, a 
triple laminated illuminating glass as a new luminaire 
for the “White Knight.” The design of the lamp plus 
this glass diffuser is claimed to reduce glare and re- 
sulting eye-strain and to permit the use of a 100-watt 
bulb, thus delivering adequate light in accordance with 
optical standards. 

————_——=>- -— 
MITCHELL COMPLETES SIX-WEEK TRIP 

E. J. Mitchell, representative of five large companies 
in the field, recently completed a six-week trip through 
Wisconsin, Minnesota, the Dakotas, Nebraska and Iowa. 
Upon his return Mr. Mitchell who maintains headquar- 
ters at 5540 Delmar avenue, St. Louis, reported business 
good with prospects looking “exceedingly fine.” 

Mr. Mitchell represents the Trussell Manufacturing 
Company, Poughkeepsie, N. Y.; J. L. Hanson Company, 
Chicago; Sainberg & Sons, New York City; the George 
B. Graff Company, Cambridge, Mass.; and the Sta- 
tioners Corporation, Los Angeles. 

—_-—_—~<_>—_ - 
AUTOMATIC BUSINESS MACHINES OPEN 
CHICAGO OFFICE 

A Chicago district office has been opened by Auto- 
matic Business Machines, Inc., of Pittsburgh, manufac- 
turers of the Robotyper, an automatic device for the 
operation of a standard typewriter. 

The new office, which is located at 11-109 Mer- 
chandise Mart, is in charge of W. E. Kier, founder of 
the Kier Letter Company, Chicago, who has already 
commenced an enthusiastic campaign to increase Robo- 
typer sales in the Chicago area. 

—_~ 
KOEHN RETURNS FROM LENGTHY BUSINESS TRIP 

George L. Koehn, president of the Stenno Ribbon & 
Carbon Manufacturing Company, Portland, Ore., re- 
cently returned from an extended business trip through 
the Middle West and East. 

During his trip across the country Mr. Koehn, who is 
a prominent Oregon Legionnaire, attended the Amer- 
ican Legion National Convention in Cleveland where 
he renewed friendship with a number of old war bud- 
dies. 

— —<>- —_—_ 
GUTH NOW REPRESENTING MARBLE & SHATTUCK 

Henry L. Guth, who operates Henry L. Guth Asso- 
ciates, Wescoeville, Pa., has been appointed representa- 
tive for the Marble & Shattuck Chair Company, Cleve- 
land. His territory takes in a large part of the East. 
Some years ago Mr. Guth was sales manager for the 
Mutschler Bros. Company which makes Sampson 
tables. In addition to the Marble & Shattuck line he 
sells Sampson tables and also represents the Hoosier 
Desk Company and Tell City Chair Company. 
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Your harvest 
Liberty Storage Boxes have an eighteen-year record of | Thi 
steadily increasing sales, a year-by-year substantial ad- 42. ‘ng 
vance over each preceding year. In 1936 sales have al- 


ready exceeded the best previous year. | 4ea4o or 
Since Liberty Boxes are sold only through retail stationers, n 


this indicates the biggest year ever experienced by our | 





dealers. 





RE-ORDER DIVIDENDS 


The initial installation of Lib- 
erty Boxes is usually the be- 
ginning of annual or semi- 
annual repeat orders. Your 
original investment of time 
and selling effort pays its own 
profit reward and dividends 
in re-orders for many years. 
Concentrate on Liberty Boxes 
for clean sales, profitable 
transactions and _ continued 
repeat business. 


LIBERTIES serve efficiently and 
economically in the storage 
of records. They are built to fill 


STORAGE 
a long-felt need for bringing PRODUCTS 
system and order to the storage vault—the basement—the 


remote spots used regularly as housing places for records. ‘4 at hand 


Twenty-three standard sizes are available. Special sizes are quickly 
made to order. Only the best quality. water-proofed, corrugated fibre 
board is used. Wearable points strongly tape reinforced. End labels 
attached. Labelling strips furnished. 


Let Us Help You Goll / Get started on Liberties now. 


Write us for the complete story 
and a full set of the various advertising and promotional material 
available to our dealers. The harvest season on Liberty Storage 
Products is at hand!! 


BANKERS BOX COMPANY 


INCORPORATED 1918 






LIBERTY 






































| @®@ @® 536 SOUTH CLARK STREET @ @® STORAGE BOXES 
| CHICAGO | ° 
Pacific Co. Representative, J. L. ABBOTT, 303 Archite Bldg., 816 W. 
nt ngeeomatcinn, 3. & SORE, Se Sesteate Hite, ¥ Sth St. sa BINDERS 
ne é, STRING BINDERS 
Four Features of pote, Se pa en Fn pms ~ Tae filled, ‘ure’ guictiy 
LIBERTY BOXES of mum of space. * = be put quickly 2 + ee an 7 and easily tied up 
UNIVERSAL APPEAL es records. pul coma 





torage Filing Boxes 
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SHIPMAN-WARD PRODUCTS 


- e e d 
Y sll find it convenient an 
profitable to make Shipman- 


Ward your supply base for.-- 



























































Order from the largest stock available . . . Order from 
OTHER SHIPMAN-WARD SERVICES: Platen % SHIPMAN-WARD MFG. CO. x 


Grinding, Japanning, Duo-Nickel Plating, Buf- 

fing Supplies, Portable Typewriters, Noiseless 325 NORTH WELLS ST., CHICAGO 
Typewriter Pads, etc. Write for catalog showing BRANCH OFFICES @® NEW YORK CITY, 321 Broadway 
full line of supplies for Typewriter, Office Equip- LOS ANGELES, 314 W. Olympic Blvd. © MINNEAPOLIS, 
ment and Stationery Dealers. 116 S. 4th St. © MONTREAL, QUE., 20 St. James St. West 











DECEMBER, 1936 


CANADIAN NEWS NOTES 
The large wholesale and retail stationery and office 
appliance business carried on by the late L. S. Parrott 
at Saskatoon, Sask., and Prince Albert, Sask., is being 
offered for sale by the National Trust Co. Ltd., of the 
former city. The sale is being made to settle the estate 
of Mr. Parrott. 


* x * 

George E. Challes, one of the directors of the Abitibi 
Power and Paper Company and the Provincial Paper 
Company, makers of various grades of paper, passed 
away recently at his home in Toronto. Mr. Challes, 
who was in his eightieth year, was associated with a 


number of paper firms during his active career. 
* *~ * 


The L. & D. S. Paper Company, wholesale and retail 
dealers in paper, office and typewriter supplies has 
moved from 15 Market Square, Woodstock, Ont., to 529 
Dundas street, in the same city. The firm, which car- 
ries on an extensive business throughout Western On- 
tario, is owned by Miss Mary and Bertram Ashby, of 
Woodstock. 


a * * 

Messrs. Samuel and Cecil Scrham, of Pt. Dover, Ont., 
have commenced the manufacture of a new invention 
known as Scrham-O-Type, a new idea for the produc- 
tion of office and store bills. The machine which is a 
complete printing plant in one handy unit, uses a spe- 
cially made rubber type. The machine which operates 
at a rapid speed, is sold with several fonts of type in- 
cluded. 


* * oo” 

Barber-Wells, Maritime, Ltd., has been granted a 
charter by the government of Nova Scotia, to carry on 
business as manufacturers of fine paper and other 
office supplies, as well as to sell same wholesale and 
retail. The firm which has its head office in Halifax, 
is headed by Norman E. McMackay.—SJL 

BASSICK ISSUES FINE MAILING PIECE 

An excellent mailing piece which opens up into a 
large illustrated and interesting folder has recently 
been issued to the trade by the Bassick Company, 
Bridgeport, Conn., as a means of advertising the Bas- 
sick Flo-Tilt chair control. 

On the section of the folder reserved for the name 
and address of the person to whom sent is a picture 
of an office chair with the intriguing caption “Look 
Underneath for New Office Chair Business.” On the 
inner and back sections are numerous illustrations 
of the Bassick chair mechanism with a humorous 
picture of a calamity to be avoided by the use of the 
device. 

With the folder goes a postcard inviting the person 
interested to write for detailed information or a 
demonstration. 

——_——<>___ 
BIESER IS SERIOUSLY ILL 

Charles W. Bieser, president of Everybody’s Office 
Outfitters & Book Store, Dayton, Ohio, is confined to 
his home at 774 East Schantz avenue, with a serious ill- 
ness, according to word received from Milton Shuster, 
of Charles M. Higgins & Company, Inc. 

Office Appliances joins with the hundreds of friends 
of Mr. Bieser in wishing him a speedy recovery and 
return to permanent good health. 

oninetiliiieiininteds 

KITCHINGS TAKES SMITH-CORONA AGENCY 

Tom Kitchings of Natchez, Miss. has taken an agency 
for L. C. Smith and Corona Typewriters. He operates 
an office equipment establishment at 412 Main street. 

RHB 
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WEIS ISSUES HANDSOME HAND BOOK 
Containing sixty-three pages each of which is attrac- 
| re C e e i e tively illustrated, a new hand book of office filing sup- 
plies and equipment has recently been issued by the 
Weis Manufacturing Company, Monroe, Mich. 

Printed on cream-tinted body stock and enclosed in 
a brown cover which harmonizes perfectly, the general 
makeup of the new book is impressive. 

Far from being just a catalogue, the hand book con- 
tains a wealth of material of importance to all those 
connected with filing equipment and supplies in any 
capacity. After a statement of policy and a descrip- 
tion of facilities for service, there follows a short but 
interesting and instructive article on “The Romance 
of Recorded Thought.” 

The remaining pages bear pictures and descriptive 
matter of the company’s various lines, including filing 
folders, binder folders, typewriter indexing labels, blank 
vertical guides, printed indexes, the various Clearindex 
filing arrangements featured by Weis, plain and ruled 
index cards, index trays and cabinets. 

Many of these pages contain facsimiles of the clever 
and original drawings which feature Weis products in 
the company’s advertising. Still others include color 
pictures of the Weis lines of sectional bookcases and 
sectional and non-sectional vertical filing equipment. 

The Weis rigid sales policy is definitely told in one 
of the opening pages and reads as follows: 

“We recognize the retailer as the proper and legiti- 
mate outlet for our entire line of manufactured prod- 
ucts.” 


—_@j—— 

GRIENER WILL FILED FOR PROBATE 
The will of the late Louis C. Griener, who was presi- 
dent of the Imperial Desk Company at Evansville, Ind., 
for a number of years, has been filed in the probate 
| court at Evansville. The estate is estimated at $25,000. 
The widow was bequeathed the home and other real 
estate, with a provision that at her death it will go to 
the son, Walter, one third being a direct bequest and 
| two-thirds to be held in trust for him by the Old 
National bank at Evansville. Several other bequests 
were made. Two hundred shares of stock in the Im- 
perial Desk Company are to be held in trust, the income 
| from the same going to the widow. Griener died on 
September 29 at the Deaconess Hospital in Evansville. 
He became president of the Imperial Desk Company in 
1921, and was widely known among the desk manufac- 

turers of the states of the central west—-WBC 


ee 
DOHERTY WINS STANDARD’S QUOTA CUP 
LAR G a ST S C LLI * ; The Standard Mailing Machines Company quota cup 
was won last month by W. H. Doherty, Columbus, Ohio, 
« agent. The quota cup is the emblem of sales supremacy 
L] * a in the WO RLD | in the Standard organization, and its possession indi- 
| cates the highest agency percentage of quota for the 


current month. 
Permanent award of the cup will be made to the 


/ 
poles agent securing the highest percentage of quota for the 
entire year 1936. Competition at present is keen be- 
hie tween F. A. Mesmer, of Boston, and F. L. Hessenberger, 
an ee 





of Harrisburg, both of whom are battling closely for 
this coveted honor. There are also dark horses in the 


field who are still very much in the running. 
Always sell the most BRANCH TO ENTER ROCHES 
4 TER HOSPITAL 
saleable line es =e 8 ACE Pearl J. Branch, 1206 East Iowa street, Evansville, 
Ind., well known typewriter agent and repair man, 


AC t FA ST FT 3 134 CORP. widely known in many parts of southern Indiana, who 


. has been ill for several months past, is planning to go to 
3415 N.Ashland Ave. Chica g°- a hospital at Rochester, Minn., in the hopes of being 


iio) 1 oek et eee etilem ile tise =| restored to complete health —-WBC 
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HOW “LOOKERS” BECOME BUYERS 


At Christmas Time—or any other time—display sells merchandise. 


In fountain pens, consistent display throughout the year is responsible 
for greatest sales and profits. 


Remember—/ast week’s lookers are this week’s buyers. The well- 
impressed Christmas customer buys a desk set for a June bride—in 
August, a pen for a college freshman. 


Knowing this, alert merchants ask us many times every year, ‘‘How can I 
display my Sheaffer’s to best advantage?”’ 


We feel qualified to help——because we think solely of pens, while the 
merchant has to think of many lines. 


This Christmas, be liberal with window and counter space. Write us 
for our Store-tested Plans. They will help you in serving your trade 


better, and increasing your sales. 
A dramatic window or counter at- 


W. A. SHEAFFER PEN COMPANY, Fort Madison, 
traction, this modern oriental-wood 


The; Pen Capital of America 

3-step display with circular motif in 
both steps and mirror. . . . 

Above: Sheaffer’s No. 120 Showcase, 
a complete and striking pen depart- 
ment in itself. Has hiddenlighting, 
is made of finest satiny Oriental 
wood, harmonizing with almost any 
store interior. The glass seems in- 
visible, making merchandise most 
life-like . . . Both belong in your 
store, earning profits for you. 
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VERTICAL GUIDES 


Made of best material in 
several styles of tabbing— 
plain, flat celluloid, angu- 
lar metal, and angular 
celluloid. All styles of in- 


dexing are available. 


a 


aa eae 


TUFTEAR 
MANILA FOLDERS 


Tuftear manila folders 


a 


stand up under heavy con- 
stant use... rounded cor- 
ners ... made in all styles 


of standard tabbing. 











UTILITY INDEX TABS 


All celluloid bate (> 
everything . . . hide noth- 
ing. Made in three styles 
—strip, shield and indexed 
type... handy for indexing 


records and books. 
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Heavy Celluloid Tab 


Cannot Become mele“ 
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45 Degree Easy Reading Angle 
—Can Be Read From Standing Position 


Removable Labels Permit 
Unlimited Expansion 


x A \ 





Heavy Gray 25-Pt. 
Pressboard Stock 


Tab Cemented and Eyeletted 
to Front and Back of Guide 


The natural reading angle of G/W angular 
tab guides saves filing fatigue, reduces 
wear and tear on guides and folders, speeds 
up filing and finding, and saves money. 





Colored Tabs for 
Quick Selection 





USERS COME BACK for more AFTER TRYING 
G/W ANGULAR TAB GUIDES and FOLDERS 


OUR customers will like Globe-Wernicke angular tab guides and 
folders because they help prevent filing fatigue, reduce wear and 


tear on guides and folders, speed up filing, and save money. 


Tabs are set at the easy-reading angle of 45°—the clerk looks AT 
the guide—not FOR it. No stooping or bending is necessary to 


read indexing, even in the lowest drawer. 


Transparent celluloid gives full visibility to insert labels and protects 
them from becoming soiled or damaged. Inserts are removable, 


making possible unlimited expansion. Tabs are available in blue, 


yellow, red, green, orange, and clear uncolored celluloid. 


Investigate the possibilities for increasing sales and profits with 
Globe-Wernicke angular celluloid tab guides and other filing 


supplies. Write for complete information, catalog and prices. 


Globe-Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
1 Wood Office Fur ire, I g Equipment, Bookcases, Pa Spe 
W Equipment for Libraries, Schools ar , beil 

Pp { r tor i \ sible Re rd t 
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(Meetings and Dinners—Continued from page 66) 


KREMSDORF HONORED ON 20TH WEDDING 
ANNIVERSARY 
Honors were heaped upon Irving Kremsdorf, one of 
the owners of the Guide System & Supply Company, 
335 Canal street, New York, on the occasion of his and 
Mrs. Kremsdorf’s twentieth wedding anniversary, when 









Ace High 


in the Metal 
Paper Fastener field 





















Because VAIL PRODUCTS are 
outstanding in quality, attrac- 
tively packaged and give excellent 
service. Customer acceptance has 
IRVING KREMSDORF been established to a point where 
the Vail dealer moves his stocks 








employes of the firm banded together and gave a ban- 

quet in honor of the couple. quickly. 
The affair was held at a New York restaurant on 

November 7 and was attended, in addition to every 

employe of the large firm, by a great many friends of Because VAIL PRODUCTS are 

Mr. and Mrs. Kremsdorf. backed by a 100% dealer pro- 
During the festivities many impromptu speech- . . _ 

makers occupied the floor to congratulate the happy tection policy. The Vail dealer 


XK AUS SSS ; 


WIN 
NY 


couple upon reaching their twentieth anniversary, receives full cooperation. 
while others, who are members of the firm, heaped 
praise upon Mr. Kremsdorf and Mr. Yanowitz, another Because our exceptional facil- 


officer of the Guide System & Supply Company, for 


the consideration they have shown their employes dur- ities and modern equipment en- 


ing the years of business. able us to serve the trade with \ 
: Z 
Stipa greater efficiency. We have on Vf \A 
RHODE ISLAND STATIONERS ELECT OFFICERS hand at all times a sufficient stock 9 ApZmze 


Featured by the organization’s annual election of 
officers, the Rhode Island Stationers Association held a 


KG 


D> 


of Vail quality paper clips, pins, 
thumb tacks, staples and brass fas- 


\X 


work of the association during the past year. Mr. 


meeting on November 4 at the Plantation Club, Provi- Y Yy 
dence, R. I. teners to fill orders without delay. 7 GY 
_ , YAGI 
Those elected to head the association for the coming Vy Ly Y 
year were: - é VP, Yj 
President, Benjamin Agronick, Bene, Inc.; vice-presi- Because Vail products and prices la 
dent, Ray Spooner, Arthur C. Arnold Company, and will appeal to your customers and Yi: 
secretary, Miss Sadie Agronick, Capitol Stationery allow you a satisfactory profit. YI) 
Company, Inc. . GY y Y Y 
Another highlight of the meeting was a vote of OQ, 
thanks of the membership to J. Walter Wilson and Miss Write for Price List illus- YGCZ 
May Sullivan, of Sullivan’s Office Supply Company, trating, describing and Y UY UG 
Taunton, Mass., for the tireless efforts to further the quoting our entire line. VV 
Y 


AX 


Wilson and Miss Sullivan rode many miles during last Y 
winter’s storms and missed only one meeting. VAIL Ly 


BANQUET ENDS TORONTO SOFT BALL SEASON MANUFACTURING 

On Tuesday, November 17, more than 100 ball players 
and guests joined in a banquet gathering in the Oak COMPANY 
Room of the Toronto Union Station to close the 1936 
season of the Toronto Commercial Stationers Soft Ball 900 East 95th Street 
League. 

Each of the eight teams was well represented and Chicago, Ill. 
they all paid tribute to the good sportsmanship of the ' 
winners—James A. Cook & Son, Ltd. After A. W. Mc- M.A, 


Naughton of W. V. Dawson, Ltd., president of the asso- . lal A I # IT T @) VAI L 4 


ciation, opened the meeting the Faber trophy was pre- 


—A 
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STAMP PADS 
DATERS e INKS 


* 
DRI-KWIK STAMP PADS 


A positive necessity where the rapid use of 
rubber stamps is required. Impressions dry 
quickly without odor. Will not injure rubber 
stamps. Various sizes and colors of inking. 


FULTON SELF INKING 
STAMP PADS 


The standard utility stamp pad, containing 
pure glycerine ink, unsurpassed in beauty 
and strength of color. 


SERVICE DATERS 
FULTON DATERS 


and The New Lumarith “Full-Clean,” a 
revelation in dater design. 


DRI-KWIK INK 
The finest ink on the market for use wherever 
the rapid use of rubber stamps is required. 
REMARKABLE FOR ITS BRILLIANCE, 
DEPTH AND PERMANENCY OF COL- 
OR. A quality ink at a fair price, that 
enables you to meet “cheap” competition 


with an item of definitely superior value. 
A number of colors. 


FULTON STAMP PAD INK 
The ideal ink for standard pads 
FULTON SIGN AND PRICE 
MARKER INK 
FULTON OPAQUE INK 
INDELIBLE INK 


All in a comprehensive line of colors 


Rubber Type Daters, Printers 
and Movable Rubber Type 


Phone or write your orders now! 


FULTON 


SPECIALTY Co. 
Elizabeth, N. J. 
Sales Office 


, 200 Fifth Avenue 
New York City 
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sented to the winning team by J. S. Luckett, Sr., presi- 
dent of the league, on behalf of Eberhard Faber of New 
York, the honorary president and donor of the trophy. 
With the presentation was read a letter from Mr. Faber 
expressing his keen interest in the young men in the 
stationery field. Mr. Luckett then presented an en- 
graved miniature cup to each member of the winning 


team. 


A report of the activities was made by Gordon Lowe, 


| chairman of the league governors, and this was fol- 


lowed by the reading of the financial report by Clair 
Billinghurst, secretary-treasurer of the league. Then 
followed a short speech by a representative of each 
team sponsor. 

A special feature of the meeting was the presenta- 
tion of an engraved wrist watch to Mr. Billinghurst in 
appreciation of his faithful work during the season. 
The teams represented the following companies: 

L. P. Bouvier Company, Ltd., The Brown Brothers, 
Ltd., James A. Cook & Son, Ltd., Dominion Envelope & 
Carton, Ltd., Grand & Toy, Ltd., The Luckett Loose 
Leaf, Ltd., National Stationers, Ltd., and Newsome & 
Gilbert, Ltd. 





HERE IS THE HAPPY GANG WHICH ATTENDED THE 
CONNECTICUT VALLEY STATIONERS ASSOCIATION IN 
HARTFORD, CONN., ON OCTOBER 19.—Details of the meeting, 
which was pronounced one of the most successful in recent 
years, were presented on page 117 of the November issue. 


SS - —— —— 


PHILADELPHIA STATIONERS MEET 


With a number of prominent speakers and a record 
total of members in attendance, the regular monthly 
meeting of the Philadelphia Stationers Association was 
held at the Bellevue-Stratford hotel, Thursday, No- 
vember 19. 

The usual attendance was considerably swelled by 
the appearance of a large number of members of the 
Penn-Ma-Va Club who attended the meeting for the 
purpose of listening to the address of Charles P. Gar- 
vin, general manager of the National Stationers Asso- 
ciation, who was a guest of honor and one of the eve- 
ning’s speakers. 


a 
STATIONERS SQUARE CLUB HOLDS MEETING 


The November meeting of the Stationers Square Club 
of Greater New York was held on the nineteenth in the 


| Greeley Room of the Governor Clinton hotel. The 


meeting was attended by a large number of the mem- 
bers who engaged in a lengthy discussion of various 
business matters and the proposed activities of the or- 
ganization for the coming year. 














OU? ag Ullen. 


ADDO NG_ 
MACHINES 


a > 




















ALLEN CALCULATORS INC.- 
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On the eve of culminating our first|five year 
engineering program...1 am deeply indebted to 
someone thousand dealersand representatives 


...who alone are responsible for the| enviable 





position in the industry already accorded the 


products bearing the ARC Allen brand name. 


... and during/1937 it will be our aim... 
through improvements and the introduction of 
new exclusive Figuring Machine Models... to 
so augment their writing machine profits 
... that the office machine dealers of the 
country will attain the strongest position in 


their history as/to gross sales and net profits. 











President 





22 E. 40th STREET, NEW YORK 
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The 400 Line -- - 





5 





3 GRADES .--- 


ECONOMY GRADE—Without rollers 
STANDARD GRADE—Two roller construction 
HEAVY DUTY GRADE—Four roller construction at small price differ- 


10 FEATURES .-.-- 


1. Heavy gauge steel case work, completely enclosing the drawer. 

2. Band iron frame at front and rear inside of case work, making it im- 
possible for cases to sag when loaded to capacity. 

Angle reinforcements at four corners extending length of case. 

. Drawer body with rolled edges to reinforce drawer sides. 


6.6 
—_ 
. 


i 


. Clip for intermembering cases vertically. 

Center of front frame drilled for bolting, thus insuring rigidity at all 

times. 

7. Roller bearings optional. Cases may be had with two or four rollers 
at slight additional cost. 

8. All of the 400 series drilled for rollers, 
which may be installed in the field in a 
few minutes time. 

9. Maximum storage space 26°4" of inside 

drawer depth. 


4 










Illustrating a stack of 14 ; ’ > [oe P 
enrteaaing 2 tack of 16 10. Optional channel bases for front and 
cases, cach drawer with rear of cases. 


a minimum load of 50 
Ibe. of filing material. 
The band iron frame 
construction prevents 
drawers from binding 
when stacked to this 
height. 


The transfer season is here! A tremendous volume of 
records will be transferred within the next two months. 
AND, we feel safe in predicting that the majority of con- 
sumers will demand an all-metal file. 

Order a sample stack now and instruct your salesmen to 
put a little extra pressure behind SECURITY transfer 
cases. They'll get real results. 


SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL NEW JERSEY 


A stack of four 
transfer cases 
with channel 
bases. 
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CHICAGO TYPEWRITER DEALERS 
START NEW YEAR 

The first meeting of the Chicago Typewriter Dealers 
Association following the annual election in October, 
took place at the Medinah Athletic Club, Chicago, on 
Tuesday evening, November 10. About twenty were 
present when the session was called to order by Presi- 
dent A. E. Hug. The first order of business was a report 
by Robert Goldblatt, chairman of the auditing com- 
mittee, who stated that his committee had checked the 
records of the treasurer for 1935 and 1936 and found 
them to be correct. 

Under the head of new business, considerable time 
was devoted to the discussion of the portable typewriter 


situation in Chicago in its relation to department store | 


competition. A motion to the effect that a letter out- 
lining the general conditions be sent to all absentee 
members was approved. Before adjourning, it was 
decided that the program of the next meeting would 
include some special entertainment. 


a 


CARBON AND RIBBON MEN DISCUSS PROBLEMS 
At the regular monthly meeting of the Carbon & 


Ribbon Dealers’ Association of Northern California, | 


held in the Plaza hotel, San Francisco, on the evening 
of November 20, a number of general trade problems 
were discussed. 
Huston, president of the association, many members 
gave expression to their opinions. Special talks were 
given by Ted Gibson of Miller, Bryant & Pierce, and 
Earle White of the Ames Supply Company. The fol- 
lowing members were represented: Alma Abrego; Ames 
Supply Company; H. S. Crocker Company, Inc.; A. Car- 
lisle & Company; J. F. Glendon; H. & M. C. Company; 
Ink Ribbon Manufacturing Company; Kastner & Com- 
pany; Marr Duplicator Company; Smith Brothers; 
Mathews Carbon Company; Miller-Bryant-Pierce Com- 
pany; Mittag & Volger, Inc.; Neal, Stratford & Kerr; 
Pacific Carbon & Ribbon Manufacturing Company; 
Panama Carbon Company; Remington Rand, Inc.; O. 
D. Short; F. S. Webster Company, Inc., and West Coast 
Carbon & Ribbon Company. 

The December meeting has been scheduled for the 
Palace hotel December 11 and the program will include 
a demonstration by Earle White of the Amesco platen 
as allied to ribbons and carbons. 


—_—_g—__ 
S. F. WOODSTOCK BRANCH REORGANIZED 


Under the guidance of P. O. Burt, who was trans- | 


ferred by the company from Buffalo to the Bay City, 
the San Francisco branch of the Woodstock Type- 
writer Company has been reorganized, according to a 
statement issued late last month. 


As part of the program inaugurated by Mr. Burt sev- | 
eral additions have been made to the sales and service | 


departments, new fixtures have been installed and a 
large and attractive electric sign has been placed in 
operation. 

The Oakland territory, which is under the jurisdic- 
tion of the San Francisco office, is in charge of R. F. 
Johnson and the service department is represented 
by Charles Cummiskey. 

aie 


TYPEWRITER DEALER IN NEW LOCATION 
The Dependable Typewriter Exchange is now estab- 
lished in new quarters on the first floor of the Laramie 
State Bank building, 5200 West Chicago avenue, Chi- 


Under the chairmanship of W. G. | 
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cago, Ill. The removal was completed during the latter | 


part of November. 


SS ee ee ae ee ee Se 
Merry Christmas 


to Dou 
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T IS our sincere wish that the 
coming Yuletide will bring to 
you a Christmas overflow- 

ing with good cheer and happi- 
ness. 


May the New Year find you 
looking forward confidently to a 
long season of abundant pros- 
perity and success. 


Our warm thanks are extended f 
to our many dealer friends for i 
the frequent opportunities they 
have afforded us to serve them. is 
It will be our earnest aim to 
serve them faithfully as hitherto 
with quality goods, intelligent i 
cooperation and service. is 


And—speaking of Service 


We are pleased to advise that we are 
caught up with shipments and now have 
a large stock on hand. 


Remember that the STEBCO organiza- 
tion is at your command. If the Christ- 
mas rush should find you out of stock of 
any STEBCO product, advise us and we 
will rush your order through im- 
mediately. Don’t miss a single sale. 
STEBCO quality brief cases ring the 
Christmas Bell as useful, attractive gifts 
and, when displayed prominently, will 
double your holiday sales. 


Stein Bros. Mfg. Co., Inc. 
564 W. Adams St. Chicago, Ill. 


New York Office and Display Rooms 
Empire State Building, Mr. E. R. Manning in charge 
San Francisco Office 
833 Market Street, Mr. Herman Halper in charge 
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LYNO DESK PADS 


Entirely New! Easily Washed! 
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NATIONAL, 2wrerriter & Ollice Haachine 
DeskesASSOCIATION NEWS 


Ernest E. Thornton, Vice-president 





| seful! Deco 








rative! Durable! 


heat, cold or water. 
Here are some of the outstanding panel styles: 


All prices quoted are list 


Genuine Leather 
Style 3050—2’ or 4” 
Panels Maroon. 
Brown or Green. 

Doz. Less Doz 
18x24" Ea. $3.00 $3.30 
20x36"Ka. 4.00 50 


24x38"EKa. 7.00 7.50 


Genuine Leather 
Style 3053—4” Pan- 
els are ‘‘Cut-off’’ 


Lyno Desk Pads lend distinction to every desk. 
They provide smooth-as-satin writing surface. 
Will withstand 








Lamont H. Wood, President 
Midwest Typewriter Company 
Kansas City. Mo. 


Mrs. Jessie 1. Taylor, Treasurer 
Globe Typewriter Company 
New York, N. Y. 


California Typewriter Exchange 


Los Angeles, Calif. 


J. Paul McWilliams, Secretary 
800 Grand Avenue 
Kansas City, Mo. 





Board of Directors 


Irwin Vincent, Western Type- 
writer Company, Topeka, Kan.:; 
James P. Ward, Sr., Shipman- 
Ward Manufacturing Company, 
Chicago, Ill.; Theodore Schafer, 
United Typewriter Company. 
New York, N. Y.; Harry Russell, 
Office Equipment Company, Des 
Moines, Iowa: W. T. Corney. 
Thomas & Corney, Ltd., Toronto, 
Ont., Canada: Clarence Bills. 


G. S. Cambias, G. S. Cambias 
Typewriter Exchange, New Or- 
leans, La.; Hugh J. Williams. 
Iowa Supply Company. lowa 
City, Iowa: Elmer L. Young, 
Young Office Equipment Com. 
pany, Chicago, Ill; W. F. Claus- 
ing. International Typewriter 
Exchange, Chicago, Ill; F. C. 
Waltz, Waltz Typewriter & Add- 
ing Machine Company, Cincin- 
nati, Ohio, and R. H. Preston. 





Double Line Scoring 
Colored to Match. 
Maroon, Brown or 
Grreen 

Doz. Less Doz 


20x36"Ea. $6.00 $8.00 
24x38"Ea. 6.50 8.50 





Style 3050 Style 3053 
Imitation Leather 

+” Panels. Single 
Brown or Green. 


Style 3030 
Gold Line 
Doz. Less Doz 
20x36"Ea. $3.00 $3.30 
24x38"EKa. 6.00 6.50 


Imitation Leather 
Style 3031—4" Panels. Em- 
bossed Spanish Design. Black 
or Brown 

Doz. Less Doz. 
20x36" Ka. $4.00 $4.50 
24x38" Ea. 6.50 7.00 


Genuine Leather 
Style 3054—4" Panels. Em 
bosse« 1 Spanish Design. 
Maroon, Brown, Green. 
rWwo-TONE LYNO 

Doz. Less Doz. 
Ka. $8 9.00 $ 9.50 
12.00 12.50 





20x36" 
24x38"... Ea 





Style 3030 


Style 3031-3054 | 


Corner Style Desk Pad Designs 


Style 3011 
Embossed 





Four Genuine Leather Corners 

Design Gold Antiqued. 
Brown or Green. 

Doz. Less Doz. 

18x24"Ea. $2.50 $2.80 

20x36"Ea. 4.00 4.30 

24x38"Ea. 5.00 5.30 















Style 3012—Fou 
Genuine Leather 
Corners. Gold 
Embossing. Brown 
or Green. 


Doz. Less Doz 
18x24" Ea. $2.50 $2.80 
20x36" Ka. 4.00 4.30 
24x38" Ka 5.00 5.30 





Style lace your order loday and lake advantage of the 
S011 quick turnover the holiday season is sure to create 


GEO. 


Office Specialty 


Style 
3ul2 


EF. FOX & CQO. 
FOX 


Manufacturers 





Established 1911 


420 Orleans Street Chicago, II1., U.S.A. 


Lun 




















Preston Typewriter Company. 
Knoxville, Tenn. 


Typewriter Sales & Service 
Company, Washington, D. C.; 


The association has just completed the mailing of 
over 5,000 copies of their Christmas Edition Magazine. 
This issue was for the purpose of submitting ideas on 
Christmas merchandising. The typewriter and office 
machine dealers receiving this issue were asked to sup- 
port the manufacturers and wholesalers who through 
their purchase of advertising made the program possi- 
ble. If you did not receive a copy, kindly write the 
Secretary, J. Paul McWilliams, 800 Grand avenue, Kan- 
sas City, Missouri, and a copy will be forwarded to you 
immediately. 

Means of solving the elimination of price cutting are 
always being sought. The following letter has just 
been received from F. C. Waltz of the Waltz Typewriter 
& Adding Machine Company, on their efforts toward 
the stabilization of prices on portables in their vicinity: 

“Our first step in this matter was to look up a recent 
Ohio state law which became effective in this state 
on July 9, 1936, and which reads in part: ‘That the 
buyer will not resell such commodity at less than the 
minimum price stipulated by the vendor,’ and another 
quotation from the law is: ‘Whoever knowingly and 
willfully advertises, offers for sale or sells any com- 
modity at less than the minimum price stipulated in 
any contract entered into pursuant to the provisions 
of section 2 of this act, whether said person so adver- 
tising, offering for sale or selling such commodity is 
or is not a party to such contract shall be deemed 
guilty of engaging in unfair competition and unfair 
trade practices and is actionable at the suit of any 
person damaged thereby.’ 

“The dealers in Cincinnati have lost a lot of business 
because of the cut prices on portables offered by de- 
partment stores throughout the city, and so it was 
that on October 31 we wrote to the various concerns 
asking their codperation in maintaining the adver- 
tised prices on the portables as advertised by the dif- 
ferent manufacturers. 

“We are hoping that through this medium that we 
can all realize the profit due the dealer on the 
portables.” 

C. D. Bills, of Washington, D. C., has just obtained 
seven new members for the N. T. & O. M. D. A. 

Our slogan—“OTHERS.” Help your fellow men. Sign 
him up as an N. T. & O. M. D. A. member. Dues reduced 
to only $10 per year. 
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Thank You! 


Art’? Ames and the Ames Supply Com- 











pany hasten to take advantage of the sea- 
son to say “Thank You’’ for your good will, 


loyal patronage, and constant courtesy. 


WE ARE “YOUR MAN FRIDAY” 


As “your man Friday’’ we ask only to serve 
you—we do not and will not compete with 
you—and during 1937 you will see that our 


desire to help and to serve is more than 





promises or “‘mouth-money.’’ We have 
already put into operation a regular plan to 


help Dealers Sell More. 











Merry Christmas 94 Happy New Bear 


That your Christmas is Merry and Joyful, and your New 
Year one of Happiness, Prosperity and Progress is the 


AMES SUPPLY COMPANY 


The Dealers’ Supply House and Manufacturers of Long-Wear Platens 
564 WEST RANDOLPH STREET 
CHICAGO, ILLINOIS 








317 Murray Street 583 Market Street 206 Lane Street 617 Commercial Place 
NEW YORK SAN FRANCISCO DALLAS NEW ORLEANS 
Atlanta Cleveland Minneapolis Seattle 

Boston Denver Philadelphia Washington, D. C. 


Cincinnati Los Angeles Pittsburgh 
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.- - - Khe Parents 
and the Children 


are doing fine... 


Thank You! 


a py 


You ought to get acquainted with our youngsters. They sure are huskies. 
Single is the older, of course . . . the Twins were only born last Fall. But they 
all have the Browne-Morse sturdy chassis. And when it comes to perform- 
ance all three are top-notchers, although you have to hand it to the Twins— 
their teamwork and double effectiveness give them the laurels. 


Translated into efficiency, time-saving, and economy in filing of office records, 
the Twins are out in front. They do the work of two Singles, and cost less. 





Pressboard Folders 


ilphabetical Guides Alphabetical Folders Manila Folders 


Don’t forget that at transfer time current files need replenishing with all 
kinds of filing supplies. Get this business. And be sure your stocks are 


complete. Order now. 


Browne-Morse Company 


Steel Filing Equipment—Desks—Filing Supplies 


Muskegon Michigan 
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NEELY CELEBRATES THIRTY YEARS IN BUSINESS 


Thirty years ago—on October 1, 1906—a young man 
resigned his position as stenographer with the firm of 
Chas. Pfiser & Company at 121 Franklin street, Chicago. 
He was tired of working for some one else and was far- 
sighted enough to realize, in his own phrase, the fact 
that the carbon and ribbon business was “going places” 
in the near future. 

The young man was Fred W. Neely, now head of the 
Fred W. Neely Company, carbon paper and typewriter 
ribbon business, who in October celebrated his more 
than a quarter of a century in business in the Chicago 
area. 

Soon after quitting his job Mr. Neely, with a small 
capital but heaps of ambition plus a desire to get ahead, 


a __ 


FRED W. NEELY 





started in business in a small and conservative way in 
an old three-story brick building then standing at the 
southeast corner of La Salle and Randolph streets. 
Working entirely alone, he started out first to make 
friends and then make customers through his earnest 
and enthusiastic effort to supply first-class service to 
those with whom he came in contact. In this connec- 
tion the fact that Mr. Neely today sells to many of 
the accounts which gave him his first orders speaks 
well for his enthusiasm and ambition which he has 
never permitted to falter. 

Business was good from the beginning. Orders were 
coming in and were of the substantial type which led 
the young business man to redouble his belief that 
there was a future in the carbon paper and typewriter 
ribbon industry. It was a few months from his start 
in business that Mr. Neely ceased jobbing and began 
the actual manufacture of the products which he now 
sells. 

In the early years, Mr. Neely likes to recall, he sold 
a great many inked cloth rolls for billing purposes— 
now considered an old and obsolete item which has 
been universally supplanted by modern billing equip- 
ment which takes almost wholly carbon papers in rolls 
of various weights and plies. 

With his manufacturing business firmly established 
it was only natural that this ambitious young man 
should desire to branch out. Leaving capable em- 
ployees to take care of the Chicago business, Mr. Neely 
began to travel, taking the entire country as his terri- 
tory for the past twenty-five years. 

Prior to going into business for himself Mr. Neely 
was an expert stenographer for many years, having 
spent considerable time as a law and court reporter 
during which he launched and maintained a shorthand 
and typewriter school of his own. All of this aided 





FAU 


111 


“ITS THE FASTEST SELLING 

OFFICE CHAIR CASTER 
| EVER 
HANDLED... 





.. AND 
PLL 
TELL 
You 
WHY” 


inch Ruberex 
WI . 


“No other caster can match its smooth rolling, easy swivel- 
ing action. That’s what buyers everywhere tell me after 
a trial of the Faultless No. 2479." No wonder—it swivels 
on two complete rows of hardened ball bearings and rolls 
noiselessly on a 2” Ruberex wheel. You can judge its pop- 
ularity for yourself when you consider that Faultless sales 
have increased 68% this year. 

Leading dealers are signing up daily with the complete 
Faultless line of Floor Protection Equipment. For bigger 
caster profits in 1937, get the facts today. 


FAULTLESS CASTER CORPORATION 
Dept. OA-12 EVANSVILLE, INDIANA 


Branches in Principal Cities. Canadian Factory: Stratford, Ontario 








Faultless quiet Cushion 
Chair lides are 
mounted in live rubber. 
Steel reinforcing frame 4 
prevents nail pulling 


Faultless Unbreakable 
Rockite Cups and Rub- 
erex Cups for heavy sta- 
tionary furniture protect 
floor coverings. Round 
and square shapes. 

















Speaking of ““GRIPS’’ 
THE ANSWER: | 


Here’s 












































ACCO 


No. 325 Vlas 
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ACCO 
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CLAMPS 


Rust 
Proof 


— mechanically correct Acco Clamp, made of the | 

” strongest materials available, has permanent gripping 
power, lasting strength, and is cadmium plated. 

6 A‘ “CO so concentrates strength in these clamps that only 3 
**% sizes are necessary. The turned in edges of the jaws 
assure gripping power at maximum expansion with an even 


pressure which increases with the load. 


Multiply Your Sales With This 
ACCO CLAMP DISPLAY! 





j tomes attractive counter display is a powerful reminder of the 

many daily jobs Acco Clamps can do for your customers. It is a 

complete “sell-self" unit with 3 hidden compartments for vending 

Write for particulars TODAY 
STOCK No. CAPACITY 
No. 125. 3/8’ 
No. 225 9/16" | 
No. 325 15/16" | 


ACCO PRODUCTS, Ine. 
39th Ave. and 24th St. 
Long Island City, N. Y. 


CANADA ENGLAND 
Acco Canadian Acco Company 
Ltd. Ltd. 
Toronto London 
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him in determining the qualities and features of car- 
bons and ribbons best adapted for use under different 
circumstances. In 1899 he was rated in Chicago as 
one of the fastest typewriter operators and shorthand 
writers in the city. This knowledge and ability he at- 
tributes to a course which he took with the Bryant & 
Stratton Business College, then located at Congress and 
Wabash, which cost him $1.25 per week for three night 
sessions. 

In learning in those days, Mr. Neely points out, there 
were difficulties to overcome which do not beset the 
stenographic operators of today. For instance, he 
learned to typewrite on an old style blind Remington 
on which the rolls were held in place by rubber bands 
instead of the modern mechanism of machines of to- 


| day. That was the period in which Mr. Neely recalls 


such old-time machines as the Sholes, Hammond, Cali- 
graph, Oliver, Smith-Premier, Remington, and in later 
years the Underwood which was then described as the 
“Wagner” typewriter. 

“It was a hard job in those days to designate the rib- 
bons best adapted for the so few machines which then 
existed,” Mr. Neely explained. “All ribbons were prac- 
tically the same and were twelve yards in length, 
whereas today ribbons run from twelve to twenty-four 
yards and even vary in thread count. The same thing 
holds true in regard to carbon papers. A few years ago 
there were but few types from which to choose. Year 
by year the great improvements made in the art of finer 
writing have also brought about the creation of finer 
grades of carbon papers so that today ribbons and car- 
bons are practically the last word in turning out finer 
and sharper typewritten originals and copies.” - 

In addition to his many duties as president of his 
company, which maintains offices at 508 South Dear- 
born street—the location of the firm for the past twen- 
ty-seven years—Mr. Neely is also president of the Illi- 
nois Carbon Paper & Inked Ribbon Association, which 
includes members from practically every section of the 
state. 

— 


PACIFIC NORTHWEST NEWS NOTES 


One of Seattle’s finest homes has been started for 
Thomas Pelly, president of Lowman & Hanford Com- 
pany, pioneer stationers of that city. The new home, 
an exquisitely-architectured residence of eleven rooms, 
will overlook picturesque Lake Washington from the 
southwest corner of East Prospect and Thirty-ninth 
avenue. For the well-known stationer and son of the 
former British Consul at Seattle, Architect David Myers 
has created a brick veneer structure of the Regency 
type, two stories high, with full basement and separate 
garage. Among innovations will be a copper roof used 
for the first time in the state, while tempered hard- 
board will be used for flooring. 
7 


* + 


Faithful and meritorious salesmanship of John D. 
Carter on the sales staff of the Los Angeles office of 
International Business Machines Corporation has led 
to his recent promotion to manager of the Portland, 
Ore., office of that company. In his new Northwest ter- 
ritory he is promoting more widespread selling of the 
electric bookkeeping, accounting, and other business 
machines in which they specialize. 

A complete array of all the latest Coronas made a 
fine display this Autumn for the Washington Type- 
writer Company at 1014 Second avenue, Seattle. All of 
the latest models of these typewriters were used to 
form an imposing battery of business machines, to view 
which a number of persons were invited by the store. 

“In at One, at Five they’re done,”—this is the snappy 
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New! Salable ! 


WHITE KNIG 


FOR EXECUTIVE DESKS a0) -anial: 









FIRST TIME in lamps—the CELESTIALITE luminaire! 


Only White Knight gives you Celestialite — and only Celestialite filters light 
through triple glass, scientifically filtering out the harmful rays, scientifi- 
cally producing a light that approximates daylight, non-glaring, restful. 

Diffusing light so that the prescribed 10 foot-candles are delivered 2 feet 
from the base, and with definite style features to back up its performance 
advantages, White Knight stands alone in sales appeal. 

Here’s a lamp that will meet with ready acceptance in a rapidly growing 
market. Order White Knight now — use the coupon. 


MODEL 34 (illustrated ), finished in Gunmetal and Silver or 
Statuary Bronze and Silver—retail list $13.50 
OTHER MODELS fo retail at $16.50 


GREIST MANUFACTURING COMPANY, NEW H 


[] Please send us sample White 


el@yuls 





10 FOOT- CANDLES OF 
| GLARELESS LIGHT within 
a radius of 2 FEET FROM 
BASE. That's the amount of 
light prescribed by optical au- 
thorities for the working surface. 


THE WHITE KNIGHT 
LUMINAIRE of Celes- 
tialite glass (shown in 
dotted lines) diffuses 
soft, white light, elimi- 
= nates eye strain. 










Knight at regular trade discounts. NAME 
| t 
'] Please send us complete sales ADDRESS i, 
} 


information and catalogue page. Signed 
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The Mew 


SUPER-PRONTO 











@ SIX ROLLERS 







@ SLIDING SUSPENSION 


@ AUTOMATIC STOP 
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4 
ILLUSTRATION OF THREE | 
SUPER-PRONTO STORAGE ed 
FILES INTER-LOCKED 3 See 
INTO A SOLID UNIT. Je ee cs 
———s 5 SG So STEEL 
— a E ’ ” 3 3 i BACK 
— sa 
_ 


Before you buy Storage Sive at Baas 


ask these 4 questions... . 


HAS IT AN AUTOMATIC STOP? HAS IT AN ALL STEEL BACK? 
HAS IT A SLIDING SUSPENSION? HAS IT AS MANY AS 6 ROLLERS? 


Only the Super-Pronto Has Thom 


The new Super-Pronto is the only cor- Made of 275 Ib. test corrugated board, 





rugated board storage file with a roller 
bearing, progressive suspension, the same 
as on your regular steel cabinets. 


The Automatic Stop is a new feature which 
prevents the drawer from being accidentally 
withdrawn from the case. The drawer 
cannot fall out. 


reinforced with steel in front and back to 
assure rigidity when stacked. Delivered 
flat they can be set up in less than a 
minute—no tools necessary. 


Made in 3 Sizes List 
No. II! Letter Size $2.25 
No. 222 Legal Size 2.60 
No. 333 Invoice Size 2.10 


[The Regular Pronto Storage Files are made in 26 Sizes—List 85c and up| 


PRONTO FILE CORPORATION, 636 BROADWAY, NEW YORK, N. Y. 
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slogan of Sandy’s, specializing in the swift and speedy 
service of sick fountain pens at two locations in Port- 
land—618 Southwest Broadway, and 714 Southwest 
Washington. 

: * * 

Operating a complete typewriter shop, the Jaynes 
Typewriter Exchange has moved to a new location in 
Walla Walla, Wash., at 114~ South First street. 

* * + 

Pep songs and popular airs are useful for business 
houses and offices, especially at their get-togethers, of- 
fice meetings and conventions, so the R. E. Winn Com- 
pany, a typewriter business on Cherry street, Seattle, 
has been mimeographing some old favorites and send- 
ing them out with its compliments. 

* : * 

Stationery and typewriter stores clustered in the Uni- 
versity district of Seattle were jubilant this October 
with the record smashing enrollment at the University 
of Washington. An all-time high of 10,118 students 
was achieved, with the total number of pupils about 
ten per cent higher than last year’s record attendance 
of 9,217 users of stationery. 

Huxley’s, the store of Dorothy Huxley at 1320 Fifth 
avenue, Seattle, moved during October to a more cen- 
tral location at 1216 Fourth avenue, in the Olympic ho- 
tel building, where it will contact hotel visitors, tourists 
and out-of-towners as well as local residents. 

* * x 

The University Bookstore, collegiate outlet on Uni- 
versity Way, Seattle, for a large number of typewriters, 
fountain pens, stationery and students’ supplies, has 
adopted a new policy this autumn of profit-sharing 
with its student customers. Two-thirds of the net 
earnings of the supply store will be distributed to the 
students with the close of college in 1937, according to 
James E. McRae, manager of this important retail store 
with its wide range of office merchandise used as stu- 
dents’ accessories. The profit sharing program, set in 
motion this October, has been anticipated for years, 
Mr. McRae recently stated, but “up to 1929 every avail- 
able profit dollar was needed to enlarge the store and 
stock, and to pay off the building loan. Now that all 
indebtedness is practically cleared, we feel justified in 
turning over to the students a large percentage of the 
earnings which their support makes possible.” Stand- 
ard prices, of course, are maintained on nationally 
known typewriters and fountain pens. Manner of dis- 
tributing profits will be as follows: Upon presentation 
of his student body card at the large University store, 
the student will be given a special envelope in which he 
should file all his purchase slips, whether they be for 
typewriters, pens, paper, or other merchandise. Such 
envelopes are turned in to the store at the end of the 
spring quarter, when cash payment is tendered the stu- 
dent, the amount being in proportion to his purchases 
at the store, as reflected in totals of the sales slips. A 
pleasant feature of the store’s policy under Manager 
McRae is the part-time employment of a large number 
of college students, helped to work their way over the 
educational seas. The store with a student payroll of 
about $1,000 a month gives earnings to a number of 
student clerks attending the “U.” Since moving off the 
campus in 1926, when the store was in a basement, vol- 
ume of business has more than doubled. 

. > * 


Leading stationery stores of Portland participated in 
a recent grand opening of the Fall season with a 
fashion revue that showed the latest stationery stocks 
under the best auspices. In the window display compe- 
tition in which stationers vied with each other in the 
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“Little Dandy” "Sim" 


Twenty-five years ago we produced the first 
UHL “Little Dandy” Typewriter Stand. Its 
popularity grew steadily year by year as the sales 
increased, until it became as fixed an article in 
the T ypewriter-Stand world as a chair in your 
home. 

Aroused by its wonderful popularity, many 
imitators have sprung up who hae ve tried to copy 
the “Little Dandy.” 

Their failure to succeed is evident, for, when 
comparisons are made, the outstanding UHL 
quality is revealed in the “Little Dandy.” 

The public will NOT be misled by “something 
just as good” as a catch-penny sales bait. The 
rapidly increasing sales are positive proof that 
the UHL Steel Little Dandy Typewriter Stands 
are carefully fabricated out of honest, high- 
grade material, and are the most economical buy 
—today. 

Furnished in several sizes with varied equip- 
ment. 








Business built on 
supplying geod 
quality and ser- 
vice must not be 
jeopardized by 
substituat- 
ing shoddy goods. 


KEEP YOUR 
CUSTOMERS’ 
GOOD WILL 














Ask for Catalog 


The Toledo Metal Furniture Co. 


1612 Hastings Street Toledo, Ohio 
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“Jhat Ink with 
the Pour Out Spout” 


is how Sanrorp’s Premium FLuip 


is called for by thousands of users. 





This metal spout 


Pours 


whenitis supposed to. It 


Spulling. 


into the 
SMALLEST 


inkwell or 
desk set. 





SANFORD’S Premium FLurip—the 
ink with the pour out spout— 
is the item that sells and sells. 


Sanrorp Mec. Co. 
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splendor of their artistic decorations, first prize was 
captured by Freck’s Stationery and Printing Company, 
and second by The J. K. Gill Company. Unified action 
of the leading merchants brought Portlanders down- 
town en masse, and drew approval of customers within 
and without the Oregon metropolis. Their interest and 
participation was elicited and cemented by means of 
their voting on the best window displays. Approxi- 
mately 75,000 ballots were distributed for the windows 
in advance of the grand opening, and kick-off into the 
Fall merchandising season. Since this is election year, 
voting is extremely popular, and balloting was heavy. 
Each of the ballots handed those enthralled before the 
stationery shops and other windows conveniently car- 
ried the names of all the merchants participating. 
Those picking the largest number of winning windows, 
as judged by members of the local ad club, were them- 
selves accorded prizes for their own perspicacity. Win- 
dows were illuminated in a blaze of glory for three eve- 
nings of the fashion show, and in order to make the 
curtain-raising more dramatic all of the windows in 
the retail district were darkened on the day of the 
opening, shades tightly drawn, so that the floodlights 
could be spectacularly turned on simultaneously. In- 
teresting, too, was the manner of evaluating the win- 
dows. The special committee of the Portland Advertis- 
ing Club judged them on the following basis: 

Attention-arresting, thirty points. 

Originality, twenty. 

Artistic Appeal, twenty. 

Appropriateness, twenty. 

Neatness, ten. 

* * x 

Every Wednesday is “touring the campus day” for 
John R. Wilson, who has been fixing all the University 
typewriters in various offices and rooms of the Univer- 
sity of Washington, Seattle, for more than fourteen 
years, and has been working with typewriters for more 
than seventeen years. He cleans and fixes about 
twenty machines each Wednesday on these campus 
tours, and estimates that he has exceeded 14,000 repairs 
in the span of his service at the big Seattle “U”. He 
has found, however, that bobby pins, paper clips, along 
with hairpins and beads, cause the most frequent com- 
plaint, as they are dropped by the feminine students 
into the works of the machine. Furthermore, Mr. Wil- 
son has maintained if he took all the junk and saved it, 
he could open a second hand store. Among his souve- 
nirs are many strange experiences,—such as the mys- 
tery of the missing cylinder knobs. These were con- 
stantly missed, as students used to take them during 
the early days of radio to make home-made radio sets. 


* * * 


Promoting “United Tacoma Days” this October were 
The Stationers, Inc., of Tacoma, Wash., joining with a 
coterie of merchants to build good-will among folks in 
and out of the Puget Sound community. The Station- 
ers, Inc., pledged themselves to make the occasion the 
outstanding merchandising event of the year, and in 
company with the group, furnished free morning street 
car rides to shoppers in the city or from out of town, to 
make purchases in the downtown district. They offered 
numerous “specials” among their large stationery stock 
and carried out their pledge that “as a merchant of 
Tacoma I am proud of the good-will of our friends and 
neighbors.”—CML 

-——- - — 
HOLLOMAN JOINS LORENZ 

F. P. Holloman has been appointed director of sales 
of the Lorenz Office Supply Company at Jackson, Miss., 
according to John Lorenz, manager.—RHB 
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Recently a customer said to us, “I like the way you folks at 

INVINCIBLE do things. There’s something personal 
about your services that takes away the feeling that I am 

- j dealing with a corporation.” 

As we have said before, INVINCIBLE is large enough to 
offer a dealer every desired advantage—but not too big for 
a personalized type of service that helps the dealer build 
his business. . . . Think it over in terms of your own indi- 
vidual case. 


New Literature Just Published 


Interesting sales literature that puts over INVINCIBLE “under the 
paint” features. Send the coupon below for copies and our latest 


z catalog. 

€: 

Fy “GO AHEAD WITH INVINCIBLE” 
le INVINCIBLE METAL FURNITURE CO. 
{ ‘\ Factory and Executive Offices, Manitowoc, Wis. 


erm NEW YORK CHICAGO LOS ANGELES 





E 
ett «9% W,MeT,, me 
STEEL FURNITURE ee 
DESKS . . . FILE CABINETS Name a ca ee 
COUNTERS . . . CUPBOARDS , Ses and ia, 
1 ee. Be ie f cate, 


CONCEALED SAFES . . . LETTER 
TRAYS ... WASTE BASKETS... ETC. 
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Su; erior results in the stencil method of office printing depend largely 
the duplicator used. If the machine falters, if it performs temperamentally 

the finished work lacks precision. Perfect stencil duplication calls for hair-line 
registration and absolutely true reproduction on every sheet. That kind of pre 
cision cannot be haphazard. It must be controlled... automatically ...in the 
mechanism of the duplicator. @ Niagara Duplicators are built for such auto 
matically controlled accuracy. Every Niagara model automatically makes 
the feeding, printing, and slip-sheeting of any weight stock, from light paper 
to cardboard, a smooth, simple, precise operation. Spoilage and costly delays 
are definitely curtailed. The finished Niagraphed job finds every sheet exactly 
like the original... with hair-line registration. That is superior performance! It 
is distinctly a Niagara achievement. @ To dealers interested in selling this kind 
of duplicator performance, we will gladly send detailed information con- 


cerning all new Niagara features, and Niagara's complete line of accessories. 


NIAGARA DUPLICATOR CO. 


$815 THIRD STREET © SAN FRANCISCO ¢ U.S.A. © CABLE “NIADO” 
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PATTONS RENAMED COOKE 
STATIONERY COMPANY 


Pattons Book Store, 340 State street, Salem, Ore., 
has recently been renamed the Cooke Stationery Com- 
pany, according to a statement of J. L. Cooke who pur- 
chased the organization some time ago. 

Prior to going into business for himself Mr. Cooke 





SINCE 1858 








THE BEST PEN NAME 
The Name That 


ATTRACTS 
The Quality That 


SELLS 


The Performance That 


SATISFIES 











JAMES L. COOKE 


spent many years in the field during which he obtained 
a wealth of experience in practically every branch of 
the industry. From 1922 to 1934 he was a member of 
the sales staff of the Underwood Typewriter Company 
and Underwood Elliott Fisher Company. In February 
of the latter year he resigned to enter the Salem office 
of Remington Rand, Inc., leaving that organization in 
April 1935, at which time he purchased the Pattons 
Book Store. 

Mr. Cooke’s organization, which was established in 
1869 under the former name, handles commercial sta- 
tionery, greeting cards, books, fountain pens and Art 
Metal filing equipment. 


—_<——_—__ 


EVANS VISITS WIS-ILL CLUB 

One of the visitors at the Wis-Ill Club in November 
was C. F. Evans, or Doc Evans as he is known by many 
in the trade. He travels the Pacific Coast for Sanford 
Manufacturing Company and makes his headquarters 
in Los Angeles. Another guest at the same meeting 
was H. T. Griswold, president of Sanford, whom many 
will remember as chairman of the committee which put 
over the record-breaking stationers’ convention in Chi- 
cago in September. 
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MASTER JOHN CORBAN PRICE 
Mr. and Mrs. J. G. (Jerry) Price, of the Price-Jones 
Office Supply Company, West Plains, Mo., and Harri- 
son, Ark., last month celebrated the birth of a son, 
born to Mrs. Price on October 18. The young man, a 
husky youngster of eight pounds, has been named John 
Corban. 


—_—_——_——_ 
SANDRA MERLE SPAK 

Mr. and Mrs. Herman Spak, of the office machine 
and furniture house of Spak & Natovitch, Chicago, last 
month celebrated the arrival of a baby daughter who 
has been named Sandra Merle. The baby was born on 
November 8 at the Passavant hospital and is the fourth 
child, there being two boys, age ten and fifteen, and 
another daughter, who is thirteen. 





EALERS everywhere 

find Spencerian pens 
meet the demands of those 
who look for perfect pen 
action. Window displays fea- 
turing the time tested Spen- 
cerian name bring passersby 
into your store to buy these 
famous pens, the finest in the 
moderate price class. 


They offer everything: swift 
gliding action, perfect bal- 
ance, large ink supply, ac- 
curately regulated ink flow. 
It takes only a few strokes to 
convince the prospect that 
any of the Spencerian foun- 
tain pens are worthy of the 
name. 


Replace or supplement your 
depleting stock with these 
fast-selling Spencerians. Pens 
retail at $1.00, $2.00, $2.50. 
Pen and pencil sets at $1.50 
and $3.00. Attractive dis- 
play cards and show cases. 


SPENCERIAN PEN CO. $ 


349 Broadway Dept. P New York, N. Y. 
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VERTICAL 
TRANSFER CASES 


Durably built of pinewood lockcorner construction to last 
a lifetime. Covered with attractive brown paper. Steel 
cover. Letter, Legal and Bill Sizes. 








NEW SORTING TRAYS 


Oak, Walnut and Mahogany Finish 
Letter and Legal Size 
Moderately Priced 








NEW FIBREBOARD 
CARD TRANSFERS 


Made of tough binderboard covered with agate paper. 
15" long outside. 3x5 and 4x6 sizes. Equipped with fol- 
lower block. 








Send for samples. 


IMPERIAL METHODS CO. 


Forest Park Iinois 
Gerard D. White C. J. Schubert, Jr. 
100 Worth St. 307 East Third St. 
New York City Los Angeles 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 





Now that the hunting season is over Art Grayston 
and Eddie Hansen are beginning to work out plans with 
the assistance of Sterley Jerue, John Boemer and Herb 
Fall for the annual Stationers party and frolic, usually 
held the last Saturday in January. 

While the Golden Gophers lost their big game to 
Northwestern, Archie Hoffman of Japs Olson Company 
will tell you that Minnesota’s Golden Gophers are still 
the best team in the country and national champions 
in the minds of real students of football. 

- * * 

Several of the members of the Midwest as well as the 
Northwest Travelers Club were in Lincoln to attend 
the Pittsburgh-Nebraska game on Saturday, November 
14. 

. . * . 

Iowa’s boosters, composed of Frank Zeller, Roy Um- 
pleby, Win Gonser, Joe Popple, Charley Storey and the 
boys from Holley’s were all pretty much downhearted 
by the crushing defeat handed their favorites, by those 
rough and tough boys of the North. 


~ + + 

Rudy Johnson of the Omaha Stationery Company 
spent the week of November 9 attempting to shoot 
ducks in the sandhills of Nebraska, but returned in 
time for the Nebraska-Pittsburgh game. Karl Kiesel, 
Carterite, was to have joined the party, as was the 
writer, but, due to unforeseen circumstances, were un- 
able to join the party. Rudy’s version is that an attack 
of cold feet was the real reason for the absence of these 
two would-be hunters. 

* . . 

John Ford, Jr., of Peterson Lithographing and Print- 
ing Company, announces that his concern has taken 
over the exclusive distribution of Do/More chairs in 
Douglas County, Nebraska, and in Pottawattamie 
County, Iowa. This concern has recently redecorated 
the second floor of their building, moving the stationery 
stock and loose leaf and office furniture departments 
to this floor. 

7 * * 

Win Gonser of Koch Brothers has resumed his duties 
after a three weeks’ confinement, and convaiescence in 
the Methodist Hospital of Des Moines 

Art Mumch, of the same organization, is recovering, 
in the same hospital, after undergoing an appendec- 
tomy operation. To both of these fellows, congratula- 
tions on your recovery. 

* + . 

Jack Reavis of Koch Brothers is a “joiner,” having 
been fortunate enough to captivate and then capture 
the charming bride, who was Miss Mary Genevieve 
Raymond of Des Moines, Iowa. Anyway, Jack is to be 
congratulated upon his wise choice. 

7 . * 

Members of the Northwest Travelers Club join in ex- 
tending their deepest sympathy to Joe Popple whose 
mother recently passed away. 

+ * . 

We don’t see much of Bill Hoge nowadays, but it was 
a pleasure to meet and say “hello” to this smiling 
member of “the brain trust” in the filing equipment 
game. Should get around more often, Bill. 

« © * 

The Iowa Stationers Association, according to Joe 

Popple, is getting ready to do things in a big way, 
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Except for You... 


Autopoint Company would not have enjoyed its great measure 
of prosperity during 1936... would not be able to look for- 
ward to a greater opportunity for service in 1937. 


You have helped us by your sincere co-operation which has 
sometimes taken the form of criticism as well as praise. 

It is with genuine sincerity that we thank you for helping 
Autopoint Company to become America’s greatest manufac- 
turers of quality mechanical pencils. 


Our greetings at this happy season of the year will continue 
to be expressed faithfully by deeds which warrant your con- 
tinued confidence. 


Autopoint Company, Chicago 


Subsidiary of Bakelite Corporation 
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ey TRANSFER CASES 


IN STEEL 



































Collapsible Safety Stacking 
Lug at rear bottom of case 
does not project when case is 
set on floor or table. 


The New Line of “Y and E” Transfer Cases is 
complete, and includes 5”x 8”, 6”x 4”, 8” x5” 
Card, Bill, Letter, Cap, Document, Tabulating Card, 
Ledger and Deposit Ticket sizes. 

The extra depth, the completely closed case 
and the addition of rollers at rear bottom of heavy 
load drawers— put these Transfer Cases at the top 
of the steel transfer case line. 


The greatly improved “Y and E”’ Stacking 


Attractive Counter Sunk Cup 
with slot in rear top of case 
for insertion of Safety Stack- 
ing Lug. 


construction 
tra strength 


The rugged front pin-bearing 
means smooth, 
easy operation. All parts ex- 


The rigid construction plus 
the Safety Stacking Lug per- 
mits stacking to any practical 
height. Dust and rodent proof. 


The rugged base is built of 
extra strength steel to allow 
unlimited stacking. Smooth 
finish prevents scratching. 


Safety Lug adds to the appearance and conven- 
ience of these cases and permits unlimited stack- 
ing. Send your stock order at once and add 
another profitable item to your line—one more 
proof of the outstanding value of the “ Yand E” 
Franchise. 

Of course, the Standard 5500 Line illustrated 
below is still available to match up former in- 
stallations. 
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shortly after the first of the year. This association is 
one of the youngest in the industry and has as active 
members all of the dealers in Iowa, who really function 
as stationers. J. S. Parrot of Waterloo is the president, 
Gordon Barger, vice-president, and Willis Mohn, secre- 
tary and treasurer. both of Cedar Rapids. Directors 
include Nels Schrieber, Fort Dodge; C. F. Cody, Du- 
buque; E. L. Isaacson of Sioux City for the last two 
year term; and Art Larson, Marshalltown; J. O. Pop- 
ple, Des Moines; and Dick Kirschbaum, Burlington, for 
the one year term. This is a live outfit, fellows, and 
any of the officers will be glad to give stationers in 
other sections information on their setup and plans. 
* * * 

Harry Short, former president of the Northwest Trav- 
elers Club, reports a very fine business in the Twin 
City area. Incidentally, Harry has established a fine 


reputation as a drummer (no pun) boy along with sev- | 


eral other members of the Wis-Ill Club. Herb Morgan 
reports a successful trip in the Arrowhead Country 
Tubby Ross buys two tickets to all Minnesota home 
games, claims the regular seats restrict his frame, and 
says he likes to enjoy his football in comfort. 


* * * 


Jack Goldman of Thomas & Grayston attended the 
Minnesota-Northwestern game at Evanston, and like 
all rooters for the Gopher Team, bore his suffering 
with fortitude. 


* * * 


Frank Schneider is not traveling the Northwest ter- 
ritory for Deibold Safe Company, but is devoting all of 
his time to the affairs of the Chicago office. Clarence 
Erickson, former St. Paul man, is now covering Frank’s 
old territory. Welcome, Clarence, and the Northwest 
Travelers Club await your application for membership. 
Just drop a line to Roy Clarke, care of Miller Davis 
Company, 219 South Fourth street, Minneapolis, and 
Ed Hansen will see that Roy gets your letter and that 
you are duly enrolled. 


* * * 


John Ford, Jr., has a new secretary, Miss Beatrice 
Hutson, who adds a great deal to the appearance of 
Peterson Lithographing Company’s second floor office 
as well as making it difficult for John to get rid of the 
“travelers” who have developed a desire to linger on 
since the advent of Miss Hutson. 


* * * 


Harold Beshe, formerly with the Omaha Stationery 
Company, left that concern to move to California, and 
we understand is now with the Stationers Corporation 
of Los Angeles. 


* * * 


What has become of Cort Horr, the genial represent- 
ative of Victor Safe and Lock Company? We haven’t 
seen Cort but once since his wedding day, and that was 
at the Chicago Convention. 


— ~ _ 
WATSON HEADS CHARITY DRIVE 


Thomas J. Watson, of International Business Ma- 
chines Corporation, has accepted the chairmanship of 
the Office Equipment & Supplies Division in the United 
Hospital campaign in New York, Edward R. Stettinius, 
Jr., chairman of the Commerce and Industry Commit- 
tee, announced last month. 

Mr. Watson will organize solicitation groups among 
representatives of the office equipment and supplies 
industry to aid in raising the funds needed by ninety- 
two voluntary hospitals in New York. 

At the same time it was announced that E. F. Hartley, 


| 
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YOUR 
CUSTOMERS 
WANT 


The Superior Quality of 
CEN=TRAEKOTED 
CARBON PAPER 


together with the perfected 


CEN-TR-KOTED BACKING 
SHEET! The perfect carbon results 
always obtained continuously create 
new “‘boosters”’ for these outstanding 
products! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 
booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. Francis O'Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Los Angeles Houston, Texas Portland, Ore. Denver 
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chief statistician of the International Business Ma- 
chines Corporation, has accepted the vice-chairman- 


a 
New Fields Ship of the office equipment and supplies division in 


the United Hospital Campaign. In speaking of the 
acceptance by Mr. Hartley of the important post, Stuart 


ry 
o° PROFITS with M. Crocker, general chairman of the United Hospital 


Campaign said: 


“It is a pleasure to have Mr. Hartley’s active codper- 
M J j i | NX « ation in placing the voluntary hospitals’ situation be- 
fore the people of New York. In seeking aid for these 


self-reliant institutions, we are asking the people to 


SAFE DRAWERS do this not only for self-protection, but for community 
protection.” 


— 


ARKWELL 


“RX 45” STAPLER 
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SHIPPED O8 APPROVAL 
IBERAL ALLOWANCE FOR OLD STAPLERS 





NEW MARK - 
WELL DISPLAY 
CARD FEATUR- 
ING THE “RX45”" 








STAPLER. 
—— 
TESTED” ACME COMPANY OPENS IN SAN FRANCISCO 
OcF Seoteank Under the management of Herman Cohn and Phil J. 
Showing o Ledger Sise Safe bear the Meil- Cohn a new firm opened recently at 30 Battery street, 
—_- — San Francisco, under the name of the Acme Business 
* Equipment Company. 
ow Sul Dem Sense In addition to handling the usual stationery lines, 
the bottom of the drawer including typewriters and adding machines, new and 
earry eavy loads with 


Every Office Needs These Handy Efficient Units 


Unmatched in possible interior features and sizes 
that will meet the needs of the modern office, giving 
fire protection for any combination of records all 
contained in a single unit. 

It is unnecessary to leave important records, cor- 
respondence, etc., without fire protection. The 
Meilink Safe Drawer brings the protection right 
to the worker’s desk. There’s no loss of time—no 
heavy loads to carry from place to place—just roll 
the Meilink Safe Drawer to the desk where the work 
is being done. 


Three Size Drawers 
Letter Size « Cap Size « Ledger Size 


If you do not have the full information on these 
units write or wire today for prices and discounts. 
The Meilink Safe Drawer opens up a new field in 
selling fire protection. 


The Lowest Cost Protection in 
Meilink’s History 














HERMAN COHN 


used office furniture and equipment, the Acme com- 
pany is interested in hearing from manufacturers who 


a wish to warehouse a stock of their commodities on the 
Meilink-Built Pacific Coast giving the company the privilege of dis- 
Fire-Resistive Freducts fer Every Business playing and selling at retail from the warehoused 
Office and Home Use : 
Provide “‘Better Protection”——35 Years of Protection Service stock. : 
Modern Systems of Cash Protection In speaking of his new organization Mr. Herman 
Cohn said: 


MEILINK STEEL SAFE co. “We are desirous of receiving price lists and cata- 


logues from manufacturers and jobbers of all items 
TOLESO, GES in the stationery, office furniture and equipment lines.” 
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A STYLE AND 
SIZE FOR EVER} 
FILING NEED 




















STEEL TAB 
PRESSBOARD 










MANILA 
DURATAB 


OXKRAFT 
DURATAB 











The Oxford Folder 
Quality packing for quality products earns a 
front-of-store display. Boxes are strong, Line Is COMPLETE 


two-piece telescope style. Attractive, legible 
lithographed labels add a finishing touch. 








Here is a wide assortment of filing folders, 
made by specialists and therefore correct 
in every detail. Every convenience and 
refinement that would benefit the user has 
been provided, including the reinforced top 
feature which is known in the Oxford line 
as the “Duratab” style. Oxford Duratab 





FOUR FOLDERS IN ONE folders are double-thick where the wear 
Oxford folders have three scores above the comes, without ausing extra bulk through- 


fold. As the contents increase, these scores 
are used to form a “hook” bottom, providing out. 


a much neater arrangement Tab arrangements are available in Oxford 

| folders to fit ANY system. In addition to 
the many stock tab styles, there are semi- 
special items which are quickly tabbed to 
order at stock prices. Look to the Oxford 
line for ALL your filing folder requirements. 


ROUND CORNERS = UNDERCUT TABS Oxford Filing Supply Co. 





Round En a — Undereut tabs on all kl 

originate y Oxford popular styles provide 40 M oo. yn 

prevent unsightly “dog extra heading space and 3 organ Ave., Br ’ N. ¥. 
earing. quicker accessibility 


Midwestern Factory: 125 So. 8th St., St. Louis, Mo. 
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QUALITY 


The “‘cheap”’ era is definitely over. Desk buyers are now demanding qual- 
ity . . . and they look to Steelcase for quality. Make no mistake about 
this . . . our daily sales of Steelcase Desks prove it. 


1936 has been a good year for us and for our dealers. Sales have grown 
steadily. For efficiency, stability, beauty ... a quality standard un- 
matched in the steel desk industry . . . Steelcase is supreme. Through- 
out the year, wherever shown, wherever sold, wherever used, the Steelcase 
Desk has met with enthusiastic approval . . . a sincere tribute to its out- 
standing quality. 


Capitalize upon the Steelcase quality standard . . . NOW! May we send 
you the facts? Address: 


METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS,” MICHIGAN 











STEELCASE 


Business Hquipriternt?, 
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PASSED AWAY 


FREDERICK F. WRIGHT 
Death brought an end to one of the most noteworthy | 











careers in the entire industry on November 9 when 
Frederick Fullerton Wright, Pacific district manager 
for the Underwood Elliott Fisher Company, passed | 
away in San Francisco, Calif. 

Mr. Wright, who in past years had, from a modest | 





beginning generated from his interest in machines, 
won the post of general sales manager of the company, 








THE LATE F. F. WRIGHT 


returned from New York to San Francisco only a short 
time ago. It had been the hope of himself and hun- 
dreds of friends that the climate of his beloved north- 
ern California would aid in his recovery from the ill- 
ness which eventually led to his death. 

Mr. Wright was born in Pennsylvania and as a young 
man was employed as a billing clerk in a railroad 
freight station when he became acquainted with the 
Elliott-Fisher billing machine. Soon after his first con- 
tact with the machine in 1898 he obtained a position as 
demonstrator of the machine and a short time later as 
a salesman of Elliott-Fisher products. 

His career was safely launched and by virtue of dili- 
gent attention to business coupled to a natural ability 
he was promoted to the managership of the Elliott- 
Fisher division of Glass & Prudhomme in San Fran- 
cisco and in Seattle, Wash. For a short time he was 
with the International Business Machines Corpora- 
tion but returned to his first company. 

The balance of Mr. Wright’s career is told in a 
printed memorial written by the company with which 
he spent so many years. It contains a photograph of 
him, opposite a page which reads: 

“On Monday morning, November 9, death came to 
Fred F. Wright. Thus a great void is left in the ranks 
of his many friends at Underwood Elliott Fisher Com- 
pany. 

“Efficient, patient, tolerant, he was a man among 
men, respected, honored and loved. 

“Fred Wright was employed by the company in Sep- 


tember of 1908. On April 16, 1914, he was appointed | 


Pacific district manager. As a result of his faithful, 
conscientious work he was promoted on August 1, 1933, 
to the position of general sales manager. He held that 
position until May of this year, when, because of ill 
health, he requested that he be allowed to accept his 
old position of Pacific district manager. 

“To Mrs. Wright, Fred F. Wright, Jr., and his two 
daughters, Janet and Julia, go the deepest, heartfelt 
sympathies of the entire Underwood Elliott Fisher or- 
ganization. 

“Tf it is true, Fred Wright, that ‘the Angel of Death 
is the invisible Angel of Life,’ then your memory will 






























It is pleasant to survey a good 
year in business... and we have 
just completed the most success- 
ful year of our career. 


But that is looking back... and 
we must, rather, look forward... 
plan for the year to come... pre- 
pare merchandising hits for the 
trade which has come to depend 
upon us for originality and value. 


We are preparing them ... 





To you who have appreciated 
our efforts in the past, we say 
THANK YOU for the 1936 rec- 
ord-breaking volume . .. and 
WATCH KAHN IN 1937 


New numbers, new ideas... all 
carrying out the central theme. 


SINCE 1896 


The World's Finest Popular- 
Priced Writing Instruments. 


. ee 
oneg 


DAVID KAM inc. 


NORTH BERGEN, - - + Nad. 
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NATIONAL 


, . Tl 
| Typeurtter Carbon Paper |) 


i] 




















me ALL PURPOSE .... 


Winning business for 
Commercial Stationers 

Hl throughout the country, | 
| this new line makes it pos- 
| sible to serve a maximum 
number of requirements 
with a minimum number of 


grades. 





It meets the general de- 
| mands of business for cor- 
| respondence, manifolding, 
billing, ete., with uniform 


satisfaction. 


| 

‘ 

| It reduces stock require- 
| ments and results in better 
| service to the trade at lower 
cost. Full details on re- 


quest. 





| The 


Buckeye 
Ribbon & Carbon Co. 
| mE 














Cleveland, Ohio 


HL 
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serve as a living inspiration to us, your co-workers.” 

On the cover of the memorial and enclosed in a 
deep, black border are the following immortal lines of 
Longfellow: 

“There is no death! What seems so is transition; 

This like of mortal breath 
Is but a suburb of the life Elysian 
Whose portals we call death.” 

During his career with the Underwood Elliott Fisher 
Company Mr. Wright exhibited a faculty for making 
lasting friendships—friendships which endured be- 
cause he was a true and lasting friend himself. Few 
men in the office equipment field were held in such 
high esteem by everyone regardless of their position or 
station in life. 

He possessed a sense of humor which was a valuable 
asset and never deserted him. In his successful oper- 
ation of the Pacific Territory Mr. Wright employed the 
merit system. Important vacancies so far as possible 
were filled by salesmen who had been trained and 
gained their experience in the organization. 

It is small wonder that his entire organization—man- 
agers, salesmen, and service—were intensely loyal to 


him. In his passing the industry has lost a man of 
remarkable qualities. 
J. L. BRYAN 


J. Lomax Bryan, president of the R. L. Bryan Com- 
pany, Columbia, S. C., died at the Columbia hospital 
on November 6. He was only thirty-five years of age. 

A native of Columbia, Mr. Bryan was born Septem- 
ber 14, 1901. He was the son of the late Richard Berke- 
ley Bryan and Catherine McGregor Lomax Bryan. 

Mr. Bryan attended The Citadel at Charleston, 
S. C., and Washington and Lee. He was a member of 
the A. T. O. fraternity, the Columbia Cotillion club, 
Forest Lake country club, Columbia Lions club and 
Richland lodge of Masons. Not only was he prominent 
socially but was greatly admired by many in the office 
supply and stationery business. 

After the death of his brother, R. L. Bryan, he be- 
came president of the R. L. Bryan Company, which was 
founded by his grandfather, Richard Lathan Bryan, in 
1844. He was the last surviving male member of the 
family to bear the name. He is survived by one sister, 
Mrs. Hugh Wilson and one daughter, Cery Randolph 
Bryan, 11. 

Funeral services were held from the First Presby- 
terian church and were conducted by Dr. J. W. Jackson, 
pastor. Interment was in the family plot in the church- 
yard.—_ JW 

i 
J. THOMAS HILL 

J. Thomas Hill, for many years prominent in the sta- 
tionery and office equipment field, died November 14 
from injuries suffered in a tragic hunting accident 
near New Caanan, Conn. 

According to meager reports received of the tragedy 
Mr. Hill was on a hunting trip with a friend when he 
tripped over a wire and fell upon his gun just as it was 
discharged. 

Mr. Hill possessed an enviable career in the field in 
various parts of the country. Several years ago he left 
Texas to go to New York where he became connected 
with Corlies, Macy & Company, Inc. 

In September, 1923, he purchased from that concern 
its Brooklyn store at 52 Court street and went into busi- 
ness for himself under the name of J. Thomas Hill 
Company, Inc. For eight years prior to that he was 
manager of the company’s retail stores. 

Mr. Hill was affiliated with Republic lodge, 690, F. and 
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1937 CHICAGO 


National Business Show 
Stevens Hotel Exhibition Hall 


March 22nd to 27th, inclusive 





The buyers and users of good 
office methods, machines, sun- 
dries and supplies, in the Great 
Central Market of Chicago and 
Vicinity, want to see what the 
makers and dealers of such 
equipment have to offer them 
to-day. 
There has been an ever-growing 
demand from the Mid-West for 

a National Business Show during 

all the five years since the last 
Chicago Show. 


NOW, in answer to the urgent 
calls for new and improved 
methods and tools to replace 
the worn and out-of-date equip- 
ment which has seen service far 
too long, the 1937 Chicago Na- 
tional Business Show is coming 
soon. 


Remember the date—-March 22nd to 27th, inclusive. 
The amount of floor area for the Chicago Show is limited! 
Time flies! 


Make your arrangements for space without delay! 


NATIONAL BUSINESS SHOW COMPANY, INC. 
Frank E. Tupper, President 


50 CHURCH STREET—NEW YORK 


At CHICAGO—C. H. Hunter .. . . . 417 §. Dearborn Street 
Telephone Harrison 3697 
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TEAM UP WITH SENGBUSCH 


oe FOR BETTER HOLIDAY PROFITS 


* 













The SENGBUSCH line breaks the way 


ROT 5S es i nr e a 


. 
vee “pon 
FEATURE THE HANDI-PEN DESK SET to sell those cus- 
< ,, tomers who demand quality merchandise at reasonable 
No. HP3 prices. *This set has sales-points galore: (1) Ingeniously 
—Chrome- ° >: ; 
trimmed wel! Molded in One Piece. No leakage, seepage, or overflow 
and pen, with due to temperature changes; (2) Non-Corrosive—Un- 
chromium base...33.50 breakable. Made of hard rubber. Practically in- 








. ; * destructible; (3) One Filling A Year. Holds six ounces 

Colorful handi-pen selling . . eas ‘ : ‘ 

Gelder No. 18 — deslaned os- of ink—enough for the writing needs of the average user 
pecially to move the line—is available with for a whole year; (4) The Pen Rests In The Ink. In- 
your imprint at no cost. Also a forceful | stead of the usual dry socket, this one feeds the ink to 
counter and window card. Order a supply! the pen; (5) The Point Holds The Ink. A slotted, hard rub- 







































ber feed under the point carries enough ink so that only 
an occasional dip is necessary; (6) Interchangeable 
Points. Wedge lock makes changing of points a quick 
and simple operation. *Get the most out of the holiday 
market—stock handi-pen desk sets now! 


PRPPPPPLOL LOL L LLL PPP LPPPLL LLL LLL OP 
FEATURE DIPADAY DESK SETS to get those quick 
profits that come from fast-moving items. These 
popular Sengbusch sets have just what your customers 
look for in metal desk set gifts—lasting beauty, general 
utility, and life-long durability. Equipped with the new 
iridium-tipped, gold-plated pens everyone asks for. The 
modern design and chromium finish, with black, red or 
green enamel trim, give these items the powerful eye- 
appeal so necessary during the holiday shopping season. 
*Your customers see these sets advertised in Esquire and 
immediately recognize them as exceptional values for 
home and office. They want them, both for themselves 
and for gifts. And the price urges them to buy! Be 
sure your stock on this profitable line is complete. 





TO DO A REAL SELLING JOB, you need a supply of beauti- 
ful 4-page folders in colors on Sengbusch Chrome DipADay 
Desk Sets. Space is provided for your imprint. Order your free 
supply now! 


SENGBUSCH 
SELF-CLOSING INKSTAND CO. 
1215 Sengbusch Building Milwaukee, Wis. 


Canadian Distributors 
BROWN BROTHERS, LTD., Toronto, Canada 
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A. M., of which he was a past master. Surviving him is 
his widow, Regina; a son, J. T. Hill, and a daughter, 
Mary. 

Funeral services were held on November 17 under the 
auspices of the Masonic lodge to which Mr. Hill be- 
longed, at Larchmont, N. Y. 


i oe 


FREDERICK WILLIAMS SANFORD 

Frederick Williams Sanford, an executive of the Gen- 
eral Electric Company since 1908, died early last month 
at the New York hospital. He was sixty-nine years of 
age. 

Mr. Sanford, who resided at 410 Park avenue, was 
born June 10, 1867, at Great Barrington, Mass., of a 
family which made history in Colonial settlement of 
New England. He graduated from Williams college in 
1889 and shortly thereafter began his career as an 
electrical engineer for the New York Edison Company. 

In 1902 Mr. Sanford resigned to join the Stanley In- 
strument Company of Great Barrington and shortly 
after that firm merged with the General Electric Com- 
pany was appointed an executive of the incandescent 
lamp division of the latter organization, holding that 
post up to the time of his death. 

Mr. Sanford was a member of the Engineers Club, the 
Electrical Manufacturers Club, the Military Order of 
Foreign Wars and the Zeta Psi Club of New York. He 
is survived by his widow, Mrs. Rose G. Sanford, and a 
sister, Mrs. Frederick Darlington. 


i oh oh 


W. R. GREGORY 

Death brought an end to an illness of several years 
when W. R. Gregory, treasurer of W. B. Gregory & Son, 
Inc., Detroit, Mich., passed away on November 13. The 
last six months of his lengthy illness necessitated his 
staying away from his desk. 

Mr. Gregory was for many years connected with the 
Gregory, Mayer & Thom Company. In 1924 he, with 
his father, W. B. Gregory, Elmer L. Sick and Henry J. 
Osebold organized the firm of which he was treasurer 
at the time of his death. 

Surviving Mr. Gregory are his widow, Marie Florence; 
two sons, William Bruce and Albert Benedict; his par- 
ents, Mr. and Mrs. William B. Gregory, Sr.; three sis- 
ters, Mrs. Leonard Thomson, Mrs. Kenneth Gape and 
Mrs. Edgar Gore, and two brothers, Edgar M. and Rob- 
ert W. Gregory. 

i & of 


EARLE ALEXANDER 

Earle M. Alexander, vice-president and treasurer of 
Alexander Bros., Ltd., Honolulu, T. H., died October 24, 
from an attack of pneumonia which followed an opera- 
tion performed at a local hospital earlier in the month. 
He was forty-seven years of age. 

Mr. Alexander, who conducted the business with his 
brother, F. P. Alexander, president of the firm, began 
his career with the Underwood Elliott Fisher Company 
in 1912. From 1916 to 1926 he was manager of the 
Underwood branch at Muskogee, Okla., going directly 
from that position to Honolulu. 

Besides his brother, Mr. Alexander is survived by his 
widow and two children, Mrs. Helen F. Manger, of Palo 
Alto, and Earle M. Alexander, Jr., of San Francisco. 

Following cremation, held on Monday, October 26, 
the ashes were sent to California for burial. 

i hh & 
Cc. W. KASTNER 

Clyde W. Kastner, president of Kastner & Company, 
Inc., and a charter member of the Carbon & Ribbon 
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EXPLOSIONS & 
EXPLANATIONS 


Are both unnecessary if the file 
clerk has proper filing equipment 
































Only dumb inefficiency can serve as an 
excuse for mis-filing or failure to find 
correspondence, no matter how volum- 
inous, if the file is equipped with a 


NATURAL 
SYSTEM 
INDEX 


If you are not familiar with this system of index- 
ing, write us now for full information 


QO 
(The Wabash Cabinet Co. 


Wabash~iIndiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about your NATURAL SYSTEM 
of Indexing, PRICE LIST and DISCOUNTS. 


Name __ 


EE . 

















M. W. LLOYD, Vice Pres. & Soles Mgr. 
Peninsular Paint & Varn. Co., Detroit, Mich. 





J. R._ McCARTY, Vice President 
Brown & Bigelow, St. Pau!, Minnesota 


ICTAPHONE is 
than just a modern means 
of handling correspondence. 

Do you know the assistance it 
gives in (stem) helping you to 
speed up your conferences? 
(item) pinning down telephone 
conversations? (étem) conveying 
instructions beyond all alibi? 
(item) putting your ideas into 
action instead of into a file? 
(stem) doubling your ability to 
get things done? (stem) enabling 
your secretary to take more real 
work off your hands by the in- 
dependence it Rives her, as well 





~ 


far more 


The Trend To Dictaphone Sweeps On 


—\, DICTAPHONE 
«4 


The word DICTAPHONE is the Registered Trade-Mark 
f Dictaphone Corporation, hines 
i Accessories 


A. G. MAXWELL, Vice President 
Citizens & Southern Natl. Bank, Atlanta, Ga. 





« 


R. W. LARSEN, Vice President 
Twin City Fed. Sav. & Loan Assn., Minneapolis 





as you? Dictaphone makes busy 
days as smooth as lean ones! 

These are some of the Dicta- 
phone values which account for 
the daily trend to Dictaphone in 
more and more businesses, large 
and small. “] They are the sub- 
ject of an inte resting booklet 
which is yours for the coupon 
below. “J And they're the whole 
gist of an eye-opening demon- 
stration which we stand ready to 
let the Dictaphone give, in your 
own office, on your work—when- 
ever you say. Send the coupon 
today! 







Makers of Dictating Ma 


to which said Trade-Mark is App 


Among the Prominent Users of Dictaphone Are: 
Mather Bros., Inc., Atlanta, Ga. 
Anchor Cap & Closure Corp., Long Island City, N. Y 
Beckett Paper Company, Hamilton, Ohio 


Automotive Daily News, Detroit, Mich 


Exclusive Nuphonic recording and reproduction of the improved Dictaphone 
duplicates the human voice almost perfectly 








A few overseas territories are open for our valuable exclusive franchise 
For full particulars, write to our International Division, Bridgeport, Conn 








Dictaphone Sales Corporation, 420 Lexington Avenue, New York, N.Y 


In Canada—137 Wellington Sr., 


[] I want to see your 
representative 


Name 
Company 


Address 


West, Toronto 


OA 12 


(] Please send me my copy of 
“What's An Office Anyway?” 
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Dealers Association of Northern California, died Oc- 
tober 20 following a short illness. He was forty-six 
years of age, having celebrated that birthday one week 
before his passing. 

Despite his heavy duties with his company Mr. Kast- 
ner was one of the most energetic men on behalf of 
the association which he helped found, and of which 
he was a director in 1933 and 1934. He was well known 
throughout the industry in Northern California and 
particularly in San Francisco. 

Funeral services were held on October 22 in San 
Francisco under the auspices of the American Legion, 
of which Mr. Kastner was a member. He is survived 
by his widow, Christine, and a son, Milton. 


k oh & 
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EBEN MURCH 


Eben Murch, manager of the Canadian branch of 
Remington Rand Inc., Hamilton, Ont., died recently 
at his home in that city following an illness of several 
months’ duration. 

Mr. Murch, who was born in Glasgow, Scotland, fifty- 
two years ago, went to Canada more than thirty years 
ago. He lived in Toronto for a number of years, and 
then went to the United States. He came to Hamil- 
ton from Middletown, Conn., early in the present year, 
when the Canadian branch of the company was opened. 
Surviving are his widow, and two brothers in Scotland. 
—SJL. 

yt  & 
CONRAD LAUTERJUNG 


Conrad Lauterjung, proprietor of the L. & M. Sta- 
tionery Company, Chicago, and well-known throughout 
the industry in the Middle West for a number of years, 
died in a Chicago hospital on November 2 following an 
illness of only two weeks. He was fifty-one years of 
age. 

Mr. Lauterjung is survived by his widow, who will 
carry on the business in his stead, and two children. 
Funeral services were conducted on Thursday, Novem- 
ber 5. 

i 
WILLIAM G. BODE 


William G. (Ping) Bode, 8118 Hollywood Boulevard, 
Hollywood, California, died early last month. The fu- 
neral was held on Saturday, November 7, at the “Wee 
Kirk o’ the Heather,” Glendale, Calif. He leaves sur- 
viving his wife, Dolly, and their lovely daughter. 

Mr. Bode started in the steel office equipment busi- 
ness at San Francisco, where he represented The Safe 
Cabinet Company. Later he joined the staff of The 
General Fireproofing Company as head of the safe de- 
partment. Later Mr. Bode entered the employ of 
Sweetzer & Baldwin Safe Company, General Fireproof- 
ing Company dealers, and served as district manager 
for the G. F. organization for many years in the west- 
ern territory. 

Mr. Bode was a salesman of high rank. He worked 
conscientiously with General Fireproofing dealers 
teaching sales methods and exploiting the product. His 
death is a loss to the industry in the West. 


i oh 
W. D. PLUMB 


Death brought an end to a noted naval career when 
William D. Plumb, district representative of the Under- 
wood Elliott Fisher Company at Paterson, N. J., and 
one of the last surviving members of the last crew of 
the frigate “Constitution,” (“Old Ironsides”), passed 
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* Functional Design—prac- 
tical for efficient service; 
no ledges to catch dust. 
Masonite Tempered Presd- 
wood—will not chip, crack 
or splinter; resists heat 
and water. 







FOR 1937—BUILD NEW PROFITS WITH THIS NEW OFFICE FURNITURE— 


TEWPERDESK 


vos) 


Start the New Year right! Be ready to sell your customers the sensa- 
tional new Imperial TEMPERDESK Group. It’s the world’s first truly 
modern office furniture—modern in design—modern jn material. Dealers 
everywhere are building bigger volume and increased earnings with TEM- 
PERDESK. In your 
own territory, a 
big, rich market is 
waiting to buy this 
1937-style office 
furniture. Write 
today for full de- 
tails of the special 
merchandising 
plan. 






Rounded Corners—protect 
clothing. 

Wide Chromium Drawer 
Pulls. 

Stainless Steel Bases 
protect furniture from 
mops, brooms and vac- 
uum cleaners; recessed to 
guard against kicks and 
scuffs. 
































IMPERIAL 
DESK 
COMPANY 


EVANSVILLE, IND. 






4 








j 


vo. 3061 Executive Desk—60" x 
34° = 304%". The Temperdesk 
Group includes two flat top desks, 
. a secretarial desk, two tables, a 
(Covered by bookease, a telephone cab'net, a 
U.S. Design costumer and four steel chairs. 
Patents.) 


‘The Complete Line 


is the Dealers’ Line 
















Dealers everywhere appreciate Moreover, your customers will 
the Storms’ policy of dealer pro- appreciate the built-in curl re- 
tection. No company salesmen _ sistance of CLEANGRIP 
specialize on the more profitable CARBON PAPER and the 
sharp writing quality and recog- 
nized endurance of STORM- 
offered to take business away TEX RIBBONS. 


from you. That’s why they call Thus, with Storms’ products, 
“THE COMPLETE LINE” _ your sales are up and your profit 


the dealers’ line. margin increased. 


accounts in your territory, no 


special company concessions are 


mee | hie eee 


b 
©CoRds erer™? 





Write today for full information 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 
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DEALERS: WRITE US FOR SAMPLES 
STENCIL, DUPLI- 
CATOR AND INK MANUFACTURERS. 
WE WILL SUPPLY YOU WITH A LIST 


SOLD THROUGH 


OF OUR DISTRIBUTORS. 
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ANNOUNCING 


The Technygraph Distrib- 
utors present to the trade 


THE DUPLICUT 


For illustrating duplicated 
work. It’s the easiest, the 
quickest, the most economi- 
cal and the modern way to 
produce illustrations on any 
type of stencil. No stylus, 
no tracing, no writing plate. 
More than 150 Duplicut il- 
lustrations now ready. Learn 
more about Duplicuts. 


THE 





MANUFACTURERS 


Duplicator Supplies 


TECHNY, ILLINOIS 








Join those dealers who are making 
satisfied customers and extra profits. 
It's easy to close sales of this type with 
the right product, so why not tie up 


with us and join the procession. 


Peerless Steel Equipment Co. 


Unruh and Hasbrook Sts. Philadelphia, Pa. 








YOU SHOULD TALK 


to the dealer who has recently com- 
pleted this installation of modern Peer- 
less equipment. In no time he would 
convince you that Peerless products 
offer the dealer unlimited opportuni- 


ties for expansion. 
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away. Mr. Plumb’s death was dramatic in that he died 
a few minutes after he had stood on the platform of 
the assembly room of the East Side High school, wear- 
ing his old navy cap, and had saluted the cheering 
student body. 

Mr. Plumb was taken from the speaker’s platform to 
a retiring room as soon as he was stricken, but passed 
away before medical aid could be summoned. 

The career of Mr. Plumb in the office equipment in- 
dustry began in 1907 when he became manager of the 
Underwood Typewriter Company in Paterson. From 


the very beginning he built up an enviable career as a | 


salesman, and despite his many duties, found time to 
always be of service to younger men breaking into the 
field. He was a member of the Elks and the Masonic 
Lodge, and was a founder and first president of the 
Paterson Rotary Club, the Service Club’s Council of 
Paterson, and was also a member of the Chamber of 
Commerce, the Abraham Godwin chapter of Sons of 
the American Revolution and Post Commander of the 
Greenwood Lake Boat and Country Club. He was 
seventy-four years of age at the time of his death. 

Mr. Plumb is survived by his widow, Clara J. Plumb; 
a daughter, Mrs. Hugo R. Hofmann; a sister, Miss 
Eleanor Plumb of New York City, and a brother, Fred- 
erick W. Plumb. 
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JEROME WEIL 
Jerome Weil, son of Louis Weil, both of the Bell Sta- 
tionery Company, New York, died suddenly on Friday, 
October 2. Mr. Weil, who was known to his host of 
friends as “Jerry” was well started upon a career in 
the field which promised to be outstanding when he 
was overtaken by death. 


Funeral services were held under the auspices of the | 


Masonic organization at the Park Memorial chapel, 
45-11 Fort Hamilton Parkway, Brooklyn, N. Y. 
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MRS. W. L. JAQUES 

Mrs. Isabel Florence Jaques, wife of Washington L. 
Jaques, prominent member of the industry in New York 
City, died suddenly on October 27 at the family resi- 
dence, 107 Colonial parkway, Colonial Heights, Tuck- 
ahoe, N. Y. Funeral services were held Thursday, Octo- 
ber 29, with interment at Kensico cemetery. 

Mr. Jaques is head of Jaques & Company, 202 East 
Forty-fourth street, N. Y. 
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D. J. ELLIOTT 


D. J. Elliott, representative in Western Canada of the 
Eagle Pencil Company of Canada, Ltd., died suddenly 
last month at Edmondton, Alberta, as a result of a) 
heart attack. Mr. Elliott was one of the best known | 
stationery and office equipment men in the district and 
his passing was a severe shock to his hundreds of 
friends.—SJL 
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L. L. MILLER 


Louis Ludwig Miller, 60, Danish designing architect, 
who retired from the architectural business about five 
years ago to become associated with the Art Metal 
Company and later with the General Fireproofing Com- 
pany at Youngstown, died October 20 of a sudden heart 
attack. Mr. Miller was graduated from the Academy 
of Arts in Copenhagen, and came directly to the U. S. 
as an architect in 1905. He designed buildings, most of 


them banks, in Springfield, Pittsburgh, Columbus, and 


or GREATER 
SALES“ | 


LOOSE LEAF 
EQUIPMENT 


| 


| 


BE PREPARED 


| WILL YOU BE READY,FOR THE LAST- 

MINUTE DEMAND FOR PAYROLL 

FORMS NEEDED BY EMPLOYERS TO 

| COMPLY WITH SOCIAL SECURITY 

— LAWS? 

| JANUARY FIRST IS THE DEADLINE! 

AFTER THAT DATE, tEMPLOYERS 

MUST REVISE THEIR RECORDS TO 

CONFORM [WITH [FEDERAL AND 
STATE LEGISLATION! 


| 


WRITE FOR BOOKLET 


Our 12-page booklet, “‘ Payroll Ac- 
counting for the Federal Social 
Security Act and State Unemploy- 
ment Compensation Laws”’ is yours 
for the asking. It explains all the 
whys and wherefores of the different 
Federal and State laws and illus- 
trates approved payroll and personnel 
forms which must be used. Wrile 
today and get your copy. 


DEALERS AGENCIES 
AVAILABLE 


No matter what your present connections may be, 
it will pay you to investigate the CESCO Line. 
Write for our catalog and dealer’s lusive 

plan. 


The C.E. SHEPPARD CO., 


44-Ol 21°' Street,- LONG ISLAND CITY, N.Y 
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CANCO BASKETS 
“TAKE THE FLOOR” 


Canco makes a complete line of baskets 
—quality leaders—styled for all needs 
in offices, homes and institutions. 
Handsome lithography in oak, mahog- 
any, walnut, green and white, gives 
them the *‘sales appeal” that interests 
all types of customers. Being metal, 


Canco Baskets are durable and sturdy. 

And of course they're priced right. 
a> Why not take a look at the line? 

GALVANIZED WARE DEPARTMENT 


AMERICAN CAN COMPANY 


City Park and Hamilton Street 


TOLEDO, OHIO 
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other large cities. He is survived by his wife, a daugh- 
ter, and a son.—AK 
i oF 
DANIEL D. HOWARD 


Daniel DeWitt Howard, one of the pioneers of the 
development of hard fiber board for commercial pur- 
poses, died at his Wilmington, Del., home on Novem- 
ber 12. He was eighty-two years of age. 

Mr. Howard was born at the Howard homestead 
on Howard Hill, Benson, Rutland County, Vt., and was 
descended from James Chilton, Richard Warren, Henry 
Sampson and John Rogers, of the Mayflower company. 
His wife, the late Abigail Adams Howard, was a direct 
descendant of Henry Adams. She died in 1929. 

Some time ago Mr. Howard founded the Indurated 
Paper Company at Keene, N. H. Later, to be near the 
source of paper manufacture, moved to Philadelphia 
where he founded the Fiber Specialty Company. He 
became associated with the Keystone Fiber Company, 
Chester, Pa., and with National Vulcanized Fiber, of 
Yorklyn, Del., of which he was sales manager of one 
of the divisions until ill health caused his retirement 
five years ago. 

Mr. Howard is survived by a daughter, Miss Edith 
Lucile Howard, a painter and artist, of New York, N. Y. 
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MRS. LILLIAN DEUBELBEIS 


Mrs. Lillian Deubelbeis, wife of George Deubelbeis, 
president of the National Cover Company, St. Louis, 
manufacturer of check covers and distributor of the 
Wilson-Jones De Luxe loose leaf systems, died at their 
home in Affton, Mo., November 12, after a long illness. 
Mr. Deubelbeis is widely known among bank stationers 
of the country. 

She is survived by four sons, Emmett, Robert, Ken- 
neth and Daniel Deubelbeis. Funeral services were 
held November 14 with burial at Kirkwood, Mo.—HB 


™ oh oh 


CLYDE W. KASTNER 


Clyde W. Kastner, president of Kastner & Company, 
Inc., 153 Kearney street, San Francisco, passed away 
October 22, a week after he had celebrated his forty- 
sixth birthday. Mr. Kastner was a charter member of 
the Carbon and Ribbon Dealers Association of North- 
ern California, and was a director of the association 
in 1933. He is survived by his widow, and by his son, 
to whom Mr. Kastner’s friends and associates offer 
warm sympathy. 


JEREMIAH TEHAN 


Jeremiah Tehan, father of Harry Tehan, of Charles 
M. Higgins & Company, died in a Boston hospital on 
November 16, following a lengthy illness. He was 
seventy-eight years of age. 

Mr. Tehan resided at 394 Riverway, Boston, and was 
a retired merchant. He had been ill for a considerable 
time. 

The sympathy of every one in the industry goes out 
to Harry Tehan in the loss of his father. 
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H. E. HUNT 


H. E. Hunt, president of the Acme Ruler & Advertis- 
ing Company, Toronto, Canada, died last month at his 
home in that city. Mr. Hunt was born in England 
seventy-one years ago and went to Canada when seven 
years old. Most of his life was spent in Toronto.—SJL 
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This 


Bigger Demand 
Emphasizing the Service Angle 


—Feature BENTSON Quality 


For best service, steel is the choice both at time of installation and for 
many years later. The steel case for protection, the steel frame for rigidity, 
units interlocking in a solid structure, the sliding drawer mounted on steel Bentson Mfzg.Co. 
rollers are features of the BENTSON line. 
letter, legal and invoice, as well as ledger and card sizes, an unexcelled 
combination of fine service and low cost. 


Year a 


now. Full details will be sent you promptly on request. 


Two grades are available, in 


Transfer season approaches; act 
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BENTSON Steel 


TRANSFER CASES 









AURORA ILLINOIS 














SPLLDDPRINT 
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FEATURES 


. Fully enclosed cabinet assuring maximum light 


through the glass. 


. Louvres ventilator prevents heating of stencil. 

- Double frosted glass eliminates glare and eye strain. 
. Adjustable stencil button bar. 

. Removable socket and switch fixture. 

. Sturdily constructed arm rests. 

. Glass writing bed has typewriter space scale on side 


and bottom. 


. Finished with a high lustre in ebony black. 
. Constructed so that every part is mechanically true, 


assuring perfect work. 





presents the SPEED-0-SCOPE 


Designed and constructed to simplify the tracing of lines, drawings, 
illustrations, cartoons, diagrams and forms. 








Complete with writing plate, stylus “T” Square, 
two clamps, socket and bulb. 


A QUALITY PRODUCT FOR EVERY DUPLICATOR NEED 


There is a Speed-O-Print Quality Product 
for every stencil duplicator need; Stencils, 
Inks, Corrections Fluids, Lettering Guides, 
Styli, Speed-O-Scope, Ink Pads, Type- 


cleaners and Speed-O-Paper Mimeo Bond. 
All Speed-O-Print products are fully guar- 
anteed. 

Dealers: Write TODAY for catalog. 


SPEED-O-PRINT CORPORATION 


180 W. Washington Street, Chicago, Illinois. 
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JACKSON 
DESKS 





Illustrating the 200 series 
made in oak, combination 
walnut and combination 
mahogany, in flat top 
standard sizes from 60x34 
to 36x26—also typewriter 
desks and tables. 





Send for Our New Catalog 


—just published. It illustrates and describes our extensive line of 
JACKSON DESKS in modified period designs with tables, telephone 
cabinet, typewriter desks, costumer, waste basket, etc., to match, of 
walnut, oak and mahogany—also a representative group of commercial 
desks in standard sizes. A note on your letterhead brings you the 
catalog with full details. 


Jasper Office Furniture Co., Jasper, Indiana 























MAJESTIC preferred! 


Distinctive, always in good taste, MAJESTIC 
creations have those deft touches unmistakably 
the work of artisans—that indefinable something 
immediately recognized as distinctive, above the 


commonplace. 


MAJESTIC NO. 390 





The MAJESTIC label on any piece of leather furniture is 
absolute guarantee of fine leathers—select woods and 


superb craftsmanship. 
Popularly priced, MAJESTIC numbers are profitable head- 


liners. Write for our new catalog on your letterhead. 


MAJESTIC LOUNGE COMPANY, INC. 


NEW YORK OFFICES AND SHOWROOM, 6 W. 18th ST., NEW YORK 
CHICAGO SHOWROOM, MERCHANDISE MART—F ACTORY, BRIDGEPORT 

















MAJESTIC No. 390 
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ALFRED DAYTON PASSES 


Alfred Dayton, a retired stationer of San Francisco, 


| 


passed away October 12 at the age of seventy. The | 


stationery firm of Kielty & Dayton operated at 163 
California street. Mr. Dayton retired in 1933. 
—__~<.>__—_— 
CRAIGS CELEBRATE GOLDEN ANNIVERSARY 

Robert Craig, for many years an official of the S. G. 
Adams Stamp & Stationery Company, St. Louis, Mo., 
and Mrs. Craig in November passed the half-century 
mark of married life when they celebrated their golden 
anniversary. 

The celebration was held on November 3 and scores 
of friends heaped felicitations and congratulations 
upon the happy pair. 

Although Mr. Craig is still active and takes a keen 
interest in the stationery field and business conditions 
throughout the country, he has not been at his office 
for some time due to illness. 

anigigiiieaeaal 
WOODSTOCK KALAMAZOO AGENCY 

The Woodstock Typewriter Exchange, formerly lo- 
cated at 203 East South street, Kalamazoo, Mich., has 
moved to larger and better quarters at 148 Portage 
street. The firm is headed by Emanuel Strass, veteran 
typewriter dealer with more than twenty years in 
the field. H. G. Wickham, of Blytheville, Ark., who also 
possesses considerable experience in the industry, is 
head of the service department. 


Se 





BATES MODERNIZED INDEX. — This 
new and beautiful index is the latest 
offering of the Bates Manufacturing 
Company for the holiday season. It is 
equipped to carry 720 names and num- 
bers and may be purchased in seal 
brown, black with silver trim or box- 
wood green. 


-— =~ — 
ARCHENHOLD OPENS TYPEWRITER STORE 


Prepared to handle all makes of portable and rebuilt 
typewriters as well as office supplies, a new typewriter 
store has been opened at 1509 Champa street, Denver, 
Colo., under the name of the Archenhold Typewriter 
& Office Supply Company. 

According to W. Archenhold, the sole proprietor of 
the newly established firm, the company will branch 
out in the near future to include office furniture among 
the lines handled. 

—__>———_ 
AMERICAN DESK COMPANY MOVES 


The American Desk Company, of which A. Klein, 
well-known office furniture man, is the owner, recently 
moved to enlarged quarters at 306 West Fifty-ninth 
street, New York, N. Y. The company, which deals 
in new and used office equipment, was formerly lo- 
cated at 322 West Fifty-ninth street. 
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Let us tell youand show you 
why the best line of Ring 


| 
; 
| Books are stamped— 





| Sutil 


why it stands for 
Quality 
Service 
Dealer Co-operation 
2 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie, N. Y. 

















Us VALU) Sd AMM CR 


LINE... EXCLUS/VELY/ 


PRODUCTS ARE SOLK 
THROUGH DEALERS ONLY 


‘STEEL-STRONG 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

* Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ...and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 











STEEL-STRONG PRODUCTS 























THE C.L.DOWNEY CO. cinicinnati.o 
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NEW DORSON DISPLAY CARD READY 
Telling the story of “the timestamp designed and 
built by time instrument experts” in eye-commanding 
style, the latest Dorson, Jr., counter display cards are 


now ready for distribution. 
Lithographed in four vivid colors, these fourteen by 


“i¥ 7, te Vlavup 


srdy dD 
Ps sag ¢ Peng 


MADE IN 
U.S.A, 





T'S awinner! Ten big improvements! Bigger capacity 
—holds 70 H 52 Chisel Pointed Staples. Longer range 
—up to 1% inches. Sturdier construction. New pat- 
ented nonclogging front plate and other features. And NEW _DORSON, JR., TIME 
it’s made right here in our Norwalk factory. Send in STAMP DISPLAY CARD. 
your H 52 order NOW. 





P. S.—A new H 53 Plier is now available for your customers who twenty-two inch displays serve as dispensers for a 
want larger capacity and a heavier staple. Be sure to stock it! folder describing the Dorson, Jr., unconditional guar- 
antee. The folder, which presents at least six exclu- 
THE HOTCHKISS SALES COMPANY sive features developed through twenty-three years of 
Menai Conn. experience, is offered free to dealers as a sales builder. 
Each display card is accompanied by a generous num- 
] ber of the folders and may be obtained by writing to 
the Dorson Time Instruments Company, 605 West 

Washington street, Chicago, IIl. 

—_—_—>_—_ 

HORDER’S ISSUES CHRISTMAS CATALOGUE 

Thirty-two pages of ideas for Christmas—that is an 
approximate description of the letter-size pamphlet 
put out by Horder’s, Inc., of Chicago. Styles of letter- 
ing for engraving new copper plates, and styles of type 
for imprinted cards are shown on the inside cover, and 
page three carries an insistent but adroit message 
“Please order early’—worked into a preliminary gen- 
eral statement. There are nineteen pages of greeting 
cards. Accessories for packaging are listed. An assort- 
ment of currency holders is shown. Cards for business 
use—and stationery, too,—business gifts, items appro- 
priate for children, art items, items for students, for 
travelers, for home bodies—the pages are full of sug- 
gestions of practical value. Copies may be requested 
by writing the firm at the Horder building, Chicago, 








Offer this office Machine Stand FREE to your Ill. 
customers and prospects who are interested in a enti amen 
Typewriter, Calculator, Addressograph and BERKELEY’S NEWEST STATIONERY STORE 
watch them buy. | “FP. H. Lesh Company” is the new sign which stands 
It’s a big seller too—big discount, low | out in glistening chromium of the new store front at 
retail price. | 2031 Shattuck avenue, Berkeley, Calif. In smaller 
Write Pruitt for Booklet No. 6 on all office | characters as sub-title are listed typewriters and add- 
machines and supplies. | ing machines, business equipment and repair service. 


| The entire front beautiful, enameled in white and 
y striped with chromium. The display windows, again 
a spotless white, accentuated a little by raised stripes 
| 7/ COMPANY to give a slight shading. Against this background the 
tug typewriters stand out, artfully arranged by a window 
; ; trimming artist. A flood of brilliant light develops the 
526 Pruitt Bldg. Chicago picture, even from across the street. 
We buy machines for cash. The inside of the store is spotless white throughout, 


Get our allowance schedule book on office machine values and except for the floor. The latter is heavy linoleum of 
make mese deals, worth $5555, Pruitt peice euly $1.00. mottled gray marble, with narrow strip borders where 
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Sheraton 


Many people seeking a gift for Dad, Son or Brother, can well afford a 
good desk, and will want to make this personal, lasting gift, glad to add 
this beauty, extra comfort and convenience to his surroundings. Among 
INDIANA DESKS are many designs and sizes to choose from and by 
having a few on display, you enable your customer to make satisfactory 


Merry Christmas choice. Our stock is ready—our central location makes for short haul 


and quick delivery. Wire your order. 


INDIANA DESK COMPANY JASPER, INDIANA 


POOL CAR SERVICE WITH NEW INDIANA CHAIRS IS AVAILABLE. 
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—an Ideal Gift 






















| SELL 


THE NEW tuanarace 


* Folds away with the typewriter. 
* Automatically turns copy pages. 


* Perfect simplicity. 









* Reduces typing errors. 


@ A REAL DEALER 
OPPORTUNITY | 












Built by the manufacturers 
of the famed ERROR-NO 
Copyholder to meet a de- 







cided demand of modern 


business for such a device. 







THE DAWN MANUFACTURING CORP. 
181 St. Paul St. Rochester, N. Y. 
NOTE The Dawn Manufacturing Corporation is a subsidiary of the Hall- 


Weiter Company, inc., who manufacture the famous SPEEDRITE Check- 
writer, and the new inexpensive CHEXSIGNO signer. 

























New Indiana 
Leather Upholstered 


Office Chairs 


Make a special 
showing for the 
holiday season. 


Pool shipments 
with Indiana 
Desk Co. Desks 
reduce cost and 
improve service. 


Beautifully finished solid walnut, upholstered in genuine Titetan 
crushed poe leather. Also made in birch finished walnut or ma- 
hogany finish. Suggest the attractive appearance and precous 
comfort of these fine chairs to those looking for gifts of espec 
importance. Kush your order. 


NEW INDIANA CHAIR COMPANY 


Jasper, Indiana 
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you. 


Write at once for 
test sample on 


approval. 








ance—in results—yet retaining the attractive design of the 1936 model D-30. 
You can pound it hard or press it gently. It operates with ease and dependa- 
bility. IT STAPLES, PINS. OR TACKS. Out to win the low price market on 
merit. In every respect the very finest Desk Stapler NEVA-CLOG has offered 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT, 


A ENTIRELY NEW 1937 Model D-30 Stapler—new in constructior—in perform- 


Neva-Clog Stapler 


Order a dozen. 
Free displays, cir- 
culars and blotters. 


CONN. 











A WORTHY LEADER 


among fine office furniture 


GUNN 1800 


The exceptional values in GUNN commercial furniture have won general recog- 


nition among the trade. At this time, however, we believe it to the dealer's 





best interest to call attention to the demand for high grade office furniture and 
the many prospects for sales of the several high grade GUNN suites. The GUNN 


line is one of the n complete in the industry with a splendid array of fine 


quality desks. 


Recent deliveries to many GUNN dealers prove how plentiful are sales oppor- 
tunities for fine office furniture. Take GUNN 1800, for example. Let your trade 
bserve and examine it—a profitable proportion will buy. Complete information 


on request. 


GUNN FURNITURE COMPANY GRAND RAPIDS, MICHIGAN 
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the wall begins. Against this, under strong light, every 
item of merchandise challenges attention. Typewrit- 
ers, adding machines, duplicators; all for the office, but 
no stationery, gift wares or notions. All types of port- 
ables, Harter chairs, steel desks, filing cases, etc. Dis- 
plays on tables instead of on counters. 

Mr. Lesh counts much on his windows as the adver- 
tising medium for the elegant exclusive office furnish- 
ing establishment about San Francisco Bay. These 
windows are to be dressed regularly by a professional. 

The Lesh business is, after all, four years old. Hither- 
to it had been operated in connection with the Haems 
& Morse stationery business in the block below, and 
devoted mainly to service work. This grew to such pro- 
portions that a place of its own was necessary. 

The opening of the new store was auspicious. A 
beautiful November day, many visitors and numerous 
business friends wished Mr. Lesh success with such a 
flood of handsome floral decorations, that only Cali- 
fornia can furnish so well in the winter time. 

Each visitor carried away an automatic pencil bear- 
ing the company name in golden letters. 


———_>—_— 
SPECIAL EDITION OF UEF NEWS OUT 
The impetus business has been demonstrating has 
not missed the Underwood Elliott Fisher Company, to 
judge by the tone of the special edition of the UEF 
News of November (No. 5a). Its main story bears the 
caption “October Tops a Big September.” Three out of 
the ordinary run of stories appear on page 2—of Jean 
Lackey, “Vagabond Coed,” who with an Underwood 
portable and some native wit proposes to write her 
way around the world; of Frank Dennis, owner of an 
Underwood which is still in active use, though it was 
old when his father used it in college before him, and 
of Sub-branch Manager Kendall, who recently deliv- 
ered 400 Underwood typewriters to Drake College, New- 
ark, N. J. Promotions and items from the field are 
cited on the last two pages, the back bearing a rather 
unique pnoto of the airliner Hindenburg passing the 
Bridgeport works of the UEF firm. 


—_—<>_ — 
WEXLER OPENS OWN BUSINESS 
Henry Wexler, formerly of Alessi Brothers, last month 
announced his resignation from that company to open 
a business of his own which will be known as The Em- 
bassy Office Furniture Company, at 22 Bridge street, 
New York. 


Se 
FABER ISSUES SPLENDID CATALOGUE 

Printed on the finest grade of glossy paper and en- 
closed in an attractively decorated cover, a new sixty- 
four page catalogue has been published and issued by 
A. W. Faber, Inc. 

The new book embraces all the various Faber lines, 
including pencils, drawing materials, leads, erasers, 
slide rules, pen holders, and rubber bands. It is also 
equipped with a numerical index as well as a classi- 
fied index, which makes locating the various items a 
simple matter. 

Another page is devoted to a short story of the Faber 
organization from the time it was established in Europe 
by Kaspar Faber, who began making pencils in 1761, up 


to the present time when the firm is rated as one of | 


the leading organizations in the industry. 
In speaking of the new catalogue H. U. Bittman, 
sales manager for A. W. Faber, Inc., said: “We think we 
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DARNELL 
Office Chair 


CASTERS 


e BUILD and HOLD 
BUSINESS 


Your customers will 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters. Famous because they 


Always SWAWAEE, and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor tection. Made of highest 
quality materials throughout. Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer’s high regard 
for quality. 
The new Darnell Caster and Wheel Man- 
ual is now ready for distribution. 


DARNELL 
CORPORATION, LTD. 
P. O. Box 4027-O, Sta. B 





Featuring the Darnell Patented 
Double Ball-Bearing Swivel 














Write for 
FREE Sample 
Set of Darnell 

Noiseless Glides 











Long Beach, Californie and Special 

24 E, 22nd St., New York City Proposition 

36 N. Clinton, Chicago, Illinois fer Darnell 
Dealers 

















have the finest catalogue in the industry—at least we | 


know we have a full-sized publication completely illus- 
trated and each item completely described. We have 
spared no expense in printing and make-up of the 
book.” 


| 


| 
| 
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St. Johns Office Table No.5 24 






Northern Elm. Golden 
Finish. Top %" thick. 
24," 6 sizes: 24x36 







uare. 
27x42, 27x48, 27x54, 27x60, 
30x72. Shipped K. D. Packed 
two of one top size in crate. 


EXTRA VALUE 


FOR EVERY DOLLAR! 
That’s Why Dealers 


Make More Money 
with ST. JOHNS TABLES! 


















Here at St. Johns, largest table factory in the world, we’ve 
been making America’s favorite office tables for 86 years! 
We can put more value and greater salability into tables 
because we have the facilities and we know how to use 
them! Line includes all standard office colors, sizes from 
24x36 to 34x72; dovetail drawers, 3-ply bottoms. Write 
today for catalog and prices. 


ST. JOHNS TABLE COMPANY 


Cadillac, Michigan 


| Office Furniture Warehouse Company, 573 Broadway, New York 





end NEVER BEFORE “Se 


BEAUTY - DESIGN - COLOR HARMONY - 
EYE APPEAL If we could illustrate this striking 


new globe in colors . . . then you would see what a 
startling departure has been made in globe design 
and coloring. Instead of the conventional blue 


ALL WATER AREAS IN BLACK 


Ocean currents 
and the equator 
striparemarked 
in gleaming sil- 
ver, the semi- 
meridian and 
streamline base 
are of bright 
chromium, and 
the accurateand 
complete globe 
map has all the 
human-inter- 
est features for 
which Weber 
Costello globes 
are famous. 


FEATUREITFOR 
12” Black Ocean Globe CHRISTMAS 


Here is the perfect 
Christmas gift for anyone . . . a glohe combining beauty, value 
and usefulmess ... a globe that will attract your customers 
and make them buy! And—fer the first time you can offer 
them a gayly colored Holiday gift box a perfect container 
for a perfect gift. Order your Holiday stock TODAY. We will 
rush shipment in time for}Christmas buying. Retails at $5.00 

. « liberal dealer discounts. 





Globe No. B1204 





WEBER COSTELLO CO. 
Chicago Heights, Ill. 
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SPEED-MO 


No. 400 
TYPE 
BRUSH 
and 
CLEANER 





Real profit possibilities in this unique item. 
Cleans type, removes spots —easily, quickly, 
and safely. Smart self-display package 
speeds sales. You'll want to know more 


about it. 
* eee 


The ONLY Sponge Rubber 


STAMP PAD 


Will outwear five ordinary pads. 
Standard equipment wherever 
heavy-duty pads are needed. 
Use them for clear impres- 
sions. Pads for every office 
and industrial need. 








Write us for folders and price lists 
on these and other Speed-Mo products. 


RIVET-O MFG. CO. on snée'nikss. 
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TURTOY OPENS SAN DIEGO STORE 

A new office equipment store was recently estab- 
lished in San Diego, Calif., by H. H. Turtoy. The new 
concern operates under the name of the Balboa Type- 
writer & Adding Machine Company and is located at 
942 Broadway. 

Mr. Turtoy entered the office equipment industry in 
1914 when he was employed in the Dalton Adding Ma- 
chine Company factory at Cincinnati. After two years 
in which he worked in all of the assembling depart- 
ments he entered the service department and was sent 
to Peoria, Ill., and later to San Francisco, Calif. 

After the war Mr. Turtoy joined George E. Mont- 















i? /. 
i \F/ 


H. H. TURTOY 








gomery who was then Dalton agent for Southern Cali- 
fornia in selling machines. He was put in charge of 
the Dalton office at San Diego in 1922 and continued 
as department manager after organization of Reming- 
ton, Rand, Inc., and until 1935. 

Mr. Turtoy’s many years of experience stand him in 
good stead and enable him to give sound advice to 
customers concerning the technical phases of the vari- 
ous machines his company stocks and sells. 

——_$_—____. 
ADDS R. C. ALLEN LINE TO STOCK 

Miss Lea M. Wikoff, owner and manager of the Capi- 
tol Typewriter Company, 26 North Robinson avenue, 
Oklahoma City, recently added the R. C. Allen line of 
calculators. 

These machines, being given prominent window and 
floor display, are proving popular with the small office 
and grocery store trade, and, Miss Wikoff reports, sales 


| on adding machines are rapidly approaching those in 


the long established typewriter department.—EVH 
a 
THE FAIR AT STRASBOURG 


La Revue de Bureau reported that the Strasbourg 
fair held last fall was dominated by the agricultural 
branch of the country’s economy, although one of the 
buildings was given over to machinery, construction, the 
domestic arts, gas and electricity, household furniture, 
jewelry and watch making, etc. The advance of radio 
made it necessary to devote one hall to the displays. 

—_—_>—————- 
AMERICAN NEWS COVERAGE ABROAD 


Anglo-American News (London) repeated the criti- 
cism of American travelers abroad who feel that there 
is little interest displayed in the foreign press in the 
news of the United States. The great American News- 
papers like the New York Times and the Chicago Trib- 
une carry news from Britain as from the United States 
in a week. 
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SELL THE ONE 


UP TO DATE 


FILE FASTENER 


SPEEDWAY 


Hi} , PAT NO. 22 572 






The Speedway meets the demand for increased speed in 
today’s business. The modern business tempo is ever 
accelerating. Speedway, the fastest and most easily 


operated fastener on the market, gives this greater 
speed in filing. It does so without the loss of effective- 
ness which usually accompanies more rapid work. On 
the contrary, Speedway’s combination of covered 
prongs and quick, smooth operation gives greater effi- 
ciency—greater protection against loss than has ever 
been known. For up-to-date principles of operation and 
construction Speedway has no close rival. Your cus- 
tomers want modern filing equipment . . . Sell them 
Speedway! 


ANOTHER b STEEL PRODUCT 


PARROT SPEED FASTENER CORP. 
37-18 Northern Blvd. Long Island City, N. Y. 















y/ Its sharp 





Sharpened [BJ] point easily 
like a 7/ Erases one 
Paper Pencil or more letters 

Samples without 
Furnished on smudging the 
Request. cw/ whole word. 





Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
° PENCIL COMPANY 
SAS def PHILADELPHIA — U.S.A. 
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A Merry Christmas 
and a Happy New Year 


That is our wish with heartiest greet- 
ings to all our friends and cus- 
tomers. May Mashek Quality — 
Service and Honest Policy, continue 
to build confidence, good will and 
the loyal support of the trade. 


Mashek Cases play no small part 
in bringing Christmas cheer to 


thousands. As gifts, Mashek Cases 
are distinctive. Their quality im- 
parts a lasting satisfaction. Dealers 
who sell and suggest Mashek Cases 
as gifts are rewarded with greater 
profits and the good will such qual- 
ity creates. 


Write for prices and description of Gift 
Items No. 762 and No. 414. 


aba nahin 
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LL —————— 
FRANK 
CHICAGO 


¥ “If it’s made with Leather, MASHEK makes it Better” 
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N You don’t have to cut prices, or offer 

N tempting discounts when you feature 

N MURPHY TRU-TEST CHAIRS. 


The prospect’s eye will immediately 
discover the beauty of design — the 
smooth, durable finish — the firm con- 
struction. When occupied he will 
**feel’’? the absolute comfort and per- 
fect balance. 

Build for the future with a line that 
has made good since 1872. 


o MURPHY CHAIR COMPANY 


U INCORPORATED 
OWENSBORO, KENTUCKY 


—YEARS 
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DESKS 


with character 
—sturdily constructed 
—superbly designed 


The JASPER DESK CO. record of 
more than sixty years of desk build- 
ing proves our desks sell and satis- 
fy. Dealers make this combination 

of good quality and reasonable price " ~~ 
especially profitable. Our catalog New York, N. Y. 


showing all the wide range of styles wy. f7hicase Representative | 


sent on request. Ave., Telephone ROGers Park 
3644 


JASPER DESK COMPANY, JASPER, INDIANA 




















No. 246 






finished dull lacquer 
— mahogany and 





walnut finish. Three 
sizes: 48 x 30, 54 x 32 
and 60x34. 
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PATENTED 











Simple in 
Principle and 
Free from 
Complicated 
Mechanical 
Details 


ENERGY SAVING COMFORT 
A COMPLETE IN YOUR OFFICE CHAIR 


LINE OF OFFICE 
Unmatched comfort will be found in chairs equipped with this 


BALANCED ACTION - 
CHAIR IRONS 








TYPEWRITER new rubber cushioned iron. These cushions are not merely 
AND substitutes for springs but are shock absorbers on which the 
STOOL IRONS. weight of the occupant in any position is evenly distributed. 
The ball bearing swivel is a feature of this fixture and together 
CATALOGUE they provide the utmost in comfort. 
ON REQUEST. NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 











COLLIER-KEYWORTH COMPANY 


GARDNER. MASSACHUSETTS, U. S. A. 
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(Seen and Heard in So. Cal.—Continued from page 63) 


effect of such discrimination may be substantially to 
lessen competition. The act exempts differentials due 
to differences in the cost of manufacture, etc., and pro- 
vides for other exemptions, leaving the initial construc- 
tion of the law in the hands of the Federal Trade Com- 
mission. The act applies to the receiver as well as the 
giver of discriminatory prices, and the penalty for vio- 


lation of the act is a maximum fine of $5,000 or one | 


year’s imprisonment, or both. 

The final section reads: “Nothing in this act shall 
prevent a cooperative association from returning to its 
members, producers, or consumers the whole, or any 
part of, the net earnings or surplus resulting from its 
trading operations, in proportion to their purchases or 
sales from, to, or through the association.” 


Members of the association are requested to note | 


that the celebration planned for the opening of the new 
plant of the Western Carbon Paper Company on Pico 
at Olive has been postponed one week. It will be held 
on December 10, and all ribbon and carbon men resi- 
dent here or visiting are cordially invited to attend. 
Manager Bland of the Western Carbon Paper Company 
stated at the meeting that business during October was 
the best his company ever encountered. 

Among those present at the meeting were President 
Sibertson, Secretary Ecclestone of the Remington 
Rand; and Mr. Bland of the Western Carbon Paper 
Company; two men from the Pacific Ribbon and Car- 
bon Company; a representative of the Shallcross Com- 
pany, and several others. 

The next meeting will be held December 10 at the new 
plant of the Western Carbon Paper Company, as stated 
above. 


& * * 


Golden Staters Meet.—The regular monthly meeting 
of the Golden State Travelers Association took place 
at a luncheon at the Hotel Roslyn, Los Angeles, on No- 
vember 2. Willis Palmer, who represents the Boorum 
& Pease Company here, is president of the association 
and presided at the meeting. Several matters of in- 
terest were discussed. 

Royal Manager Enthused.—G. C. Ralls, manager of 
the Los Angeles district offices of the Royal Typewriter 
Company, Inc., is an enthusiast over the business out- 
look. He says that business in 1936 will much exceed 
that of 1935. Trade early in November was ahead of 
the trade of the previous year, with two months still to 


go. 
cs * * 

L. A. Stationers Enthuse Over Convention.—Car]l 
Grimes of the Grimes-Stassforth Stationery Company, 
Los Angeles, attended the National Stationers Associa- 
tion convention at Chicago as one of the California 
delegation. He had never been to a National conven- 
tion before, and returned enthusiastic over the worth- 
whileness of the several subject presentations and the 
excellence—in fact, the super-excellence—of the enter- 
tainment provided. At the banquet two tables were 
filled with Californians. Two bouquets of California 
chrysanthemums were shipped from the Golden State 
by order of the Californians and presented by Ed. Wob- 
ber of San Francisco to Mrs. Bristoll and Mrs. Garvin. 
This was at the banquet. 

Mr. Grimes praised the exhibits, and gave unquali- 
fied approval to the speeches of the toastmaster, and 
others whose observations helped to make the conven- 
tion worth while. 

Mr. and Mrs. Grimes, who made the convention the 
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There’s one point on which artists, architects 
and engineers all over the world agree—no 
matter what their other differences of opinion. 
They all agree that it takes Higgins American 
India Ink to do justice to their work. And 
no wonder—for America’s ambassador to the 
artist’s and draftsmen’s world has set an 
unmatchable standard of quality for over 
fifty years. 


CHAS. M. HIGGINS & CO., INC, 
271 MINTH STREET, BROOKLYN, NW. Y. 

















EXPANDING 
FIBRE WALLETS 


oettt 


The handiest practical container for filing and 


untie. 


carrying papers—no strings or tapes to tie a 
flap and 


Made of fine grade red rope paper with 
“pull-tab” cloth reinforced. ™ 
Show Noetape to your customers. They will like 
it—and you will profit. 

Did you get our new price list No. 28? 


JOSEPHSON MFG. CORP., 401 W. 14th St., NEW YORK, N. Y. 
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Banks Industrials, Utilities, 2 
USED BY City, County and State Of. | F— ——7 
fices, Railroads, Brokers, etc. 


The rigidity of steel, the economy of 
fibre board, absolute dustproofness, 
plus ensy accessibility are definite 
features found only in “Green-Edge” 


Storage Files. = —J 
j 
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Your customers will be in- 
terested in examining this 
Thy improved type of Storage 
File. Send for free demon- 








N ntration sample today. | 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 
cManufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 














No. 1104—66"x36”" 


A RISHEL MODERNE 


In Genuine American Walnut 


Style- Craftsmanshio—Beauty 


Ask for New Catalog 
of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J. K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 
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chief point of a vacation trip, remained away for sev- 

eral weeks, during which they visited Washington, New 

York, Rochester, Buffalo, Muskegon and Cedar Rapids. 
= * + 

Harry Morgan, head of the Stationers Corporation 
here, and for two years president of the National Sta- 
tioners Association, approved the work of the conven- 
tion. He pointed with pride to the fact that excellent 
addresses were made by members of the stationers 
group—that the association does not have to go out- 
side to present a program of singular worth. He men- 
tioned as one of the outstanding addresses that of 
Charles M. Marshall of Atlanta on Stock Control—a 
subject to which Mr. Marshall has given years of study. 
Mr. Morgan pronounced the recent convention the best 
one ever held by the stationers. 

© o * 

“Elsie” Organization Holds Contest.—Beginning Oc- 
tober 1 and ending December 31 the L. C. Smith & 
Corona Typewriters, Inc., is carrying on a Sales Man- 
agers’ Sales contest. It covers the U. S. A., all branches 
being represented. Manager Harris of the Los Angeles 
district entertains optimistic views of the work that is 
going forward here. 

” +. * 

Horton Heads Hollywood Store of Stationers Corpo- 
ration.—Ray H. Horton, for sixteen years with the main 
store of the Stationers Corporation, in Los Angeles, has 
taken the management of the corporation’s branch 
store in Hollywood. The place has been done over 
throughout and presents a fine appearance. Ray Hor- 
ton has a lot of well-wishers. 

« . * 

Former Wisconsin Chair Man Heads L. A. Company. 
—The other day the reporter called at the office and 
sales room of the Zundel Seating Company, Inc., 542 
South Los Angeles street, “exponents of correct seat- 
ing.” Here he had the pleasure of meeting E. A. 
Zundel, president of the company, and some of the 


| Staff. It will interest office furniture men to recall that 


from 1889 to 1925 Mr. Zundel was associated with the 
Crocker Chair Company of Sheboygan, Wisconsin, 
much of that time as head of the organization. He 
came to Los Angeles several years ago, and last spring 
organized the Zundel Seating Company to produce and 
sell office and assembly chairs with the new “spring 


| saddle seat,” patent number 2,008,379. We are told that 


| 


there are now 800 spring saddle seat correct posture 
chairs in use. 

The patent covers the seating device, which may be 
applied to practically all office chairs. The assembly 
folding chairs with the spring saddle seat are newly 
come upon the market. 

The reporter hopes to describe these chairs and the 


new seat device in an early issue. 
* + * 


Wilger a Busy Man.—C. A. Wilger, branch manager 
of The General Fireproofing Company, Youngstown, 
Ohio, is busy these days filling orders. Business, he 
Says, is very encouraging. On the walls of Mr. Wilger’s 
attractive offices at 1733-1735 South Los Angeles street, 
are likenesses of men whom the reporter used to know 
“back east.” With a distinct feeling of pleasure I noted 
the likenesses of President Brainard, William Foster, 
chairman of the board; Treasurer R. M. Bell, and 
Walter Bender, vice-president in charge of operations. 


* * * 


By the way, Barker Rudolph, shelving specialist of 
The General Fireproofing Company, recently made a 
trip through the western territory. He didn’t stop long 
| enough anywhere to get a coat of tan, it is said. 
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CERTIFIED 
PAPER 


7 ts 


Cash Registers 
Adding Machines 
Stenotype 
Teletype 
Police Signals 
Addressographs 


Red ink end-marked. Va- 
riety of sizes, colors, car- 
bonized, duplicate and 
triplicate rolls. Precision- 
made to insure perfect 
operation. 


CANN, 


LYNN PAPER PRODUCTS MFG. CO. 


2000 HOWARD ST DETROIT, MICH. 

















CLIP-ONS 


will keep them in order! 


CLIP-ONS are genuinely satisfac- 
tory paper clips. They fasten cor- 
respondence, enclosures, briefs. 
etec., neatly and securely. Cannot 
slip off or pick up other papers. 
3 sizes, brass or nickel—100 in a 
box, 10 boxes in a carton. Sample 
and prices to Stationers. 


Clip-On Corp. 


OSWEGO, N. Y. 
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An Ideal Yuletide Offering 


No. 780 Size 
1644x1134x44" 


Fitted Kary-All 

Black 
or 

Brown 




















An ideal 
Christmas 
Gift—only one 
of the com- 
plete line 
of National 
jModern 
Quality 
carrying 
cases. 








BRIEF CASE 
MFG. CO. 
512 So. Peoria St. 
CHICAGO, ILL. 
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WIDEST ASSORTMENT 
OF STOCK SIZES MADE 





Sell Social Security Forms 


to conform with stock size 
cabinets. Make a good profit two ways—forms 


and cabinets to house them. 

The ASCO Line of steel card cabinets 
is priced to meet everybody's pocket- 
book—the widest assortment of stock 
sizes made. 

Order a good stock now. Cash in on 
quick turnover of sales. 


ART STEEL COMPANY, INC. 
300 E. 145th St., New York, N. Y. 
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When You Consider 


how great 


THE 
SERVICE 


Fine how small 
Leather THE COST 
Assures 


how valuable 


SCHWAB 
SAFES 


you must con- 
clude that 
Schwabisa 
great safe to use 

and a good 
line to sell. 





Lasting 
Satisfaction 


From the first selection of the hides suitable for fine leather, through all 
the exacting processes necessary to develop and preserve their natural 
virtues at the highest level, quality is the watchword of the Eagie Ottawa 
craftsmen. 

Eagle-Ottewa leathers are guaranteed. Applicable for modern or 
conservative designs, they are available in new lasting colors, textures and 
an interesting range of prices. They afford the modern office furniture 
dealer new convincing selling points. Write for particulars—end you will 


Specify Eagle-Ottawa Leather on Every Occasion! 








( = 
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Ample protection for the particular business 
need—capacity for any requirement: business 
records, furs, silks, jewelry, postoffice, wall safes, 
vault doors, deposit boxes, burglarproof chests, 


EAGLE-OTTAWA LEATHER CO. etc. Dealers are offered a profitable opportunity 


to become the local Schwab _ representative. 





The Standard Name for Fine Leathers 











Grand Haven, Michigan Details on request. 
Salesrooms: New York ... 2 Park Avenue; Chicago . . . 912 W. s is ‘ 
washer, oe a Cala. 106d Loan at. an fuse + The Schwab Safe Company 
1238 N. W. Gilsan St.; High Point, N. C.... P. 0. Box 386. LAFAYETTE. INDIANA 
4 é > a a. 3s - 




















1937 SELLING PLANS-— HERE IT IS! 


—Include the ALMA LINE 


All indications are that 1937 will be a 
good year for business in general and for 


office furniture in particular. 


Start now to get ready for this new year 
by stocking plenty of ALMA—‘Good 
Desks for Little Money.” 





A low-priced Film Duplicator with advantages of | 
expensive Gelatin Roll Duplicators. 

| All Steel Construction—attractively finished. Equipped 

| 

| 

| 





with Suction-cup feet to hold it solidly to any smooth 
surface. Changeable Gelatin films with a printing surface 
of 814x14 ades assure perfect copies at a remarkable 
speed. Perfect registration. 

This new GRAPHIC ECONOMY Duplicator has a mulkti- 
| tude of uses in School, Offices, Clubs, Restaurants and 
! 





other Organizations. 
Immediate profits from the sale of the machine—and con- 


ti f ly orders. 
A L M A D E S K c O M p A N y was ubends rapt: « wl etnies and prices. 


HIGH POINT, N. C. GRAPHIC DUPLICATOR CO. 


148 LAFAYETTE ST. NEW YORK, N. Y. 
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BICKETT CHAIR MATS 
The “Rufbak” eliminates shifting 





Solid Colors: Black, 
Maroon, rown, 
Light Green, Dark 
Green. Marbleized 
colors as desired. 


Bickett Chair Mats 
are made of durable, 
high grade rubber. 


Square Type 

38”, 40”, 42”, 44” Diameter — 38”x38", 40x40”, 42x42”, 44” x44" — 
15°x18” Extension to fit under desk 18”x24” Extension to fit under desk 

Ye". Ka", Va” Thick 

Other Bickett products are Respirator Cushions, Bickett Cushion 
Pads and Chair Pads, Bicco Type 400 Cushions, Bi-Front Cushions, 
Settee & Booth Seat Pads, Typewriter Pads, Cuspidor Mats, Table 
& Desk Leg Shoes, Fabricushon Mats and Runners 


Stock Bickett Products for Christmas Trade. 
Respirator Cushions provide complete SATisfaction 
L. M. Bickett Company, Watertown, Wis., U. S. A. 


Round Type 











of America 
SOS es es ee 


OR your generous acceptance of 
Aico products during 1936 we ex- 
tend our genuine thanks and ap- 
preciation. Through your coopera- 
tion the name Aico has reached 
new significance in American busi- 
ness. With our pledge for contin- 
ued wholehearted dealer assist- 
ance we extend our best wishes for 
a joyous Christmas season and a 
prosperous |937. 


pao os os oes ote ote “tee tne) 


‘G-J-AIGNER:CO: 


INDEXES, TUBULAR EDGE CELLULOID TABBING, DESK PADS— 
AND OTHER AICO PRODUCTS. 
CHICAGO 


503 S. JEFFERSON ST. + 
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A PEERLESS IDEA that 





Gets More Interest from Typists... 





Quicker Okays from the Boss! 





NEW YORK: 321 Broadway 


To The Stationers 


| 
| 





Quick sales! Easy sales! More sales! That's what this new Peerless 
sales help is bringing dealers. Because it’s a tried and proved selling 
idea we are backing it to get business for you. 

Just have your store clerks, salesmen or repairmen give this actual 
Peerless Typewriter Key to typists. The sample key clinches the 
sale. 

Most dealers know there is real money in featuring Peerless Rubber 
Typewriter Keys. The Peerless policy of cooperation protects and 
builds your Peerless business. Get the inviting details of the Peerless 
plan now. 

PEERLESS KEY CO., INC. 
Manufacturers of the only complete line of rubber keys sold through dealers. 
GENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 
CHICAGO: 19 So. Wells St. 








Popular Office Chairs 


QUALITY CRAFTMANSHIP... 
MODERN STYLING... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and details 
on request. 









Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 329 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 
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Newly Improved 


**GAYLO’’ 
METAL 
FOLDING CHAIR 


$425 .., 


f.o.b. Chicago 


GAYLO 


Correct Posture 
Chairs are now 
RIVETED AT ALL 
JOINTS. Made 
of heavy U- 
shaped COLD 
ROLLED STEEL. 
Chairs can be 
bolted together 
in rows, groups of 
two or more. 
ideal for 
schools, clubs, 
churches, o f- 
fices, etc. 





Baked Synthetic Enamel Finish 


GAYLO chairs are comfortable and rigid in construction. 

They open and close quietly and quickly. Fold flat—stack 

easily. Seat and back heavily upholstered in Spanish leather- 

ette. Rubber tipped non-skid Front legs. Furnished in attrac- 

tive Mahogany, Black, Green, Tan and Bone-White colors. 
BRIDGE TABLES furnished to match. 


| SALESMEN—A few vacancies open | 


GAYLO MFG. CO. 
820 NO. MICHIGAN AVE. 








CHICAGO, ILL. 
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Lamp illustrated is 
No. 506. 
Antique Brass 
Statuary Bronze 
Black and Chrome 


Finishes: 


Indirect bulb is supplied 
with lamp. 


(Christmas Trade 


Let us supply your lamp requirements for the 
holidays. Calvert Lamps make ideal gifts to the 
student or business man, one that will be ap- 


preciated. 
This is the line that features indirect lighting 
for offices. A circular showing all numbers will 


be sent on request. 


The Calvert Lamp Company 
300 E. FEDERAL ST. BALTIMORE, MD. 
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WABASH DESIGNS REMARKABLE FOLDER 
SAMPLE SET 

For the purpose of aiding dealers and salesmen 
secure more business in the lines involved, a new and 
remarkable folder sample set has recently been de- 
signed by The Wabash Cabinet Company, Wabash, Ind. 

The sample case measures approximately four by 
eleven inches and is equipped with spiral binding fixed 
firmly into its center. Upon this are placed as many 
samples of the company’s folders as desirable. These 
include the heavy ropestock, heavy and medium weight 
standard grade, extra heavy standard grade, leather- 
tuff stock, in medium and heavy Miami brand. 

On the inside of one cover is a special clip to which 
are fastened several samples of the Wabash line of 
gummed tab labels, while the cover itself is manufac- 
tured of a sample of pressboard folder. A letter which 
accompanies the new sample set reads: 

“The enclosed folder sample set has been designed 
to assist your salesmen in securing more folder busi- 
ness. The set is complete, showing our entire line of 
folders—yet it is compact and will not add materially 
in weight or bulk to the salesman’s kit of samples.” 

—$_>—_____ 
JASPER ISSUES NEW CATALOGUE 

A new and handsome catalogue on the pages of 
which are listed several new lines recently manufac- 
tured by the firm, was issued last month by the Jasper 
Office Furniture Company, Jasper, Ind. 

A special feature of the new book is the manner in 
which each page has been cut and folded in such a way 
that when opened it presents six pages of‘descriptive 
matter and illustrations of the Jasper items. Each one 
of these folder pages has been allotted to the various 
suites of office furniture manufactured by the Jasper 
Office Furniture Company, including the Early Amer- 
ican, The Colonial, The Sixteen Hundred Grade, The 
Utility Series, and The Art Moderne. Still other pages 
are devoted to Jackson Desks, teachers’ and school 
desks, accessories, magazine stands, and end tables. 

Included in a supplementary form, there is a com- 
plete price list of the Jasper Company’s hundreds of 
items as well as a telegraph code for the benefit of 
dealers. 

Listed as the Catalogue No. 408, the book is printed 
on a fine grade of cream colored paper decorated in 
light blue. Each individual page bears a portrait of 
Stonewall Jackson together with the Jasper Company’s 
advertising slogan for its Jackson desks “Built Like A 
Stonewall.” 

Copies of the new catalogue may be obtained by writ- 
ing to the company’s home offices at Jasper, Ind. 














STATIONERY 


The Service Office Supply Company has taken increased 
This business had been located on East 








Detroit, Mich. 
space at 427 Woodward avenue 
Jefferson avenue 


Detroit, Mich._-McDowell & Williams is a new partnership at 1305 
Young street, dealing in commercial stationery and office supplies. Frank 
McDowell has joined John A. Williams, Jr., who had conducted a print 
ing business 

Sioux City, lowa.—Brown & Saenger conducted a business show in 
October 

Salem, Ore. -Patton’s Book Store, 340 State street, has been renamed 
The new title is Cooke Stationery Company. J. L. Cooke purchased this 
business some time ago 

Topeka, Kans.—The Thacher Office Supply & Equipment Company, Inc., 
117 West Sixth street, has been chartered to deal in school, office and 
janitor supplies. The principals are Phil Thacher and Ralph Sleeper 

West Plains, Mo.—J. G. Price, of the Price-Jones Company, has been 


elected president of the Chamber of Commerce of this city 


PENS AWS PENCILS 


Chicago, I11.—-The Chicago branch of the W. A. Sheaffer Pen Company 
has expanded its display rooms and repair department 

San Francisco, Calif.-O. H. Davison and Walter Willoughby, now rep 
resentatives of David Kahn, Inc., made a visit recently to the Hollywood 
studios of the Twentieth Century-Fox Film Corporation, to direct the 
photographing of Shirley Temple in her studio bungalow, as she was 
using the new Kahn Shirley Temple pen and pencil sets 














DECEMBER, 19 





THERE 

HAD 

TO BE 
A 


BETTER 


TYPEWRITER 
PATENT PENDIN DESK 


IT’S NAME IS ‘‘DROR-TYPE”’ 


CONSIDER THE FAULTS THAT DROR-TYPE HAS 
CORRECTED 


* One Mammoth Pedestal (634 cu. ft.) for a typewriter only- 
(1) cu. ft.) 


* Nearly 51% cu. ft. of waste space demands a 60 in. desk 
(54 in. dror-type outsells 60 in. 4 to 1). 


* Stationery rack definitely inconvenient besides spoiling the 
best (top) remaining drawer. File drawer impracticable. 


* Awkward and difficult to operate. 
* Non-rigid support for typewriter. 
* Unnecessarily expensive. 


Grand Repids SY/PCMaaMEL Michigan 














SELLING THE 


YEAR “ROUND 


With a Liberal Margin of Protit 


Retails 
at $2.50 


No. 213 


“Prince” 





F&M Memory Masterpieces 


Perpetual Calendars for Office and Home 


The No. 24 “Scout”, pic- 
tured at left, retails at 
$2.00. Fifteen more dis- 
tinctive models complete 
a profitable line of exclu- 
sive merchandise every 
live-wire retail stationer 
positively needs. Write 
for FREE copy of illus- 
trated broadside, with 
prices and discounts. 


FINCH & renatededrais:® <*> - 


AURORA ILLINOIS 











$ 








FASTES Finov7F4 INE 
goin places folks... 


WE INVITE INQUIRIES F 
R 
| SELECT DEALERS 


Marhivele 





in Canada, write Markwell Mfg. Co. of Canada, Ltd., 218 Front St., &., Toronto 
In United Kingdom, write Wm. E. Knight, 2-3 Norfolk St., Strand, London, w.c. 2 











DOPP-CRAFT 


The DOPP-CRAFT line of zipper envelopes, ring 
binders, secretary and brief cases is complete in 
every detail. The high quality and reasonable prices 
make DOPP-CRAFT the outstanding line. Write 


for our new catalog. 





CHARLES DOPPELT & CO. 


OPPOSITE MERCHANDISE MART 
412-420 Orleans St. Chicago 
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Where the finest is required in up- 
holstery leathers, whether on land, on 
sea or in the air LACKAWANNA 
LEATHERS are used. 


The new United States Supreme 
Court, the new battleships and des- 
troyers of the U.S. Navy, and the new 
Douglas transport sleeper planes are 
all equipped with LACKAWANNA 
LEATHER. 


LACKAWANNA LUXOR LEA- 
THERS have been developed to meet 
the demand for a more satisfactory 
leather at a moderate price. Samples 
sent on request. 


























The Lackawanna Leather Co. 
1000 Grand Avenue, Hackettstown, N. J. 
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BRIGHT VALUES 


IN LEATHER FURNITURE 


Rich, comfortable, durable, luxurious, these are 
the attributes of BRIGHT leather furniture. In 
styles and designs to please even the individualist 
who must have something entirely different. 
Good, honest, quality craftsmanship. Fine 
materials. Every BRIGHT number is a real 
value. 


Our new catalog is ready. Write for it. 


BRIGHT CHAIR COMPANY, Inc. 
127-133 Bleecker Street NEW YORK, N. Y. 
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Dealers handling A-S-E 
“AURORA” steel filing 
equipmentarehanging 
“sold” signs on their stock 
at a lusty pace. Sales are easier to make 
with this top-notch line that’s got every- 
thing in the way of quality, appearance, 
features—— and PRICE that gives both 


you and your customers a profitable deal. 


And the A-S-E “AURORA” line is only 
part of the big A-S-E stock of selling 


equipment. SEND TODAY FOR 
CATALOG FE-l. Start selling 








a 


COMPANY 


with A-S-E. 


ALL-STEEL-EQUIP 


INCORPORATI 


HN STRLET AURORA ILI 











4A Ad 
KILIAN 

nground Bearings for the 

Mosel - By he industry 

(©. 8. Patent 1.788.623. Canadian Patent 894.059. Other patents pending.) 
All parts machined from bar stock and heat-treated, 
outer races are one piece can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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BUSINESS OPPORTUNITIES. 





Important to Manufacturers | 
| 


The folloeving detailed inquiries, received direct from readers of Orrice 
_ APPLIANCES, are tangible business opportunities. ; 
Where inquirers submit references mention is made in the item. 


Aberdeen Stationer Requests Catalogues.—Office Supply, Inc., is a new 
commercial stationery house at 205 East Wishkah street, Aberdeen, Wash 
This business is conducted by G. N. Gunderson, to whom mailings should 
be addressed, including price lists and discounts 

Adding and Bookkeeping Machine House Asks Catalogues.—Regan & 
Caviness, 127 South Salisbury street, Raleigh, N. C., has been organized 
by J. A. Caviness and F. M. Regan for the sale of office machines, special 
izing on adding and bookkeeping machines. This firm will appreciate 
catalogues from manufacturers in its field. 

Dallas Stationers Yearn for Catalogues.—McDowell & Williams, Sta- 
tioners, 1305 Young street, Dallas, Texas, have organized a stationery 
and printing business. They request that manufacturers send catalogues 
and price lists. Please mark mailings for the attention of John A. 
Williams, Jr 

Puerto Rican Manufacturers Agent Asks for Lines. F. M. Alvarez 
Del Manzao, manufacturers agent, P. O. Box 978, San Juan, P. R., 
wishes to secure lines for representation in Puerto Rico. He lists among 
the lines in which could be handled advantageously fountain pen inks, 
lead pencils, fountain pens, adhesives and pastes, and paper for the 
printing trade. 

Seattle House Wants Duplicator Stencil Samples.—The Ryding Com- 
pany, manufacturers representatives, 911 Western avenue, Seattle, Wash., 
requests that the various manufacturers of duplicator stencils write and 
send samples. 

Detroit Office Outfitter Requests Catalogues.—Sable’s Outfitters, Inc., 
322 West LaFayette, Detroit, Mich., wishes to receive catalogues from 
manufacturers of office furniture, covering lines of both wood and steel 
Please mark mailings for the attention of Mr. D. M. Irwin, treasurer. 

San Antonio House Wishes Catalogues.—The Probandt Printing Com- 
pany, 9 South Chadbourne street, San Antonio, Texas, requests cata- 
logues from manufacturers of various office items, including office equip- 
ment in general, machines, supplies, furniture, typewriters, adding ma- 
chines and safes. 

Widespread Sales Opportunity..-Paul E. Hinchliffe, P. O. Box 323, 
Orange, Mass., formerly sales manager for Rivet-O Mfg. Co. of that city, 
is now functioning as a manufacturers’ representative and traveling the 
entire territory east of the Mississippi. It is possible that if his wares 
require additional time, some territory will be abandoned. He is now 
completing a trip which has taken him from New England through the 
northern states to Chicago and St. Louis and into the South, from whence 
he will return to Orange. Mr. Hinchliffe sells the Rivet-O line, which in- 
cludes stamp pads, finger moisteners, time stamps and daters, a line of 
indelible ink and some social stationery lines. He wants an additional 
commercial line to sell to office supply stores. He will consider something 
for U of his territory or for any part of it. He plans to make the com- 
plete circuit twice a year, with the possibility of some special trips to 
certain large cities. Correspondence addressed to him at Orange will be 
forwarded without delay. 

Typewriter House to Add Lines.—The Dowling Typewriter Company, 
Second and Broadway, Oklahoma City, Okla., has moved to more com- 
modious space downtown, and plans broadening its activities. School fur- 
niture has been added, and the company plans stocking office supplies 
and specialties. Manufacturers in those lines are invited to send their 
printed matter. The company covers the southern half of the state and 
part of the northwest. Machine lines handled include Royal typewriters, 
Allen-Wales adding machines and Spartan duplicators. 








FURNITURE 


Birmingham, Ala.—F. R. McCauley has established the Dixie Office 
Supply Company in the Chamber of Commerce building. He had been 
connected many years with Roberts & Sons 

Chicago, I11.—The National Store Fixture Company, 116 South Halsted 
street, has been chartered to deal in store fixtures; capital stock, 200 
shares non par value; incorporators—Peter Hidnis, Sam Surdes and M. 
Harlem. 

Indianapolis, Ind.—The Hiller Office Supply Company is now operating 
in its new store at 132 East Washington street, where it conducts an 
office furniture and typewriter business 

New York, N. Y.—The Sterling Desk Company, conducted by B. Hure- 
witch, has rented space at 281 Pearl street, dealing in new and used 
office equipment 

New York, N. Y.—Louis Frank has leased 13 East Twentieth street 
which he will occupy with lines of new and used office furniture and 
equipment 

New York, N. Y.—The A. R. Nelson Company, 101 Park avenue, has 
been appointed Manhattan representative of the Watson Manufacturing 
Company, Jamestown, N. Y 

New Orleans, La.—J. D. LeBlanc, Inc., has moved from the United 
Fruit building to 419 Barrone street. 

Evansville, Iind.—Henry F. Decker has moved his office equipment busi- 
ness to 421 Vine street, at Fifth, where increased space has been secured. 
The lines handled include office equipment and supplies, taking in fur- 
niture, filing equipment and accessories. 

New York, N. Y¥.—The American Desk Company, conducted by A 
Klein, has moved from 322 West Fifty-ninth street to 306 West Fifty 
ninth street 





Stationery Shop Afloat 
The South African Printer and Stationer (Johannesburg) commented 
on the stationery shop which is included in the SS. ‘“‘Queen Mary,’’ flag- 
ship of the Cunard fleet. The W. H. Smith Company, London, operates 
the stationery store and bookshop. While in port the bookshop is in tele- 
phonic connection with the company’s shore establishment at Strand 
House, London. 





SPECIALISTS IN A 
PARTICULAR FIELD 


There are seven grades of EVANSVILLE 
DESKS, and each grade offers not only 
arresting eye appeal but conclusive value. 


The 60” desk 
Evansville No. 
Turned Leg Group. 


Dealers may capitalize fully on the 
tremendously enlarged market for 
wood office furniture by having 
EVANSVILLE DESKS well represented in their stocks. 
Write for the new Portfolio of designs, if you do 
not have it. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE INDIANA 























TWIRLIT 








The Speedy 
Accurate 


For the myriad of office perforating 
jobs that result in quicker filing and 
finding, more information at hand—a 
more efficient and up to date office. 
Substantially constructed—no service 
nor replacement cost—a lifetime serv- 
= ant that pays for itself early—drills 
through a hali inch of paper—one, two 


PAPER DRILL 





Drills 
Throu ha o three holes. Choice of % to 13/32 
Half Inch inch diameters—lists from $2.50 to 


$10.75. Full details on request. 


Mitchell Binder Co. 


HAGERSTOWN, MARYLAND 
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TRINER TYPEWRITERS 


BEAM POSTAL SCALES Baton Rouge, La.—L. C. Jackson has established an agency here for 


the L. C. Smith & Corona Typewriters Inc He had been engaged in 


ELIMIN ATE the fleld at Montgomery, Ala., heretofore 
~ - 4 


Columbia, Mo.—The Central Office Equipment Company has bought the 
Typewriter Service Company. The combined stocks have been merged 
= , = >] : J é gee 
POSTAGE WASTE at 436 South Ninth street 

Denver, Colo.—The Archenhold Typewriter Company has been opened 
at 1509 Champa street by W. Archenhold. Office furniture items are to 
be added in a short time. 

















< Over Hartford, Conn.—The Royal Typewriter Company, Inc., has announced 
Under wage increases for its 5,000 employees amounting to between eight and 
one-half and nine per cent. Officials estimate that this will increase the 

Weight annual pay roll about $500,000 
instant! Jacksonville, Fla.—The Jacksonville Typewriter Company has moved 
y from 317 West Forsyth street to 27 West Monroe street. This business, 
shown by which is conducted by Geo. H. Bruck, is now occupying a ground floor 


this indicat space, closer to the business section than when at former old location. 
is indicato: . 

Kalamazoo, Mich..-The Woodstock Typewriter Exchange has moved 
from 203 East South street to a larger establishment at 148 Portage 
street 





Capacity 1 Ib. x Y2 oz 


Miami, Fla.—The Dade Typewriter Company has moved to more com- 


WITHIN 10 GRAINS! modious quarters at 139 N. E. Second street. This business was started 
. é g D. G. McFarlane G. A. Van Acker. The lines include 


in 1931 by and 
That is now the postoffice scale sensibility and tolerance Woodstock typewriters and Ohmer cash registers 
for checking postage. rt Natchez, Miss.—Tom Kitchings, 412 Main street, has taken the agency 
Forty-eight cents to 96 cents per pound prevailing for the L. C. Smith & Corona Typewriters Inc 
postage cost must be checked by every mailer to prevent New York, N. Y.—E. B. Healy, Royal dealer at Santa Fe, N. M., visited 


costly postage waste. the home office at New York several weeks ago. 


Triner refinements make this close-weighing accuracy Oklahoma City, Okla.—-The Dowling Typewriter Company, an estab- 
bl P bal cial alloyed 1 piv lished business, has been chartered to conduct an office machine, school 

possidie. : ermanent balance, specia alloy - steel pivots, furniture, office supplies and office specialties business; incorporators 

perfect alignment and operation of moving parts, to- J. W. Dowling, Irene McVeigh and D. B. Trosper. There have been issued 

gether with sturdy, high-grade construction, insure de- 13,000 shares of stock 

pendable and lasting service. Capacities 9 oz. to 4 Ibs. Panama City, Fla...A. B. Boyd, Boyd Printing Company, has received 

in various models, with computing charts on those of 1 the agency for four counties on L. C. Smith & Corona typewriters 

Ib. and over. Providence, R. !.—James E. Trerice, foreman of the mechanical depart- 

ment of the Royal Typewriter Company, Inc., here, celebrated his twenty- 
Send for detailed description and prices fifth anniversary with the company September 5 


San Antonio, Texas.—-Paul Bernd has moved his typewriter and busi- 
a “ % >! " . . = 
T | 28S ac << Ss re st) » ‘ree 3s Le acros > Ss 2e 
R IN E R Ae ‘A E & M FG, co. his a — aim aaa ee a - a ae 


, « . . 
2714 W. 2ist Street Chicago, Hlinois San Francisco, Calif.—The local branch of the Woodstock Typewriter 
Company has been placed under the direction of P. O. Burt, who was 
transferred here from Buffalo. 

St. Augustine, Fla.—A. C. Kitchler has returned to the local typewriter 
field, conducting the firm of Abernethy & Kitchler He is a veteran of 
the typewriter field, having been associated in 1897 with Wyckoff, Sea- 
mans and Benedict 








The Prior Typewriter Exchange had a display at the 


lt won t be lon g n @] w! New dersey stat fair some time ago, making a fine showing of Royal 
typewriters. 

You’ll need filing supplies bad- . 
ly in another month. Get ADDING MACHINES 
ready for it now. Check up 
your stock. Order your next Oklahoma City, Okla.—-The Capitol Typewriter Company, 26 North Rob- 
season’s req uirements from — aven ms has taken the R. C. Allen line of adding man 

San Antonio, Texas.—Harry Brunson, Burroughs Adding Machine Com- 


WA RSHAW and make some pany has been transferred here recently from Nashville 


real money. 
OTHER MACHINE S$ 























Your customers will like 


WARSHAW’S quality and low 


Chicago, t!.—The A. D. D. Corporation, 3445 North Racine avenue, 


. . . a. . 
price combination. It ‘ant be has been chartered to deal in mechanical articles, devices and machines: 
capital stock, 5000 shares par value common; incorporators—E. Krantz, 

beat. H. W. Armstrong and C. L. Dobbins 


Dallas, Tex.--Robert S. Greathouse, representative here for the Stand- 
ard Mailing Machines Company, motored to the factory at Everett, Mass., 


ROLL LABELS = WARSHAW MFG. CO., Inc. | Sovender 





GUIDES . . : . , 

Pittsburgh, Penna.—-The General Office Machines Corporation has 

INDEX CARDS 1 MAIN ST. BROOKLYN, N.Y. moved from 715 Liberty avenue to 719 Liberty avenue. The company 
REINFORCED is broadening its lines, which required additional space 

FOLDERS . ; ' ‘ ; 

PROTEX - San Francisco, Calif.—WwW. P. “Bill” Corbett, assistant sales manager 

STICKONS of the Hotchkiss Sales Company, Norwalk, Conn., made his first tour of 

MENDING TAPE the Pacific Coast in recent weeks, calling on dealers in San Francisco. 

G UMMED Los Angeles, Portland, Seattle, Spokane, Tacoma, Salt Lake City, and 

Denver. He was accompanied by R. V. Smith, Paul E. Christensen and 

INDEX TABS A. V. Gilling, in their respective territories. He was well impressed with 


the alert manner in which western stationers uncovered opportunities 
for the use and sale of stapling machines. 


- 
—_—~> — 
’ Ladies First 
——— = The Gregg Magazine (London) relays this to us. “The following 
z_ appeared in the London Evening News. ‘Are woman stenographers quicker 
_ than men?’ A competition for the German championships held at Bey- 
4 — reuth would seem to answer in the affirmative. 


———”—SC—O “There were 400 competitors, and the first eighteen places were occupied 
by women, the best man being nineteenth.’’ 
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Like sugar 
to grocers... 


No grocer’s stock 
would be complete 
without sugar, salt, 
bread and other similar 
items ofstandard every- 
day use. No stationer’s 
stock is complete with- 
out steel pens. 


For generations Ester- 
brook steel pens have 
been regarded as stand- 
ard by stationers and 
their customers. This 
name has always meant 
pen perfection through- 
out the world. 


Today this reputation 
spells steady turnover 
and profit to stationers 
everywhere, 














bsler buuk 


STEEL PEN MFG. CO. 
86 Cooper Street Brown Bros., Ltd. 


or 
Camden, N. J. Toronto, Canada 
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LONG RECOGNIZED 
SPECIALISTS 
N 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In | 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to | 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul Street | Rochester, New York 
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YOU SHOULD SELL 


EFF & C POSTURE CHAIRS 


A Line That Stands Inspection— 






Scientific Posture Principles 
Superior Workmanship 
Durability 


Quality 


Every chair 
carries a_ five- 
year guarantee 
against imper- 
fections. 


€ 





No. 1 Eff & C 


Sold Exclusively through Dealers. Write for catalog. 


The Fritz-Cross Company 


304 East Fourth St. St. Paul, Minnesota 











THERE IS NO SUBSTITUTE FOR QUALITY 


THE WISE BUYER 
WILL CONSID- 
ER QUALITY 
RATHER THAN 
BARGAIN 
PRICES 








BEWARE OF 
THE PRODUCT 
THAT HAS LOW 
PRICE AS ITS 
ONLY RECOM- 
MENDATION 


INTERNATIONAL 


CG060000606098 


Munson Suppty Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to 
PO as ch tdci eewe ees 
Address... 


CEs 5% 
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What Kind of a Cabinet Have 
— You 


for 
Blue Prints, 
Sales Maps, 
Inventory 
and other 
Large 
Office 
Forms 





Blue prints, sales maps, inventory sheets and other large forms 
are filing problems in every office. Lyon Li-Flat Cabinets answer 


these problems. Neat in appearance and requiring a minimum of 


floor space, their special construction permits ready and easy ad- 
aptation to the many size requirements of this type of material. 


If you haven't already included Lyon Li-Flat Cabinets in your line, do so. 
Write for illustrated bulletin No. 471-A oon 
ask, 


LYON METAL PRODUCTS, INCORPORATED 


2812 River Street, Aurora, Illinois 


Be ready when your customers 


“What kind of a cabinet have you .. . 
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RRASABLE BOND 


gators CO 










SALES...REPEAT ORDERS 
— The Proved Result of Stocking 


CORRASABLE BOND! 


Sales records of enthusiastic dealers offer concrete and 
undeniable evidence of the popularity of CORRASABLE 
BOND among stenographers and business executives. This 
remarkable Bond paper has erasing qualities that are amaz- 
ing. A whole paragraph can be erased with pencil without 
any unsightly evidence of errors. No wonder it is wel- 
comed by users for its time-saving features! 

If you aren’t acquainted with this new Bond Paper, write 
for samples and prices. Demonstrate it to your customers. 
You'll be rewarded by more sales and profits! 


EATON PAPER CORPORATION 
Typewriter Paper Department ’ 
PITTSFIELD, MASSACHUSETTS 
NEW YORK: 21 East 40th Street CHICAGO: 25 East Jackson Bivd. 
Stocked in SAN FRANCISCO at 770 Mission Street 















I 
PERFECTION METALS 


for ring books and post binders— 


a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied 
from our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. 
you realize on many opportunities. 


LOOSE LEAF METALS C@O., INC. 


6816-6824 Arsenal St. ST. LOUIS, MO. 
Pacific Coast Representative 
S. & D. Loose Leaf Co., 427 San Pedro St., 


It will help 


Los Angeles 

















HIGH POINT 


Office 
Chairs 


FOR ALL your require- 
ments and for the many 
special sales opportunities 
at you perhaps have 
previously let go by. 


A awed group of leather 
upholstered chairs, wood 
dan in quartered oak, 
and American Pecan pos- 
ture chairs, bentwood 
numbers, folding chairs 

tablet chairs, etc., aff ford 
you frequent and recur- 
ring opportunity for 
volume sales. you 
haven't the High Point 
catalog a line on your 
letterhead will bring it. 


High Point 
Bending & 
Chair 
Company 


SILER CITY, NORTH CAROLINA 
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RIBBONS AND CARBONS. 





Portiand, Ore.—George L. Coehn, 
Ribbon Manufacturing Company, 
trip through the east and middle west. 
convention of the American National legion at Cleveland 


president of the Stenno 











Carbon & 


has completed a comprehensive business 
During the trip he attended the 


—__—.g——_—— 
(Exports of Typewriter Ribbons, etc., Jumped from 
Page 8) 
7763 
Dupli- 
4750 cating 
Filing folders, ma- 
index cards, chines, 
and 9395 parts & 
other office 9392 Typewriter supplies 
forms. Carbon paper. ribbons for. 
Countries LF) Value L Value Doz Value Value. 
Austria . ‘ 7s $ 34 . 2 5 
Azores and Ma edetr 
Islands .. , , 86 $ 24 . eee esse —— 
Belgium ‘ =i 109 58 247 648 $ 181 
Czechoslovakia ; 99 205 71 37 30 86 veone 
Finland ... 2,461 489 293 352 4 16 30 
France .. ‘ 528 438 1,641 4,296 6,561 
Germany . wee . 65 
Greece .... 13 32 os 
Irish Free State . 905 
Netherlatds 9,980 1,652 683 444 101 440 373 
Norway .. 39 37 165 379 402 
Portugal l 28 “n eee 53 108 oi 
Rumania - e 130 402 129 
Sweden ... 26 23 1 1,003 278 612 183 
Switzerland --- 2,675 525 400 277 817 107 
United Kingdom - 1,188 815 7 5,927 2,369 3.356 10,212 
Yugoslavia esees . sas ‘on 35 19 72 158 on 
Canala ... : 18,434 6,442 2, 1,698 383 1,284 9,075 
British Honduras 177 66 9 23 72 cogs 
Costa Rica..... 597 176 22 83 328 26 
Guatemala . 5,394 705 150 85 133 13 
Honduras 3,386 1,169 210 27 86 cece 
Nicaragua : 867 173 39 121 317 ones 
Panama 5,348 1,067 376 174 305 331 
Salvador . 941 196 30 1 6 » adele 
Mexico ... 1,669 672 566 201 769 4,500 
Newfoundlani and 
Labrador <<<g on 158 387 187 ose se 
Bermuda ... caeekes Seen - 41 61 2 10 os 
Barbados cantan ‘ ease hake ee ace 9 
Jamaica ... -. 2,501 738 584 308 34 66 ee 
Trinidad and “Tobago. - 147 141 101 52 
Other British West 
BREED cccccccceccecs 755 256 20 1 2 ne 
GOGE sésesvecenssce . 2,885 1,321 3,361 2,137 513 1,050 718 
Dominican Republic.... 1,410 388 248 291 279 898 44 
Netherland West Indies. 3,945 1,147 24 17 eee me 175 
Haiti, Revublic of.. . 466 154 10 6 20 52 225 
Argentina , . 809 352 276 162 191 716 1,221 
Bolivia . : 89 134 28 118 43 
Brazil . 120 137 2,971 1,765 19 73 2,724 
Chile ... ‘ ; 491 531 218 620 595 
Colombia .. 4,112 2,142 827 596 700 1,766 480 
Ecuador 130 43 191 131 40 107 cece 
Surinam 50 18 os eee i oe cose 
Peru . 1,300 216 935 649 7 788 384 
Uruguay ... 2 9 = - wae wae 
Venezuela 2,120 784 690 9li 145 320 575 
BGM cccicces eeee 26 16 14 35 eves 
Saudi Arabia. 14 ons . 7 17 
British India.. { 389 3,452 2,125 102 251 eeee 
British Malaya. . 5 800 asin mr 2 7 ere 
Ceylon ..... 98 89 175 68 53 87 100 
China ‘ 142 2,533 1,305 lil 278 eoee 
Netherland India....... 1,401 321 652 453 403 994 779 
Hong Kong. - 178 183 18 66 esas 
Japan ..... , 545 289 23,852 9,696 200 556 476 
Kwantunz oe saan iam 604 
Palestine 116 78 124 359 caves 
Philippine Islands . 3,072 745 6,545 2,972 520 1,227 851 
Turkey .. se .4 80 132 236 745 433 
Other Asia.. 40 15 cae oaks asee cons 
Australia 953 706 11,493 4,327 296 744 597 
British Ocearia 44 15 1 6 aeons 
French Ocear.ia jess — on 48 
New Zealand.. sone 35 121 231 
Ethiopia ...... - 18 34 ease 
Belgian Congo... 12 4 51 110 
Briish East Africa... es 250 105 34 79 ee 
Union ef South Africa.. 483 171 882 442 559 1,322 481 
Nigeria .... on : ‘ o4 53 45 99 ones 
Egypt .... 100 12 ee oes 187 464 
Algeria one - 74 5 76 143 
Other French Africa . : 39 92 
ERRUEOR wsccesce 278 61 
Mozambique 35 ll . . . 
Total 86,586 $26,196 77,309 $41,821 12,067 $29,077 $44,886 
Shipments to: 
Hawai. 44,710 $12,400 558 $ 390 219 $ 665 $ 895 
Puerto Ric 16,298 3, 256 5,144 2,121 74 211 1,205 
Virgin Islands 40 6 tees ee sewe 38 
— 


Rhumatic Typewriters 
The East African Traders’ Magazine (Nairobi) reported that 


the annual 


report of the acting Government Printer for 1925 states that the amount 
of £400 provided for purchase and repair, only allowed for a very limited 
number of new typewriters being purchased. The larger proportion of the 


funds was devoted to maintenance. 

Of 658 typewriters in use in government departments at the 
year fifty have been in use from twenty to thirty-seven years; 
from fifteen to twenty years and 125 from ten to fifteen years 

— 
Bankers’ Fugitive Inks 


end of the 
eighty-five 


Weston’s Record (Byron Weston Company) cited an incident which hap- 


pened in an important Massachusetts bank. 


At a directors’ meeting a dis- 


cussion arose on the subject of ink, and in its course it was established 
that seven of the nine directors of the bank were carrying fountain pens 


filled with fugitive inks. 


These men were using there fountain pens to 


sign records and documents of importance probably involving the bank in 


sums ranging high in the millions of dollars. 





WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 


THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 


GIFT 
FOLDERS 


Display cartons of 24 





ANE 





pairs, each in cellophane 
envelope Novel,  sales- 
clinching Christmas Gift 
Card included free with 
each pair. 

° tA 








YOU'LL Schl 
TO EVERY WOMAN 


® Here’s the season’s smartest answer 
to the quest for a “different” 25c 
Gift. ..a lovely, useable article that 
will delight any stenographer, office 
worker, housewife, hostess! 


* Smart Sameco Steno Cuffs of non- 
inflammable crystaloid in lace effect 


fit any wrist... “match” any dress 
. slip on or off in a jiffy. Keep 
sleeves fresh and neat! Cash in on 


them as a Christmas Gift 
item—beginning now! 





wrmaxx STENO CUFFS 











SAMECO COMPANY INC., 
503 East Elm Street, Brockton, Mass. 


RUSH trial display carton Sameco Lace-Pattern Steno Cuffs 
with novel Christmas Gift Cards included, at attractive trade 


discount, 


terms 2% 10 


days, net 30 days. Also send list 


liberal quantity discounts. 


Firm Name _ 
7... 
Address 
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U. S. TYPEWRITER RIBBON MEG. Co. 






RIBBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 





Grippit 
Holds 
like 
Rubber 


This special adhesive sticks with a sinewy, 
flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Bands 


Write for Free Tube 
and Profit Story 





Harrman-Werts Propucts Co + 200 Summer St - Boston 











Philadelphia, Penna. 
GUMMED CLOTH 
every buyer’s needs. Write us for 


Graffco 
TRANSPARENT CLOTH TA RS 
samples and prices. 


VISE INDEX 
CELLU-VISE INDEX 
A comprehensive line of efficient, top- 
quality Index Tabs designed to meet 
GEORGE B. GRAFF COMPANY 
64 Washburn Ave. Cambridge, Mass. 




















Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity regu- 
lated by interchangeable 
posts. $3.50 per dozen sets, 
f. o. b. N. Y. Request on 
your letterhead brings sam- 
ple and details. 


F. B. Mfg. Co., 





1228 Intervale Ave. 
New York, N. Y. 
















from 2 sheets up to 

a Pile of Paper 

This Thick (3") 

with the New 
ACME No. 1 


Heavy Duty 
Hand Stapler 









N MX FY 
COMPANY “ay 


1643-1647 Haddon Ave. 








CAMDEN, N. J. 





» SPEEDEX 
TELEPHONE INDEX 
RETAILS AT $1.00 


Sturdily built and beautifully 
finished in black, brown and 


green. 





Actual Size 3x4x2% 


Attractively boxed. Weight 14 oz. 


THE SPEEDEX COMPANY 
Sales Directors: TARA SALES COMPANY 


843 South Los Angeles Street 
Los Angeles, California 


Thousands of organizations in hun- 
dreds of different lines of business, 
use MAPTACKS. The most efficient 

and economical method to keep a vis- 
ible geographic record of sales activi- 
ties, distribution, advertising coverage, 


dealer set-up, etc. 


A display increases sales and = MAPTACK DISPLAY 
Order the assortment from your jobber Holds Complete 
...the revolving Metal Cabinet is FREE. Assortment 


MOORE PUSH-PIN CO. 


113-125 Berkley Street, Philadelphia 


The Original Manufacturers of Push-Pins, 
Pushless Hangers and Maptacks. 
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ities. iC ee | 
PROGRESS PAPERS 


A COMPLETE LINE—PRICED RIGHT 




















Adding Machine Rolls Mimeograph Papers 
Cash Register Rolls Typewriter Papers 
Duplicating Papers Scratch Pads 


Ruled Papers for School and Office Use 


Write for samples and a 


STATIONERS’ PRICE LIST 


BRADNER SMITH & COMPANY 


333 S. Desplaines Street CHICAGO, ILLINOIS 


















































ROOCO 


e All-Purpose 
e Ink for 
e Stencil 
Duplicators 


Office Equipment Dealers are en- 


Business Cards go on forever 


NCE your name is established your trade will 
run regardless of seasons. For you will be 
riding the ups and downs of demand accord- 

ing to the business of your customers. It will 
not be regulated by any one industry. 
If you hook up with us, you will find prices easy 


to charge, easy to collect, and comfortably profit- 
able. The quality of our work is unsurpassed— 


— fhe +~ee- machine We will gladly pag Pm ye SO o> ae 
Supplies business in their territory, discuss this engraver or printer and specify Wiggins Book 
further, if you Form Card Stock, you will find it 













but quality supplies are needed to 
get and to hold the trade. ROOCO 
Duplicating Ink is of such quality. 


write to us. impossible to go wrong. 





* 


Suitable for open or closed drum , 

stencil duplicators, it makes dense H. D. ROOSEN CO. The John B. Wi GG | N 
Brooklyn, N. ¥Y. Chicago 

black, sharp impressions. Samples 

and prices on request. National 1162 Fullerton Ave. 


Fact 609 S. Clark St, 
Foot 20th St. 


















Tr Pretrtty? enennay| Engravers Chicago 
. Se For clean, neat and quick moistening 
Sell N lor e€ Scales! yn Ae, ne ly * of all gummed surfaces use 
Five °° The office moistener 
There’s a wide market poe --Moisen-It without a fault 








for shipping scales, as ounces 
well as those designed 
for regular postal and 
air mail use — if you 
know how to reach it! 


For envelopes, stamps, 

labels, gummed tape, fin- 

ger tips, etc. 

Durable Efficient 

Sanitary—Saves Time! 
Quickens Business! 


; Priced at $1.50. You can’t buy better at any price. 
Hanson service does not stop at me- 


chanical perfection. There's a success- . The Colytt Laboratories 
ful merchandising plan available to all HANSON SCALE Co. 565 W. Washington Bivd. CHICAGO 


Let HANSON Ideas 
Help You 





























MYSTIK GUARD 


PROTECTS YOUR FURNITURE 
PREVENTS HOSIERY FROM CATCHING 


Anybody can attach. No 
tools or glue required. 


Multi Color Display FREE. 


6” length 1S¢ pair y Ye DRY eTE RCI te 

















12” length 25c¢ pair Ii \GaA 
= Write at once for 


A 
A profitable sale is waiting Ke 

wherever shown. vaa\ samples and complete 
information 


FORO 


Liberal Dealer Discounts. 


MARBER CO. 
20 E. Jackson Bivd. 
CHICAGO 
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The “A m” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


Se er ee 
xx. 








YOU GET THEM ALL 


When you stock Clarotype you get all these 
aids to increase your type cleaner sales. 


cLARO-TYP: 


the modern type cleaner 

1. Cleans thoroughly, quickly, and 
efficiently 

2. Well-made dauber ends spatter- 
ing 





3. Does not deteriorate or evaporate. 

4. Preferred by purchasing agents 
and stenographers. 

5. Creates repeat business because it 
gives value to your customers 

6. Advertising supplied free. 

7. Offers you a good profit. 

Order from your jobber or direct 


me ¥ from The Clarotype Company, Inc., 
™ 16-P Hudson Street, New York City. 











Grecial inoexinG + a O83 4 D) D4 ‘ 
AN ‘ wy’ i fr TA 


lara 
2 elee, 


BROOKLYN. NEW YORK 





CEL-‘U-DEX CORP, | Main Street 
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ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 

ition. We offer a valuable 
usiness getting opportunity. 
Write today for details. 





Allen-W ales 
Adding Machine 
Corporation 


515 Madisen Ave. New Yerk, N. Y- 



















Meilicke Systems, 805 


cover computations of 
Payrolls Unit Costs 
Express and Freight Charges 
Time Interest 


Tonnage Discount, Etc. 


End Mistakes— 
Double Speed with 
Precalculated, 
Verified Answers 


Meilicke. Systems, Inc. “25s 








u-bdja- 
Brands 


DUPLICATOR [INKS 


DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and © government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-USatson 


Manufacturers of Ink Specialties 








644 SO. CLARK ST., CHICAGO 

















CLOTTED 


Replacement Parts for Adding, Book- 
keeping. and Caleulating Machines 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Read, N. E.. Cleveland, Ohio 











PROTEIN STENCILS 
of Quality 











Mounted or Unmounted 





Samples Gladly Sent on Request 





Manufactured By 


= GREATER AMERICAN STENCIL CO. 
33 Post Office Box—U. P.—116 
LINCOLN, NEBRASKA, U. S. A. 
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Attention to Detail— 


by discerning and critical buyers, is responsible for the constantly in- 
creasing demand for StamperKraft inks, pads, rubber type and other 
marking needs. They want just as much serv ice, attractiveness in ap- 
pearance, and freedom from irritation in a stamp pad as they do in a 
new typewriter. That’s why they select StamperKraft. 


THE SUPERIOR TYPE COMPANY 


3940 Ravenswood Ave. Chicago, Illinois 




















Bassick 


OFFICE CHAIR CASTERS. RUBBER 
CUSHION SLIDES. RUBBER DESK 
SHOES. “ATLASITE" DESK CUPS. 
FURNITURE RESTS. 

The complete line, sold through 
leading office equipment dealers. 


THE BASSICK COMPANY 
BRIDGEPORT, CONNECTICUT 
“The World’s Largest Manufacturers of Casters” 








How's your stock of 
Oakville Brass T-Pins? 


The *“*Convenience Pin” at its 
best. Made of brass GUARAN- 
TEED rustproof—nickel plated. 
Handle-like heads provide easy sunenthine and easy with- 
drawal. Cannot slip through papers. Hard to loose. 7 
sizes. Packed 100 per box—10 boxes to the carton. Or bulk 
in '»-Ib. boxes. er with your other Yellow Box Line items. 


OAKVILLE COMPANY 
Division of Scovill Manufacturing Company 
Waterbury Cennecticut 


Save time with Yellow Box Line Products 
Pins, clips, fasteners, thumb-tacks, Tak-a-Pins, etc. 








Chicago New York San Francisco 
In Canada—Brown Brothers, Ltd., Toronto 2, Canad, 





OAKVILLE 














MORE NET PROFIT 





F-ee Display Rack with trial 
order for 175 Safeway Photo 
Mailers—one box each of 7 
standard sizes. Special lined 
board—triple-thick corners 
—100% protection for photos, 
drawings, etc. Attractive ad- 
dress form. Send order and 
your jobber’s name, or re- 
quest for samples and price 
folder to U. S. ENVELOPE 
COMPANY, Dept. C, Wor- 
cester, Mass. 








a ai 


Columbian Safeway Photo Mailer 


When you are in need of — 


STATIONERS GLASSWARE 
STATIONERS HARDWARE 
STATIONERS CALENDARS 
STATIONERS SPECIALTIES 


Send to 


Frank A. Weeks Mfg. Co. 
311 Broadway New York, N. Y. 





















DEALERS WANTED 

(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 
ing 


MASTER 
SPEED KEYS 


(ne rubber te wear out) 
Write for our interest- 
ing proposition. 


Speed Key Mfg. Co., Inc. 
299 Columbus Place 
Brooklyn N. Y. 











MARCHANT CALCULATORS 


Nu-Made 
HAND—ELECTRIC 


Automatic Division Automatic Multiplication 
Electric Clearance Dial Clearance 
Duplex Models 


Write for Our Low Prices 


RELIABLE TYPEWRITER & ADDING MACHINE CORP. 
303 WEST MONROE STREET CHICAGO 

















3 irkilo Celluloid 
Products 


Card-cases, any size, leese-leal envelopes, punched; 
menu covers, fectery record protectors; teg holders, 
bill-fold envelopes, stamp containers, etc. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
363360 S. Racine Ave. Chicage, U. & A, 
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Ideal BOOK RING 


THAT FLATTENED JOINT is there 


Make Your Ribbon | 
for a purpose—to keep the re al- | 


and Carbon Dept. | = 
PROFITABLE, || =~ TSR EES | 


Here is the simplest, quickest-operat- | 
ing and most satisfactory ring ever | 





’ j ) BY Te Ge | Seven Sizes invented for perforated sheets or 
( “ R O W N I R ( ) I ) l ( . ) | Inside Diameters: binders of all sorts. Allows binder or 
° ) De : sheets to lie flat when open at any | 
Build Profits |} No. 000,940 mo.t.1%7 point, The enlarged joint, nicely jf 
~ ve gt right side up in position to be in- 
, : _ : ae 7 - » 2% stantly unlocked. : 
Modern business requires Typewriter 0. 6, Order through your wholesaler. We iso | 


Ribbons and Carbon Papers that 
afford the maximum of Economy, 
Legibility and Permanence. 


For more than 35 years Crown Prod- ADIAL Dis 

ucts, quality and service guaranteed, <0 R TRig 

have met all requirements of business, oleae “70 
thus insuring profitable reorders. Rs 
Crown Dealers and Distributors are ee a ae | 
covering nearly 100 foreign countries Will keep correspond- 
and every state in the U.S. A. ence and papers always 


on hand and properly 
Crown Ribbon 


arranged. The most ef- 
& Carbon Mfg. Co. 


ficient desk file on the 
782-790 St. Paul St.. Rochester, N. Y. 








| ore ae T. Adams a Co. ae ea See Goveage Ave. | 



















market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 



















IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


SAFES 





et 
Carbons & Ribbons 


—products of high 
quality giving better 
service—easier to sell 
and resell. Better typ- 
ing—better letters re- 
sult from use of Codo 
Carbons and Ribbons. 
if you are interested 
in the opportunity of- 
fered as distributor of 
truly satisfactory mer- 
chandise, let us hear 
from you. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 


FILES 


FOLDERS 





GUIDES 








STAPLES 











STAPLING 














MACHINES Sell Wedding 
Genuine Invitations 
Engraving $7.95 
WASTE e . 
BASKETS America’s Less trade 
Lowest discount 
IN NEW YORK STOCK Price 
Sa ple bo« t ng full Ms of coctal engraving, mailed for don sit of $1.00 
which is — 4 - da a $2 5.00 net of engraving or return of sample book 


f 

CAL CAMERON 
155 LEONARD ST. 
NEW YORK, N. Y. 


NATIONAL ENGRAVING CO. 


BIRMINGHAM, ALABAMA 
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SELLING FAST / 


1936 







FASTER and faster—orders con- 

tinue to pour in from all over the 
world for the new Borg Parcel Post 
and Office Scale. Faster than we can 
produce them! Faster than we can 
fillthem! Each is shipped as quickly 
as possible—in the order received. 

Such an ovation emphatically 
proves that here is a small, compact, 
precision-built scale that fills a defi- 
nite need. A need no other postal 
scale has ever filled before! 


BORG POSTAL SCALE 


MANUFACTURED BY THE SCALE DIVISION 
GEORGE W. BORG CORPORATION, 469 E. Ohio St., Chicago,U. S.A 








DEALERS Cash in on this FAST-SELLING AUTOMATIC 


ASTERERALA 


WT) Fea) aed 2 2 et RE 


(/ 
Three Models, All Closed Drum, Oo 
Automatic Inking, Low Price. DUPLICAT x 
Model A, completely automatic, Auto- 
matic Feed, Automatic Inking. 
pane dealers are cashing in on 
this wonderful line of Mastergraph 
duplicators, they are simple in con- 
struction, speedy in opera- 
tion, beautiful in design, 
and small number of parts 
make it popular with users 
and a profitable trade- 
builder for DEALERS. 







Write for complete infor- 
mation on our liberal dealer 
franchise. ¥ 


THE AUTOMATIC MASTERGRAPH DUPLICATOR CO. 
807 Walnut Street, Des Moines, lowa 
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THE AMERICAN 
"5 IN rt 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 


PRICE $7.50 RETAIL 


WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 




















‘ 





The Government 


will allow the deduc- 
tion of traveling ex- 
penses on Income and 
Payroll tax returns 
only upon presenta- 
tion of definite, item- 
ized records. 


BEACH'S 
“Common Sense" 
EXPENSE BOOKS 
































are best for keeping 
such records. 


BEACH PUBLISHING CO. 
Detroit, Mich. 














‘ 
¢ 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


FPP DP¢ Ot Ot Ot Ot St St S++ S++ S1S+S+S+S+S+ Sie 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 


B4DS4+ S44 S+ S++ S+S+S+S+ S++ O+o+ 
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MAK-UR-OWN 
ALL TRANSPARENT 
INDEX TABS 


Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 
NORTH TONAWANDA, N, Y. 























| DIP-NO-MORE [M.l.  'RESTION FoR PapER a 

| ee Sees 

ain FOR CLOTHING, ew 
bes tame dhesusve os tes Pegs: tu: show wit sven dame sone. 


The Ideal 
A pplicator 


for ink erasing 





The last drop is 
applied as easily as the first. A tap releases it—bent 
| neck prevents overflow —always ready and always 
| effective. For sale by all leading jobbers. 
H. A. INK ERADICATOR COMPANY 
1707 Zerega Ave., New York, N. Y. 
| Cable: ERADICATOR 
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NEWS.ABOUT 









A STENCIL 


FOR EVERY PURSE AND PURPOSE 


THE HEADLINERS! 


ROYAL BLUE, ROYAL PURPLE 
ROYAL WHITE STENCILS 


rhe three stencils shown on the left 
are first rate performers—real head 
liners! All three stencils are similar, 
all are capable of running many thou 
sands of sharp, clear copies. Royal 
Blue, popular with many users because 
of its traditional blue color, is a tough, 
durable stencil that will produce extra 
fine copies and stand up under hard 
treatment. Royal White is favored by 
many who do only typing because of 
its legible, black-on-white appearance 
while being typed. Royal Purple, much 
like Royal Blue, appeals to many he 
cause of its pleasing, restiul purpk 
color. All are sold in Note, Letter and 
Legal Sizes to fit most machines such 
as Lettergraph, Mimeograph, Neo 
style, Rotospeed, Niagara, et 


LIST PRICES 


NOTE SIZE 
LETTER SIZE 
LEGAL SIZE 


* reancineirend DRY igeigeerel * 


w Hever ste that will sav \ 
] 


iohs \l aie il Blue and A orcs I 


LIST PRICES 


LETTER SIZE 
LEGAL SIZE 


* WAX STENCILS 


runs, mainly typi 


require moderat 
LIST PRICES 


NOTE SIZE 
LETTER SIZE 
LEGAL SIZE 


SEND FOR FREE SAMPLES 


ECONOMY 
STENCILS 


Wax Sten 
andling 


$1.00 
1.25 
1.50 


THE HEYER CORPORATIO 


ye A ee 


CML CA GOD gg Di Se Ae ccc 














LEADERSHIP Again in 1936 Underwood sales 
were UNPRECEDENTED. Year by year for more than 
t ars { lerw 1 has produced and sold more 





PREFERENCE...A single oil company ordered its 


twenty-hve thousandth Underwood Typewriter during the year 


rs than any other manufacturer 













vic 
af ] ‘ 





TORY 
nto, Ca 


rwood | won 26 World's Typing Championships 


orge Hossfield’s 9th championship victory 
la, was Underwood's 26th. In 27 years of com- 


PERFORMANCE 


random from regular employ t age es voted 
Underwood frst in “Blind” Te h T 





: TRAVEL... .“Queen Mary”, world’s longest 
SPORTS ve we 7 EDUCATION | Census shows almost as ma hip, on maiden voyage was almost ex¢ é 


I j i i tor tl Underwoods in vse in the schools ot America a a/ lerwor quipped. Passengers wer 
News g ¢) 1936 Worl ‘ akes of typewriters ¢ ed, purchase Underwo Porta lypew $ her 
Ser New York ¢ well-stocked Book Shop 











